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In past periods of heavy demand, it has 
been our concern to safeguard the supply 
of our goods to the independent hardware trade. 


In the present emergency, we intend to be mindful of the 
continuous flow of our products through the regular channels. 


No good American organization will do otherwise than cooperate 
fully with the demands of the government. Yet it must also be 
considered that local distributors are called upon for 
supplies of national importance. 


THE IRWIN AUGER BIT COMPANY 


» = 7 ” WILMINGTON, OHIO, U.S.A. 
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Wooster Brushes Sell Themselves 7 






S uccessful merchants know that 
profits are derived from turnover, and 
the faster the turnover the greater 
the profits. Wooster dealers featur- 
ing “Foss-Set” Brushes are able to 
meet the greatest volume of demand 
and cover the widest range of uses. 
They have no slow moving items or 
déad stock to reduce their profits, and 
they spend very little effort in selling 
their people what they want. Woos- 
ter Brushes, properly displayed, sell 
themselves. Your Wooster jobber’s 


THE NO. 17 WOOSTER salesman will gladly show how to 
WALL BRUSH VARIETY VENDER increase your brush profits with 
Wooster. 


Ask your jobber’s salesman 
to explain the Wooster 3- 
point Merchandising Plan. 


S237 


THE WOOSTER BRUSH CO. * WOOSTER, OHIO 
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HERES HOW THE FALLS 1. WINDS 


be 


, AN BLOW ou SOME 600; 


Now that health and comfort require the instant closing of 


doors — Yale & Towne are putting on a special drive to boost 
your door closer sales. 





































Fg Pe rae 


edie Ns 


Owners who want to keep heating bills down — landlords 


who want to keep tenants happy — employers who want to 
reduce colds among employees — storekeepers, etc., catering 
to their customers’ comfort — are all goo 


prospects for an 
item that rings up a good sized sale at a nice profit. 


An unusual and attention-getting ad, put before the Saturday 
Evening Post’s more than 3 million readers on November 2, 


will stir up interest in your community. Make sure you have 
an adequate stock of popular sizes. 


The ease of application of the YALE closer for right or left 
hand doors without mechanical change of any kind will help 


ind 
you sell. 









































SIZING TABLE... YALE DOOR CLOSERS 
No. Description Maximum 
Size of Door 
71 Ordinary screen and light 1%” x 2'6" x 6'6” 
interior doors 
Heavy screen doors 13%” x 3/0” x 7/0” 
72 Light interior doors 134” x 2'8” x 7'0” 
m BY Closet doors 134” x 2'8” x 7'0” 
L eas 
Wil r4aaid you CAI \ Light exterior doors 134” x 2'6" x 7'0” 
fi doors quiet y 73 Corridor or office doors, 1344” x 3/4" x 7'O’ 
© oe oors closed either wood or metal 
epin - 
eke — heat bills 74 Ordinary exterior doors 24%” x 3/0” x 7'6” 
e savi Heavy interior doors, either 24” x 4/0" x 7'6” 
* Drafts throu wood or metal 
eople colds, ! ad biow!ng Heavy exterior doors 3” x 3/6” x 7'6" 
— Slamming doors © 7s Heavy interior doors subject to 
strong drafts 
76 Extra heavy entrance doors or 
doors of unusual height or width 
and refrigerator doors, etc. 
Standard finish: Brown Lacquer 
Packed: One in a carton with template direction sheet and 
spring tension wrench. 
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GOING PLACES WITH GARDEN HOSE ? 














GO TO TOWN WITH 


SUPERTWIST* CORD HOSE. 4 light. 


weight, yet extremely durable 


THESE FOUR LINES 


PATHFINDER* CORD HOSE. 


High quality at low price. Green 


hose that women and children can 
handle easily. 


with a reenforcement of the famous 


Brown cover. Made 
Supertwist cord. 


GLIDE* CORD HOSE. 4 good 
hose at a moderate price. Ribbed 
red cover. Molded hose, reenforced 
with heavy double-braided cotton 


cords. Also available with black cover 


cover. Heavy, single-braid, cotton- 
cord reenforcement. Also furnished 


with black cover. 


OAK* GARDEN HOSE. Designed 
expressly for the low-priced 
market. Single-braid, cotton-cord 
reenforcement, corrugated dark 


brown cover. 











THESE FOUR LINES Witt 24¢ yon 70 Jown/ 


AIN lines, too, all of them, and every 
one with a definite destination — the 
gardens of more customers than you’ve ever 


had before. 


Each one bears the proud Goodyear name 
—which means “tops” in its class. Hose for 
the man who pays more attention to quality 
than to price. Hose for the man who must 
shop for price, but expects quality along 
with it. Light,“easy-to-handle” 
like to 


work their own lawns, and 


hose for ladies who 


for younger children . . . and 
“something tough” to stand 





up and take a beating year after year. 


No matter what hose your customers look 
for, you have it when you stock these four 
lines, all backed by Goodyear’s world-wide 
reputation for uncompromising quality. 


Get them in and watch them go right out! 
For complete details, write Goodyear, 


Akron, Ohio, or Los Angeles, California. 


THE GREATEST NAME IN RUBBER 





*T.M.'s The Goodyear Tire & Rubber Company 


HARDWARE 


ACE 0 








It’s just like bridging between 
studs... without bridging, studs 
may bow out of line, weaken 
the entire frame of the house 











THE THIRD BUTT 
Holds the Door 


Straight and True 


The time to sell the third butt is when the job 
is being figured. Then the contractor includes it 
in his estimate. The home-owner is glad to pay 
the slight added cost of the third butt and the 
labor for installing it. And you sell an extra butt 
for every door in the house. 

For doors that open and close easily, latch 
and lock with a click—and stay that way- 
urge your contractor friends to figure their 
jobs - “Three Butts To A Door.” The Stanley 


Works, New Britain, Connecticut. 
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INTO THE FUTURE... 








e start of the business in 1845— 
pment of increased 


iuction, better qual 


OR over ninety-two years—since 
ally pr 
improved workr 


y, as in the past, R B & W is still looking ahead and preparing to 

r meet all demands for threaded fastenings. The rolling mill shown 

10w being completed in our Port Chester plant to assure better 

of our raw stock. Thousands of dollars worth of other new equip- 

uch as furnaces, headers, threaders, trimmers, slotters, etc., has 
been added to this and our other plants during the past year. 


igh bad times and good, traditiorial policies of confidence and pro- 
eness have ever kept EMPIRE Bolts, Nuts and Rivets the standard 
nce. This means that R B & W believes in American Industry— 

w, as always, we are looking ahead into the future. 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 





Two Years Ago These Advertisements 


Early in 1938 when business 
cast your 1940 deliveries. 


Then, we stated that: ‘‘as in th 

in : e past R B & W is sti i 

Pie peas nc for threaded Wllidinds cou ’ eS ce by cae 

a Provement in product have been traditional polisien.”” -aaean 

oar expanded by developing new machinery | 
& production—regardless of slack conditions 


con . . 
ditions were bad, these two advertisements fore- 


purchasing equipment and im- 
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he future of American Industry and improvement in 


PTIMISM in t 
O product for American Industry have been traditional policies since 
{ EMPIRE Bolts, Nuts and Rivets This same 
s as much a part of EMPIRE policy '0 
ring 1938. 


1845 in the manufacture © 
confidence and progressiveness wa 
1937 as during any of our 92 years in business. It will continue du 
hows a line of the newest and most 
ed in our Rock Falls plan 
1 expansion program during the 
rs, threaders, trim- 


For instance, the picture above § 
modern “headers” recently install 


ts less than one-seventh of ou 
h as furnaces, slotte 


t-and this 


represen 
year. Other new equipment suc 
mers, etc., WAS also added in this as well as in our other plants. 

hat RB & W believes in the future— 


To American Industry this means t 
lity, im- 


best in skill and machinery to protect qua 


ever demanding the 
and continue leadership. 


prove product, insure service 





URDSALL % WARD 


RUSSELL. B 
NUT COMPANY 


BOLT AND 


Forecast Your 1940 Deliveries 
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D BOLT AND NUT COMPANY 


Today, this busin 
’ ess ps : . ARO 
dibs Seders ms ychology is paying dividends—for our customers deal d 
, ar : ¥ ’ ers a * tet 
e being taken and deliveries made—regardless of rushed condi coviagcoaae aaa 
conditions. 


Such a policy i 
y is based on m 
been develo ore than merely the out . 
ped at RB put of ordinar ; 
& W for almost a century—95 years to be ny at * : — It has 
. n built on sound 
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PORT CHESTER.N.Y. 
ROCK FALLS. ILL. 
CORAOPOLIS, PA 










The Oldest Name in Steel Traps 
Is the Foremost Name in Retail 


hia’, 


Long before Congressman Miller There are several good reasons 
and Senator Tydings wrote their why more retailers sell Oneida 


Fair Trade Act, Oneida Traps were Victor, Jump and Newhouse traps 


sold through retailers on a “fair than any other line of traps on the 
trade-fair profit” basis. market. Here are three: 
ee 1. FAIR TRADE PRACTICES which recognize that 


Wheuyou-colt both the retailer and the wholesaler must 


ONEIDA VICTOR, make a stable and legitimate profit on 
JUMP and every item they handle. 


NEWHOUSE TRAPS 


2. NOT JUST A GOOD TRAP, but a constantly 
you sell the traps — g 


Shar tshbpere kaow improved trap to bring satisfied custom- 


and want ers back to your store. 
and 


YOU MAKE A 


to almost every man and boy who traps 
PROFIT 


and is constantly kept before them by 
ON THE SALE 


3. A NAME AND REPUTATION which is known 


consistent advertising, year after year, in 


the leading magazines which they read. 





ANIMAL TRAP COMPANY OF AMERICA: LITITZ, PA. 
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A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 


Jy TO DO BUSINESS WITH LAMSON 






Lamson full finished Cap Screws of SAE 1020 steel 
have approximately 90,000 Ibs. per sq. in. minimum 
tensile strength. Our high carbon cap screws of SAE 
1035 steel, heat treated, have approximately 150,000 
Ibs. minimum tensile strength. 





As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, Hot 
Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 


® We've made it easy for you to do business with 
Lamson & Sessions from every point of view. First— you 
can get every fastening you need because we make 
the most complete line of bolt and nut products in this 
country. Second—back of every Lamson jobber’s stock 
are five Lamson plants supplying them with clean, new 
products regularly. Third—the bolts, nuts, cotters, cap 
screws and all the other products we make are packaged 


LAMSON & 


om U FS * «6 





Geom. ft iE . 


Round Head, Flat Head, Oval Head, Oven Head and 
Binding Head Stove Bolts are made in a full range 
of sizes. Pointed, knurled, ribbed and slotted Hinge 
Pins, threaded Rods and Wires, Crating Rods and 
Hook Bolts are made to: specifications. 


carefully and attractively so that our cartons hold their 
shape, and make inventory a cinch with their legible 
labels. And then we go a step further—and tell you 
exactly what proportion of sizes you should stock to 





get your money out of your inventory most quickly. 
Finally, more than a million advertisements are 75% 
published this year to make your selling job easier 

ANNIVERSARY 
1865 -1940 














THE LAMSON & SESSIONS COMPANY ¢ Cleveland, Ohio 
GS A P Sa: BR £ 











witH STARLINE you 


SELL EVERYTHING 
FROM GROUND TO RIDGE 


Starline is the Complete Line of barn equip- 
ment — everything needed for farm build- 


ings. Don't spread your selling efforts. Sell 
all items instead of a few. Cash in on the 
opportunity to greatly increase your sales 
volume — and your profits proportionately. 


WE HELP YOU MAKE THE SALE 


starune “oan In addition to National Advertising to sup- 
the born savipment port this outstanding line of Barn Equipment, 

on every pion. =a "Starline Dan" is ready in every territory 
to help you close the sale of the 160 items needed for farm 
structures. Money saving — time saving — "patented" fea- 
tures every farmer appreciates are found only in Starline — 
the Profit-Opportunity Line. You are looking for added vol- 
ume — extra profits. Write today for dealer proposition. 


Let us show you how you can make these $1000 sales. 


STARLINE, INC. | 


HARVARD, ILL. ALBANY, N. Y. 


= STARLINE 
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MAMIE TOOLS 


Tig Ts 














For Holiday Gifts, TRUE TEMPER Dynamic Tools 


or Socks and Ties— Which will it he? 


@ Every woman wishes to buy useful gifts 
for her men folk— - 


and so— 


TRUE TEMPER Dynamic Tools will be ad- 
vertised in Christmas issues of Better Homes 
& Gardens, and The Saturday Evening Post— 
suggesting 
these useful tools as gifts—gifts that will 


never be forgotten—that will give maximum 
pleasure to the user. 


TRUE TEMPER Dynamic Tools are tops in 
utility, beauty and value. We furnish them with 
beautiful metal display panels fin’shed in ham- 
mered gold enamel and trimmed with bright 
chromium, as illustrated above. These beauties 
will give a powerful lift to your gift displays. 


Get the socks and tie profits that now go by 
your window. To every woman who enters 
your store, suggest TRUE TEMPER Dynamic 
Tools as gifts for her men folk. 

























If you haven’t already stocked these tools, 
nearby jobbers can supply you—write us 
for full information. 


Cash in on the universal preference for 
TRUE TEMPER—stock and display all TRUE 
TEMPER Products. They represent the best 
values. The American Fork & Hoe Co., 
Cleveland, Ohio. 
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RAKES * HOES + SHOVELS + AXES - HATCHETS - HAMMERS + SCYTHES - FISHING RODS AND BAITS - GOLF SHAFTS 




















‘twist of the wrist 








PROFIT-PACKED PACKAGE 
OF LIGHT CONDITIONERS 


. easy to handle as lamp bulbs ! 


! ERE’S a ready-made assortment of the low- 
cost Light Conditioners that are in biggest 
demand! No longer any need for you to shop 
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a tt 
4100 ADAPTORS LIKE THESE Ceiling 
fixture adaptors that screw into single sockets 
with a twist of the wrist, vw Ay from $1.00 
to $4.00. Assortment includes two for use 


with Silvered Bowl MAZDA Lamps and two 
for Inside Frosted Lamps. 





SURVEY REVEALS THESE MODERNIZERS NEEDED FOR EVERY 1000 HOMES. ee 


around for various items. Now, from your G-E 
MAZDA Lamp distributor, you can get the shades, 
socket adaptors, lamp modernizers, and G-E 
MAZDA Lamps you need for a profitable Light 
Conditioning Service Counter. A $30 investment 
gives you a complete initial stock assortment. 
You'll find it brings you fast turnover, big vol- 
ume and profit margin. 





7100 SHADES FOR FIXTURES Multiple 
socket fixtures can be quickly modernized 
for better sight with plastic, metal, and parch- 
ment shades like these, used with the right 
sized G-E MAZDA Lamps. Priced from 10c 
to 60c. 








é , 
3000 PORTABLE LAMP MODERN- 
IZERS NEEDED Now old portable lamps 
can be turned into Sight-Saving lamps for 25c 
to $1.50. At left is reflector plate and 100-watt 
Silvered Bowl MAZDA Lamp for old bridge 


lamps. At right, one of many types of plastic 
bowls for softening light in old style lamps. 








4300 PIN- 
TO-WALL LAMPS 





One of the fastest sel- 

A, ling items the lighting 

i i industry has ever seen. Every home 

\ needs several for better lighting in 

|® various rooms. Smart new styles 
}’ move quickly at $1.00 to $4.00. 


jy The more of these lamps and adaptors 
you sell, the more you'll boost your bulb 
business. 





J 
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FAMOUS G-E LIGHT CONDITIONING 
GUIDE... for streamlined selling J 














Keep this Guide open on your Light Conditioning Then show her the new shades and adaptors described 
Service Center. When a customer asks for a bulb, ask _in the Guide to modernize fixtures quickly and cheaply. 
her “Where do you plan to use it?” Open the guide to Show her the front pages of the Guide, explaining how 
the room she specifies and tell her the size recommend- _ Light Conditioning protects eyesight and beautifies her 


ed for good light. home. 





Every day we're getting more astonishing success 


stories of profit increases from dealers who have set BRAND NEW WINDOW DISPLAYS 

up Light Conditioning Display Units. These cost NOW -AVAILABLE 
little, yet pay big dividends for minimum investment 

Hebets ’ or Two amazing new packages of display 

of stock and time. material, designed to help you sell more 

oo 2 G-E MAZDA Lamps and Adaptor equip- 

ment. May be used singly or together. 

. Package ‘“‘A”’ features new modernizers 

See your G-E Lamp distributor, or write for further details to —Package “B” features Right-Size-Lamp 

General Electric, Dept. 166-HA-J, Nela Park, Cleveland, Ohio. Charts. Colorful, artistic, attention-get- 


ting. Ask your distributor to show you 
samples of this material now. 


MADE TO STAY 
- BRIGHTER LONGER 











G-E-MAZDA LAMPS 


GENERAL @ ELECTRIC 
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RAY:-O:VAC’'S 
MENT MERCHANDISING 






Junior size semi-complete (M3) Flashlight and Battery 
department, occupying only 10%". Ass't of 6 especi- 
ally selected lights costs dealer $3.48. Display free. 














The new “Sales Magnet'',complete department of 3! 
of "the worlds finest flashlights". Costs dealer $16.73. 
Battery Ass't $8.06. Moided plastic display free. 


Complete Flashlight and Battery (M1) department with 
tester, 15%" square. Ass't of 18 selected lights costs § 
dealor $8.13. Batteries to fill display $4.81. Display free. 




















Ray-O-Vac dynamic sales-compelling departments in 
compact space completely revolutionize flashlight 
and battery merchandising. There’s a sales-tested 
sales unit for every type of store--all multiply sales, 
cut down stocks. These are typical letters we receive: 


®@ “Greatest counter sales producer ever produced,” writes a California dealer. 


@ “Actually sold moré lights and batteries than ever before in store’s history,” 
declares a Georgian. 


@ “Automatically picks up extra sales daily,” is comment by Utah merchant. 
@ “Refilled the department 3 times in 60 days,” states a New Yorker. 
@ “Certainly speeded up turn-over,” says an Ohio dealer. 





READ THIS COMMENT BY PRINTERS’ INK 


“A DEPARTMENT DISPLAY, BUT IT REALLY IS MORE 
THAN THAT, FOR IT GIVES THE DEALER A CHANCE 
TO GIVE AN ENTIRE FLASHLIGHT SERVICE IN SMALL SPACE.” 















RAY: 0 - “VAC COMPANY 


ee W ispee ©. OS 
SAN FRANCISCO * KANSAS city ¢ MEMPHIS * ATLANTA 
CHICAGO # cortumeus ca NEW YORK CITY * DALLAS 
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RE D EDGE 
SPIRAL-WRAP 
















































KEEPS ROLL TIGHT 
REGARDLESS OF SIZE 
~SAVES TIME IN ROLLING 
AND UNROLLING 




















(write For ) 


} 


3) SALES 
HELPS! 





END-CAP 
ROUND 
PACKAGE 
BRINGS YOU 
on aoa tHe SELF—MEASURING 
PERFECT RED ENAMELED EDGE 
SCREEN CLOTH ACCURATELY MARKS OFF 
(AK EXCLUSIVE FEATURED 1-FT. AND 6-IN. SECTIONS 
aa cf -SAVES CUTTING WASTE 
‘ I J 
.. { 1 ) 
RED G RED EDGE 
ADJUSTABLE METAL BAND PERPETUAL 





















INVENTORY TAG 


TELLS YOU INSTANTLY 
NUMBER OF FEET 
LEFT IN ROLL. 

AS YOU SELL, CLIP OFF 
NUMBER OF FEET SOLD 


(A TIME AND PROFIT SAVER) 














BRANDS 


REYNOLDS WIRE CO., DIXON, ILLINOIS 
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Tes CAN SELL 
MORE GLASS WITH 


tHIis New L-O-F 


WINDOW DISPLAY 
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@ You'll want one of these 
attractive and colorful window 
displays working for you. This 
year, we have two, one for the 
cold weather areas and one for 
the southern section of the 
country. Put one of these dis- 
plays to work for you right away. 

These displays attract business 
for you; they identify you with 
—A Great Name in Glass; they 
help you sell window glass. 
That’s why a great many hard- 
ware dealers prefer to stand- 
ardize on L-O-F Quality Glass. 
They know through experience 
that L-O-F Quality Glass cuts 
easier with less breakage; they 
know it’s clearer. They have 


LIBBEY‘OWENS-FORD 
QUALITY GLASS 


HARDWARE AGE 


WITH L-O-F 
y QUALITY 
i WINDOW GLASS 









found, too, that it pays to 
























leave the labels on, because 
years of consistent national 
advertising have made it a 
symbol of Glass Quality in 


the minds of millions. Re- NORTHERN 


TERRITORY 





member, the reputation which 
this label stands for protects 
YOU as well as YOUR CUS- 
TOMERS. L-O-F Glass Dis- 
tributors are located in most 


cities and are equipped to 
ASK YOUR L-O-F GLASS DISTRIB- 


UTOR TO SUPPLY YOU WITH 
THIS ATTRACTIVE DISPLAY FOR 
COUNTER OR WINDOW USE. IT 
HELPS YOU SELL RELATED ITEMS 
—PUTTY, PAINT, BRUSHES, PUTTY 
KNIVES AND OTHER NECESSITIES. 


render you prompt and eff- 
cient service at all times. Call 
your local L-O-F Glass Dis- 
tributor. He’ll be glad to see 







that you are supplied at once. 
Libbey-Owens:Ford Glass 
Company, Toledo, Ohio. 









SOUTHERN 
TERRITORY 
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Rural America has been moving 

ahead in the last few years—faster 

than most of us think. New power lines have 
made it the pump man’s most fertile market. 
And right now higher farm prices are mak- 
ing it a most receptive market. Rural folks 
want running water. They know that no 
single farm purchase can bring greater profit 
and greater comfort to the entire family. 


These factors being 

true, cashing-in on the 

opportunities for volume sell- 
ing in this rich market is 
mainly a matter of proper sell- 
ing methods. Myers meets this 
need with a broad range of 
Promotional Activities. You 
select those best suited to 
your local selling conditions. 


When yousell Myers 

Water Systems 

you’re selling a real- 

ly complete line. Every de- 
mand for running water un- 
der pressure is met with these 
three Systems. Quality built, 
nationally advertjsed and 
popularly priced, they offer 
your prospects adequate ca- 
pacity, built in reliability and 
cost savings over the years. 
There are territories open for 
qualified dealers. Wouldn’t 
you like to have our propo- 
sition? 




















THE F.E.MYERS & BRO. CO. 
ASHLAND. OHIO. 
PUMPS - WATER SYSTEMS SPRAYERS HAY TOOLS: DOOR HANGERS 
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Into the blades of INGERSOLL Spades, 
Shovels and Scoops goes TEM-CROSS 
Steel, to give them keen-cutting edges 
that are guaranteed not to split. This 
special steel, developed by Ingersoll, 
for America’s leading Farm Implement 
Manufacturers, and used on their Disc 
Harrows and Plows, is known as... 


“Tillage Steel” 


Cross-rolling gives this superior shovel steel 
an interlocking, mesh-grain structure. That’s 
why it resists dulling, splitting and curling at 
the edges. That’s why we say... “‘Ingersoll on 


Available in all types and grades, the handle guarantees the Blade Edge Won’t 
round and square points, black or Split.”” Insure your customers this EXTRA 


yw tes on ere nate lalemaae VALUE. Stock Ingersoll Shovels, Spades and 
Scoops. 


mee whet Ask your Jobbe ite for Dealer Pri 
roll ag sk your Jobber, or write for Dealer Prices. 
Cross-rolling does . Address our New Castle Plant. Dept. H.A. 


“yun manent.” INGERSOLL STEEL & DISC DIVISON 
BORG-WARNER CORPORATION 


Steel rolled two ways New Castle, Indiana 
resists splitting. Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


ERSGOLL 


SHOVELS - SPADES - SCOOPS 




















@ There is real reason for the 
unfailing high quality of Crestoloy 
Wrenches. The specifications, to 
which these lighter, thinner, 
stronger wrenches are made, are 
designed to meet the exacting requirements of the U. S. 
Government and large industrial users who have made a 
thorough study of hand tools. And in the Crescent plant, these 
Crestoloy Wrench specifications are adhered to no less faith- 


fully than in the building of battleships or aircraft! 


Careful checking, by competent testers, from raw material 
to finished product is standard Crescent factory practice. That's 
why Crestoloys are known to experienced users as the finest 
adjustable wrenches available. And their price is little more 
than you must ask for ordinary carbon steel tools that do not 


compare in utility, service life or all-around value. 


If you don’t have a copy of the latest Crescent Catalog of 
guaranteed Hand Tools, write for one today. Crescent Tools 


are sold thru Hardware jobbers everywhere. 


CRESCENT TOOL CO. JAMESTOWN, N. Y. 


CRESCENT itenciway, TOOL 
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Above: Testing samples of steel to be used tomer 
in making Crestoloy Wrenches. —hel; 
Below: Any departure from specifications is look z 


quickly caught by tests like this one, made on 
individual parts before assembly. 
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OW can you show farmers that 

the roofing you sell will give 

them their money’s worth? A lot of 

dealers are doing it with U-S-S Storm- 

Seal Roofing. For StormSeal has fea- 

tures that are easy to show to cus- 

tomers. They help you clinch the sale 

—help you get more business. Let’s 
look at them. 





Here’s the 


Per erent LS eee 


kind of 


Roofing we farmers want 


StormSeal is made to stop leaks 
...and I know it will last! 


WATER-TIGHT SIDE LAPS. The design of the Storm- 
Seal side-lap is based on the simple principle that 
water seeks the easiest possible outlet. StormSeal 
has two unobstructed drains in the overlap. Should 
water seep or be blown into the lap, it will drain 
quickly and harmlessly to the edge of the roof. And 
StormSeal’s flat top seam makes nailing easy. 


A WELL-KNOWN NAME. The famous U-S-S trade- 
mark appears on every StormSeal sheet. This trade- 
mark is seen time and again by your customers in 
magazine advertising and on fence, roofing, and 
many other steel products. It’s easier to sell a prod- 
uct that bears a well-known mark—especially when 
products that bear that mark are famous for the 
service they give. 





PCR, 


TIGHTLY CLAMPED END LAPS. StormSeal pre- 
vents one of the commonest sources of roofing 
trouble. Water is kept out of end laps by a 
pressure lip that holds the overlapped sheets 
tightly together. And the three strong cross 
crimps stop seepage. A tension curve com- 
presses each sheet flat against the decking. 











CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Export Company, New York 























CC haw Seapaning Stone 


OFFERED BY 133 13 UAL d3\ 
EMBUAVAS IW AS 
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A combination 
natural stone and artificial abrasive tool sharpen- 
ing stone. A perfect combination for sharpening, 
edging and finishing of all good tools . . . produced 
by demand of men who keep their tools in first 
class shape. WRITE FOR COMPLETE CATALOG. 


BEREA ABRASIVES 


Division @ The Cleveland Quarries Company 
1134 Builders Exchange Bldg., CLEVELAND, OHIO 


a2 
| 
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You can hove no greater assurance of uniform 
quality then by purchasing your entire line of wire 
products from a single source, nor of highest qual- 
ity than by buying wire products made of elcc- 
trically refined steel. Northwestern is the only 
monufacturer of a complete line of wire products 


from electrically refined steel 





STERLING QUALITY PRODUCTS 


Woven Wire Fence; Poultry Netting; Hardware Cloth; Orna- 


mental Fence and Gates; Farm and Poultry Gates; Steel 
Fence Posts; Nails; Staples; Smooth Wire: Clothes Lines; 
Bale Ties; Barb Wire; Fence Stretchers; Ingots, Billets, Rods; 


Manufacturers’ Basic Bright, Annealed and Galvanized Wire. 
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FAULTLESS ===CASTERS | 









SWIVELING...ROLLING...SELLING 


© TWO FULL ROWS HARDENED 
BALL BEARINGS Swiveling 
Freely in Uninterrupted Double 
Raceways 


© COMPOSITION WHEELS for 
Quiet, Enduring Service 


® HARMONIZING Copper Oxi- 
dized Finish 


than ordinary construction 


THEY OFFER GREATER 
RESALE VALUE...”TRADE-UP” QUALITY AND 
PROFITS FOR INDEPENDENT RETAILERS 





MG SERIES DOUBLE BALL BEARING 
GRIP NECK CASTERS 






Designed for volume sales where 
price is a deciding factor, but of Fault ~ 
less quality construction and workman ~ 
ship throughout Note double ball bear The fastest selling, top quality double ball bear- 
ings and choice of genuine Rockite or ing household caster. Combines lowest overall 
Ruberex wheels. Packed one set in box height for this type precision construction 
. ‘ . dust-proof design . lubricated, hardened race- 
Style Diameter Kind of Weight Ways . choice of hard or cushion tread com- 
No of Wheel Wheel per Set position wheels . copper oxidized finish, Packed 
MG47s 1%” Ruberex 1 Ib one set in box. 
MG77s8 1S Rockite 1 Ib Faultiess Double Ball 
wae OCS at: Athen Bearing Plate Caster 8000 SERIES DOUBLE BALL BEARING 
J 7 2 t e »~ 2 OZ (Size of Plate 
MG779 4 Rockite 1 Ib. 5 0% oY" x1”) GRIP NECK CASTERS : 
P = Style Diameter Kind of Weight 
Faultless original single-set astet No of W heel Wheel per Set 
package, strong in eye-appeal, easy to 4 S475 1% Ruberex 1 Ib. 
handle, quickens the turnover of retit 8478 1% Ruberex 1 lb 
eo ‘ne : : “ FAULTLESS CASTER CORPORATION 8775 1 4” Rockite 1 tb 
Dept. HA-10, Evansville, Indiana 8778 1%” Rockite 1 Ib. 
: des 8479 2 Ruberex 1 Ib. 5 oz 
., Reps. in Principal Cities. 8779 a” Rockite 1 lb. 5 oz 
: Canadian Factory: Stratford, Ontario Styles 8479 and 8779 are ideally suited 






for use on office chairs. 


DOUBLE BALL BEARING PLATE CASTER 











No. 4430 Style Diameter Kind of Weight 
No. 473 _ > aring No. of Wheel Wheel per Set 
0. 4735 ea agon O47 a” , “re § 5 
Ball Bearing and Crib 9478 1% | Ruberex 1 Ib. 2 0% 
Grip Neck Caaker 1778 1% tockite 1 Ib. 2 oz. 
Caster Ruberex 9479 is Ruberex 1 Ib. 6 oz. 
Rockit Wheel 9779 2 Rockite 1 Ib. 6 oz. 
Whee! 






No. 5735-— 
Ball Bearing 
Plate Caster, 
Rockite 
Wheel 





Cushion Chair 
Glide of 

hardened steel 
with rubber 
insulation. 
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THE QUICK TURN-OVER GROUP 


SELECTED BY SUCCESSFUL DEALERS AS THE ITEMS MOST FREQUENTLY BOUGHT! 
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Dealers everywhere acclaim the 
new GOLD SEAL CONGOLEUM- SUPERWEAR .. . 
See unbeatable combination for record profits 


in 2 great lines ... 1. GOLD SEAL CONGOLEUM- DE LUXE 


2. GOLD SEAL CONGOLEUM- SUPERWEAR 


Just a few weeks ago the biggest news in twenty-five years zoomed 
across the floor-covering horizon—the introduction of GOLD SEAL 
CONGOLEUM- SUPERWEAR. . . a new lower priced genuine Gold 
Seal Congoleum carrying the famous Gold Seal Money Back 
Guarantee. 

Never in floor-covering history has there been such a perfect 
profits setup. Gold Seal Quality, Advertising and Consumer Ac- 
ceptance are now spread over 2 lines—De Luxe and Superwear 

-in 2 price ranges. 

Wide-awake hardware dealers who have long recognized the 
“pull” of price in moving merchandise will be quick to stock and 
display this double-barreled profit line. 

Concentrate your floor-covering business on Gold Seal Congo- 
leum- De Luxe and Superwear—under the best-known and most 
widely accepted trademark in the World! You'll find it pays! 


CONGOLEUM-NAIRN INC., KEARNY, N. J. 


To those customers who 
want the very best in top 
quality, longer - wearin 

floor-covering, sel 

GoLD SEAL CONGOLEUM- 
DeLuxe Rugs and By- 
the-Yard —’’The best buy 
at any price!’’ 





To those who want the 
beauty, quality guarantee 
and pride of ownership of 
Genuine Gold Seal Con- 
goleum at a lower price, 
sell GOLD SEAL CONGO- 
LEUM- SUPERWEAR — “’The 
best buy initspricerange!” 
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Q) HERE'S THE GLASS THAT STUMPS THE EXPERTS 


THE SHADOWGRAPH TELLS THE STORY 
hy amplifying distortion and defects 20 times 


(1) This is high quality cylinder 
drawn window glass. The bent and 
twisted lines shown by the shadow- 
graph testing device indicate the 
presence of considerable distortion. 
This glass became obsolete in 1928. 


(2) Here is what most manufac- 
turers offer today as top quality 
window glass . . . Made by the 
sheet drawn process, it shows a 
characteristic distortion in the wav- 
iness of the black lines. 


(3) Now look at this “‘shadow- 
graphed”’ sample of the new Lus- 
traglass. Obviously an important 
improvement. The lines are straight 
showing relatively perfect vision 

relative freedom from distortion. 


@ Write for the new Windowgraph Slide Rule 
Chart and a sample of the new Lustraglass. 
Examine both--then tell us what you think. 





WiHtAT WOULD 
YOU CALL Ir? 


... "but it can’t be window glass,” they said, “because the distorting 
waviness which identifies all window glass has been practically elim- 
inated . . . and if it sells at the price of window glass, it certainly can’t 
be plate glass” . . . Here is a problem—the modern marvel of the window 
world—-a new Lustraglass with amazing “whiteness of metal,” with 
greater tensile strength, with a diamond-like luster never seen before, 
with important ultra-violet ray transmitting properties, plus a plate- 
like clarity at window glass prices ... This new Lustraglass is so revo- 
lutionary in its perfection that we really don’t know how to classify it. 


What is your answer? 


AMERICAN WINDOW GLASS CoO., Pittsburgh, Pennsylvania 


Manufacturers of Plexite, the safer safety glass; Lustrablu and Lustragold for ornamental uses; Crystal Sheet, Chipped and Special Glass for industrial purposes. 





i 


/ 


THIS NEW TYPE OF 


TSTRACUASS 


The Ultra-Violet Ray Sheet Glass 





[ 
LOOKS LIKE PLATE GLASS—SEL{S AT WINDOW GLASS PRICES 
f 
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THIS COUNTER 
WINDOW CARD AND 
18 MILLION ARVIN 
AD SALESMEN 


HELP YOU SELL 





| Avikeu lo? 
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STANDARD MODEL 101 
Two-tone green enamel finish. Chrome 
grille. Convenient carrying handle 


DELUXE MODEL 201 

Tan and brown morocco finish. Chromium 

grille. Toe switch and glow light are ex- 

recessed in back of case. Size—10” _clusive deluxe features. Size—11%” high, 

high, 9%” by 6%” at 10%” by 6%” at base. 

bose. QS Weight 9% lbs... . . 95 

Weight 7% Ibs. . . . LIST DELUXE MODEL 201A ound 
(Illustrated on counter card) 

@ All models operate on AC only, 50 Same as mode! 201 except 95 

to 60 cycles, 110 to 125 volts. Heating —_for finish. Ivory and maroon. LIST 

element, nichrome helical coil with 

molded porcelain supports. 











Motor, induction type — does not interfere with 
radio. Fan, 2-blade propellor type. Housing heavy gauge steel with rubber feet. 


NOBLITT-SPARKS INDUSTRIES, INC. + COLUMBUS, INDIANA 


List Prices 55c Higher Denver and West——Also in Extreme South 








“A CONSTRUCTIVE IDEA 


and 


YOU'VE GOT EVERYTHING” 


In a complete, dynamic, profit- 
UAT ee A 
merchandise, adroit merchan- 
dising, sound sales strategy, 
and alert advertising ; all stand- 
ardized for bigger, easier busi- 
ness at a better profit. Four 
hose items, each designed to 
meet a definite buying need; 
each with conspicuous advan- 
tage in quality and price, and 
the four covering all garden 
hose requirements; adept 
packaging for stocking and 
display; vigorous sales stimu- 
lation by national promotion 


and advertising; all in one. 


When you stock this line — 
the goods, and the way to sell 
the goods; a lower investment, 
a lower carrying charge, a 
faster turnover; and the sim- 
plest, surest road to the garden 
hose buyer and his lasting 
satisfaction. Order these four 
live brands that give you more 
for less, and a supplement of 


high-powered merchandising 


Supre 
only to Bull Dog. Built like a ¢ ye ee poy, 
54”, and 34”; and in two lengths, 25 am : . : 
nickelighet couplings. Also in continuous lengths app ximate 


500 feet to the bale and 250 feet to the half-bale. 


VIGILANT 2-BRAID Snepremre inilb Gtacke 

make a better hose. The 

will find nothing to criticize in Bull ae 
izes, 34," and 34”; and in two lengths, 25 and 

in two § % y 


h husky nickel lated cou lings: Also m continuous le 
fee t to the bale and 250 feet to the half-bale. 


‘an 
None better made because no one cal 


most critical buyer 


wit 
approximately 500 


in two § * di 3 wo lengths, 25 and 50 feet, with 
t 1ZE8, u4 am 34 4 and int 


approximately 
ickel-plated ‘couplings. Also in continuous ee PP 
nic 7 -, om 
500 feet to the pale and 250 feet to the half 


For the price parade because it is » real 0 
im one size only, 34", but in tre 


BOSTON 


HARDWARE AGE 





We a 
INTEREST 
ACTION 


‘4 


ace SR ete / 
GARDEN HOSE 


deluxe for cartons and shipping 
containers. A container holds five 
50-foot lengths or ten 25-foot lengths ; 
individually cartoned. Also shipped in bales Hs 
| fea (© pe te tote 


containing five 50-foot lengths or five 25-foot 
BOSTON NOZZLE 


The fullest water delivery of 


lengths, each length paper-wrapped. 


ahy nozzle made. A complete 
shut-off or “ta stream, spray 


VIGILANT 2-BRAID [eeeeneeaRUe 


They stop, look and listen when they 


see this one. Also in two styles of | ot 
Ein: Breer bie aye 
packages like Bull Dog. 


ECLIPSE NOZZLE 


Runner-up of the Boston 


VIXEN 1-BRAID 2 oe 


12 dozen in a shipping case. 
Pretty snappy? You'll say so when 


you see the sales of this sprightly 

hose item. The hose in cartons . 

comes in shipping cases containing F Ve t) = =1—iwe 
five 50-foot lengths or ten 25-foot i 


lengths. 
CHALLENGE NOZZLE 


Made for a demand that it 


TIGER 1-BRAID moos pepe pn 


mailing carton, 12 dozen in 
Not particularly dressed up but ita a shipping case. 
certainly has a place to go — a 25 Sr § @22-2 
and it goes there! Shipped only) “Wi4 2aga Dyetime ~ MAR\ A! WO) leap 
rim paper-wrapped bales con- § Lg} 4 


co et & ; : Be sure to feature this 
display for the Boston 
Nozzle for L941. 


AND RUBBER COMPANY 


MASS 
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“PENNVERNON”. .. NOT JUST “WINDOW GLASS” 


A window glasses are not alike. That is why it is wise to select a brand of proven quality 
like Pennvernon. Pennvernon Window Glass can be depended upon to contribute its 
share towards good windows. Windows that are clear and good looking. Windows distin- 
guished by satisfactory visional properties and attractive reflectivity of surface. For a sheet 
glass, Pennvernon is surprisingly free from distortion. So make the Pennvernon label your 


guide to quality window glass. Pittsburgh Plate Glass Co., Grant Building, Pittsburgh, Pa. 


ENNVERNON WINDOW GLASS 
PITTSBURGH PLATE GLASS COMPANY 


"PITTSBURGH" sland fot Lualily Glass 
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With the demands of the defense pro- 
gram placing an ever-increasing burden 
on our factories, the problem of deliver- 
ies will become an extremely important 
one to jobbers. 

In anticipation of this situation, we 
have, during the past several months, 
built up our inventories of raw materials 
and finished products to a new high. 

‘‘National”’ has been, is now, and will 
continue to be a dependable source of 
supply for jobbers on a complete line of 
nuts, bolts, screws, tacks, rivets, nails, 
cotter pins and spokes. 


THE NATIONAL SCREW & MANUFACTURING CO., 2440 E. 75TH ST., CLEVELAND, OHIO 
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HEADED AND THREADED 


PRODOGCCTS 
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pach a NATURAL to spark-plug impulse buying— 
which accounts for over 80% of all flashlight 
sales—these new Winchester chrome-plate and cop- 
per spotlights are setting a hot pace in sales. Three 
beautifully 1941-styled, self-starting profit-makers 
... leaders in price and value. All made from either 
solid 22K copper throughout or drawn BRASS 
chrome-plated with solid 22K copper fittings. All 
have removable “bullet” end-cap with spare-bulb 
space ... safety guard rail lock-on and flash switch 
... brilliant mirror-finish reflector. 


1—Today’s Greatest Focusing Spotlight Value. Modernistic 
styling. Standard 2-cell focusing type. Retails complete with 
batteries at 69c. Available in No. K-59 Deal Display: 3 solid 
copper and 3 chrome-and-copper lights in new 3-3 space-saver 
display, and 48 No. 1511 Winchester HI-POWER Unit Cells. 


2—"Detective Special” Compact, Economical Powerhouse. 
Smart, junior-size fixt-focus spotlight retailing at the low price 
of 79c complete with two cells. Get it in Deal Display No. 79: 
3 all-copper and 3 copper-and-chrome lights in 3-3 colorful, small- 
space display, and 24 No. 1311 Winchester HI-POWER Unit Cells. 





3—Super Quality Streamlined “Dollar” Leader. De luxe fixt- 
focus two-cell spotlight, standard size, to retail at the popular 
price of 98c—complete with two No. 1511 Winchester HI-POWER 
Unit Cells. Now available in No. 998 Deal Display: 3 all-copper 
and 3 copper-and-chrome spotlights, in stand-up SI-ME twin coun- 
ter display, and 48 No. 1511 Winchester HI-POWER Unit Cells. 


Start cleaning up extra profits with these attractive deals 
TODAY. Order now from your jobber’s salesman and get early 
delivery. 


WINCHESTER REPEATING ARMS COMPANY 
Division of Western Cartridge Co. 
NEW HAVEN, CONN., U. S. A. 


} No. K-59—Retail Value $7.74 No. 79—Retail Value $5.94 No. 998—Retail Value $9.48 
1 ; 


Suggested Dealer Price 5.16 | Suggested Dealer Price 3.86 Suggested Dealer Price 6.26 
| YOUR PROFIT $2.58 } YOUR PROFIT $2.08 YOUR PROFIT $3.22 
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| 1S.NOT 50 FUNNY! 





when the customer squawks: 


THE VARNISH DIDNT DRY" 


The picture hands us a big laugh; but when the thing actually happens it’s not so funny! Smart mer- 








chants don’t relish this brand of humor. They believe in prevention and protection. They believe it 
pays to sell Waxoff every time they sell varnish or wax. Then the varnish is sure to dry. And the cus- 
tomer is sure to be happy. Schalk takes the squawk out of that! After all, soap and water won’t do 
a decent job of removing wax, floor oil, polish. Gasoline and benzine are risky at best. Whereas 
Waxoff was born to do this one thing! Women especially appreciate that Waxoff can’t explode, 


can’t hurt the hands. Your cash register appreciates that Waxoff is nationally advertised. Ask your 


jobber! Schalk Chemical Co., 


Los Angeles and Chicago. 
HE MODERN SPEED-WE D REMC 
WAX * FLOOR OIL * POLISH ¢ ETC. 

















BLAKE & LAMB Steel Traps 


Far from the beaten paths, BLAKE & LAMB Steel Traps 
have established in the minds of hundreds of thousands of 
trappers their unassailable reputation for dependability. 
These consumers know BLAKE & LAMB "hold their own." 
They know, too, that the hardware retailer, alert for the best 
in hardware, is the man from whom to buy the outstanding 
value of the steel trap market. 








More BLAKE & LAMB are sold today than ever in trapping history ! 


THE HAWKINS COMPANY 


AMERICA’S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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THE COMPLETE LINE... THE QUALITY LINE! 


When you sell the CONTINENTAL 
line of Screen Doors and Window 
Screens you can supply EVERY style 
and finish demand with a quality prod- 
uct, assuring customer satisfaction. 


Storm Panel 
IN WINTE 


R 
Keeps out Cold 
ves Fuel 


This 34-year leadership in complete 
range and value has also made 
CONTINENTAL the outstanding 
PROFIT line of Screen Doors, Combi- 
nation Doors, and Window Screens for 
the hardware trade! 


Call Your Jobber! 


CONTINENTAL SCREEN COMPANY 


DETROIT, MICHIGAN 
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SUPERIOR PRODUCTS 







Leading dealers throughout 
the United States and Can- 
ada will testify that Jackson 
Products are designed and 
constructed for volume and 
profit. For 65 years these 
products have paced the in- 
dustry. 












Your jobber has complete de- 
tails and prices. A large stock 
of all items is available for 
immediate delivery, thus in- 
suring you satisfied customers 
and repeat business. 








JACKSON PRODUCTS 


Wheelbarrows, with either 





steel wheels or Pneumatic 


Tires; Concrete Carts; 





Steel Mortar Boxes, Pans 
or Tubs; Garden Barrows; 
Lawn Rollers; Drag Scrap- 
ers; Steel Coal or Coke 


Wagons; Salamanders. 








WRITE FOR FREE CATALOG. 40HD 


JACKSON MANUFACTURING CO. - Est. 1876 


HARRISBURG, PA. 
en TTS TS TTT 
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lam 
ready to deliver 
PLYMOUTH Rope 


accurately measured 




















PLYMOUTH 


[he Rope You Can Irust 


PLYMOUTH 


The Rope you can Trust 


to put MONEY in your pocket 


AGE OCTOBER 31, 1940 








How “Vic” Viola INCREASED 


HIS ROPE 
ALES 150% 


“Vic” Viola “knows his ropes”, and is a clever 
merchant. His very successful R. H. Viola Stores 
of Abilene, Kansas, are among the many hun- 
dreds of progressive hardware stores that have 
profited by using the Plymouth SALES-MAKER 


—the greatest rope “sales stimulator” in history. 


JOIN THE PROFIT PARADE OF 1940-41 
One thousand more dealers have installed the 
Plymouth Rope Sales-Maker in the last few 
months. And scores of them have written us tell- 
ing how it has stepped up their rope sales from 
25% to 150%. It is sure-fire, and cannot miss. 


SALES GUARANTEE 


You can get one of these efficient Sales-Makers 
for one-half the cost to us in large quantity lots 
($7.50 cost to you f.o.b. North Plymouth) with 
our Guarantee of at least 25% increase in your 
rope sales over a 2 yea period, or your original 
purchase price will be refunded. You can’t lose! 





If you haven't yet got your Sales-Maker, write 
your jobber for full information, or send this 
coupon direct to us. Do it now before you forget. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS and WELLAND, CANADA 


Sales Branches: New York, Chicago, San Francisco 


Warehouse Stocks: New York, Boston, Baltimore, Philadelphia. 
Cleveland, Chicago, Houston, San Francisco 


PLYMOUTH CORDAGE COMPANY 
North Ply th, M hh - 

Please send me full information about the Plymouth Sales- 
Maker, and the free merchandising assistance that goes with it. 





FIRM NAME 


STREET ADDRESS .. 1... ccc ccc cece rcersesrsccesens 


TOWN AND STATE.... 5 aa eae ee F 














YOUR JOBBER’S SALESMAN IS WORKING FOR YOU 








Hi Draw on his experience. Put your problems up to him. In store arrangement. 


advertising, display, selection of new merchandise, his advice is usually sound— 


his future lies right in your store, in your success. 


Years ago jobbers’ salesmen helped HANOVER pioneer the introduction of 
Super-A pex, the better zinc-electroplated wire cloth, with a superior coating to 
keep it light in color and saleable almost indefinitely. 


Your jobbers’ salesman is right ‘in telling you that Super-Apex has proved its 


superior quality over and over in thousands of homes. Its lasting durability has 


made it a record seller with thousands of dealers. 


roll. 





HANOVER Wire Cloth is backed by over 35 years of experience 





OTHER FAMOUS HANOVER BRANDS 


Hanover "Vulcan''—Black Painted 
Hanover ‘Golden Rod''—Golden Bronze 
Hanover ‘'Oriental''—Antique Bronze 
Hanover "Marine'—.010 Bright Bronze 
Hanover "'Crescent''—Bright Copper 
Hanover ''Colonial''—Antique Copper 
Hanover "'Acme''—Aluminum 

Special Alloy and Special Mesh on re- 
quest. 
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woven into every 


Attractive labels and protective packing in individual cartons insures its 
reaching you in perfect condition and staying so until sold. 


Your jobber’s salesman will give you the details. 


Ask your distributor for HANOVER Wire Cloth . .. If he does not have it, ask us © 


H AN OV E R 


wiRe CLOTH CcOMPAN Y 


Sales Representatives in Boston, New York, Atlanta, 
New Orleans, Kansas City, Chicago, Los Angeles, San Me R, Pp ° 


Francisco, Portiand, Oregon. 


Mention Hardware Age When Writing 
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Cress. 


Cuslomeva come 10 UIFE/ 


When they “come back for more,” it’s a sure sign of paint satisfaction. 





Dealers find that once a customer buys Kyanize he’s a user for LIFE. Nationally Advertised 
in COLORin 
Attracting people everywhere, the LIFE of the Surface is winning new THE SATURDAY 
friends for Kyanize every day . . . by the million they see it in leading mag- EVENING POST 
azines, newspapers, calling them with colorful displays in store windows. pee phn 
This LIFE spark, adding new sales power to the already sensational Kyanize GoOopD actinides 


self smoothing Paint Products, can help your paint business. Send the coupon. 






BOSTON VARNISH COMPANY Everett Station Boston, Mass. 


Sef Smoohing B 


yanize 










LONG LIFE 


PAINTS ¢ VARNISHES - ENAMELS 
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EDMOND J. MORAN 
















EDMOND J. MORAN 


Built for deep-sea service, the new all-welded Edmond J. 
Moran embodies strength and stamina — powerful engines 
and capacity for long tows in heavy waters... And of course 
no name in towing is more closely identified with the best 
traditions of its field than Moran. 














Columbian Rope Company is proud to count this large 
and progressive organization among its many consistent 
users of Columbian Pure Manila Rope. Columbian, 
too, is built for strength and continuous service, with 
a reputation for seeing jobs through under any 
conditions. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 





QUALITY 
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every step of the Way 


COLUMBIAN rcs: ROPE 
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YOuR CUSTOMERS can see the quality of Cyclone Screen Cloth 
at first glance. Its perfect, uniform mesh—its smooth, even 
coating, whether galvanized, painted or varnished—its neat, 
strong double-wire selvage—makes sales easy. 

And once customers have found how easy it is to work with, 
what a nice job they can turn out, they will come back for 
more. Cyclone’s superior quality is obvious to an experienced 
workman. Its straight selvage makes cutting easy — it 
stretches square. 






Something New in Hardware Cloth 

The welded selvage and new precision weaving of U-S-S 
Cyclone “Red Tag” Hardware Cloth represent the most im- 
portant forward step in quality hardware cloth production 
since the beginning of the industry. This patented edge is 
easier to tack into wooden frames—and easier to weld to steel 
frames. The g galvanizing is applied by an exclusive process that 

keeps the wires parallel—all in alignment. 


Order now—be sure of stocks 


Get re ady now for profitable Spring business. Order Cyclone 
“Red Tag” Screen Cloth and Hardware Cloth from your job- 
ber now and be sure of a supply. Ask him for the free display 
cards, folders and other material that help you get more 


business. 


CYCLONE’S MODERN PACKAGING 
HELPS YOU MAKE MORE MONEY ON 
WIRE CLOTH SALES 


Every roll of Cyclone “Red Tag” A roll of Cyclone ‘Red Tag’’ Hard- 
Screen Cloth comes packed (at no ware Cloth makes an attractive dis- 
extra charge) in a strong fibre carton play. The straps of black metal, 
which exactly fits the roll. This pro- which go around the roll and through 
tects the cloth from damage and makes the core, hold the roll firmly and pre- 
handling easy. The inventory tag in vent telescoping. Selvages are pro- 
each carton simplifies the job of tected . . . the cloth can be used 
inventory-taking. right down to the last foot. 


CYCLONE FENCE COMPANY, Waukegan, IIl. 
Branches in Principal Cities 


United States Steel Export Company, New York 
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SELL SOMETHING BETTER IN MOWERS 
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A new clutch, absolutely foolproof 
and direct acting will be in every 
machine — greasing or dirt won't af- 
fect its operntion. 


Stiffer, stronger, bed-knife assures 
even more permanent alignment. 
Better looking one-piece die cast 
handle connectors, tested in use dur- 
ing 1940, now replace welding on 
all mowers. 

Enlerged hooks for grass -catcher 
mokes attachment easier. 

Hub bolts have been recessed farther 
fo prevent any chance of scraping 
trees or walls. 


ened to eliminate all possibility of 


play and improve cutting. 


Aut CLEMSOs 


JUST CHECK THESE 
SIX IMPROVEMENTS 


The advanced 1941 Clemson Model C-17 Mower has more out- 
standing features for less money than ever previously offered in 
any fine quality lawn machine. All the style, all the operation 
advantages, all the mechanized features of the Clemson C-17 
that created such a sensation last year - - PLUS EXTRA 
IMPROVEMENTS. 


Even without these EXTRA IMPROVEMENTS, the greatly re- 
duced price tag on the 1941 advanced Clemson C-17 would 
catch the eye and open the pocketbook of many a prospect. 


It is the best looking, easiest to operate, and most advanced 
mechanically of all the “new style" mowers on the market. 
Far and away your best bet for bigger profits. 


A new foolproof, positive-action clutch—a stiffer bed-knife— 
deeper recessed hub nuts to protect shrubbery—larger grass- 
catcher hooks—all these and more outstanding features make 
Clemson the biggest mower attraction in 1941. Life-time opera- 
tion, finer finish, hand adjustment, and elimination of all oiling 
continue to make it unique in mower design and operation. 


Your mower sales performance will be speeded up with this 
advanced 1941 Clemson Lawn Machine on the floor. This is 
the chance to use the improved Clemson as a line leader—it 
is still in a class of its own—it still competes with no other 
mower—it still attracts buyers and leads to sales—TO TOP IT 
ALL, it is now a better mower at a reduced price, made pos- 
sible by improved production methods and increased volume! 


In addition, the Clemson 1941 Model C-17 will be backed by 
National Advertising and comprehensive Sales Helps—it will 
be backed by every resource and skill of Clemson Bros., Inc., 
pioneer manufacturers since 1868. 


All these selling assets add up to greater mower sales and 
permanent profits. Ask your distributor about the complete 
Ciemson Mower campaign for 1941. 







The retail price will be greatly re- 
duced due to improved production 
methods and increased volume. 
The same liberal spread will be 
allowed jobbers and dealers—even 
at the new reduced retail price. . 





CLEMSON BROS., INC., Middletown, N. Y. 


Manufacturers of world famous STAR Hack Saw Blades 
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Preparing for a 


NON-STOP SALES HOP 





H™* a couple of busy workers 
who are experts at mending 
things. That’s why Duco Cement 
sells easily to people with things to 
repair and models to build. Since 
everyone needs it, Duco Cement is 
an expert money-maker for dealers. 


Being flexible, it’s ideal for cement- 
ing leather, fabrics and paper. Being 
transparent, it is used extensively in 
making lamp shades, mending stock- 
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ings and fixing bric-a-brac. And be- 
cause of its waterproof qualities, it 
is popular for repairing broken dishes 
and glassware. Duco Cement holds 
securely on practically everything 
except rubber. 


It’s dependable! People know that 
Made by Du Pont means quality. 
And that’s why Duco Cement now 
enjoys such fine consumer accept- 
ance. Include this fast seller on 


your next order . . . Then display it 
where people can see it. No sooner 
seen than sold! Write today for full 
particulars. E. I. du Pont de Nem- 
ours & Co. (Inc.), Wilmington, Del. 


Be sure fo tune in...“Cavalcade of America” 
NBC Red Network...every Wednesday evening. 


pDUCO 


REG. U.S. PAT. OFF. 


HOUSEHOLD 


CEMENT 
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The MULTI-OILSTONE 


NORTON ABRASIVES 


Complete Sharpening Equipment 


for All Lovers of Good Tools 


It's just the thing for Mrs. Homecratter to give 
her husband. He’s like all other men with a 
home workshop—a lover of good sharp tools. 
And you can bet your last dollar that if she 
doesn’t buy it, he will. Get a “Multi” on your 
counter right away. The big red Christmas tag 
attracts everyone entering your store and ‘the 
specially designed card adds a second punch. 
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YME WORKSHOP 
If your Jobber 
can’t supply you, 


write to 


11 Great Features 





@ 3 STONES: 2 Norton Crystolon and 
1 India. Oilfilled at the factory. 


@ GRITS: Coarse, Medium and Fine. 


@ EXTRA SIZE: Stones are ll%% x 2% 
1%", for full sweeping strokes. 


@ REVERSIBLE: Stones easily re- 
versed to use either surface. 


@ NON-GLAZING: Oil bath prevents 
glazing, promotes smooth, quiet 
honing. 


@ OIL: Quart can supplied with each. 
@ SAFETY: Stone in use elevated. 


@ GRIT CHANGES: Made instantly: 
simply lift, turn and reset. 


@ SELF-LEVELING: No adjusting 
gadgets. 


@ CASE: Fine enamel finish. 


@ BASE: Heavy, non-skidding, reser- 
voir for oil. 
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teady sellers among quality screw 

drivers are those carrying the 
trade names “Stanloid,” “Victor,” 
“Hercules” and “100 Plus.” Made 
by Stanley Tools, New Britain, 
they represent thirty years of 
steady improvement in materials 
and methods of production. 


A WORD FROM YOU 

to purchasing agents and 
operating men can save time 
both for them and for you. Ex- 
plain to them, “This tool saves 
you money because it’s made 
from steel that’s strengthened 
and toughened with Nickel.” 
For helpful selling facts write 
for a copy of “Nickel Alloy 
Steels for Hand Tools”. . . no 
cost or obligation. 


THE INTERNATIONAL NICKEL COMPANY, INC. 
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What ruins screw drivers is their 
use on jobs for which they are not 
intended. But Stanley quality screw 
drivers withstand abuse. There are 
two reasons why: 1. Use of Nickel 
alloy steel, and, 2. careful produc- 
tion constantly checked by rigid in- 
spection tests similar to one illus- 
trated here. 








As the driver blade evolves by 
steps,so has manufacture itself 
progressed. First advance was 
cold rolling the carbon steel 
then employed. Next followed 
heat treatment of the whole 
blade, instead of only the tip. 
Finally material itself was 
made tougher and stronger... 
a Nickel-molybdenum alloy 
steel was adopted. 






No buyer of “Stanloid,”’ 
“Victor,” “Hercules,” or “100 
Plus” screw drivers need worry 
about failure of the tool. One 
thing that prevents it is the in- 
herent toughness and strength 
of Nickel alloy steel, supple- 
mented and developed by suit- 
able heat treatment. Another is 
the fact that each tool is sub- 
jected to rigid inspection. 








67 WALL STREET 
NEW YORK, N. Y. 
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FIRST OVER THE COUNTER, TOO! 


FIRST, because Union Hardware Ice Skates have remained "‘out 
in front" in the preference of skaters for more than 75 years. 
Right from the start, these skates were made better than good 
enough; the question of how to make a skate that would merely 
“get by" never arose. And what has been the result? A cus- 
tomer response to honest quality that has raised the name 
Union Hardware to top rank wherever ice skates are sold—a 
position maintained through the years by a rigid adherence to 


the original policy of using only the finest steels and the finest 
workmanship in the manufacture of these skates. Increased sales 
that result from your statement, "They're made by Union Hard- 
ware" will show you why this is the profitable line to handle. Your 
jobber can give you full particulars about 1940-41 models for all 
types of skating in a wide range of sizes and styles. A copy of 
the Union Hardware Ice Skate catalog will be sent on request. 
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NEW YORK OFFICE ISi CHAMBERS STREET 
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No. 07 Screw-to-the-boot Hockey Skate with 


relieved runners. All parts nickel plated. 





Nos. 1624, 1624'/2 and 17242 Men's Screw 
Clamp Skates. Similar models, with back plates 


and straps, available for women's use. 





No. 1562 Tubulor Clamp Hockey Skate. 


Tubes of special construction give great 


strength. 


ez 


No. 98 Screw-to-the-Boot Figure Skate with 
saw tooth toe. Made of finest steel, nickel 


plated. 
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SQUARE 
REMOVABLE HARDENED SHANK 
STEEL 


STEEL JAW FACES 
CUT-OFF 


COLD ROLLED . , TOOL 
STEEL SCREW AND . 
HANDLE 






EXTRA LARGE 
ANVIL FACE 








ts < 


SUPPORTED 
ANVIL BACK 
AND HORN 











STEEL 
FORGED SLIDE \\ 









A profitatle line, the “Group of Three’’ Homeshop Vises gives dealers a range 
of popular sizes (3’’, 3'/,’’ and 4’’ jaw widths) to meet the demands of the retail trade. 


It's ealy Ze dell Columbian Homeshop Vises with their modern streamline design 
and many outstanding features .... and they are priced to allow good dealer profit. 


Christmas ts puat around the comer... Here's a way for dealers to cash 
in on Christmas business. Display the ‘Group of Three’’ Columbian Homeshop Vises 
conspicuously with a show card suggesting Columbian Vises for Christmas presents. 


You'll be surprised how the sale of Columbian Vises will help to sell files, saws, 


hammers, chisels and other hand tools to the same customer. ‘ 





Columbian ee Vises. Both 
ti: types 
fecchnd tttapaiess +7" and 10° jon widthe Columbian CLAMP-BASE Vises are 








’ de with tel hi: d 
Columbian "RED ARROW” Homeshop Vises ron ge Also smaller sizes for home work volished “cog ot ame bee 
help dealers meet the demand for vises in a low teenth 7 » - . and ates! oie 3 rods. gy = 
‘ , , “ ” ation shows continuous screw vise “Columbian ‘ enamel, as i 
ath field. Three owivel base cscs — 3", 314 co with a steel handle — held ustrated, and packed in attractive 
and 4” jaw widths. Stationary base model by ion spring in screw-head. cartons. Three standard sizes — 
in popular 3” size only. This handle Seovennte speed of operation 2”, 2'9" and 3” jaw widths 


See Your Wholesaler or write to 
THE COLUMBIAN VISE and MANUFACTURING CO. 


9017 BESSEMER AVENUE CLEVELAND, OHIO 
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tHe WHITE 


ONES THE 
RIGHT One / 


Today ... the call is for 


WYTEFACE 


STEEL MEASURING TAPES 


20,000,000 magazine readers 
are seeing the advertisements 


HE RECORD TELLS THE STORY! Favorite Wyteface 
became a national best seller in its first year— 
















and it is still growing steadily.... You want your 
share of these profits. Send for the attractive W yteface 
FREE—This 2-color display di ° ° 
card with your first order. isplay card—put it up where people can see it—cash 


in on the biggest advertising campaign ever put be- 
hind a steel tape ... Your customers know at a glance 
that this is the one sensible steel tape. Sharp black 
markings on a crack-proof white surface, bonded 
to the steel! Easy to read—and guaranteed! 


Ask your jobber—or write us—for illustrated 
folder, complete prices and a free sample of the line. 


KEUFFEL & ESSER CO. 


SAN FRANCISCO - LOS ANGELES - DETROIT + MONTREAL 








CHICAGO ST.LOUIS - 


K&E 


WYTEFACE 


STEEL MEASURING TAPES 
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Sell the Rope That’s Proven 


Best for Farm Use 


[a tests consistently prove that Amco “All-Weather” treated 
manila rope retains its high tensile strength and unusual flexibility longer 
under the rigors of farm work than any other similar rope. The special 
cordage solution used is practically impervious to sun and rain. Word of 













Amco’s exceptional service spreads rapidly among rope users. That’s why 
dealers who take on Amco “All-Weather” rope enjoy such worthwhile 
increases in their rope business. 


For all its extra value Amco “All-Weather” manila 
rope weighs no more per foot nor costs no more per 
pound. Specify Amco on your next rope order. 


AMERICAN MANUFACTURING COMPANY 


NOBLE & WEST STREETS, BROOKLYN,N.Y. 


AMERICAN “SUPERIOR” MANILA ROPE ST. LOUIS CORDAGE MILLS 
TWINE ° OAKUM e PACKING 11TH ST. & LAFAYETTE AVE., ST. LOUIS, MO. 






Western factory branch: 
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Headquarters for Saw 
Satisfaction 


@ The more people you can get to 
thinking of your store automatically as the place 
to go for one item or another the stronger your 
position. The qualities built into Atkins Saws for 
83 years are just the sort to give people con- 
fidence in your store — in your helpful ability to 
give them just what they want for what they 
want to pay. When they feel that way, you’re 
“headquarters.” Go over your stock with your 


Atkins’ jobber salesman. 


E. C. ATKINS AND COMPANY 


410 S. Illinois Street, Indianapolis, Ind. 
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MULTI-STRAND 
«your answer to multi-sales! 


Matchless quality—with exclusive sales features! That’s your 
advantage with the famous, Multi-Strand Selvage* woven 
on each edge—multiplying strength where it’s needed most. 


SOM OA WA x 
RENO POOLE 


Other advantages! Printed measurements. Wire perfectly 
woven —no waves, bulges, streaks or blemishes. And a 
complete line to sell! OPAL, LIBERTY and ALDURA. All are 
backed by stimulating dealer helps. All point the way to a 
big year in 1941. Order now from your jobber. = *Pet.no.2,027,778 
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A“ screen wire cloth looks good on the counter. 
It’s easy to make a sale. But to win a permanent 
customer is another matter. 

That’s why it IS important to recommend a prod- 
uct which gives your customers their full money’s 
worth. 

CORTLAND BRAND screen wire cloth quality be- 
gins with the wire itself. Every inch of it is drawn on 
modern continuous wire drawing machines. Our latest 
type gas annealing equipment, with automatically 
controlled temperature and atmosphere, is but another 
indication of the scientific thoroughness taken in our 
own mills to assure screen wire cloth of the highest 
quality. 

You can sell with confidence when you see the 
famous Cortland Label. 





Ask your wholesaler for details of the CORTLAND 
is b> ) 1941 SALES BOOSTER CAMPAIGN for dealers 
IT'S FREE! 












CORTLAND ULTRA-PREMIER .. . Extra 
heavy. Superior strength especially suited to 
doors and other hard usage. About 30% heavier 
than standard cloth. 


CORTLAND BRONZE... Absolutely rust- 
less, far more durable than steel and stronger 
than copper. Resists salt air, acids, etc. 
CORTLAND BLACK 
ENAMELED...A low-priced, 
general utility screen wire, heav- 
ily enameled to give maximum 
life. 

CORTLAND GRAY-WICK 
Electro-galvanized, zinc 
coated and enameled with a pig- 
mented varnish. 


* UNIFORM WEAVING 


* ALWAYS HANGS 
STRAIGHT 


* WEATHER-RESISTING 


* STRONG, 4-WIRE 
SELVAGE 


















WICKWIRE BROTHERS, INC. Cortland, New York 
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P HAZARD INSULATED WIRE WORKS : 
THE OKOWITE COMPANY 


Merion DR AGOW . 











EVERLASTING QUALITY 


© First to be Wrapped and SEALED in Cellophane 


2) Perfect Adhesiveness and Tensile Strength 





© Strong Distinctive Green Core 
Sold Exclusively Through @ Colortul Attractive Boxes 


Distributing Wholesalers 5) ACompany in the Insulation Business Since 1878 








HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE CO. 
WORKS: WILKES-BARRE, PENNSYLVANIA 


New York Chicago Philadelphia Atlanta WW Pittsburgh Buffalo Boston Detroit Seattle 


Dallas Washington Cleveland San Francisco St.Louis Los Angeles 
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For 51 weeks you pound the pavement to your market 
but the 52nd week you are invited to set up your exhibit at the 


WESTERN HARDWARE SHOW 


and your market comes to you 


MUNICIPAL AUDITORIUM, KANSAS CITY, MO., JAN. 21-22-23, 1941 





The $7,000,000 MUNICIPAL AUDITORIUM, the most complete building ever constructed, will house every activity 


of the convention. Every facility of the auditorium and tne whole-hearted support of its personnel are at the 


service of the exhibitors. 


Here under one gre“ roof, in a marvelous 
show, celebrating its 52nd consecutive year 
you will find on display 


SPORTING GOODS 
STOVES 

FIREARMS 
ELECTRICAL APPLIANCES 


GENERAL HARDWARE 


BUILDERS’ and FINISH 
HARDWARE 


and all other types of hardware items, the 
very latest in style and utility. 


DISPLAY BOOTHS Very desirable Display 
Booths are available for Manufac- 
turers and Jobbers. 


REMEMBER THE TIME AND PLACE 
January 21-22-23, 1941, at the 
MUNICIPAL AUDITORIUM. 
KANSAS CITY, MO. 


The very latest in up-to-date farm ma- 
chinery and equipment will be exhibited. 


You can't afford to miss this show if you are 

interested in reaching the many thousands 
of members of the Western Retail Implement 
and Hardware Association and countless 
thousands of other individuals who will at- 
tend the exhibits. 


Send in your reservation now for space at 
this 52nd Convention. 


For further information write or wire 


THE HARDWARE SHOW COMMITTEE 


MUNICIPAL AUDITORIUM, KANSAS CITY, MO. 
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Something more 
than generalities! 


YES, something more than generalities and conver- 
sational pleasantries accounts for the thousands of 
Russell Jennings Auger Bits in the kits of this 
country’s craftsmen. Like a fighting cock, Jennings 
victories are won with “points”! Here are a few 
that it will be money in your pocket to remember: 


Keen, lasting edges that lessen the need 
for sharpening 


Sharp lead screws that draw the bit into 
the hardest wood without forcing 


Spurs that cut clean, accurate circles 
Throats that clear the chips like grease 


A taper so correct it prevents even the 
suggestion of binding 


Of course, any craftsman who uses the genuine 
Russell Jennings Auger Bits knows these and many 
other good points by heart. We give them to you 
because they are good information to impart to your 
customers who have not as yet enjoyed Russell 
Jennings bit quality. 

Your jobber can supply you Russell Jennings Auger Bits 
in any required style or size—also a smart counter card 
embodying the illustration above—plus a supply of a new 
booklet just out on the care of auger bits. 








THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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PONY 


Salid Shank 


FEATHERWEIGHT 


Shouels 


PERFECT 
BALANCE 


A new redesigned socket 
gives to the PONY Solid 
Shank Shovel the perfect 
balance which no other 


solid shank shovel has. 


Equipped with 
SHOCK 
BAND 


The famous ABW Shock 
Band gives to the shovel 
greater handle strength. 
This is a patented feature of 
ZO) b Mele) (6 Melb tel ate) i teh a Ce 


Ash Your Jobber 
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~ AMES 


owce 


( 1774 _ 
AMES BALDWIN WYOMING CO. 


Porkersburg, W. Va North Easton, Mass 


ABW PRODUCTS 
SHOVELS FORKS 
SPADES HOES 
SCOOPS RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 




















—, te NATION at te CROSSROADS? 


Must The American Electorate Make A Fateful 
Choice This Fall? ... That is a matter of opinion. 
Which Party embraces greater Americanism of 


principle is also a matter of Se ee 


Kut there can be only one opinion about this: 


The Issues to be Voted Upon This Presidential Election of 
1940 Are the Most Important Put Before the People of the 


United States Since 1860 
Jherehore 


Do Not Let 57% of the Voters Settle The Issues 
In Which You Are So Vitally Interested. 


WHATEVER YOUR PARTY ¢ WHATEVER YOUR OPINION 
HELP GET OUT THE WHOLE VOTE 


Urge your employees to register and vote. Allow them time 
to do both. Post notices, talk to them, remind them and 


all your business acquaintances, friends and relatives, 
THAT A CITIZEN’S FIRST DUTY IS TO VOTE 


If intelligent men and women will not vote they betray 


their country to the unprincipled and ignorant. 


GEORGE H. GRIFFITHS 
PRESIDENT, HARDWARE AGE 
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WANT TO MAKE 
YOUR CASH REGISTER 
PLAY “JINGLE BELLS’’? 













Take a tip from Taylor and concentrate on one line of thermometers 
and weather instruments this Christmas Season. An item for every 
need, ranged in prices to fit everyone’s purse. They’re all wrap-ups. 


HRISTMAS buying season is here... Make it an 
C open season on profits with the one best-selling 
line, the Taylor line. Here are smart, practical gifts 
in a wide range of prices and attractive models for 
every member of the family and for every friend. 
Thermometers for every room or window in the 
home, and for cooking, too. Barometers that are 
miniature household weather bureaus. Gifts for those 
who motor, hunt, fish or hike. 

You have an answer for every gift question, be- 


cause the Taylor line is complete. You have a sales 
answer because every item retailing at $1.00 or more 
carries a 5-year guarantee of Tested Accuracy. The 
Taylor line is tested, tried and proven. 

See your distributor and get full information on 
all Taylor Thermometers and Weather Instruments 

and on store selling helps. Stock a complete line 
and haul in the profits during the Christmas Gift 
Season. Taylor Instrument Companies, Rochester, 
N. Y., and Toronto, Canada. 





(Left)... No.2280-F... Taylor 
Fisherman’s Barometer 
Retails at $5.00* .. . Tells 
when they bite—and tells it 
right, 94% of the time. Green 
plastic case (31%” in diame- 
ter), unbreakable crystal— 
packed in handy carrying 
case. A ‘‘must have’ for 
every real fishing fan. Com- 
panion Taylor Fish Finder 
Thermometer (retailing at 
$1.00*) locates cooler waters 

where the “big ones’”’ are. 


(left) ... No. 5928 
Taylor Bake Oven Thermometer 
Retails at $2.00*... Packed in recipe 
box. Carries Good Housekeeping 
Seal. 


(Rigit) ... No. 5936 
Taylor Roast Meat Thermometer 
Retails at $1.50*... For roasts done to 
“the turn that tempts.’’ Complete 
with skewer. Carries Good House- 
keeping Seal. 


(~efi) ... No. 5304 
Taylor Outdoor Thermometer 
Retails at $2.00*. . . Simple, good- 
looking design in two-tone enamel. 
Stainless steel, weather-resistant 
bracket. 


(R ght) ... No. 5908 
Taylor Candy and Jelly Thermometer 
Retails at $2.00*... Has 3-times-easier- 
to-read Binoe Tubing. Similar Ther- 
mometer for Deep-Frying, $2.00.* 





*Prices slightly higher west of the Rockies and in Canada. 











(Left) ... No. 2289 .. . Taylor 
Fairmont Junior Combination 


Retails at $10.00* .. . Barom- 
eter, hygrometer and ther- 
mometer in black plastic case 
with chromium decoration. 
Two-toned silvered dials with 
black figures. 734” wide by 5” 
high. For use in altitudes up 
to 3500 feet. $15.00* with 
ivory or walnut plastic case 
and automatic-signal Stormo- 
guide movement. 


(Lift) ..- No. 2068-C 
Taylor Auto Altimeter 


Retails at $5.00*... The big, 
brand-new thrill for car driv- 
ers. Tells with amazing accu- 
racy how high the hills are and 
how deep the valleys. Hand- 
some brown walnut plastic 
case with chromium trim. 
Fully adjustable bracket for 
easy mounting (takes only 60 
seconds). Ranged to 5000 feet 
min 100-ft. divisions. $6.00* 
model is ranged to 10,000 feet 
in 200-ft. divisions. 


(Left) Taylor Baby Bath Thermometer 
| No. 5610... Retails at $.75*.. . Shows 
/ temperature while floating in bath. 
} Clever decorations in blue for ‘‘hims”’ 


wy and pink for ‘‘hers.”” 






No. 2287 


Taylor Fleetwood Baroguide [ 


(Above) Retails at $5.00* 
... Very attractive desk | 
model. 5” long by 4” high. 
Blue plastic case with 
white plastic base. Or 
cream case and striking 
red base. Or green marble 
case and white base. 
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--. with a big sales drive on 
Nicholson and Black Diamond 
“Handy File” all cooked up for you 


; specialties or novelties reap the fast-sale harvests — as 
every wide-awake hardware-man knows. Last Spring thousands of dealers 
cashed in on the Nicholson “Two-File Special” promotion. 

This Fall it’s the Nicholson or Black Diamond “Handy File.” The 
Nicholson factories are busy turning out this appealing item by the thou- 
sands. November and December are set for the “push” in your behalf. 
Big-circulation national magazines will boost the “Handy File.”* 

A new brilliantly colored Display Carton, pictured below, has been de- 
signed. Holds a dozen Handy Files in highly visible arrangement. Con- 


spicuous sign-back helps to attract the customer’s eye. 


PRICE TO RETAILER—$2.80 FOR BOX OF ONE DOZEN 


Set your own retail price in blank provided. Suggested retail price of 
35c per file gives you $1.40 profit (or 50%). Order early from your jobber. 


NICHOLSON FILE COMPANY ¢ PROVIDENCE, RHODE ISLAND, U.S.A. 
(Also Canadian Plant, Port Hope, Ont.) 











THE “HANDY FILE” 


is a success-proved item. Two files 
in one! — single-cut on one side 
for smoothing and large-saw 
filing; double-cut on the other 
for rougher uses. Flat rounded 
handle (colored) ; handy hang-up 
hole. Easy to carry — no pointed 
tang. Each file is individually 
Cellophane-wrapped—to preserve 
newness against handling smudges, 
moisture and rust. 








***HANDY FILE’* ADVERTISING will appear in The Saturday Evening 
Post, Country Gentleman, Popular Mechanics and Popular Science. 
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MAKER (No. 38) get many sales that would 


otherwise be lost. Let it give you the snappy action it = 
has given to thousands of other hardware men. ¥? 
This popular SALES-MAKER really sells chain- ao 


“right off the reel.”” It’s like an extra salesman special- 
izing on one job—and doing that job well. 

If you haven’t one of these profit builders working for you, 
see your wholesaler. You ought to have one and your whole- 
saler will gladly tell you how easy it is to get. 

In addition to full lines of American Welded and Weldless 
Chains there are also cotter pins, eye bolts, cold shuts, lap 
links, repair links, round eyes, malleable castings, grab hooks, 
slip hooks, sash chain fixtures, screw hook hangers, shackles, 
S hooks, sling chain hooks, snaps, special attachments, initial, 
toggles, utility jacks, welded rings, harness hardware and many 


other products. 


Sell AMERICAN 
when you dell chain 


AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 


In Business for Your Safety 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





MW: AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION READING-PRATT & CADY DIVISION —_—in Canada: | 
= AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION Discme viet al eee 5 3 
| ANDREW C. CAMPBELL DIVISION — OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION a ITISH WIRE PRODUCTS, LTD. 
= &E FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION ' * THE PARSONS CHAIN COMPANY, LTD, 
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Atlantic 
City :— 

There was plenty of optimism 
at the Atlantic City convention. 
Practically all manufacturers re- 
ported busy production schedules, 
some shortages and substantial fu- 
ture orders. The majority of 
wholesalers told of a current ac- 
tive movement of merchandise; of 
the outlook for a continued busy 
fall; a heavy volume of Christmas 
business and a cheerful outlook 
for 1941. In the formal program 
discussions the European War and 
our own National Defense Pro- 
gram took the center of interest. 
Attendance was approximately 
1700 which made it a large as well 
as a cheerful convention. The 
magnitude of the defense program 
and its effect on the hardware in- 
dustry was thoroughly stressed 
both in meetings and in lobby dis- 


ey CHARLES J. HEALE 
EDITOR, HARDWARE AGE 





cussions. It is clear that a great 
many hardware manufacturers 
either have under way, or expect 
shortly to have under way, heavy 
production related to defense re- 
quirements. Naturally wholesalers 
expressed some concern over the 
effect this will have on deliveries 
from factories to their warehouses. 


Defense 
Contracts:— 


Distributors who remember the 
last defense program of this coun- 
try (1916-1918) recall most vivid- 
ly the shortages, the delays and, in 
some instances, the ostensible in- 
difference of many manufacturers 
toward the regular bread and but- 
ter customers. That it is the patri- 
otic duty and requirement of every 
manufacturer to participate in de- 
fense production nobody can deny. 
That the large volume of business 





involved looks most attractive to 
every plant is also a perfectly nat- 
ural condition. No one would 
suggest that factories neglect the 
government's requirement in these 
hectic times—they couldn't, legal- 
ly, if theys wanted to do so. But 
at the same time manufacturers 
must realize that this defense pro- 
gram will not go on forever. It 
may last three to five or seven 
years. It will be big business 
while it lasts, the biggest business 
some firms have ever known. But 
when the heat of the world’s con- 
flict cools down again, factories 
will wish to resume their normal 
peace-time production for the dis- 
tributors who year in and year out 
have given them steady volume. 
With that thought in mind the wise 
manufacturer will do everything 
in his power these days to mini- 
mize delays, inconveniences, short- 
ages, etc., in the handling of his 
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bread and butter business. He will 
be particularly considerate and 
friendly in his dealings with his 
regular trade customers and avoid 
any possible criticism that he is 
“high - handed” or indifferent be- 
cause he may be busy now with 
defense work and cannot be both- 
ered worrying about the relatively 
smaller volume of these old, tried 
and true customers. 


Trade 
Relations:— 


When business is normal, or less 
than normal, manufacturers prize 
highly the good will of their trade. 
They indicate this in their sales 
work, their trade advertising, their 
efforts to package attractively and 
to keep their prices competitive. 
But judging from some past ex- 
periences and from a few scattered 
reports since the current defense 
work started, some manufacturers 
already are showing a little indif- 
ference to these old friends. This 
is not only unwarranted but worse 
than that it is poor business tac- 
tics. When the country is busy 
and shortages occur there will 
come unavoidable delays. The 
skillful handling of these situations 
and the honest effort to reduce 
delays and shortages will be re- 
membered a long time and will be 
a feather in the cap of the manu- 
facturer who strives to eliminate 
such irritations. On the reverse 
side of the picture, the manufac- 
turer who nonchalantly basks in 
the temporary glory of defense 
work orders to the detriment 
through neglect — of his regular 
customers will live to learn a bitter 
lesson and a costly one. And this 
problem right now is on our in- 
dustry’s doorstep. Tactfully han- 
dled, it can help create genuine 
good will, prestige and business 
relations long after the war situa- 
tion has passed from our immedi- 
ate picture. 

The same principles hold good 
in the trade advertising programs 
of hardware manufacturers, in- 
cluding those who are busiest with 
non-trade business today. Adver- 


tising in business publications is a 
direct aid to the sales staff and 
will help keep warm and alive 
trade relations keep the com- 
pany s name, its products, its ser- 
vices. its policies and its good will 
favorably in the minds of the regu- 
lar customers who will be sorely 
needed under the more normal 
and less hectic days that will fol- 
low as an aftermath to the world’s 
present upset conditions. The 
manufacturers who guard and 
keep their “trade” fences mended 
will profit greatly and those who 
don’t will suffer in like degree. In 
some respects the wholesaler must 
also observe the same precautions 
and not assume that increased vol- 
ume incident to defense program 
activity is a permanent condition. 


Love and 


Business:— 


Apropos of these thoughts and 
an inspiration for some of them is 
an editorial in The Iron Age by 
Editor John H. Van Deventer en- 
titled. “The Girl He Left Behind 
Him.” Writes Mr. Van Deventer 
in part: 
ree with all of this muni- 
tions work going on, the question 
is sometimes asked: ‘Why and 
what should we advertise if we 
cannot fill orders?’ 

“Now. what does the word ‘ad- 
vertise’ mean? You would prob- 
ably get a hundred different an- 
swers from a hundred different 
people. Perhaps the best way to 
define it is to say what it is in- 
tended to do. So far as I have ob- 
served, the function of advertising 
is to get people to want what you 
make and to keep them wanting it. 
And the latter is especially impor- 
tant when you cannot satisfy your 
normal customers in these abnor- 
mal times. 

“It reminds me of the story of 
the young soldier who was called 
to war and was obliged to leave 
his sweetheart for an_ indefinite 
time. You remember, “The Girl | 
Left Behind Me.’ 


“The bov who went to war was 


very much in love with the girl he 
left behind him. And she with him. 
But she was a beautiful girl who 
had many admirers. And our 
young friend was too wise to be- 
lieve in the old proverb: ‘Absence 
makes the heart grow fonder.’ He 
knew that the modern version was 
that his absence would make the 
other guys grow fonder, and the 
girl, perhaps, less fond. 

“Our hero resolved that after all 
of the effort and time that he had 
spent in winning his sweetheart’s 
affections and his place as No. 1 
man, he would not let his rivals 
win by default through his ab- 
sence. No, indeed, he would see 
to it that she was reminded of him 
often and of the good times that 
they could have after the war was 
over.” 


Promotion 
Cam pa ign — 


Editor Van Deventer continues: 

“So the boy who left the girl be- 
hind inaugurated and carried out 
a campaign of promotion to keep 
from becoming the forgotten man. 
Sometimes when there wasn’t much 
activity aside from drills, he was 
hard put to it to find interesting 
things to talk about, but he could 
always tell her how much he miss- 
ed her, how much he loved her 
and how much he wanted to be 
with her again. 

“And boys, believe me that let- 
ter that she got from him every 
week or two kept her thinking 
about him and kept her from 
thinking too much about the 
temporary beaux who took her out 
in the meantime. 

“Perhaps you will find a moral 
in this with respect to advertising 
under present-day conditions. For 
certainly, your biggest promotion 
job today, when you are called to 
war work, is to make people keep 
on wanting what you make, 
whether or not they can get it. 
And to keep them wanting it until 
you are ready to give it to them. 

“It’s hard to forget some one 
that you’re made to remember!” 
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with EXTRA KEYS 


Duplicate keys are important profit makers—and 





































a mighty big service to your customers! 


Improved “Minute” Key-Cutting Machine —No. 179 1M In this model ILCO gives you a selection of skillfully engi- 
ILCO offers a strong, easily operated, amazingly accurate e ‘ gyi 
machine. It is the most versatile machine on the market. . . neered key-cutting machines for duplicating keys 


duplicating Cylinder Keys; Flat Steel Keys, both end and side 


cuts; Bit Keys, with all pass cuts, lever cuts and ward cuts— of all types. ILCO key-cutting machines are ex- 


all without removal of sample or blank key from the clamps. tremely simple to operate and maintain—no com- 
Improved ‘Duplex’ Key- plicated gadgets, controls or adjustments to worry 
Cutting Machine— No. 
177 1D This model about. And ILCO serves you from the largest, 
amply meets the need . 
red ell-in-ene mach- most complete stock of -key blanks in the world 


ine for accurate dupli- 
cating of Cylinder 
Keys, Flat Steel Keys, 


aan Se tover ome USE THIS SURE-FIRE REMINDER! 


for quick filling of orders from stock. 





Bit Keys, without 
changing of cutters. 








ILCO supplies this at- 
tractive, colorful display 
card free! Give it promi- 
nent space on your count- 
er to remind customers 
that they need extra keys 
and that you make them! 
Most people need and 
want an extra key or two 

they'll appreciate 
your reminder. 


Improved “American” 
Key-Cutting Machine — 
No. 1751A This model, 
designed for dupli- 
cating Flat Steel and 
Cylinder Keys, is an 
extremely accurate, 
rugged machine, sim- 
ple both in design 
and operation. 











INDEPENDENT LOCK Co. wisn"... 


BRANCHES IN ALL PRINCIPAL CITIES 
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(Fred Hess & Son, Atlantic City, N. J.) 


Atlantic City viewed from the sea. 


Lhe Story of 


TTENDANCE was approxi- 
A mately 1700 at the joint 
Atlantic City, N. J., convention 
of hardware wholesalers and 
manufacturers held October 14 
to 17, 1940. Headquarters and 
sessions were at the Marlbor- 
ough-Blenheim Hotel. It was the 
46th annual gathering of the 
National Wholesale Hardware 
Association and the 81st semi- 
annual meeting of the American 
Hardware Manufacturers’ Asso- 
ciation. At their closing session 
the wholesalers elected Glenn E. 
Jennings, Wright & Wilhelmy 
Co., Omaha, Neb., as president, 
succeeding Mark Lyons, Mc- 
Gowin-Lyons Hardware & Sup- 
ply Co., Mobile, Ala., who pre- 
sided over the 1940 convention. 
The manufacturers elected Rich- 
ard Harte, Ames, Baldwin, Wy- 
oming Co., Parkersburg, W. Va., 
as president, succeeding H. B. 
Wilson, Mathias Klein & Sons, 
Chicago, who presided over their 
sessions. Other officers chosen 
are listed in detail elsewhere in 
this isue. 

The influence of the European 
war and the effect of the Na- 
tional Defense Program on the 
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lhe Atlantic 


hardware industry dominated all 
discussions of both groups and 
was the topic of consideration at 
the Wednesday joint session. 


Convention Greeting 


The convention opened for- 
mally Monday evening with a 
greeting by President Lyons and 
a response by President Wilson. 
Mr. Lyons said in part: 

“Who would have been will- 
ing to predict when we met 
here just a year ago, that 
fewer than 12 months would 
see the fall of Norway, Den- 
mark, Belgium, Holland and 
France? Who then would have 
believed that within less than 
a year the great ‘Battle of 
Britain’ would be in progress? 
Who then could have visual- 
ized the possibility that this 
nation would so soon face the 
need of a vast rearmament 
program to build up its own 
defenses ? 

“This emergency has cre- 
ated for us new responsibili- 
ties and new problems. The 
part our industry will be 
called upon to play in the an- 


ticipated future program of 
our country merits the coordi- 
nated effort of everyone affili- 
ated with the hardware in- 
dustry. 

“Our industry’ provides 
many of the essentials of hap- 
piness and well-being in time 
of peace. It also does much 
to provide the sinews of war. 
The industry in general — 
manufacturers, wholesalers, 
retailers—is engaged in mak- 
ing and distributing tools and 
supplies necessary to trade, to 
agriculture and also to de- 
fense. I believe { may pledge 
our industry to give its ser- 
vices in a patriotic spirit, I 
believe it will do all in its 
power to prevent unjustifiable 
price increases, do all in its 
power to give full value. 

“It seems to me that if our 
industry does these things, it 
will be making a very real 
contribution to the national 
welfare. It will also be help- 
ing to keep alight a spirit 
which must not be allowed to 
die down in the long night 
that may be ahead. We have 
an obligation to the future. 
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‘JHE 46th annual convention of the National Wholesale Hard- 

ware Association and the 81st semi-annual convention of the 
American Hardware Manufacturers’ Association held jointly at 
the Marlborough-Blenheim Hotel, Atlantic City, N. J., October 
14th to 17th, 1940. Attendance about 1700. Glenn E. Jennings 
succeeds Mark Lyons as N.W.H.A. president. Richard Harte 
becomes A.H.M.A. .president succeeding H. B. Wilson. National 
Detense Program and its effect on hardware industry dominates 
convention’s discussions. Wholesalers consider distribution and 
operating problems, also study relations between jobbers and 
manufacturers and retailers. Wholesalers reaffirm resolution urg- 
ing continuation of 2 per cent cash discount as industry practice 
and ask for support and cooperation for 1941 National Hardware 
Open House. 
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We have a heritage and a 
store of hopes that we want 
to pass along to the next gen- 
eration. 

“We want to go along the 
road toward a future in which 
men will be happier and more 
secure than they have ever 
been. We want our children to 
have a_ stable and _ lasting 


1—Mark Lyons, McGowin-Lyons Hdw. & Supply Co., retiring president, and Glenn E. Jennings, Wright & Wilheimy Co., 
new president of the National Wholesale Hardware Associaton. 
dent of the American Hardware Manufacturers Association, and H. B. Wilson, Mathias Klein & Sons, the retiring president. 
3—A. J. Becker, Ohio Valley Hdw. & Rfg. Co., new president of the National Association of Sheet Metal Distributors, and 
A. W. Howe, The J. M. & L. A. Osborn Co., the retiring president. 
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peace. We want them to be 
able to control the forces 
which we have not yet mas- 
tered. As Americans, as free 
men, we believe that destiny 
lies in the hands of individ- 
uals, of great numbers of in- 
dividuals bound together by 
ideals of loyalty and self sac- 
rifice. Our defense program is 


THE RETIRING AND NEWLY ELECTED PRESIDENTS 


2—Richard Harte, Ames Baldwin Wyoming Co., new presi- 


City Convention 


a token that those beliefs and 
ideals are once again strong 
in the United States. Let us, 
as a representative American 
industry, promise ourselves, 
using the words of Winston 
Churchill, to make this our 
nation’s finest hour.” 

The only formal address Mon- 


day night was by Blackwell 














(Central Studios, Atlantic City, N. J.) 


Atlantic City’s famous Boardwalk. On Wednesday afternoon the ladies toured it in rolling chairs. 


Smith, counsel to the Industrial 
Materials Division, National De- 
fense Advisory Commission, who 
outlined certain important as- 
pects of the National Defense 
Program. 

“Today, our peacetime civilian 
defense organization has _ pro- 
gressed far beyond the early 
World War effort. The National 
Defense Advisory Commission 
has reached a degree of organi- 
zation which was not attained 
during the World War until early 
in 1918,” said Mr. Smith, com- 
paring the present peacetime 
civilian organization for defense 
and the organization which ex- 
isted long after we entered the 
World War. He also gave a 
sketch of accomplishments to 
date. 


Present Methods 


The work of the present com- 
mission is being done through 
specially qualified persons who 
are direct representatives of the 
Government and not of the in- 
dustries concerned, Mr. Smith 
stated. This compares favorably 
with the situation of the War 
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Industries Board in the early 
months of 1918, almost a year 
after the war had started. In 
cooperation with Advisory Com- 
mission, Donald Nelson, as Coor- 
dinator of National Defense Pur- 
chases, aids in securing proper 
coordination of Government pur- 
chases. This relates not only to 
climinating competition between 
different purchasing depart- 
ments, but also to improving 
procedure. In addition, today, 
foreign purchases are corre- 
lated through the Secretary of 
the Treasury and a voluntary 
priorities system is actually in 
effect. 

Moreover, there are many 
other agencies in existence now 
whose functions in 1917-18 had 
to be performed by hastily cre- 
ated special bodies. Thus, the 
Assistant Secretary of War is 
working from information and 
plans which are the fruit of 
years of work in surveying the 

O 

In the pages immediately fol- 
lowing are the major parts of 
the principal addresses, discus- 


sions and other details of the 
Atlantic City Convention. 


industrial capacity of the coun- 
try and preparing for future 
orders. This is a great step for- 
ward from the hastily created 
General Munitions Board of 
1917. The Maritime Commission 
is fully organized to control ship- 
ping and may requisition or pur- 
chase any vessel. The TVA and 
the Bonneville projects are pre- 
pared to furnish substantially 
increased power for various de- 
fense projects, notably alumi- 
num. The Federal Power Com- 
mission has its finger on the 
pulse of power needs and may 
require temporary connections 
of facilities to meet an emer- 
gency. 


Accomplishments 


Mr. Smith then outlined some 
of the accomplishments of this 
organization. He explained that 
a complete legal structure had 
been worked out making possible 
expansion of emergency plant 
facilities with private funds, but 
without requiring the individual 
manufacturer to assume this 
emergency risk and without dis- 
torting the price structure by 

(Continued on page 173) 
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Wholesaler’s Efficienc 


HOLESALERS should become more con- 
sumer-minded in order to do a more intelligent 
job of buying and should aid retailer with selling, 





MARK LYONS 


at the Wholesalers’ 
Tuesday morning 


session 


S INCE our last con- 


vention, I have given consider- 
able thought to the new prob- 
lems, and some of the old ones, 
confronting our industry and 
wholesaling in general. As a 
matter of fact, I do not know of 
any time when as much consid- 
eration, discussion and _ study 
have been devoted to steps which 
can be taken to better insure the 
position of the independent 
wholesaler and retailer. 

We have frequently stressed 
the economic value of the ser- 
vices we render. Yet, I think it 
may now be stated with greater 
assurance than ever before that 
we are engaged in a great and 
indispensable business. For de- 
spite all the changes incident to 
the vast industrial development 
of our country over the last half- 
century or more, no substitute 
has been found for the whole- 
saler’s function. 
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merchandising and display suggestions. 


W hole- 


salers should anticipate requirements for greater 
period than usual so that manufacturers may coor- 
dinate production facilities. 


By MARK LYONS 
McGowin-Lyons Hardware 
& Supply Co., 
Mobile, Ala. 
N.W.H.A. President 


It is inconceivable that manu- 
facturers, except possibly large 
corporations with extensive lines 
of heavy merchandise, can eco- 
nomically distribute their goods 
direct to the retailer. An attempt 
to accomplish this through fac- 
tory branch warehouses merely 
results in a duplication of the 
wholesaler’s function — and 
usually, we believe, also results 
in an increase in distribution ex- 
pense. Even in the chain-store 
system, the wholesaling function 
must still be performed. 


Retailers Can’t Do It 


Most certainly retailers cannot 
take over the wholesale function. 
They would require additional 
warehousing facilities, larger 
capital investments, increased 
forces and the duplication of 
functions which would be re- 
flected in increased consumer 
prices. 

Nevertheless, both the manu- 
facturer and retailer are very 
much interested in the prompt, 
efficient and economical distribu- 
tion of merchandise. Their fu- 


ture depends on it. They require 
merchandise in the right sizes, 
designs and qualities in the re- 
tailer’s hands at the proper 
prices. 

Considering our present prob- 
lems, the wholesaler is better 
equipped than any other outlet 
to perform this function. It is 
obvious that wholesaling is 
highly specialized and that we 
are experts through long experi- 
ence in the assembling, ware- 
housing and distribution of mer- 
chandise. Furthermore, we per- 
form a very real service in.ex- 
tending credit to the retailer. We 
purchase from hundreds of man- 
ufacturers located in all sections 
of the country and act as their 
distributing agents at a very low 
cost. 

It has been said that the mass 
production area requires mass 
distribution. Frankly, mass dis- 
tribution, if that is the correct 
term, has not in my estimation 
produced any miracles, and there 
is no reason why the indepen- 
dent wholesaler and_ retailer 
working in harmony cannot do 
just as effective—if not a more 
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John Tomajan, The Washburn 
Co., new chairman of the Exec- 
utive Committee, American Hard- 
ware Manufacturers Association, 
and Charles Andrews, The Wash- 
burn Co. 


effective, efficient and aggressive 
job—as the so-called mass dis- 
tributors. 

There are many avenues open 
for increased efficiency. Their 
selection and installation depend 
upon varying factors which must 
be considered by the individual 
in determining which will prove 
the most effective means of in- 
creasing efficiency in his busi- 
ness. They all involve a con- 
siderable amount of individual 
research — self-analysis and, in 
addition, the interchange of in- 
formation through our associa- 
tion. 

We must study the internal 
workings of our respective or- 
ganizations, comparing them 
with others of a similar size, 
serving a comparable territory, 
etc., and then determine whether 
this change or that change would 
be beneficial. 

Our secretary’s office has ad- 
vised me that the number of in- 
quiries on problems of manage- 
ment has shown a very definite 
increase, indicating that many of 
our members at this time are 
studying and working out plans 
for changes in their organiza- 
tions. 

During the past year our asso- 
ciation has issued in addition to 
the Overhead Expense Report, 
several very constructive surveys 
on “The Efficiency of Ware- 
house Employees,” ““‘The Costing 
of Invoices,” “The Methods of 
Compensating Salesmen,” and 
“Types of Insurance Carried and 
Methods Used to Reduce Its Cost 
in the Wholesale Hardware Busi- 
ness.” 

With the aid of this material, 
we can all study our own prob- 
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lems and adopt such changes as 
appear advisable. For instance, 
can we reduce our overhead costs 
and still maintain our service to 
the retailer by reducing the num- 
ber of lines carried? Through 
the cooperation of the retailers 
whom we serve and by an analy- 
sis of our sales, it might be not 
only possible but advisable to 
eliminate some of the duplicated 
lines. 

Wholesalers can advantage- 
ously become increasingly con- 
sumer-minded. They can do a 
much more intelligent and effi- 
cient buying job on behalf of the 
retailer by studying more closely 
his competition and community 
and then buying lines which will 
move more rapidly and will re- 
sult in an increased number of 
consumer buyers. 

As the wholesaler is dependent 
upon the success of his retail 
outlets, every assistance ren- 
dered in the way of selling, mer- 
chandising, and display sugges- 
tions means an increased volume 
for both. Yet for the individual 
wholesaler there is the problem 
of determining to what extent 
such assistance may be rendered 
without actual increase in dis- 
tribution expense. 


The Small Order 


The small order has proven to 
be a very real expense to the 
wholesaler and is reflected in the 
price the retailer pays. If 
through our salesmen and the co- 
operation of the retailer there 
can be a very real reduction in 
the number of orders with a low 
line value and a low total value, 
there is no reason why these 
savings cannot be passed on to 
the consumer. We had at our last 


L. W. Young, 
Stanley Works; 
Col. John Steph- 
en, Bank of To- 
ronto, Hamilton, 
Ontario; Mrs. 
Ruth B. Walther, 
Cedar Hill Form- 
ulae Co.; N. H. 
Wheeler, Corbin 
Cabinet Lock Co. 
and Walter S. 
Johnson, P. & F. 
Corbin Division, 
braved the surf 
for an invigorat- 
ing swim between 
sessions at the 
convention. 


convention an analysis present- 
ed which difinitely showed that 
full package purchasing and 
larger line values reduce over- 
head to a very considerable ex- 
tent. 

While it may not be true of 
all retailers, many of them pur- 
chase from far too many sources, 
and this may contribute to their 
accounts being unprofitable to 
the wholesalers from whom they 
buy. 

I am firmly convinced that the 
independent retailer has a very 
definite advantage over other re- 
tail outlets and that, with our as- 
sistance, encouragement and 
counsel, he can improve his posi- 
tion far beyond his expectations. 

Now I wish to devote a few 
moments to the National De- 
fense Program and its effect 
upon our industry. Through our 
association, we have consulted 
with the Advisory Commission 
of the Council of National De- 
fense and Officials have advised 
that they are doing everything 
possible to see that in obtaining 
defense requirements there will 
not be a serious dislocation of 
the country’s manufacturing and 
distributing facilities. They as- 
sure us that every effort is be- 
ing made to utilize existing facil- 
ities—and to so order, that there 
will not be a scarcity of essen- 
tial commodities which are re- 
quired by the ultimate consumer. 

Now the question is, where 
can the wholesaler best fit into 
our defense picture? Of course, 
it is a question for each individ- 
ual to solve for himself, but there 
is a very real responsibility for 
all of us to assume that share of 
the burden which defense re- 
quires. In all fairness to the 
manufacturers who are supply- 
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ing us with goods, and in order 
to enable them to take their 
share of special work which may 
be assigned to them, it appears 
to me that each of us should try 
to anticipate our requirements 
for a greater period than usual, 
so that the manufacturers can 
so coordinate their production 
facilities as to supply our needs. 

Fortunately we are in a posi- 
tion where many of the items we 
carry do not depreciate in value 
while they are in our ware- 
houses, and I believe we can do 
much by being fully prepared to 
furnish local requirements in 
connection with the preparedness 
program. As I have said, it is 
an individual problem which each 
one of us must consider, and I 
merely make this observation 
now so that we may all think 
of our place and decide on our 
course in connection with the de- 
fense program. 

Through your support and co- 
operation much has been accom- 
plished. Much remains unaccom- 
plished; but if those who are 
devoting their every thought to 
ways and means of helping us 
solve our problems are accorded 
the support and cooperation that 
their efforts merit, and if the 
members of this association will 
continue to work hand in hand 
with each other as they have in 
the past, I am confident that our 
industry will survive the changes 
of an unsettled world, and in the 
final analysis the foundation 
upon which we have established 
our principles, hopes and ambi- 
tions will survive. 
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1—Paul J. Polke and Nat E. Drazan, 
both manufacturers’ agents. 2—R. J. 
Williams and G. H. Barber, both of 
Ray-O-Vac Co. 3—R. R. Rehm and 
R. A. Barth, both of Rehm Hardware 
Co. 4—L. D. Nuchols, American Hard- 
ware & Equipment Co., and W. H. 
Reid, The McKay Co. 5—Sherrill Sher- 
man, Roberts Hardware Co., and Hu- 
bert Schindel, Schindel, Rohrer & Co., 
Inc. 6—R. M. Parsons, Stanley Tools, 
and C. J. Whipple, Hibbard, Spencer, 
Bartlett & Co. 7—T. D. WHaubner, 
R. K. Carter & Co., and Mrs. Haubner. 
8&—George H. Griffiths, president and 
general manager, HARDWARE AGE, 
and William A. Barber, treasurer, 
Chilton Co. (Inc.), publishers of 
HARDWARE AGE. 9—R. G. Hollings- 
worth, P. & F. Corbin Div.; R. P. 
Healy, Animal Trap Co. of America, 
and C. B. Leinbach, Supplee-Biddle 
Hardware Co. 10—John F. Voelkel, 
Bommer Spring Hinge Co. 11—G. M. 
Coholan and L. W. Young, both of 
Stanley Works. 12—Roy Zipf, Joseph 
Woodwell Co., and Arthur H. Bommer, 
Bommer Spring Hinge Co. 13—S. W. 
Bjorklund and Ed. Frisch, The North 
American Press, and W. G. Astridge, 
The Heinn Co. 14—E. P. King, Sand’s 
Level & Tool Co. 
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H. B. WILSON 


A, this, our 8lst 


semi-annual meeting, perhaps it 
will be profitable for us to take 
a survey of the situation as ex- 
isting. 

When we met here a year ago 
the European war was some- 
thing over a month old, yet ex- 
cept for reading of mobilizations. 
etc., nothing much seemed to 
have happened. True, the ruth- 
less sinking of the Athenia had 
shocked the country, but our gen- 
eral attitude might be described 
as one of aloofness, tempered 
with disgust, that the Europeans 
were “at it again.” 

You may remember that our 
association passed a well con- 
sidered resolution deploring war, 
and generally, we pretty much 
felt it was none of our business. 

In the year that has inter- 
vened we even went through a 
period when people began to ask 
“What kind of a ‘phoney’ war is 
this?” Secarcely anybody gets 
killed, and what’s it all about? 

Suddenly came the startling 
news of the rape of Norway, fol- 
lowed rapidly by the Nazi occu- 
pation of Denmark almost with- 
out a murmur of disapproval. 
Holland was the next victim. 
Despite a stout resistance Hol- 
land was crushed and capitulated 
on May 14. Pushing ahead, the 
Nazi columns on May 10 were in 
Belgium. The details of the 
Belgian campaign leading to 
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The Effect of the 


tiene steps of the European conflict are reviewed 
and its reaction upon the people of the United 
States. We are urged to cooperate to the fullest in 
national defense but not to forget to keep the “home 
fires burning.” From this troublesome period we can 


emerge as a wiser nation. 


By H. B. WILSON 


Mathias Klein & Sons Co., 
Chicago, IIl. 


A.H.M.A. President, 


Dunkerque and the folding up of 
the Fresh resistance are fresh in 
every mind. So, too, the inglor- 
ious entry of Fascist Italy into 
the maelstrom. 

All this and more—much more 
—has passed into history. The 
amazing results of six months of 
Hitler’s boasted blitzkrieg have 
changed the entire economic and 
national life of the nations of 
Euope, if not of the world, and 
we in America cannot escape 
the implications of, Nazi-Fascist 
world ambition. 

However, on passing from the 
so-called “Battle of France” to 
the similarly named “Battle of 
Britain” it appears that Hitler 
has met his first serious check. 
His schedule of arrival in Lon- 


S.H.].A. 1941 Convention to 
Be at Memphis, Tenn. 


The 1941 joint convention of 
the Southern Hardware Jobbers 
Association and the American 
Hardware Manufacturers’ Associ- 
ation will be held at the Peabody 
Hotel, Memphis, Tenn., April 21st 
to 24th, 1941. This was decided 
at a joint meeting of the executive 
committees of the two organiza- 
tions during the Atlantic City 
Convention. 


don has been revised several 
times and it now seems he may 
decide it would be more healthy 
to be in Egypt this winter than 
to suffer the miseries of a Lon- 
don season—with its fogs and 
mud, and rain. 

Be that as it may, the United 
States has in the meantime done 
some heavy thinking, resulting 
in the National Defense Program 
now under way. This is, of 
course, the real subject I have 
been leading up to. A year ago 
such a program would have 
sounded ridiculous. Perhaps six 
months ago, the majority of us 
would have shouted down any 
official announcement of such a 
stupendous undertaking. But 
the swiftly startling events in 
Europe, as they progressed from 
stage to stage, forced us to the 
realization of our vulnerability 
and we could not afford to take 
any chances. 

And here is where our job 
comes in, gentlemen. The Na- 
tional Defense Advisory Com- 
mission says: “The essence of 
the preparedness program is the 
getting of an adequate supply of 
materials of the proper quality 
in the shortest space of time pos- 
sible.” That is the job. And it’s 
a big one. It will demand much 
of every citizen; but that army, 
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navy, and air force can never be, 
unless each and every one of us 
gets his shoulder to the wheel 
and does his best. And with this 
job goes its corollary—to keep 
the home fires burning while all 
this extra work is in progress. 
Remember, we are not at war. 
This is peace time. It is right 
and proper that all reasonable 
and necessary priority be given 
to Uncle Sam’s work, still we 
have the civilian population to 
keep going, and to keep going 
without serious hardship. It can 
and it will be done. 

Perhaps these present circum- 
stances may prove a blessing in 
disguise, and they will if out of 
them comes the death knell to 





i—J. E. Stone, Stanley Works; Mrs. 
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class hatred. They will, if out of 
them comes once again that uni- 
versal love of “The land of the 
free and the home of the brave.” 
They will, if we realize the im- 
mensity of our blessings, if we 
sincerely believe that there is no 
title in the world to compare with 
the title every one of us has had 
bestowed upon him. May we in 
true humility and in all sincerity 
acclaim that title, so that the 
world will see an America re- 
born, let our one boast be— 
“Civis Americanus Sum” (1 am 
an American Citizen). 

Let that come first. After that, 
there’s plenty of time for Re- 
publicans, Democrats, and all the 
other “ans,” “ats” and “ists.” If 


at the Manufacturers’ 
Tuesday morning 
session 


we come out of this thing with 
a spirit of national unity re- 
awakened, every penny spent will 
have been a penny well spent. 
Harper’s Bazaar recently pub- 
lished an article by Roy Helton 
that I wish every man and wo- 
man in the land could read. This 
article is entitled “The Inner 
Threat: Our Own Softness.” Get 
Reader’s Digest for October in 
which the condensation appears 
on pages 6, 7, 8 and 9. It won’t 
take more than five minutes to 
read but it packs a wallop. And 
it, too, preaches a sermon. You 
may not get quite the same kick 
(Continued on page 160) 


Bassett, and Richard Pritchard, Stanley Works. 2—Harold S. Graham, 
John H. Graham & Co., Inc.; S. Horace Disston, Henry Disston & Sons, inc., and Geo. W. Eckhardt, John H. Graham & Co., Inc. 
3—C. E. Marble, The Hawkins Co.; A. D. Matthai, John F. Thomas and A. A. Bernardine, National Enameling & Stamp- 
ing Co. 4—John Core and E. B. Caldwell, Jackson Mfg. Co. 


71 











O-morrow’s Necessity 





RICHARD HARTE 


| WAS asked to speak 
for a few minutes today on a 
subject related to the defense 
program. I may have abused 
my privilege, but I have chosen 
as my topic, “The Super-State 
Under Gang Rule,” and because 
my talk is of Nazi Germany, I 
feel sure you will accept it as a 
matter closely related to our 
defense effort. 

It is many years since I was 
in Germany. It is with regret | 
cannot speak from recent per- 
sonal experience, especially to 
you who have plants in Ger- 
many and know her well. I will, 
however, be pleased to give you 
my authority for factual state- 
ments. They have been gathered 
from German, English and 
American sources. 


1915 the Beginning 


In common with many of to- 
day’s ills, the World War and 
Germany’s defeat gave birth to 
the German Nazi movement. Its 
official beginnings go back to 
1915. I won’t trouble you with 
names, but toe this group were 
attracted divers elements later 
known as “The German Work- 
ers’ Party.” Hitler was admit- 
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f i E personal power impulse is the chronic disease 
in the social organism of the world today. Its 
start is always concealed and disguised by ideas 
clothed in high phrases, noble sentiments or human- 
itarian objectives. The instrument used in this pur- 
suit of power is the State. Temporarily the aggres- 
sion of political power can be stopped by the ballot. 
New methods, a new technique, and an enormous 
amount of sustained thought and experiment will be 
necessary to finally control this creature. 


By RICHARD HARTE 


Ames, Baldwin Wyoming Co., 
Parkersburg, W. Va. 
Newly Elected A.H.M.A. President 


ted as member No. 7, to the 
party’s steering committee of 
seven. It was a party of hates 
and antagonisms, made up of 
discontented and zealous ideal- 
ists. One hated Jews—‘“the 
traitors of Berlin” — another 
hated those of impure racial 
stock; another capitalism and 
the evils of interest; another’s 
slogan was “be a patriot or be 
a corpse”; and still another de- 
spised all forms of government 
except Socialism. These hates 
grew into the planks of the 
party platform. By 1921 the 
group had increased to 3000 
and its ambitions had grown 
in like proportion. The party 
was no longer a debating so- 
ciety. The nation was their 
new field on which these power- 
hungry zealots were determined 
to construct a new “free” Ger- 
many —unshackled from the 
degradations, the sufferings of 
the defeated past. All, of 
course, on the “enlightened” 
philosophy of Naziism. The 
party wrote a 25-point program. 
It created a propaganda depart- 
ment and, rather apologetically, 
a private army, excused on the 
grounds of merely keeping order 
at the party’s meetings. The 
private army and the propa- 
ganda department were the key- 


stones of the Nazi arch. There 
was always sin in the world, 
they explained, which force 
alone could guide, and they 
were the chosen pilots. 


Many Objectives 


As parties have done before 
and since, the Nazis drifted 
away from their platform—the 
25 points—instead as power- 
seeking opportunists their ral- 
lying instruments played many 
tunes; they railed against the 
national dejections, the hatred 
of the Versailles Treaty, the 
Ruhr, inflation, unemployment, 
the tyranny of the Young Plan, 
and the old chestnut “anti- 
Semitism.” They smeared re- 
publican governments and they 
threatened the Communists. At 
last—but perhaps most impor- 
tant—their propagandists cre- 
ated and sold the German na- 
tion the “myth of Hitler’—the 
demi-god and saviour, the mys- 
tic curer of all woes. But the 
party remained a_ minority. 
Even at a special election five 
weeks after Hitler’s selection 
as Chancellor, and preceded by 
a great killing of opposition 
leaders, the Nazi polled less 
than 44 per cent of the total 
vote. It was not until the 81 


HARDWARE AGE 





SF, 
es 
1m 


cd 
ic 





at the Manufacturers’ 
Tuesday morning 
session 


Communists of the Reichstag 
were deprived of their seats by 
a mere declaration of their .in- 
capacity to sit, that the Nazis 
met for the first time—ironi- 
cally, in the Army Garrison 
Church of Pottsdam—as a so- 
called “majority party.” 

Hitler announced, on reach- 
ing power, a four-year program: 
1—National unity, 2—Prosper- 
ity, 3—Equality with other na- 
tions. He promised no account- 
ing before January of 1937. 
Then began the most thorough 
physical purge in modern polit- 
ical history. 

An interesting sidelight on 
Hitler’s rise to power was his 
attitude to law and courts. A 
biographer tells of Hitler’s con- 
stant fear of breaking the law, 
a fear strengthened by the fail- 
ure of the Munich Putsch, when 
he looked into the spitting ma- 
chine guns of the law-enforcing 
police. This pseudo legality 
complex explains why Hitler 
wished to bring even his most 
revolutionary acts into “har- 
mony” with the law. If an 


1—A. J. Range and F. L. Wallace, 
both of Summers Hardware & Supply 
Co. 2—F. A. Heitmann, F. W. Heit- 
mann Co. and C. H. Black, Seattle 
Hardware Co. 3—B. Lewis, F. C. Geier 
and S. H. Mazel, all of Pennsylvania 
Woven Wire Co. 4—J. H. Oliver and 
Charlies O’Mera, Oliver Bros., Inc. 5— 
W. E. O’Brien, Toastmaster Products 
Div., McGraw Electric Co.; Taylor 
Paisley, The Silex Co., and W. F. 
Spencer, 3rd, American Lawn Mower 
Co. 6—Stan. L. Hanssen, Hanson Scale 
Co., and Mrs. Hanssen. 7—M. J. Rai- 
ney and George M. Read, both of 
Morse Twist Drill & Machine Co. 8— 
Cc. V. Nicholson and S. D. Allen, both 
of Henry Disston & Sons, Inc. 9—Will 
J. Feddery, HARDWARE AGE. 10— 
Rivers Peterson, managing director, 
and George W. Green, president, 
N.R.H.A. 11—Mrs. Hendry and A. F. 
Hendry, Knight & Wall Co. 12—Mrs. 
Donahue and James F. Donahue, The 
Lamson & Sessions Co. 13—Eugene 
Foley, Bayonne Steel Products Co.; 
Miss Eugenia Foley; J. E. Timberlake, 
Jones & Laughlin Steel Corp., and 
Mrs. Foley. 14—W. T. Birney, Win- 
chester Repeating Arms Co., and G. E. 
Jennings, Wright & Wilhelmy Co. 15 
—Paul B. Mochel, D. A. Utiger, Paul 
W. Grace and John D. Gilligan, all of 
The Capewell Mfg. Co. 16—Mrs. George 
J. Campbell; E. W. Hardin, Amarillo 
Hardware Co., and Mrs. Hardin. 17 
—Mrs. Soule and Liew S. Soule, Sur- 
pless, Dunn & Co., Inc. 
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act was illegal, the law was 
changed. This explains the 
holding of an election only a 
few weeks after Hitler became 
chancellor. Of course, not a 
free election, but still an elec- 
tion. After the unseating of the 
Communists, Hitler’s deputies 
changed their brown shirts for 
the white robes of Justice by 
(1) passing a General Powers 
Bill, a harmonizing law of five 
short articles which destroyed 
parliamentary government in 
Germany, and transferred the 
power of law making for four 
years to Hitler’s cabinet. The 
second article of the bill read 
“National laws enacted by the 
National Cabinet may deviate 
from the constitution as long 
as they do not affect the posi- 
tion of the Reichstag and 
the Reichsrat” (the upper and 
lower legislative houses). Hin- 
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1—Hal. G. Blodgett, HARDWARE AGE; E. W. Clark and €E. S. Norvell, 
Hughes; J. T. Hughes, The Wood Shovel & Tool Co., and Mrs. Tom E. Hughes. 


denburg signed the bill and the 
constitution was destroyed, in 
fact and legally. The end of 
the trail of this legal travesty 
came when the Secret State 
Police (the Gestapo) were dep- 
utized by law to arrest and 
punish without trial, and to 
issue orders on any subject di- 
rect to the civilians—a stimu- 
lating system for a loyal morale 
and the conversion of the un- 
faithful. 


The Old Pattern 


Hitler now followed the age- 
old pattern of the dictator. All 
power must rest in him. There 
were 17 states or provinces in 
Germany. In his first speech to 
the Reichsrat as Chancellor, 
Hitler promised to respect the 
provinces for, as he proclaimed, 
the provinces were “historical 


corner-stones of the Germanic 
Empire.” Within 30 days he was 
cutting at the very roots of 
these same states. 

I am not going to attempt to 
unravel to you the peculiar and 
startling relationship of the 
party to the state. Whether the 
party is, or is not, the state, is 
of academic interest only. The 
fact remains the party took over 
the complete and absolute con- 
trol of the state and its citizens, 
and dictated the minutest detail 
of each German’s life, through 
a bureau, a commission or a 
single official. An important 
point to remember is that the 
German civil service, which for 
years had administered old 
Germany, came through purged 
but unscathed in its fundamen- 
tals. The party bureaucracy was 
superimposed on the German 
civil service; it is the civil ser- 





both of E. C. Atkins Co. 2—Mrs. Joseph T. 
3—E. D. Jones, The Yale & Towne Mfg. 


Co., and Mrs. Jones. 4—Rudolph Tenk, Tenk Hardware Co.; R. V. Isham and J. W. Anderson, both of Sheffield Steel 


Corp. 5—C. L. Butts and H. L. Gilliam, both of The Wood Shovel & Tool Co. 


6—L. L. Hurd, Buffalo Bolt Co., and H. F. 


Seymour, The Columbian Vise & Mfg. Co. 7—E. C. Stout, Wickwire Spencer Steel Co.; Mrs. Zollner; J. E. McGraw, 
American Wire Fabrics Co., and Kari A. Zoliner, American Wire Fabrics Co. 8—George L. Lee, Landon P. Smith, Inc., 
and Mrs. Lee. 9—J. L. Kelley, Giant Grip Mfg. Co., and E. A. McKenna, North Bros. Mfg. Co. 10—L. W. Oakes, Sargent 
& Co.; H. L. Murphy, Sager Lock Works; Mrs. Lee Murphy and H. A. Parks, Sargent & Co. 11—Ben Leve, The Carborun- 
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1—Dennis A. Merriman, and W. B. Sawyer, Jr., Columbia Steel Co. 2—C. D. McD. England, Logan Hardware & Supply Co., 
and B. M. Hiatt, Irwin Auger Bit Co. 3—Mrs. Alverson and A. E. Alverson, Greenlee Tool Co. 4—W. C. Dearstyne, H. L. War- 
ner and Henry J. Funk, all of Albany Hardware & Iron Co. 5—Mrs. Emerson Whithorne and Mrs. John Ralston, both of 
Reynolds Wire Co. 6—Mrs. Atkins and K. W. Atkins, E. C. Atkins & Co. 


vice that supplies the much 
ballyhooed German efficiency. 
The hodge-podge organization 
of the bureaucracy would be 
humorous were it not so sad. 
The Central Directorate, or 
executive branch of the party— 
established in Berlin—consists 
of 19 members. Each heads a 
department, from Treasury to 
Party Discipline. The Central 
Administrative group centers 
in Munich and has also its 
myriad administrative depart- 
ments. In addition, Hess has 
nineteen personal departments, 
and Hitler a slightly smaller 
number. Another large group 
is responsible for internal party 
matters, such as public law, 
personnel, art and culture, in- 
vestigation of kinship, etc., etc. 
I could go on from now until 
Christmas. When another ac- 
tivity could be seized, a new de- 
partment was formed—some- 
thing added here, new officials 
appointed there, each jealous 
of his power, all feigning activ- 
ity and bustle. Today the Party 
is one of the most complicated, 
disorderly, overlapping con- 
traptions— held together as 
General Johnson would say, by 
“hay-wire and spit.” It even 
causes mirth in Germany. A 
staff at headquarters clips for- 
eign papers for items about Na- 
tional Socialism; a few streets 
away a still larger staff cuts the 
same articles from the same pa- 
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pers. An officer laughingly said 
“enough people are clipping 
newspapers to fill several min- 
istries.” 

What has happened to indus- 
try through these days of grow- 
ing bureaucracy? The public 
debt increased seven-fold in 
the first two years, and was 
financed by short-term bonds, 
and now we have no further 
reliable information on the ex- 
cuse that the financial condi- 
tion might cause public alarm. 
Even before the armament race 
no budget was presented until 
“the time was ripe” and time 
never ripened. 


Private Control 


Industry has remained tech- 
nically in private hands. The 
utilities, railways, telephone 
and telegraph for years have 
been state monopolies. The 
largest part of German saving 
institutions are now owned by 
the municipalities. During the 
depression, financial control 
(corresponding to our R.F.C.) 
was extended to the banks, and 
Dr. Schacht estimated a year 
after Hitler’s rise that the 
Reich controlled directly or in- 
directly over 70 per cent of all 
German corporate banks. 

At the outset Hitler estab- 
lished a general council of eco- 
nomics to advise the govern- 
ment. Leading industrialists 


and bankers, with government 
officials, were its members. But 
after several meetings it was 
never heard of again. Instead, 
broad legislative and regulatory 
powers were delegated by the 
party to the individual govern- 
ment officials, and the _ presi- 
dent of the Reichsbank. Many 
of these powers were in turn 
redelegated to one-man agen- 
cies. The Minister of Econom- 
ics, for instance, was empow- 
ered “to carry out within his 
jurisdiction all measures that 
he deems necessary to foster 
the German national economy, 
and to ,avoid and counteract 
economic evils.” 

An act, consisting of three 
short articles, gave to the Min- 
ister of Economics full regula- 
tory powers and states express- 
ly that measures taken under 
his authority may deviate from 
any other law in force. Cartel 
control by government was also 
absolute, and to those indus- 
tries and companies not operat- 
ing within a cartel, authority 
was lodged in the department 
to force cartel operation. Price, 
production control, restrictions 
on starting of new enterprises, 
or the enlargement of old, were 
dictated. It is interesting to 
note that under the compulsory 
Cartel Act, it was expressly 
stated that the act should not 
serve as a basis for a “planned 

(Continued on page 134) 
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S. T. OLIN 


INCHESTER REPEAT- 

ING ARMS COMPANY 
having been in business for ap- 
proximately 75 years and West- 
ern Cartridge Company simi- 
larly for 42 years, it is obvious 
to all of you that Winchester- 
Western must play an important 
part in our National Defense 
Program. 

As many of you know the Ord- 
nance Department for about the 
last 15 years has made a rather 
complete study of preparedness 
plans. We have cooperated in 
these studies at our two plants 
with a view of developing plans 
for the use of our facilities to 
cover war-time needs. 

As a result of these studies 
the Ordnance Department about 
one year ago began to place edu- 
cational orders with key indus- 
tries. These so-called educa- 
tional orders consist of lines of 
equipment purchased at govern- 
ment expense and placed at stra- 
tegic points and with seemingly 
capable industrial organizations, 
largely to train personnel on the 
specific technique necessary to 
produce various important ma- 
teriel. The Winchester plant re- 
ceived an educational order for 


76 


Program Calls for the Utmost 
Cooperation Between Government, 
Labor, Commerce and Industry 


By S. T. OLIN 
Western Cartridge Co., 
East Alton, IIl. 


manufacture of 500 Garand 
rifles in April, 1939. The West- 
ern plant received a proposal for 
a 50-caliber educational order in 
December, 1939, which was 
awarded in May, 1940. 

As the war clouds thickened 
the War Department lost inter- 
est in mere educational orders 
and began to place actual pro- 
duction orders. Winchester re- 
ceived an order for 65,000 Gar- 
and rifles in September, 1939. 


High Standards 


In this present war due to the 
increased use of’ machine guns, 
particularly in planes, ammuni- 
tion must meet very exacting re- 
quirements to eliminate the pos- 
sibilities of jamming. This 
means high standards of manu- 
facture and careful gaging. 

In our own developments in 
connection with War Depart- 
ment requirements, we are doing 
what we can at our own expense 
to work out improvements in 
arms and ammunition for the de- 
fense program. One of these out- 
standing developments is the 
Winchester semi-automatic mili- 
tary rifle. Some publicity has 
been given to this rifle and we 
can report definite progress 
pointing to the mass production 
of this firearm. 

Now how does the above pro- 
gram affect our commercial pro- 


duction? The effect so far has 
been to place increased burdens 
on our personnel in rearranging 
our factories, purchasing and 
manufacturing and installing ad- 
ditional tools, machinery and 
equipment, increasing our fac- 
tory floor space and training 
new personnel, etc. However, 
thus far we have been able to 
meet our Government’s require- 
ments and at the same time keep 
up our commercial production 
both in quantity and quality. 

It was necessary earlier this 
fall to cease to accept orders on 
certain gun models. This was 
due to a greatly increased vol- 
ume of orders on these items 
rather than defense business and 
would have occurred if we had 
no defense business on the books. 

At the present time we are ne- 
gotiating a contract with the 
Ordnance Department for the 
construction and operation of a 
rather large small arms ammuni- 
tion plant. This contract is sim- 
ilar to many that have been ne- 
gotiated with various manufac- 
turers for the production of 
hundreds of items necessary in 
our defense program. 


Defense Minded 


At the present time all of us 
are national defense minded. It 
is difficult to read about much 
else in our daily newspapers. 
And we all agree that the de- 
fense of our nation is of prime 
importance at this time. How- 
ever, in considering our national 
defense, I do want to sound a 
note of warning that we must 
not lose sight of the fact that the 
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practice of unsound economic 
theories which weaken a nation 
from within paves the way for 
the enemy from without. 

Finally, our national defense 
program calls for the utmost co- 
operation between government, 
labor, commerce and industry. 


We must all be prepared to make 
real sacrifices. It is in this spirit 
that the hardware jobber and 
the hardware manufacturer must 
meet the problems that arise as 
we face the tremendous task of 
building a necessary and ade- 
quate defense. 





Problems of Loss of Intelligent 
Labor and Priorities on Defense 
Orders Face Manufacturers 


By H. P. LADDS 
National Screw & Mfg. Co., 
Cleveland, Ohio. 


E are faced today with the 

loss of intelligent labor 
through the draft, voluntary en- 
listments, and National Guard 
call. This means more “green” 
labor, along with the inexperi- 
enced help already hired due to 
increased production. We have 
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been forced into a tremendous 
amount of overtime work, for all 
of which we must pay time-and- 
a-half for time over 40 hours per 
week. 

It is my firm conviction that 
industry as a whole does not wish 
to advance prices, and I am sure 
there will be no runaway market 
such as there was during the last 
war. Naturally costs are in- 
creasing, labor is demanding its 
share of the increased business, 
and inefficient labor and overtime 
are big factors. Increased taxes, 
with which we all are familiar, 
are tremendous, and probably 
will continue to increase. 

While the National Defense 
Advisory Commission has an- 
nounced that a survey which it 
has made discloses no present 
need to invoke legal authority to 
enforce priorities on government 
defense orders, nevertheless the 
commission has requested the 
Assistant Secretaries of the 
Army and Navy, co-chairmen of 


the Army and Navy Munitions 
Board, to adopt a system of pref- 
erence classification designed to 
indicate the order in which the 
Army and Navy require con- 
tracts to be executed by industry. 
This has been accomplished and 
the commission has been in- 
formed that the Priorities Com- 
mittee of the Army and Navy 
Munitions Board (Room 2010 
Munitions Bldg., Washington, 
D. C.) will establish ratings of 
contracts by preference classifi- 
cations within a few days. Legal 
authority to enforce such priori- 
ties was given the President on 
June 28, 1940. 


Compulsory Orders 


Under this authority now con- 
ferred on the President, any 
manufacturer may be compelled 
to furnish to the War or Navy 
Department supplies which they 
regularly produce or any prod- 
ucts which the establishment is 
capable of producing. Compul- 
sory orders placed under this au- 
thority must be filled and take 
precedence over any other orders 
previously taken. Failure to fill 
the obligatory order or failure 
to give it the required preference 
would permit the War or Navy 
Department to take possession of 
the plant to manufacture the 
articles or equipment needed. In 
addition, the responsible heads 
of the establishment would be 
subject to fine up to $50,000 and 
imprisonment up to three years. 

Under the supervision of the 
Government contracting or pur- 
chasing officer, or his agent, a 
prime contractor is authorized 
to extend the preference rating 
of his contracts to his sub-con- 
tractors to include materials, 
services, production machinery 
or equipment required for com- 
pletion of the contract. 
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In my own particular industry 
there is hardly an article manu- 
factured for the Defense Board 
that will not use some type of 
fastening which we _ produce. 
Should we be asked—and per- 
haps later on ordered—to give 
preference to higher classifica- 
tion ratings, as issued by the 
Priorities Committee, you can 
readily see how the lower rated 
industries will be forced to wait 
for deliveries. 

In conversations with execu- 
tives of the industries from 
whom we purchase most of our 
raw materials, I have been ad- 
vised to build up our raw mate- 
rial inventories, not because of 
the possible enhancement in 
value it may engender, but be- 
cause it may be the only means 
of keeping our plant running 
months from now, as they in 
turn do not know what priority 
orders they may receive. 


To me, one of the most im- 
portant problems facing’ the 
hardware industry is the con- 
sideration of the many items 
carried in stock, which will be 


used in large quantities for the 
defense program. The plants 
producing these particular prod- 
ucts will be taxed to the limit of 


their capacities, and their prior- 
ity instructions may curtail the 
quantities available to the dis- 
tributors. 


Manufacturer Must Supply Defense 
Needs First Also Maintain His 
Stocks of Materials and Labor 





FRANK A. BOND 








OFFICERS OF 
THE NATIONAL ASSOCIATION OF SHEET 


METAL DISTRIBUTORS 
Elected at Atlantic City, N. J., Oct. 16, 1940 


President 
A. J. Becker, Ohio Valley Hdw. & Rf. Co., Evansville, Ind 
Vice-Presidents 


Eugene Foley, Bayonne Steel Products Co., Newark, N. J 
George O. M. Johnston, McClure-Johnston Co., Pittsburgh, Pa 


Secretary-Treasurer 
George A. Fernley, Philadelphia, Pa 


Asst. Secretary-Treasurer 
Thomas A. Fernley, Jr., Philadelphia, Pa 
Executive Committee 
1940-1943 


O. F. Murphy, Lyon, Conklin & Co., Baltimore, Md 
James G. Beard, Bradon Mfg. Co., Terre Haute, Ind 


1939-1942 


J. M. Burbank, Farwell, Ozmun, Kirk & Co., St. Paul, Minn 
A. H. Nichols, Buhl Sons Co., Detroit, Mich 


1938-1941 
H. E. Usinger, Berger Bros. Co., Philadelphia, Pa 
Bruce Haines, E. E. Souther Iron Co., St. Louis, Mo 
Advisory Board 


F. O. Schoedinger, F. O. Schoedinger, Columbus, Ohio 
A. W. Howe, The J. M. & L. A. Osborn Co., Cleveland, Ohio 
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By FRANK A. BOND 


The McKay Company, 
Pittsburgh, Pa. 


S a manufacturer, I see the 
manufacturer’s job is to 
take care of the following four 
phases of his part in the pro- 
gram: 

First—supply, if called upon, 
to the best of his abiilty Na- 
tional Defense needs first. 

Second—keep himself supplied 
with raw materials and labor 
sufficient to do his part properly 
and efficiently. 

Third—so far as possible, fur- 
nish the distributor his require- 
ments for supplying the coun- 
try’s everyday needs and such 
part of national defense needs as 
will flow through the ordinary 
channels of distribution. 

Fourth—endeavor to see that 
the consumer who depends on the 
distribution scheme of things, in 
which the hardware wholesaler 
plays such an important part, is 
able to obtain his needs of hard- 
ware items with a minimum of 
delay and disappointments. 


Defense Needs 


The manufacturer of hardware 
items will be called on to supply 
defense needs in preference to 
ordinary peacetime requirements 
and he will in turn have to de- 
pend on the manufacturers of 
raw materials, who in turn—and 
to a greater degree, such as steel 
manufacturers— will be likewise 
supplying material for defense 
purposes on preferential orders 
and, as every conceivable com- 
modity and its allied products in 
the sphere of armament necessi- 
ties will be in tremendous de- 
mand, I firmly believe, as I have 
for a year past, that the manu- 
facturers of hardware items will 
find it extremely difficult to get 
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deliveries of steel and other 
items in sufficient quantities or 
at the time required to take care 
of their needs, except for na- 
tional defense orders that will be 
given priority. 

Distributors must cooperate 
and accept their responsibility in 
this program and _ anticipate 
their needs and carry ample 
stocks of merchandise—ordered 
far enough ahead to give the 
manufacturer opportunity to 
schedule purchases of raw mate- 
rial and production, so as to re- 
sult in maximum output in an 
orderly fashion. They should 
stress the use of standard speci- 
fication merchandise, so as not to 
disturb the manufacturer’s pro- 
ductive output with the making 
of special items. 

The distributors in turn must 
sell this idea to their dealers and 
consuming customers so that the 
defense program may have the 
fullest cooperation of all parties 
in the scheme of distribution, 
and thereby result in a minimum 
of disturbance to the normal con- 
duct of everyday life and activi- 
ties. In other words, hand-to- 
mouth buying must be discarded 
and the distributing branch of 
the hardware industry must seri- 
ously determine to do its part 
in helping the manufacturers of 
this country develop our defense 
program into a smooth-running 
producing efficiency that will 
dumfound and frustrate all ene- 
mies of the democratic way of 
life, so that we may continue to 
enjoy that greatest gift of God— 
the right of life, liberty, and the 
pursuit of happiness—the Amer- 
ican way of life. 


1—Capt. John Merifield, McCune- 
Merifield Co.; C. F. Sharrocks, Baker, 
Hamilton & Pacific Co., and E. J. 
Weierstali, North Bros. Mfg. Co. 2— 
John C. Finch, Tower Mfg. Co. 3— 
J. R. Henderson, Clark Hardware Co., 
and M. T. Townley, The Gilbert & 
Bennett Mfg. Co. 4—Elmer J. "4 
The Peck, Stow & Wilcox Co.; Wm 
Grenell, Hall Hardware Co.; W. M. 
Stout, American Hardware Supply Co., 
and Jules Kersten, Federal Fibre 
Mills. 5—John P. Ayer, Talbot, Brooks 
& Ayer; R. L. Crockett, Rice & Miller 
Co., and J. W. McLean, Edwards & 
Walker Co. 6—E. B. Gallaher and 
George A. Fish, Clover Mfg. Co. 7— 
- A. Warner, Wyeth Hardware & 
Mfg. Co., and Walker D. Stuart, Rich- 
mond Hardware Co. 8—Ike Alkon and 
John Gunn, Gunn-Alkon, Inc., and Joe 
De Jure, manufacturers agent. 9%9— 
Herb Megran, Starline, Inc., and Louis 
Pinkston, Wyeth Hardware & Mfg. 
Co. 10—Robert Raymond, The Ameri- 
can Fork & Hoe Co.; Claiborne R. 
Watkins, Watkins-Cottrell Co.; Al 
Schenck, Savage Arms Corp., and 
William R. Patterson, Manufacturers 
Agent. 
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Wholesalers Express Viewpoints at Wednesday Joint Session 





H. J. ALLISON 


E should be willing to co- 

operate with our sources 
of supply in anticipating our 
needs in the wholesale hardware 
business, and we should resolute- 
ly try and avoid any actions on 
our own part which, by the pyra- 
miding of orders or the creating 
of a fictitious demand for mer- 
chandise, would result in violent 
price advances. We should show 
a willingness to cheerfully give 
priority to those requirements 
that are needed for our national 
defense. There does rest upon 
each one of us a direct responsi- 
bility to keep our own houses in 
order, by which I mean that each 
business represented by you men 
here is a vital part in our com- 
posite national economic picture 
and that is the spirit which real- 
ly backs up the power and de- 
fense of our whole country. You 
may not be called to serve in the 
armed forces of the country, but 
you are called today, and every 
day that succeeds, to serve in the 
great broad national defense of 
our country by maintaining the 
integrity and the ability of your 
individual business to carry its 
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Government Officials Appreciate 
Need of Maintaining the Regular, 
Normal Flow of Business 


Through Wholesalers 


By H. J. ALLISON 


Glasgow-Allison Co., 
Charlotte, N. C. 
and S.H.J.A. President 


full share of the responsibility. 

We are facing a great change, 
transition, in the broad fiscal af- 
fairs of our country. Most of 
you experienced it in the last 
war. The fiscal affairs of our 
country are already being pro- 
jected on a scale that we little 
dreamed of in the months and 
years preceding 1917. We have 
to adjust our indiyidual business 
to meet those changes in our na- 
tional economy, and to keep our 
business financially strong and 
fit and equal to meet the demands 
that have to be made upon us in- 
dividually, to pay the cost of this 
great program of national de- 
fense. 

It seems to me that there has 
been underneath all the confu- 
sion and uncertainty and hurry 
to get this national defense pro- 
gram under way, a real apprecia- 
tion of the need of maintaining 
the uniform and standard and 
normal flow of business. I think 
we ought to encourage that in 
every way. I do think there is, 
on the part of many of the offi- 
cials in our national government, 
a sense of appreciation of the 
fact that that must not be dis- 
turbed, and we certainly should 


cooperate in every way to main- 
tain it. It is not in the enjoy- 
ment of a period of Utopia that 
really makes a nation great, but 
it is in the meeting and overcom- 
ing of obstacles and problems 
and great emergencies out of 
which great strength of char- 
acter is built in individuals, and 
that is true in the character and 
strength of a great nation. We 
are facing one of those eras right 
now and there rests a responsi- 
bility upon each one of us indi- 
vidually to measure up to the re- 
sponsibilities that that great 
task demands. 











Father and son, William D. Diss- 
ton and William L. Disston, of 
Henry Disston & Sons, Inc. This 
is the first A.H.M.A. and N.W. 
H.A. convention for William L. 
Disston. 
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Wholesalers Must Adjust Businesses 
Cooperate Closely With 
the Defense Program 


By L. M. Stratton 
Stratton-Warren Hardware Co., 
Memphis, Tenn. 


VERY American citizen is 

directly affected by our na- 
tional defense program and it is 
a noteworthy fact that men in 
our industry and allied indus- 
tries occupy high positions in 
our national defense councils. 
These men are able and capable. 
They are our leaders and will 
give a good account of themselves 
in the positions of trust for 
which they have been chosen. As 
to the rest of us the best way 
that we can aid this program is 
to live as good Americans should 
live. If your place is one of lead- 
ership in your community, be a 
good leader. If it be that of a 
follower, be a good follower. Our 
very able Secretary of State was 
recently asked if he expected to 
resign. His reply was—No, that 
our country is first with him and 
that he is willing to serve his 
country in whatever capacity he 
is needed. That should be the 
spirit of every member of the 
hardware industry in this crisis 
and every one of us should like- 
wise put our country first and 
be willing to serve wherever 
needed. 

Already hardware manufactur- 
ers are working on government 
contracts to supply materials vi- 
tal to the national defense. 
While there has been very little 
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interference with the orderly 
movement of merchandise for 
domestic use, the time may come 
and possibly it is close at hand 
when the nation’s needs will be 
such that precedence on the part 
of manufacturers should be giv- 
en to government orders. When 
that time comes, both hardware 
manufacturers and wholesalers 
should readily adjust their af- 
fairs so as to closely cooperate 
with the defense program. 

When we refer to our national 
defense program we usually 
mean military defenses but sec- 
ond only to these are our home 
economic defenses. We are 
sharply divided on this issue and 
every loyal American citizen 
must be willing to adjust his 
standard of living so that we 
may give the greatest support to 
our military defenses. 


Stand Together! 


While Andrew Jackson be- 
lieved in the preservation of the 
Union he also believed that those 
rights, which were reserved to 
the states when our Union was 
formed and which were guaran- 
teed by our National Constitu- 
tion, were vested rights and that 
the Federal Government should 
not encroach upon them. This 
great industry of ours should 
stand as one man against the 
further usurpation of these 
rights on the part of our Federal 
Government and resist the mass- 
ing of too much power in Wash- 
ington. 





L. M. STRATTON 


If Congress had not usurped 
the powers of the states we 
would not be struggling now un- 
der such an enormous load of 
debt, and, had not Congress en- 
croached upon the rights of pri- 
vate ownership, the question of 
relief and unemployment would 
not be as acute as it is today. 

I heartily favor many of our 
newly created social reforms. | 
believe in a more equitable dis- 
tribution of the wealth of our 
nation and a sound and righteous 
program to better the condition 
of the less fortunate of our citi- 
zens but direct relief from the 
funds of the national treasury is 
wrong. Each section of our coun- 
try is able and should be willing 
to administer to the needs of 
its own poor. It is easy for 
people to run to Washington to 
be relieved of their ills and re- 
sponsibilities and it is easier still 
for Congressmen to vote huge 
sums of money for whatever pur- 
poses they choose when they 
think they can convince their 
own constituents that the tax- 
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payers in other sections will have 
to pay the bill. 

I believe in the private owner- 
ship of property and that the in- 
dividual is entitled to the fruits 
of his own labor. I regard the 
right to work as one of the great- 
est blessings God ever bestowed 
upon man and this right should 
not be unduly interfered with. 
Collectivism by whatever name 
you call it, whether it be Com- 
munism, Naziism, Fascism or 
Nipponism, which deny the indi- 
vidual this God-given right has 
resulted in a horrible state of 
affairs in those nations where it 
is being practiced. Our nation, I 
fear, is moving in the direction 
of National Socialism and we 
should stand square shouldered 
against further inroads upon the 
rights of private ownership and 
individual liberties. 

When the term American is 
used we of the United States 
think that we have the sole right 
to this name but there are a hun- 
dred and twenty million people 
living to the South of us who 
have just as much right to call 
themselves Americans as do we, 
and whose political and economic 
problems are much the same as 
ours. 

Every informed American 
knows that there is organized 
propaganda on the part of the 
totalitarian states in South 
American countries but none of 
these foreign states will ever be 
permitted to gain a physical foot- 
hold in those countries so long 
as we can enforce the Monroe 
Doctrine. England has practical- 
ly maintained this doctrine for 
us for the past 100 yrs.—another 
reason why we are her ally and 
another reason why our defense 
program is very closely related to 
the defense England is making 
against her aggressors and why, 
I think, the best way for us to 
defend ourselves is to give all aid 
possible to England. 


Oo oO 
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Low Prices Brought About by 
Government Buying Soon Reflect 


Themselves in Wholesalers 
Commercial Markets 





R. R. WITT 


IKE those who have preceded 
me I see neither high hopes 
nor happiness in our position 
under the national defense pro- 
gram. We hear it spoken of as 
good business ahead. Look at the 
money they are going to spend! 
Think of the prosperity that is 
just beyond! I think that we 
must view the national defense 
program as a national problem 
and as one in which we have a 
definite responsibility. 

Probably the most treacherous 
thing we could do is to let our 
experience in World War No. 1 
be a guide at this time. Things 
are vastly different. In 1917 
when our Government undertook 
an armament program, prices 
were already high. We had been 
selling enormous quantities of 
material to the belligerents and, 
by bidding of the foreign coun- 
tries, price levels were up. Not 
only price levels in manufac- 
tured goods such as we specifi- 
cally are interested in, but price 
levels in agricultural goods, 
wheat, cotton, live stock, cattle, 
horses, mules, were all bid up to 
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a fabulously high level. This 
country undertook an armament 
program with those price levels 
established. Today price levels 
are low, and our armament pro- 
gram starts with prices at those 
low levels, and also, unhappily, 
with a Washington determina- 
tion to keep them low. Today 
profit is an evil thing, and we 
must accept a very different sit- 
uation in that respect 

I think that this thing and its 
effect upon us resolves itself 
logically into three aspects— 
procurement, prices, and profits. 
We are interested in all three. 
They are inescapably part of 
what I referred to a while ago 
as a problem which rests on our 
doorstep. 

Procurement is the manufac- 
turers’ end because they are the 
ones into whose lap these Gov- 
ernment orders are placed. With 
all the experience of World War 
One, probably orderly buying is 
impossible. Certainly we 
shouldn’t expect to see it. 

Now as to prices. It’s been 
mentioned that runaway mar- 
kets are not expected. Certainly 
they should not be, that is, in 
the near future they need not be, 
but don’t forget whenever the 
Government spends money we 
are selling to ourselves on credit 
and overhanging it all is an im- 
pending bond issue which we 
ourselves must meet. That may 
later bring price rises, not of the 
kind that we view with pleasure, 
but another national problem. 

Now on prices there is a fea- 
ture which I think we should 
keep before us. I said a while 
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ago that this business which we 
all admit will be in big portions, 
will be spotty. Manufacturing 
towns doubtless will witness 
near booms. The same thing is 
equally true with the training 
centers and there again it will 
not be the direct business placed 
by the army but the corollary 
business from which we should 
expect our profit. 

Let me give you my personal 
position because I am located 
with plants in two military 
towns. San Antonio, as you 
know, has long been the largest 
military establishment in this 
country. We have had experience 
with military buying there for 
many years. We are located also 
at Corpus Christi on the Gulf, 
and we just now are seeing the 
transition from normal commer- 
cial business into military buy- 
ing because the navy is putting 
the largest naval air training 
center there. 

Now, here is what I find. 
These large orders placed by the 
Government, in which there is 
no credit risk, attract wide at- 
tention. Competitors whom per- 
haps you have never met before 
are there to bid. Their prices are 
low, lower than you can prof- 
itably afford to sell. In your reg- 


ular trade a credit risk does 
exist. These low prices brought 
into your market by Government 
buying soon reflect themselves 
in your commercial market. We 
have found that definitely to be 
the case. 

So far as profit is concerned, 
I don’t think that we can look 
forward to profits in armament 
orders, as I said a while ago, but 
as a parting statement let me 
suggest that you watch the coral- 
lary business which comes along. 
I can give you a quick compari- 
son there. 

In San Antonio I don’t expect 
much corollary business. The 
town is large and can absorb the 
corollary business that comes 
along with this Government pro- 
gram. In Corpus Christi we are 
expecting just the reverse. It is 
a smaller town which is seeing 
for the first time a military 
establishment and the corollary 
business will be great because 
the town cannot absorb the new 
bakery shops, the new tailor 
shops, the new drug stores, the 
new businesses of every kind 
that will come into that town by 
virtue of 10 or 15 thousand new 
people who have to be fed and 
looked after under the Govern- 
ment wing. 


Maintenance of Reasonable Stocks 
and Anticipation of Requirements 
Important Wholesaler Obligations 


in Defense Program 


By WAKEFIELD BAKER 


Baker, Hamilton, & Pacific Co., 
San Francisco, Calif. 


HERE is no question but 

that the part of national 
defense in the hardware in- 
dustry is most vital to all of us. 
I know personally during the 
last few months I have given 
most of my time trying to fig- 
ure out what to do about it, and 
I am sure you have all been do- 
ing likewise. I think one of our 
major problems is to keep a 
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clear picture of what we are 
‘facing. 

Before I left home I checked 
up with some of our industrial 
people to find out just what this 
defense program meant to them. 
I went to the shipbuilding in- 
dustry and I found out that 
there had been let, completed 
or under construction, in San 
Francisco, 69 ships of all de- 
scriptions amounting to $263,- 
000,000. I went further and I 
checked with some of the big 
construction people and I found 
that programs had been let or 
about to be let for expanding 
airports in northern California, 
building new navy and army 
docks and training facilities, 
amounting to approximately 
$60,000,000. I think in all the 
program calls for the enlarge- 
ment of 50 airports in northern 
California. It sounded like a 
great deal of new business. I 
checked with the lumber indus- 
try and I found out they were 
enjoying a tremendous boom. On 
the other hand, the general feel- 
ing was that the price of lumber 
had gone up, and that with the 
draft facing us, it looked very 
definitely as if building of 
homes and so forth would de- 
cline. That is the good part, 
I'd say, of the increased busi- 
ness that we have facing us. 

When I started to check into 
the agricultural area of the 
state—and after all, you know 
that a good part of our pros- 
perity depends on our exports 
—TI checked and found that our 
exports on fruit, which includes 
canned, fresh, and dried, bar- 
ley, cotton, lumber, and paper, 
in the first eight months of 1939 
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What the railroads are doing to 
meet truck competition and how 
it affects the jobber. 


A. C. RANKIN 


ge order that the proper rate 
may be applied to any ar- 
ticle or commodity tendered the 
railroad for shipment, it is first 
necessary to classify or rate the 
particular article. The railroads 
have endeavored to classify 
each and every article that is 
manufactured or produced and 
print them in book form, index- 
ing each article. I have here 
one of these books on the South- 
ern Classification. 

As changes came about and 
in order to meet some unusual 
condition, exceptions were made 
from time to time applicable to 
many of the articles listed. 
These exceptions were a depar- 
ture from the parent or original 
classification. 

So many exceptions or depar- 
tures were made from the par- 
ent classification that the rail- 
roads found it necessary to 
issue a separate book combin- 
ing all of the exceptions, or in 
other words they have con- 
solidated these exceptions to 
Southern Classification, pub- 
lishing them in book form. 
These exceptions or changes 
you will note are now as nu- 
merous as the articles carried 
“in the original classification. 

I have E. H. Dulaney’s Agent 
Book of Exceptions No. 20 to 
Southern Classification effec- 
tive September 1st, 1940. These 
exceptions in all instances that 
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I know of have resulted in a 
reduction of the rate. 

The southern carriers took 
the initiative in southern terri- 
tory in making these numerous 
exceptions to bring about lower 
freight rates in southern terri- 
tory. Later that territory known 
as Central Freight Association 
territory as well as eastern ter- 
ritorial points agreed to join 
the southern carriers and adopt 
these same exceptions. There is 
no question in my mind but that 





these exceptions were made ef- 
fective by the railroads pri- 
marily to meet truck competi- 
tion. 

While these exceptions re- 
ferred to have not yet been 
adopted in territory governed 
by western classification, I un- 
derstand that the officials are 
giving consideration to them at 
this time, that is, of treating 
them in a broad manner. 

This Book of Exceptions is 
worth its weight in gold to you. 
There are approximately 9000 
less than carload ratings in the 
original Southern Classifica- 
tion. Of this 9000 original less 
than carload ratings only a few 
weeks ago 3519 of the 9000 rat- 
ings were changed or reduced 
in this Book of Exceptions. In 
addition, there are 200 reduc- 
tions in the carload ratings in 
this book. 

These new rates effective 
September Ist, only a few weeks 
ago, have brought about reduc- 
tions under these exceptions 
ranging from 10 up to 30 per 
cent. 

There is a new feature in this 
Book of Exceptions No. 20 that 
can be widely used to the ad- 
vantage of our members. For 
example, prior to this new rul- 
ing when you shipped a mixed 
carload covering articles tak- 
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ing different classification or 
different rates in most instances 
it was necessary that the rail- 
roads charge the rate applica- 
ble to the highest rated article 
on the entire car. 

Under new rule (10) in Ex- 
ception Book No. 20 you can 
ship any number of various ar- 
ticles in a carload without any 
penalty as each article in the 
car will be rated the same as if 
each article was shipped as a 
straight carload. In other words, 
you will receive the benefit of 
the lower carload rate on every 
article in the mixture. You are 
limited as to the number of ar- 
ticles that you mix under this 
ruling as the ruling will only 
apply to such articles as are 
listed in carloads in Exception 
Book No. 20. There are more 
than 200 such carload ratings 
in this Exception Book. 

There are many items that 
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you purchase in less than car 
lots. If this Book of Exceptions 
is carefully studied by your 
traffic department and by your 
buyers, they will be able to in- 
clude many of their LCL pur- 
chases in mixed cars and get 
the benefit of the carload rate 
instead of paying a less car- 
load rate or the higher rate in 
a mixed car. If you don’t take 
advantage of these exceptions 
your competition will be able 
to fight you with these same 
mixtures, bringing them into 
your territory in less than car- 
lots at the carload rate. 

I would like to give you this 
thought: The railroads during 
the past 10 years have simpli- 
fied their tariffs and methods 
of classification and _ rating 
shipments, so that very few 


overcharges have come about. 
Today this situation is some- 
what changed for these thou- 
sands of exceptions now pub- 


lished and now in effect are 
going to be much more compli- 
cated to figure, except by an 
experienced traffic man, or by 
someone who will make a study 
of these exceptions and benefit 
thereby. 

In my opinion there will be 
many overcharges during the 
next six months, at least until 
such time as is needed for the 
various agencies to get more 
familiar with the new lower 
freight applications. It is going 
to be difficult for the average 
agent who rates your shipments 
to take the necessary time to 
make comparisons so as to give 
you the benefit of the lowest 
rate. He will not intentionally 
overcharge you, but he will not 
be interested in working over- 
time in your behalf. Ordinarily 
he is not going to check into 
several tariffs, and the many 
sections thereof, to see if he 
can save you money. 


Heyward Smith, Slaymaker Lock Co., and R. M. 


Bassett, Corbin Cabinet Lock Co. 2—Walter W. Rector and John Findeisen, American Fork & Hoe Co. 3—H. F. Forsberg, 


Forsberg Mfg. Co., and E. B. Ogdens, Fletcher, Terry Co. 


4—Mrs. Schumacher and F. E. Schumacher, F. E. Schumacher 


& Co. 5—Blackwell Smith, counsel, industrial Materials Division, Advisory Committee to Council of National Defense, 


Washington, D. C., who spoke at the opening meeting Monday evening. 6—Mrs. Barkley and F. E. Barkley, C. 
7—Carl Cariberg, Midwest Well Supply Co., Shelton Hardison, John K. Wilson 


& Co. 


M. McClung 
o., E. L. Hornibrook, G. F. Wright 


Steel & Wire Co.; Stuart M. Jones, New York Wire Cloth Co.; John F. Wood, Hanover Wire Cloth Co.; William R. Patter- 
son, Manufacturers Agent, and Hamilton Hart, John K. Wilson Co. 


OCTOBER 31, 1940 


87 








What is the most important 

phase of a business, to which the 

principal executive should give 
attention? 


By W. P. TRACY 


Tracy-Wells Co., 
Columbus, Ohio. 
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Tuesday morning 
session 


HERE can be only one an- 

swer to that question: The 
selection, training and direct su- 
pervision of the major and of 
the junior executives of his com- 
pany. The financial, the labor, 
the sales, the purchasing and all 
other problems will be satisfac- 
torily handled by carefully 
chosen personnel. 

The principal executive in 
most companies has come up 
through the ranks. When he was 
a salesman he topped the list—as 
a buyer he was noted for his 
shrewdness—even as a_ stock 
man he did more work than the 
others in his department—he 
knows credits, can write out a 
good promotion piece, and has 
made suggestions that have in- 
creased the efficiency of his 
working force., 

Knowledge that he can step 
into a position, and do the work 
as well or better than the pres- 
ent incumbent, is apt to make 
him impatient of the mistakes of 
others, and he feels that the 
higher up the executive the less 
excuse for an error, and rightly 
so. But, he should keep con- 
stantly before him that his job 
as principal executive is choos- 
ing and maintaining a smoothly 
working, efficient organization. 
This is not an easy task; no mat- 
ter how carefully the work is 
laid out, responsibility placed 
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and division of authority estab- 
lished, occasions will arise that 
will require rare judgment, keen 
insight into human nature in 
general and a shrewd appraisal 
of the individuals in particular, 
the ability to think straight 
through to the correct solution, 
coupled with a firm decision. The 
answer should not be given with 
an abrupt “take it and like it” 
attitude, but the incident should 
be used to further educate by ex- 
plaining the reasons for the de- 
cision. 

The principal in delegating 
authority should not interfere 
with an executive, should realize 
he will make mistakes, but if he 
is well chosen he will not make 
them often and he should be 
judged only by the final results. 

The attitude of the principal 
executive should be one of open 
mindedness. He should encour- 
age suggestions, he should try 
out the new ideas submitted, 
provided, of course, they are not 
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detrimental to the interests of 
his company, in which case he 
should tactfully explain why they 
cannot be adopted. 

Prior to 1929 many organiza- 
tions carried men on their pay- 
roll who were not producing, 
dead wood in other words, but 
the depression very largely cor- 
rected this condition. Since then 
we have seen instances where a 
ruthless policy was adopted, 
which in a way was just as det- 
rimental as the former—the fear 
of losing a job broke the morale 
and often sacrificed men who 
could have been made valuable 
with a little intelligent handling. 





We have all seen companies 
struggle to get along, often to 
the point of failure, and then 
have new management step in 
and set the company on the road 
to success. There is no substi- 
tute for good management. 

The principal should so de- 
velop his executives that he han- 
dles the checking of results 
through the proper reports, ad- 
vises with them on matters of 
policy, and sees to it that the or- 
ganization runs smoothly and ef- 
ficiently. 

Eternal vigilance is the price 
of liberty— it is also the price of 
success. 


How can telephone and telegraph 






PERRY E. FAETH 


HE subject which has been 
given me to discuss briefly 
represents one aspect of over- 
head. I approach it from the 
standpoint of a medium-sized 
jobber, though the problem is 
one with which the management 
of all wholesalers, I feel sure, has 
to deal. 
We in our business have insti- 
tuted a number of controls and 
checks which have held these 
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expenses within bounds, though 
not actually having reduced them 
any. The following are the meth- 
ods we have employed: 

1—The Lokator—We bought 
this device fom the Graybar 
Electric Company about five 
years ago for less than $150. It 
stands on our switchboard opera- 
tor’s desk and enables her to 
reach any one of 20 people any- 
where in the building through 
code rings, thereby not tying up 
one of the telephone trunk lines 
waiting for that person to get to 
the ’phone. 

2—The Voycall—This was in- 
stalled about three years ago. It 
cost two or three times what the 
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Lokator did, but has proven its 
worth. It is simply an inter- 
comumnicating sending and re- 
ceiving set whereby the order de- 
partment and shipping desk can 
talk to most floors and the ship- 
ping dock, and they can in turn 
reply over the same system. This 
also saves telephone calls through 
the switchboard from office to 
warehouse, and from various 
parts of the warehouse to other 
parts through the central opera- 
tor, thereby leaving that many 
telephone lines open to outside 
calls. 

3—We have saved considerably 
on telephone and telegraph ex- 
penses through use of the air 
mail. Incidentally, I know of one 
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HERE is only one answer on 

how to cut credit losses, and 
that is by the constant attention 
and devotion to that particular 
detail. There is no rule or easy 
road to keeping your losses with- 
in bounds. In our particular 
company we substitute routine 
for inertia in that respect. 

The first thing we do is com- 
bine our collection of records and 
our credit file, and we do that by 
means of an envelope which is 
5 x 8 in. We carry our credit 
information on the inside and 
the collection record on the out- 
side. 

We list our accounts at the 
start of the month with what the 
man owes and what is due. Take 
the particular case I. C. Flowers, 
of Flowers, Ark., is, of course, 
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How can bad debt 








Kansas City firm, not in hard- 
ware, which recently ceased send- 
ing a confirming order by reg- 
ular mail, as there seemed to be 
just about as many train wrecks 
as plane wrecks now. 

4—All telephone charges are 
allocated and verified. If it is a 
sales department call, it is 
charged to sales. If it is a per- 
sonal call, it is charged to that 
person, etc. This, of course, re- 
fers to long distance calls. 

5—Use of our company 
*phones for personal business is 
discouraged in as diplomatic a 
manner as possible. 

6—About once a year we an- 
alyze the office and warehouse 
telephone situation to see to 
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a fictitious name, but this is an 
actual record. We wrote this 
man a form letter on the 10th 
of the month, which was set up 
on a duplicating machine and 
which was véry apparently a 
form. We called his attention to 
the fact that he had this much 
due at-the start of the month 
and we failed to receive his 
check. On the 16th we used an- 
other form letter. On the 23d we 
used another form letter, and 
between the 23d and the end of 
the month we got his check for 
$282.50. 


How It Works 


The next month the same pro- 
cedure was followed, listing of 
the account, the amount due. 
This collection was _ received. 
Later in the month we wrote him 
another form letter in which we 
asked him for an _ additional 
check. The month of May came 








what extent telephones installed 
at various desks and at various 
posts in the building are being 
used. We have tried to avoid the 
installation of additional trunk 
lines, which not only add to ex- 
pense but involve complications, 
as we have only one switchboard 
operator on duty at a time. Tele- 
phone and telegraph expenses do 
not represent a great deal in 
dollars and cents compared with 
some other items of overhead 
(representing about 1.2 per cent 
of the total last year in our own 
case), but I regard it as part of 
the duties of management to 
have due regard for compara- 
tively small expenses as well as 
large. 








along and we did not receive any 
money on the account. We wrote 
three letters, all form, not a 
single dictated letter. I would 
say that outside of the 10th of 
the month letter, the other form 
letters were written out on the 
typewriter and gave the appear- 
ance of a dictated letter. That 
account was paid the early part 
of June, and later in June we got 
two small bills discounted. On 
the 1st of July he paid his bill 
in full. September had a small 
amount due and we wrote one 
letter only. October, of course is 
just starting. 

On one side of the card we 
have 12 items which are more or 
less a secret code as far as the 
card is concerned. This shows 
in 1933 the man burned out, but 
with no criticism. Other items 
on there might be very critica’ 
of his past credit record or per- 
sonal life. The other items speak 
for themselves. That is the first 
item of control that we have. In 
other words, we consolidate our 
collection and our credit record. 
If you want to look a man up 
that traded with you five or six 
years ago, by pulling out your 
credit file you also have a synop- 
sis of his pay habits. It is easier 
to look at and quicker to digest, 
than looking up your old ledger 
card. 

We used quite a quantity of 
form letters. That might be 
criticized. We also use specially 
dictated letters. But there is one 
advantage of form letters, and 
that is that these letters are, of 
course, always courteous in tone. 
They have been culled out of 
many years of experience and 
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there is little or no danger of 
offending the customer. We have 
what we call a credit bible in 
which we have our first letters, 
which are the letters we send out 
on the 10th of the month. We 
have our second letter series, let- 
ter E. Third letter, third series, 
letter G. The stenographer simply 
copies them off and inserts prop- 
er amount and name. The bible 
also contains letters we use be- 
fore giving an account to a col- 
lector, placing with an attorney, 
or doing other phases of credit 
work. It carries specimen letters 
for the collection of interest on 
accounts, specimen letters for 
unfair deductions, and covers 
pretty much the whole field of 
credit work. It costs nothing ex- 
cept time to build. 

The third method of control 
that we use in our business is 
that we charge 1 per cent on our 
sales for credit losses. We used 
perhaps a favorable period in 
history to establish that figure 
because we did that some time in 
the early part of the thirties, 
after having had three or four 
rather bad years, and we used 
five years, I think, in building 
that figure. We charged this 1 
per cent. At the present time 
our reserve on our bad debts is 
27 per cent, and I am in trouble 
with the income tax authorities 


because it is too high. But at 
the same time the reason for that 
is this. You know when you 
charge something off everybody 
quits work on it. Now we estab- 
lish a reserve and we keep our 


1—Wm. Habbersett, Russell & Erwin 
Mfg. Co.; Geo. T. Kimball, American 
Hardware Corp., and Isaac Black, Rus- 
sell & Erwin Mfg. Co. 2—H. C. Glover, 
Griffin Mfg. Co. 3—R. J. Hamilton, 
McKinney Mfg. Co., and W. B. Dodge, 
The Yale & Towne Mfg. Co. 4—Earl 
J. Van Buskirk, Landers, Frary & 
Clark; Mrs. Ruth Walther, Cedar Hill 
Formulae Co., and B. C. Neece, Lan- 
ders, Frary & Clark. 5—E. R. Metcalf, 
S. W. Metcalf and F. M. Everett, Co- 
lumbian Rope Co.; Harold L. Usher, 
and J. N. Orbin, Oliver tron & Steel 
Corp. 6—W. D. Kirkpatrick, American 
Chain & Cable Co. 7—Mrs. D. D. 
Davis. 8&—Sam B. Smith, Steinman 
Hardware Co.; Mrs. Smith, Mrs. 
Moore and A. Z. Moore, Steinman 
Hardware Co. 9—R. W. Chamberlain, 
The Stanley Works; E. L. Hornibrook 
and James J. Collins, G. F. Wright 
Steel & Wire Co. 10—H. B. Wilson 
and James E. Dooley, Mathias Klein 
& Sons. 11—A. E. Fifield, American 
Fork & Hoe Co. 12—D. W. Jenkins 
and George Hopf, Henry Disston & 
Sons, Inc.; H. K. Zust, Camillus Cut- 
jery Co.; Leonard May and Leo. C. 

ay, May Hardware Co.; R. Norris 
Williams, McKinney Mfg. Co., and Os- 
Car Fetterman, Fetterman Hdwe. & 
Elect. Co. 13—Roger Myers and C. N. 
Mansur, Simonds Saw & Steel Co. 14 
—Jacob Disston, Henry Disston & 
Sons, Inc. 15—Mrs. J. D. Stodder and 
Mrs. C. D. Junge. 
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doubtful accounts in our ledger. 
They are analyzed once a year to 
see that we have plenty of re- 
serves to take care of them. I 
assure you our reserves at the 
present time would take care of 
our receivables three or four 
times. But the work goes on 
and that account is a real loss 
when it is charged off. When 
we charge an account off it isn’t 
worth anything, but we keep it 
there and keep working on it. 
You would be surprised how 
many of them will prove collect- 
ible if you keep them in there 
and keep hitting the ball. 

The fourth means of control- 


ling our receivables is that at 
our monthly board meetings— 
and our board of directors is 
really an executive meeting— 
our directors are all members of 
our working force—we list all 
our receivables over $500 and we 
work that list together. Some- 
times out of our general group 
comes the direction of action to 
take or guidance for the credit 
department which enables them 
at an earlier time to get out 
from under. This is just simply 
the routine that we have. It 
might not apply with any advan- 
tage to anyone else, but it works 
with us. 


What elements should be included 


in a pension system? 


JACK SHARP 


pte the passage of Social 
Security and kindred legis- 
lation in recent years, not much 
is left to individual initiative in 


the matter of pensions. It oc- 
curred to me that the telephone 
company’s pension plan would 
provide an excellent example for 
our purpose and that a state- 
ment of its provisions might help 
to soothe our outraged feelings 
the next time we drop a nickel in 
a pay-station and fail to get a 
number. 

Acknowledgment for the in- 
formation concerning the Bell 
System pension and benefit plan 
is accorded to J. O’D. Shepherd, 


* Requires approval of company 
for retirement. 
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By JACK SHARP 
Sharp-Horsey Hardware Co., 
Atlanta, Ga. 


at the Wholesaler's 
Tuesday morning 
session 


cost studies engineer for the 
Southern Bell Telephone & Tele- 
graph Company. 

The Bell System pension and 
benefit plan may be considered 
hy sections. 


Service Pensions 

Service pensions are provided 
for: 

1. Men who retire at 60 (wo- 
men 55) or over and who have 
20 years of service. 

2. Men who retire between 55 
and 59 (women 50 to 55) who 
have 25 years of service.* 

3. Men of less than 55 years 
(women 50) who have 30 years 
of service.* 

The retirement age for women 
is five years less than for men in 
each case. 

The amount of the pension is 
calculated by multiplying the 
average annual pay over 10 
years by 1 per cent for each year 
of service. For example, if a 
man’s average pay has been $1,- 


500 a year and he retires after 
30 years of service. he will re- 
ceive a pension of 30 per cent of 
$1,500, i.e., $450 a year, payable 
in monthly amounts of $37.50. 

Payments into the pension 
fund are made solely by the com- 
pany, the employees contributing 
nothing to its maintenance. 

This plan has been in effect 
since Jan. 1, 1913. Government 
old age benefits require joint 
contribution by the employees 
and the company, meaning that 
the company in effect purchases 
a form of annuity from the gov- 
ernment for the employee. In 
view of this, it was appropriate 
that the pension plan be amended 
to reduce the amount paid to a 
retired employee by the amount 
of the primary insurance bene- 
fit he would receive from the 
government for which the com- 
rany had paid. This means that 
the company service pension is 
reduced by 50 per cent of the 
amount of the government insur- 
ance benefit to which the pen- 
sioner is entitled under the So- 
cial Security Act. 

The pension fund is main- 
tained with a New York bank as 
trustee. The amount of annual 
payment to this fund is deter- 
mined by an actuarial study of 
the employee body, which is 
large enough to give sound sta- 
tistical results. The annual pay- 
ments are charged as items of 
expense in the operation of the 
business. While the company is 
not obligated to maintain the 
pension system, the money there- 
in cannot be diverted to other 
than its stated purpose, and 
should the plan ever be discon- 
tinued, provisions have been 
made for its equitable allocation 
to existing and future _ pen- 
sioners. 


Sickness Benefits 


The subject of pensions natu- 
rally brings up the matter of 
other benefits which the Bell 
System provides for its employ- 
ees. Employees with a service 
record of two years are eligible 
for sickness benefits of full pay 
for four weeks and half pay for 
the next nine weeks. This is in- 
creased with longer service terms 
until those with 25 years or 
more receive full pay for 52 
weeks of sickness. 

Sickness death benefits depend 
upon the length of service. In 
the event of death of an em- 
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NINE MONTHS 
UNDER WATER 
..yet these Nitro Express 
shells functioned perfectly 


A Carolina shooter wrote us 
this past summer to pay 
tribute to what he calls 
“the record-breaking water- 
proofing of Nitro Express 
shells.” While duck hunt- 
ing last fall, he dropped his 
Remington Model 31 pump 
gun in the water. He marked 
the spot, and the following 
June he dove for it. 

Luckily, he found the gun. 
Two Nitro Express shells 
were in the magazine. He 
cleaned the mud out of the 
barrel, worked the action, 
then, just for fun, pulled 
the trigger. Both shells fed 
into the chamber, fired and 
ejected perfectly. Sportsmen 
have written us many similar 
experiences. All Remington 
shells are treated with our 
patented Wet-Proof process. 
Here is another exclusive fea- 
ture you give your customer 
in Remington corrugated shot 
shells with Kleanbore prim- 
ing. 








“‘It can be done!”’ 


Prominently displayed in our offices at 
Bridgeport is a motto that reads “It can 
be done!” 


We've tried to live up to that motto 
during the 124 years we’ve been doing 
business. For out of that feeling have de- 
veloped our greatest forward strides in 
the manufacture of sporting arms and 
ammunition. 


Back of every advance in which 
Remington has pioneered — from the first 
commercial center fire ammunition and 
the first paper shot shells manufactured 
in this country, the first primer for smoke- 
less cartridges, the first Hi-Speed .22 and 
center fire cartridges, the exclusive Klean- 
bore priming, down to brand new develop- 
ments like the New Remington Crimp for 
shot shells and the Core-Lokt center fire 
bullet—is that same dogged spirit, “It 
can be done!” 


A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 











rll 
AW-FER CRYING Ve 


NEW SOFT POINT 


BULLET WINS 
WIDE ACCLAIM 


The new Remington 
point Core-Lokt bullet 
really going to town. 


soft 


Sports- 


PT DT EE 


OUT LOUD! THAT |. 
GUYS SHOOTIN’ : 
MTRO EXPRESS VA 
AGAIN 


Nitro Express, Wet-Proof, Kleanbore and Hi-Speed are Reg. U. 
Core-Lokt is a trade mark of Remington Arms Co., Ine 
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S. Pat. Off.; 


men who have used it are 
enthusiastic about it. Gun 
editors in magazines and 
newspapers have given it 
unstinted praise. Large 
scale advertising has brought 
it to the attention of prac- 
tically every big game hunter 
in the country. 

Sportsmen are now con- 
firming Remington’s exhaus- 
tive tests in the laboratory 
and under practical hunting 
conditions. The Core-Lokt 
soft point bullet marks one 
of the greatest advances ever 
made in center fire sporting 
cartridges. Its immediate 
success just goes to prove 
that sportsmen recognize 
real value when it is offered 
to them. Be sure to remind 
all the big game hunters 
among your customers that 
you carry it. 


Shooters’ Stories Prove 
Power of 
Kleanbore* Hi-Speed* .22’s 


We receive many letters 
from shooters telling of inci- 
dents which proved to them 
the tremendous power of 
Kleanbore Hi-Speed .22’s. 

One shooter tells of drop- 
ping a hawk with a .22 short 
at 180 yards. Another 
bagged a mountain lion with 
a .22 long rifle bullet. Bob- 
cats, coyotes, wolves and 
other good sized game have 
been dropped with these 
powerful cartridges. We do 
not recommend that anyone 
hunt mountain lions or other 
ping a hawk with a .22 short 
fire ammunition. But these 
stories offer dramatic con- 
firmation of the power of 
Kleanbore Hi-Speed .22’s. 

& 
A Timely Suggestion 


For Your Xmas Trade 


Remington Cutlery makes 
ideal Christmas presents. 
Any housewife would be de- 
lighted to receive one of 
Remington’s smart and effi- 
cient kitchen cutlery sets 
—any man would bless the 
friend who gave him a razor- 
edged Remington carving set 
or pocket knife. 

Ask your jobber about 
our Christmas cutlery deal, 
containing gifts individually 
boxed and wrapped in “cello- 
phane” cellulose film. 
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1—C. K. Greening, R. K. Carter & Co.; John C. Pritzlaff, John Pritzlaff Hardware Co.; H. O. McCully, Russell, Burdsall 


& Ward Bolt & Nut Co., and George W. Anderson, American Wholesale Hardware Co. 


Lipscomb; L. M. Stratton, Sr., Stratton-Warren Hardware Co.; Mrs. Stratton; 


and William C. Weaver, McWhorter-Weaver & Co. 


2—Tillman Cavert, Cavert & 


Bruce Keener, Jr., C. M. McClung & Co., 
3—C. McD. England, Logan Hardware & Supply Co.; Mrs. Wilson, Jr.. 


Mrs. England and John K. Wilson, Jr., John K. Wilson Co. 4—W. C. Scholefield, George C. Eyland, M. E. Wyckoff, Edward 
M. Grinnell and John Nichols, Hardware World. 


ployee with a term of two years, 
a payment to his or her depen- 
dent of four months’ wages 
($250 minimum) will be made. 
This is increased to a full year’s 
pay for an employee with 10 
years’ service. 


Accident Disability and 
Death Benefits 


The benefits payable for acci- 
dents arising in the course of 
employment are more liberal 
than those for sickness. Surgical 
and related expenses are paid 
and the employee receives full 
pay for 13 weeks and half pay 
for the remainder of the disabil- 
ity, with a maximum of $20 a 
week after six years. Partial 
disability is covered by the com- 
pany to the extent of 50 per cent 
of the loss in earning capacity 
after 13 weeks of full pay. In 
the event of accidental death, 
three years’ pay, not to exceed 
5,000, is made, together with 
funeral expenses. Where the 
term of service or salary would 
result in the employee or his de- 
pendents receiving a larger pay- 
ment under the sickness benefit 
arrangements than under the ac- 
cident ones, the larger amount 
will be paid. 
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The benefit plan as a whole op- 
erates in effect as a form of en- 
dowment insurance with disabil- 
ity benefits, which is provided by 
the company. It is for the pro- 
tection of the individual em- 
ployee and his dependents, and 
in the event of death of an em- 
ployee without dependents, death 
benefits are not paid. The plan 
is administered by a benefit com- 
mittee which is headed by a full- 
time secretary. 

So liberal a pension system 
without employee contribution 
would hardly be practicable for 


organizations the size of the 
average hardware’ wholesaler, 
but it should be noted that the 
utility company has not simply 
provided against destitution for 
those persons prevented from 
working on account of old age. 
The expense is justified in part 
because the plan also solves the 
problem of superannuation, that 
is, it provides a manner of sat- 
isfactorily retiring employees 
with long service records whose 
advanced age might prevent 
them from performing their 
work efficiently. 





W holesaler-Retailer Relations 


Rivers Peterson, managing 
director, National Retail Hard- 
ware Association, Indianapolis, 
Ind., discussed at the Whole- 
salers’ Thursday morning ses- 
sion, the resolution on Whole- 
saler-Retailer Distribution. 
adopted at the NRHA Congress 
held July 15 to 18, 1940, in New 
York City. The resolution recog- 
nized the interdependence of the 
hardware wholesaler and retailer 
and the need for constructive 
action on the part of each, as 
published in full in HARDWARE 
AGE, Aug. 8, 1940, issue on 


pages 25 and 26. It recommend- 
ed to wholesalers a closer study 
of consumer demand and of com- 
petitive prices; simplification of 
lines and sound price lining; 
abatement of the practice of 
competing with retailers; and 
the elimination of duplication of 
selling effort and expense. It 
also urged the development of 
plans by which retailers can buy 
by mail and the training of trav- 
eling representatives as mer- 
chandise counsellors to assist the 
dealer. 
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How can wholesalers develop a policy 


of “price lining” merchandise from 
consumer’s point of view? 


By 
WALTER W. BRONSON, II 


The Bronson & Towsend Co., 
New Haven, Conn. 


At the Wholesalers’ 
Tuesday Morning 


Session 


N an effort to get away from 

the old method of cost plus 
pricing, that is, starting with 
the cost and adding normal 
mark-ups to arrive at a selling 
price, we have adopted a policy 
of price lining with as many of 
our lines of merchandise as 
possible from the consumer’s 
point of view. This policy is 
not only being carried out 
through our buying activity, 
but also our selling activity. 

In our own buying we start 
with the retail selling price, 
which must be accepted as 
being reasonably competitive, 
and then we work back. down 
through proper dealer and 
wholesale margins to our own 





W. W. BRONSON, II 


cost. This may seem simple, 
and yet it is discouraging to 
talk with so many manufactur- 
ers, men who cannot even tell 
you the retail selling price of 
their own merchandise. Work- 
ing with manufacturers, we try 
to correct obvious efforts in 
pricing which throw items out 
of their own logical price brack- 
ets. We are willing, and we are 
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L. E. Gilliard, Fayette R. Plumb, Inc.; Wakefield Baker, 


1—T. E. Round, Art Riemer and David J. Gemmell, The Cleveland Chain & Mfg. Co. 2—E. G. Sibley, Nicholson File Co.; 
Baker, Hamilton & Pacific Co., and E. J. Vogeler, The Hawkins 





finding dealers are more and 
more willing all the time to ac- 
cept variable profit margins to 
get these items into proper re- 
tail price brackets. 

In our selling, both with re- 
spect to the inside force who 
handle telephone calls and with 
respect to the outside selling 
force, our salesmen, we are urg- 
ing, as a matter of fact we al- 
most instruct men to quote re- 
tail selling prices when asked 
price instead of cost prices. In 
other words, if a dealer says, 
“What is your price on so-and- 
so?” we say, it retails at “such- 
and-such.” It tends to build up 
in the dealer’s mind and places 
more emphasis on the retail 
price of the item, rather than 
on his cost price. We thing it 
tends to create better merchan- 
dising. 

What we need is accurate 
pricing information with regard 
to chain and mail order opera- 
tions. I would like to suggest 
that possibly some time in the 
future a fact-finding laboratory 
might be established to make 
this information available to 
some of the smaller houses as 
well as the larger houses who 
do not have statistical informa- 
tion of that type themselves. It 
would certainly put us in a bet- 
ter position to make the retail 
merchants more competitive 
and do a better job of merchan- 
dising. 


Co. 3—W. B. duMont, Threadwell Tap & Die Co.; L. G. Pratt, Samson Cordage Works; E. J. Foley, Master Lock Co., and 


G. E. Howard, Wood, Alexander & James, Ltd., 
McLaughlin, Utica, N. Y., and Mrs. Tenney. Rear ‘row—W. R Voorhees, Jr., 
and Frank P. Tenney, Utica Drop Forge & Tool Corp. 
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and W. 


Hamilton, Ont., Canada. 4—Front row—Mrs. McLaughlin, Judge C. 
R. Voorhees, Sr., Manufacturers Agents, 
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Business in a World 


at War 


W. T. FOSTER 


/ 


HAT I would like 
to do is to attempt to indicate 
what is likely to happen to busi- 
ness as a whole, and prices, pro- 
duction, profits, wage levels, tax- 
es, and so on, regardless of who 
is elected President of the United 
States next month. I believe the 
effects of the election will be less 
than some of you anticipate. I 
believe that if the candidate you 
favor is elected, there will not be 
as good a result as you think. 
And I believe that if the candi- 
date you hope will be defeated 
is elected things will not be as 
bad as you think they will be. In 
spite of all the dire calamities 
that have been predicted for the 
United States periodically for 
over 100 years, we still have the 
United States. We still have, as 
I shall show you, business pro- 
ceeding to reach unprecedented 
levels. 

What you would like to know 
as far as is possible to know is 
what is going to happen to busi- 
ness in general in the next 12 
months. You would like to know 
what is likely to happen to the 
volume of orders, prices of indi- 
vidual commodities, the general 
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at the Manufacturers’ 
IV ednesday morning 
session 


A BUSINESS man is necessarily a prophet and 
a forecaster. Observe the flow of money and 
bank credit. Inflation is coming. Inflation is a fow 
of purchasing power into the hands of consumers in 
excess of the flow of goods which they want to buy, 
effective demand far outreaching supply. Govern- 
ment expenditures for defense will be inflationary. 
No government has ever been successful in its at- 
tempt to control prices. The volume of retail trade 
and the volume of payrolls tells the story of what is 
happening or failing to happen in business. 


By WILLIAM TRUFFANT FOSTER, Ph.D., LL.D. 


Pollak Foundation for 


Economic Research 


Newtonville, Mass. 


price level, and whether govern- 
ment control of the price level 
and of commodity prices is going 
to be effected. You would like to 
know what is going to happen to 
wage levels and other costs. And 
you would particularly like to 
know, how you are going to be 
able to see these things coming 
soon enough to take appropriate 
action for your own purposes. 

In order to discuss these ques- 
tions I have to presume to be 
something of a prophet. A busi- 
ness man is necessarily a pro- 
phet. He is necessarily a fore- 
caster on the basis of business 
statistics because there is no 
other basis upon which it is pos- 
sible to forecast with any degree 
of certainty. He may be a poor 
prophet and a poor forecaster; 
but forecast he must or he can- 
not stay in business. 

What, then, do I suggest that 
the man in business must use as 
a basis of forecasting? The su- 
preme, the most important, fac- 


tor for him to observe is the flow 
of purchasing power, which, of 
course, means the flow of money 
ard the flow of bank credit. It is 
exceedingly important that he 
should watch this from the 


GEORGE E. DRESSER 
The Carborundum Co. 
A.H.M.A. Exec. Comm. 
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What Counts is the VALUE 
that shows up on the job 


t 


This International *4, to l-ton Truck is on the job in W innipeg, Canada, for the Marshall-W ells Co., Ltd., wholesale hard- 
ware firm. 


There’s a great deal more to International 
Trucks than meets the eye when you see 
them rolling along the streets and highways 
or standing on the showroom floor. 


We mean the things you’ll find out only 
after you put Internationals on the job 

. . things like their lasting economy, 
dependability, trouble-free performance, 
stamina, and long life. You can’t put your 
finger on qualities like these but owners 
know they’re there. That’s why men keep 
coming back to Harvester when they need 
new trucks! 


INTERNATIONAL 


180 North Michigan Avenue 


International reputation is built as much 
on these “hidden values” that come out day 
after day and year after year as on the sound 
engineering, quality construction, and _ all- 
around mechanical excellence that go into 
these trucks. Ask any International owner 
... and then see for yourself ‘by putting the 
right Internationals to work on your own 
loads. Sizes range from Half-Ton units to 
powerful Six-Wheelers. See the nearby Inter- 
national dealer or Company branch for com- 
plete information. 


HARVESTER COMPANY 


Chicago, Illinois 


INTERNATIONAL TRUCKS 
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source to see what is coming soon 
enough so that it may do him 
some good. 

In my opinion inflation is com- 
ing. I mean a flow of purchasing 
power—that is currency and 
bank credit in excess of the 
goods which flow into the mar- 
ket. The result of such a situa- 
tion has always been a rise in the 
general price level —a deprecia- 
tion, in other words, of the mone- 
tary unit. That is the sense in 
which I define inflation. Inflation 
may be moderate as it has been 
in recent years in this country. 
Or inflation may go to such an 
extent that the pouring out of 
money by printing presses looks 
like comic opera. Then this 
money soon becomes of so little 
worth that you have to take a 
carload of rubles, francs, marks, 
or whatever you have, to buy a 
loaf of bread. You have to hur- 
ry to the bakery for fear the 
value of the money will go down 
before you get there. That is 
the wild inflation such as we wit- 
nessed after the last war in 
Russia, Germany and Austria. 

But you can have inflation that 
isn’t wild and you can have in- 
flation on what has been regard- 
ed traditionally as the soundesi 
of possible.monetary bases, the 
gold standard, with your mone- 
tary unit actually convertible in- 
to gold at a fixed ratio. You can 
have inflation on that basis to 
such an extent as to be very dis- 
ruptive of business. Within our 
lifetime the purchasing power of 
money has gone down two-thirds. 

Why do I think inflation is 
coming? The sources of infla- 
tion are always the same. We 
have those sources of inflation at 
the present moment in the 
United States. The first one is 
Federal expenditures in excess of 
receipts. That condition has pre- 
vailed in every country which 
has had excessive inflation. From 
1920 to 1930 there was a surplus 
of government receipts over gov- 
ernment expenditures every year. 
In the next 10 years there was 
an annual deficit—which brings 
us to the second condition pre- 
ceding inflation —an accumula- 
tion of government debt. That 
debt has gone up in the last dec- 
ade from $13,000,000,000 to $44,- 
000,000,000. 

The third condition prevailing 
today which is a basis for infla- 
tion is the situation with respect 
to gold. Old King Midas was a 
piker compared to the United 
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States when it comes to piling 
up gold and sitting on it. We 
launched upon a policy in which 
we attempted to fix prices for 
the world. The price to us of 
fixing that was that we took in 
the gold from the rest of the 
world at a purely artificial price 
which we established. Between 
1934 and the present year we 
have increased our stocks of 
monetary gold from $7,000,000,- 
000 to $18,000,000,000. Under 
the Federal Reserve System this 
gold provides a basis for the ex- 
pansion of bank credit sufficient 








to enable the wildest kind of in- 
flation. 

Business could be blown into 
such confusion by the utilization 
of that gold as the basis for the 
expansion of bank credit, that 
the next step would inevitably be 
throwing aside the Federal Re- 
serve System proceeding to a 
complete destruction of the cur- 
rency. I do not say that will hap- 
pen. I say it is entirely possible 
at the present moment without 
further legislation of any kind. 
The conditions are there. Suffi- 

(Continued on page 174) 
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Leadership in a product comes from people who think, work 
and dream how one product can be made better, more useful 
and efficient. Product Leadership comes from Specialization. 


The Wood Shovel and Tool Company specializes in creating 
and manufacturing better shovels. The following features, 
first introduced by Wood and many of them still exclusive 
with us, have established new standards of quality and value 
in shovels and shovel manufacture. 


1911 —Heat-Treated Shovels and Scoops 
1920— Molybdenum Steel Shovels and Scoops* 
1921 — Moly “Split-D” Handles* 
1922—Turned Steps on Plain Backs 
1931 — Aluminum Shovels and Scoops* 
1932— Rolled Shoulders on Hollow Backs 
1933 —“‘Arrow Point”? on Round-Point Shovels* 
1934— “Closed Back” Shovels* 
1938 — Printing on Blades 
1939 —I-Beam Handle Insert* 

*Exclusive with Wood. 


These features are immediately recognizable to your customers 
as giving extra value. Shovels which have them are therefore 
easier to sell. They are available only at honest value prices 
which mean real profit to the merchant. Examine shovels 
with these features and convince yourself of their superior 
saleability. You will soon find they lead the way to better sales 
and greater profits in 1941. 


President 












The Wood Shovel and Tool Company 
Piqua, Ohio 





















You’. find two big factors that 
make Bethlehem bolts easy to sell: 

First is the fine quality through- 
out—the right steel for the work; 
clean-cut and smooth-fitting threads; 
and heads and nuts that have snug 
and sure fit with wrenches. 

Second is the eye-catching value 
of the Bethlehem cartons—bright, 
attractive, red-and-white labels that 
attract new customers. Old custom- 
ers remember the label and the fine 
quality of Bethlehem bolts, and re- 
peat orders build up good business. 

Ask your distributor about this 
attractively packaged line of bolts. 








Bethlehem Bolts are Machine | 
packed in paper cartons and } Lag 
in the following sizes: | Carriage | 





VY,” upto | 5” long|4” long 
vs” and 3/4” up to | 5!/)” long | 5'/2” long 
ie”, 2” and 5/g” up to | 3'/,” long | 4” long 

















Some longer bolts are packaged in paper 
with the same attractive label. 


BETHLEHEM STEEL 
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re Wide Price 


Fluctuations 
ecessary and 
esirable? 


A REASONABLY stable price market en- 
genders buying confidence, promotes ade- 
quate and balanced stocks, and fosters healthy proft- 


itable business. 


Wholesalers and manufacturers 


acting together can discourage some of the destruc- 
tive practices affecting the profit of both. 


By C. O. DRAYTON 


American Screw Co. 


Providence, R. I. 


at the Wholesalers’ W ednesday morning session 


a us first con- 


sider, “Are Wide Price Fluc- 
tuations Necessary?” I find 
that the belief of many busi- 
ness men is that under current 
business conditions, when the 
precision of manufacture is 
great, when the determination 
of costs is more highly per- 
fected, and when the _ users’ 
buying motives and habits can 
be more accurately measured, 
the elements of cut, try and 
guess are not controlling fac- 
tors in the determination of 
price. These advanced business 
refinements of cost accounting 
and market research, if reason- 
ably tempered by old-fashioned 
common sense, should void the 
necessity of experimenting with 
price and thereby void the 
necessity of wide price fluctua- 
tions. We cannot avoid the 
emergency situations. These 
emergency conditions are dif- 
ficult to predict. They may re- 
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changes in 
They may 


sult from erratic 
raw material costs. 
result from an_ unforeseen 
slump in general business, 
which may force a manufac- 
turer or wholesaler to liquidate 


W. W. FRENCH 


Moore-Handley Hdwe. Co. 
N.W.H.A. Vice-President 


Cc. O. DRAYTON 


an overstocked situation at 
distress prices to raise funds to 
pay off bank loans or to meet 
cash working requirements. 
These conditions are infre- 
quent, and business can nor- 
mally cope with the problems 
as they arise. Therefore, I be- 
lieve that we can conclude that 
wide price fluctuations are 
usually unnecessary. 

So I come to the second part 
of my subject: “Are Wide Price 
Fluctuations Desirable?” Most 
business men with whom I have 
talked, when asked this ques- 
tion have answered unquali- 
fiedly “no,” and to this I agree. 

The hardware wholesaler and 
the manufacturer are both ex- 
tremely important forces in 
American industry. Somebody 
has to make the gadgets and 
somebody has to distribute 
them—-and scores of years of 
experience have proved that the 
most satisfactory way to ren- 
der the two services is by do- 
ing what your members and 
manufacturers dre doing. 

I believe that we can start by 
accepting our present setup as 
being basically sound. The im- 
portant consideration then is 
the way we regard the work in 
which all of us are engaged. 
The almighty dollar has been a 
powerful—perhaps a too power- 
ful interest for many. If the 
manufacturer or the wholesaler 
is thinking wholly in terms of 
making money, the important 
factor of service is first neg- 
lected, then forgotten. 

This pursuit of the dollar. 
often engenders shabby prac- 
tices. I do not believe a shabby 
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1—J. F. G. Breen, American Thermometer Co.; H. C. Kenyon and George H. Halpin, Minnesota Mining & Mfg. Co., and 


Harry J. Yoder, W. W. Conde Hardware Co. 


2—William W. Anderson, Nicholson File Co.; U. Grant Barr, Reilly Bros. & 


Raub and Commodore F. Herbert Smith, Nicholson File Co. 3—E. M. Luther, Turner, Day & Woolworth Handle Co., Inc., 


and Allen Hall, Ferry Cap & Set Screw Co. 4—G. G. McGlaughlin, A. Cameron, 


Jr., A. J. Snow and H. J. Mokate, 


Carnegie-Illinois Steel Corp. 5—Mrs. Silberman and A. Silberman, Sickels-Loder, Inc. 6—Art Henricks, Henricks & Howell, 


Morris Dworetz, Worth Hardware Co.; Conrad Kunz, Stellwagen & Kunz; 


H. M. Demarest, Manufacturers Agent, and 


E. L. Fenn, Millers Falls Co. 7—E. R. Sandiford, HARDWARE AGE, Martin Wright, Connecticut Valley Mfg. Co.; E. G 


Hackbarth, The Peck, Stow & Wilcox Co., and Ole B. Bergersen, 


practice ever justifies the end. 
It can be immensely disastrous, 
because it compels a forthright 
fellow or firm to fight fire with 
fire. These industrial practices 
can be compared with what is 
going on in Europe today. 

A reasonably stable price 
market, engenders buying con- 
fidence, promotes adequate and 
balanced stocks and _ fosters 
healthy profitable business. De- 
clining or constantly varying 
prices encourage buying hesi- 
tancy, tend to limit investment 
in adequate inventories and re- 
sult in insufficient profit, if not 
the entire elimination of profit. 

To encourage price conces- 
sions by accepting an attractive 
offer is the easy way. All bar- 
gains start the easy way. But 
I believe that the hard way is 
the best way. The hard way is 
to turn down the offer which 
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encourages those who seek to 
destroy your profit. 

I do not pretend ,to imply that 
the onus of controlling the price 
cutter is wholly the wholesalers 
responsibility. To do so would 


GEORGE A. FERNLEY 
N.W.H.A. Sec.-Treas. 


HARDWARE AGE. 


be foolish and fanciful think- 
ing, but I would like to advance 
the idea that wholesalers and 
manufacturers, acting together, 
might be capable of discourag- 
ing some of the destructive 
practices affecting the profit of 
both. 

The manufacturer who would 
only use the wholesaler when it 
suits his convenience, is head- 
ed for trouble. So is the whole- 
saler who allows himself to be 
so used. The manufacturer 
needs the wholesaler and is 
wise if he never lets himself 
forget it. But so does the 
wholesaler need the manufac- 
turer, and he is equally wise if 
he forever remembers it. Only 
by the consideration and the 
preservation of the interest of 
both can they both hope to 
prosper through the years to 
come. 
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We're giving thanks this 
Thanksgiving to the alert house- 
wares buyers who have made 
Revere Copper Clad Stainless 
Steel Ware the utensil sensation 
of the year! 


A complete new unit for making 
these famous copper clad utensils 
is now in operation. It triples 
production— opens up the way 
to the biggest fall and Christmas 
business in housewares history. 


COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York 
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YOUR “STAR” 
HOUSEWARES ITEM! 


Revere Ware Copper Clad 
Stainless Steel Sets. 


Illustrated here is the 11 Purpose 
Set, retailing for $19.95. (Higher 
in west). All Purpose Set retails 
for $28.49. (Higher in West). 


Leading stores in the United States feature Revere Ware Sets. 
These famous copper clad stainless steel utensils have become 
the /ivest and most profitable housewares items. Nationally 
advertised. Special dealer promotions on request. 


WRITE NOW for details of Revere’s TESTED SET PROMOTION. 





BUCKEYE 
COIL CHAIN 
oF ery 


250 Ft. Cartons BUCKEYE COIL 
CHAIN 


Neat, sturdy carton is handy for stocking chain or for 
use as a dispenser Chain is simply pulled out and 
eut to any desired length. Finishes: Bright, Electro- 
Galvanized, Hot Galvanized or any plate 


BETTER CHAIN 
7 MEANS GREATER SALES 


1) 
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a + chains “packed 9 I, 
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atl In this peroid of increased industrial activity, 
chain sales are mounting. Take full advantage 
of this selling opportunity by featuring an attrac- 
tive display of CLEVELAND CHAIN every 
day. You may depend on the high standard of 
CLEVELAND Quality Chain to bring in steady 


profits and help your business prosper 


There is a type and size of 


Your stock should always include these pop- CLEVELAN CHAIN for 
ular, standard types of Welded and Weld- every purpose. Ask your 
less Chain. Ask your jobber or write us for jobber or write to us for 
complete pzices and information. prices and full information 


Electra Cow Ties 


Ohio pattern. Furnished 
in 4%, 5, 5% and 6 ft 
lengths. Diam. of wire 
5/16, 9/32, %, 7/32. 
13/64, 3/16 and 11/64 
; ins. Bright finish. Bulk 
PROOF & BBB COIL CHAIN y A . packing. State size and 
\ ne lengths wanted. Also 
other patterns 


Electra Breast 
Chains No. 220 


a . = With center slide snaps 

LIBERTY MACHINE CHAIN . "se — Ss and end snaps. Made 

- a > 4 from 9/32 in. material 

6 lengths. Packed 2 

pairs in carton. Polished 
, * or XC Plate Finish. 

Elect-a Red Swivel Trace Chains 

World's Easiest Selling Trace Chain 


LIBERTY COIL CHAIN t » 


DAVID ROUND Utility Log Chaia 


For general use about the farm, towing, tying or 
dragging, with hooks at each end and swivel 
to prevent twisting In sizes % in., 5/16 in 
‘ in.—14 feet long. 


CLEVELAND CHAIN 


BUCKEYE PATTERN CHAIN 
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Should Manufacturing 
and Jobbing Industries 
Engage in 

Transportation? 


FP peptone arising out of industry engaging in 
transportation have been a problem for many 
generations in spite of the fact that the Hepburn 
Act was enacted primarily to prevent industry and 
business from engaging in transportation. When 


industry engages 


in transportation, 


ex perience 


shows that equality in shipping rates and services 
are nullified and broken down. 


By F. P. WILLETTE 
Distributors Transportation League 


Oklahoma City, Okla. 


M.. I explain at 


the opening of this address, 
that Distributors Transporta- 
tion League originated pri- 
marily among seventeen large 
wholesale hardware and job- 
bing concerns and it has grown 
to where now, numerous other 
industries are included within 
its membership, located in the 
States of Missouri, Kansas, 
Arkansas, Oklahoma and Texas. 
The message I am bringing you 
today is a message from out- 
standing manufacturers, whole- 
salers, and jobbers, primarily 
in the mid-west and southwest- 
ern portion of the United States. 

The reason this league was 
created primarily was because 
of the evident fact that nu- 
merous major industries not 
operating trucks over the high- 
ways were confronted with con- 
tinual discrimination in freight 
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rates both for the collection and 
distribution of their products. 
They were attempting to com- 
pete with other industries who 
were operating motor’ truck 
transportation agencies. These 
executives looked to their traf- 
fic departments to keep their 
freight rates on a parity with 
their competitors, under the 
guarantees named in the Inter- 
state Commerce Act, but they 
looked in vain. They found 
these guarantees had either 
broken down entirely in certain 
territories or were being seri- 
ously weakened and it was evi- 
dent a complete breaking down 


at the Wholesalers’ 
Wednesday morning 
session 


F. P. WILLETTE 


of the guarantees was at hand. 
Then they were confronted with 
what to do about it. The writer 
was invited in for a discussion 
with a number of the executives 
which resulted in him being 
sent over the states heretofore 
named for a preliminary in- 
vestigation, visiting all types 
and varieties of industries to 
determine what was the true 
feeling in regard to industry 
being engaged in transporta- 
tion. Such a trip was made and 
on my return home last April in 
Oklahoma City I had reported 
that I found at least 80 per cent 
of the industries were opposed 
to industries themselves owning 
and operating transportation 
agencies, and this included in- 
dustries operating transporta- 
tion agencies as well as those 
not operating transportation 
agencies; I found that many in- 
dustries had gone into the op- 
eration of transportation agen- 
cies because they were com- 
pelled to do so to meet com- 
petition. 

We find this problem has con- 
cerned industry for many gen- 
erations, it is nothing new, the 
only new thing about it is that 
we have a new type of trans- 
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portation in the field, namely, 
the motor truck and we have 
failed in the past generations 
through bitter experience to 
lock the barn door preventing 
the abuses now going on. We 
find under Article 8, Section 1 
of Part 1 of the Interstate Com- 
merce Act, the following 
strange provision: “From and 
after May 1, 1908, it shall be un- 
lawful for any railroad com- 
pany to transport from any 
state, territory, or the District 
of Columbia, to any other state, 
territory, or the District of 
Columhia, or to any foreign 
country, any article or com- 
modity, other than timber and 
the manufactured products 
thereof, manufactured, mined, 
or produced by it, or under its 
authority, or which it may own 
in whole or in part, or in which 
it may have any interest, direct 
or indirect, except such articles 
or commodities as may be neces- 
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sary and intended for its use in 
the conduct of its business as 
a common carrier.” 

The clause as read to you 
was not written into the Inter- 
state Commerce Act because 
Congress was filling up the Act 
with regulatory provisions, but 
rather it has back of it a fierce- 
ly contested period of contend- 
ing factions, those who believed 
that industry should be en- 
gaged in and own and operate 
transportation agencies and 
those who did not. The section 
as read to you is commonly 
called the Hepburn Act; it was 
enacted by Congress, June 29, 
1906, to become effective May 
1, 1908, and at that time there 
was no such thing as a truck 
line; if there had been the pro- 
visions would have included 
truck lines as well, rest assured 
of that. Our Congress and 
President back in the year 1906 
were quite sure that with the 


counsel, advice, and wisdom of 
the United States Supreme 
Court they had forever removed 
the menace confronting Ameri- 
can industry and transporta- 
tion. If someone could have 
torn the veil of the future aside 
and had shown them what 
would come in future genera- 
tions in the way of transporta- 
tion agency, rest assured motor 
carriers would be included with 
the railroads in the article 
named. Why? Because experi- 
ence had shown that the very 
purposes and intentions of the 
Interstate Commerce Act guar- 
anteeing to industry equality in 
shipping rates and _ services, 
rates that would be free of 
preference, prejudice and dis- 
crimination, were nullified and 
broken down because of indus- 
tries engaging in and operating 
transportation agencies, name- 
ly, railroads and the Interstate 
Commerce Act instead of being 
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1—Roy A. Hoe, M. L. Peterson and C. R. Swisshelm, Crescent Tool Co. 2—B. L. De Nourie, The Positive Lock Washer Co. 
3—H. W. La Ganke and Chas. F. Newpher, National Screw & Mfg. Co. 4—H. Kirk White, Continental Screen Co.; W. 


F. Barnes, New York Wire Cloth Co., and E. W. Donahue, Continental Screen Co. 


and L. Veasey, Reed & Prince Mfg. Co. 6—Otto Huebner, E. C. Atkins & Co.; 


N. B. Hart, 


5—W. A. Crawford, Griffin Mfg. Co., 


Rowlands, Salesmanager HARDWARE AGE, and A. J. Eggleston, Richards-Wilcox Mfg. Co. 7—Thorn Pendleton, Warren 
Tool Corp.; Mrs. Pendleton, Mrs. Mull and Howard Mull, Warren Tool Corp. 
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1—Howard M. Hart, George L. Service, C. W. Harris and L. A. Grieff, Galena Oil Corp. 2—W. G. 





Fisher, Mathews & 


Boucher; Mrs. Fisher, Mrs. Underwood and H. J. Underwood, Babcock, Hinds & Underwood, Inc. 3—Phil Robinson and 
Robert W. Dierker, Gary Screw & Bolt Co.; C. B. Crets and E. B. Martindale, Van Camp Hardware & Iron Co, 4—I. S. 


Dillingham, J. F. Miller and Joseph 


a help and accomplishing its 
purposes, was becoming a rock 
around the neck of both indus- 
try and transportation. 

Do not take my word for this, 
I take you back to the year 
1906, the month of February, 
there had been before the 
United States Supreme Court 
the case of the New York, New 
Haven & Hartford Railway 
Company vs. the _ Interstate 
Commerce Commission, 200 U. 
S. 361, in which an industry, 
a coal mining company, also 
owned a railroad and this in- 
dustry was evading the then 
undue preference, prejudice and 
discriminate rate feature of the 
Interstate Commerce Act in 
serving their customers’ by 
burying and merging’ the 
freight rate into the price of 
the merchandise. Other coal 
dealers, not so fortunate as to 
own a railroad, were the cause 
of action; in the proceedings 
named they sought to compel 
this industry operating a trans- 
portation agency to respect the 
freight rates and charges as 
lawfully published in freight 
tariffs but which this coa] min- 
ing company was easily evading 
for the reasons described. On 
February 19, 1906, the Supreme 
Court of the United States 
through Justice Edward D. 
White rendered its devision, the 
effect of which was to require 
this industry to respect the pro- 
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. Kennedy, Bigelow & Dowse Co., and Ralph D. Mount, The Bassick Co. 





visions of the Interstate Com- 
merce Act in operating its 
transportation agency, a rail- 
road, but I am sure you will be 
interested in some of the state- 
ments of the court in laying 
down its decision, for the words 
they use could be aptly applied 
today to the conditions con- 
fronting industry and trans- 
portation; I quote from the 
Court’s findings: “It is appar- 
ent that the construction of the 
statute which is now claimed 
by the carriers would (the car- 
riers were endeavoring to prove 
that they had the right to be a 
dealer as well as a transporta- 
tion agency), if adopted not 
only destroy its entire remedial 
efficacy but would cause the 
provisions of the statute to ac- 
centuate and multiply the very 
wrongs which it was enacted to 
prevent.” 


Dealer and Carrier 


“It is said that when a car- 
rier sells an article which it 
has purchased and transports 
that article for delivery, it is 
both a dealer and a carrier. 
When therefore the price re- 
ceived for the commodity is 
adequate to pay the published 
freight rate and something over, 
the command of the statute as 
to adherence to the published 
rates is complied with because 
the price will be imputed to the 











freight rates and the loss, if 
any, attributed to the company 
and its equipment, as a dealer 
and not a carrier.” 

“Now, in view of the positive 
command of the second section 
of the Act (Interstate Com- 
merce Act), that no departure 
from the published rate shall 
be made, directly or indirectly, 
how can it in reason be held 
that a carrier may take itself 
from out the statute in every 
case by simply electing to be a 
dealer and transports a com- 
modity in that character—if the 
public purpose which the stat- 
ute was intended to accomplish 
be borne in mind, its meaning 
becomes, if possible, clear. 
What was that purpose? It was 
to compel the carrier, if a pub- 
lic agent to give equal treat- 
ment to all. Now if, by the 
mere fact of purchasing and 
selling merchandise to be 
transported, a carrier is en- 
dowed with the power of disre- 
garding the published rate, it 
becomes apparent that the car- 
rier possesses the right to treat 
the owners of like commodity 
by entirely rules.” 

I think Justice White clearly 
hit the nail on the head then 
and now when he stated by the 
mere fact of purchasing and 
selling of merchandise to be 
transported a carrier is en- 


(Continued on page 179) 











GEORGE E. SOKOLSKY 


I. is rather difficult 


for Americans sitting here in 
all the comfort and freedom 
that we enjoy to appreciate 
what we are getting into. 

The American people do not 
know anything about the United 
States any more. We don’t un- 
derstand. Dictators arise when 
the people have turned them- 
selves into sheep. That is what 
has happened to us. America 
was not discovered in 1933, nor 
was America spoiled in 1933. 
We have spoiled ourselves, and 
if there are any reasons why 
today we complain, it is because 
we have established the base 
upon which men may stand to 
do us ill with impunity. We 
have allowed ourselves to be- 
come a ruled people because we 
have been too complacent to 
govern ourselves. 

For more than a century and 
a half men were willing to die 
for the rights of man. And 
when they got the rights of 
man, they took them for granted 
and weren’t willing to die to 
maintain them. And so they 
have lost them. We will lose 
them no matter what occurs on 
Nov. 5 unless we, the people of 
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Are We Getting 


HE American people have allowed themselves 

to become a ruled people because we have been 
too complacent to govern ourselves. The boss of the 
economic process becomes the boss of political con- 
trol. If halt of our country lives on the bounty of the 
government, the government will use that half to 
control the politics of the other half. In interna- 
tional trade we are in danger of a barter system. 
Young people of today want to be job-holders in 
government or in larger corporations where there is 
no risk. Our job of today is one of analysis and we 
need fighting men and women to fight politically. 
There is still room for the small business man. 


the United States, particularly 
the middle class, undertake to 
defend and protect those rights 
in time of war as well as in 
time of peace. 

It is only the great mass of 
the peopie that can protect the 
liberties of man, and the people 
of America at this moment don’t 
care. As long as they don’t 
care, they will continue to lose 
the rights of m&n until we here 
in this country, the same as the 
people in Germany, are ground 
beneath the heel of those whom 
we have chosen to govern us. 


Enemies Elected 


Hitler was elected. Stalin was 
elected. The people always elect 
their own enemies. No man 
could seize power in Germany, 
just as no man can seize power 
here. We, in this country, are 
at this moment definitely at the 
cross-roads. Within six months 
—and when I say within six 
months, I am respecting the 
non-partisan character of your 
organization—we may cease to 
be a democratic republic. I say 
that not to be an alarmist, nor 


to be sensational, but I would 
like to throw your minds back 
to the last war. During the last 
war we created agencies for 
control of the economic process, 
which, in effect, in operation, 
were as overpowering of the 
democratic process as anything 
that has been done on the con- 
tinent of Europe by the dicta- 
tors. Mr. Baruch, Mr. Hoover, 
Mr. McAdoo, and Federal Re- 
serve Bank, and the President 
himself possessed powers dur- 
ing the last war over the eco- 
nomic process which were to- 
talitarian, completely totalita- 
rian. 

Mr. Hoover told me that his 
experience as a Food Adminis- 
trator during the last war con- 
vinced him that the process of 
control of the economics of a 
nation can so easily be expand- 
ed in a moment of fear or dis- 
tress that the people may find 
themselves at any moment with- 
out any private economic rights. 
During our last attempt at war 
—that is, the last before this 
one, our controllers of the eco- 
nomic process were themselves 
afraid of the powers which 
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they possessed. If you go back 
in your memories to the last 
war, you will remember, that 
those in control were in a posi- 
tion to issue instructions to you 
limiting your business, expand- 
ing your business, controlling 
your wealth, controlling the 
flow of wealth and the flow of 
capital, controlling production 
and distribution, quotas and 
methods of production. You 
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were no longer master in your 
own houses. You were agents 
of government. Had the boards 
which were created during the 
war to control the economic 
process continued, we should by 
the depression of 1921 have be- 
come a totalitarian state eco- 
nomically. 

You can’t have a totalitarian 
state without having a totali- 
tarian government. The boss 
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of the economic process be- 
comes the boss of political con- 
trol. Our danger today is the 
same danger that Europe has 
faced; namely, that as our eco- 
nomic process comes within the 
control of government, our poli- 
tical process must come within 
the control of government. It 
isn’t only the ballot that will 
save us; it is more than the bal- 
lot. Today the ballot is too 
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late. We have got to determine 


at any cost, even at the cost of 
lowering our standard of liv- 
ing, that the economic process 
shall not be controlled and 
operated by government under 
any circumstances, and no mat- 
ter what the government is. 

We are in the war. We have 
a treaty with a belligerent by 
which we became an ally of a 
belligerent. That is all that we 
had in the last war, a treaty 
with a belligerent. Actually, 
we have two treaties with two 
belligerents at the present time. 
We have these treaties and they 
determine our character at the 
present time. We have a treaty 
with Canada by which both 
countries enter upon a joint de- 
fense. It is true that that 
treaty has not been ratified by 
the Senate, nor has its con- 
tents been disclosed either to 
the Senate or to the American 
people. That, of course, makes 
the treaty unconstitutional. But 
if you believe that the Constitu- 
tion any longer stands between 
your rights and anything that 
can happen to you, you are liv- 
ing in a land of illusion from 
which you had better recover 
quickly. 

In addition to that, we have 
a treaty with Great Britain 
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which contains two general 
principles. One is that we have 
swapped with Great Britain 
ships for bases, and the other 
principle is that the British, if 
they are defeated, will not scut- 
tle their navy nor turn it over 
to Germany. 

By these treaties, if by noth- 
ing else, we have become allied 
to a belligerent. We are now 
in the World War; we are part 
of the World War. Germany, 
Italy, and Japan recognize us 
as allies of their enemies. 


What Does It Mean? 


As an American, concerned 
with the United States, and 
deeply concerned with the coun- 
try in which my children, and 
I will have to live, I would like 
to know what it means for us 
to enter into this war. For the 
first time in the history of the 
United States we have secret 
agreements. 

Every American should have 
protested, whether the treaty 
was popular or not, whether the 
treaty serves a good purpose or 
not, whether we want England 
to win the war or not. We 
should have protested against 
any change in our political 
process just because it is a 


change in our political process 
without our consent. It is only 
because we agree to these 
changes when they are popular 
that we are hooked when the 
changes become unpopular. 

We all applauded this great 
alliance with Canada because it 
is a sensible alliance. The 
point is that it shouldn’t have 
been made the way it was made. 
It should have been discussed 
in the Senate. That is the way 
we govern ourselves. 

The Hull treaties are another 
case in point. Does it ever uc- 
cur to you that because of the 
Hull treaties five states in the 
United States are pauperized or 
may become pauperized. For 
instance, I have just been in 
Montana and Wyoming. They 
are fairly barren states in the 
sense that you can’t easily grow 
cauliflower and things of that 
sort there, but you can grow 
wheat and you can raise cattle. 

Now, in pursuit of the good- 
neighbor policy, which is the in- 
strumentality of which are the 
Hull treaties, we shall have to 
take from South American 
countries, wheat, cattle, and 
wool. That is all they have to 
give us in return for automo- 
biles, typewriters, and the hard- 
ware that you manufacture. 
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They can’t give us any money 
for what they buy from us be- 
cause we have got a corner on 
the gold of the world. There- 
fore, people can only pay us in 
goods. Those of us who live 
on the Atlantic Coast, and the 
Pacific Coast, are not so wor- 
ried about wheat, cattle and 
wool because we don’t raise 
those products. But we are 
concerned with the United 
States of America and we are 
very definitely concerned that 
the great states of our country 
should not become pauperized 
and should not become subject 
to control by the Federal Gov- 
ernment. 


No Pauperization 


No American state wants to 
be pauperized, and no American 
wants to feel that he is a pau- 
per. No American wants to 
feel that he is on the bounty of 
his government. If half of our 
country is pauperized, the other 
half will become pauperized. If 
half of our country lives on the 
bounty of the government, the 
government will use that half 
to control the politics of the 
other half. We cannot be a free 
people, if there is economic 
slavery in the United States. 

Unless we understand them 
we are going to get ourselves 
into a totalitarian state through 
the Hull treaties. I never ques- 
tion his sincerity; I never ques- 
tion his motives. It would be 
impossible to find in any politi- 
cal party a man of greater in- 
tegrity. And yet, think what 
a man like that could force 
upon us with the best of inten- 
tions, and with perfect motives 
and yet in circumstances which 
are wrong for that particular 
job. 

If we go to war and we are 
in war, we have a problem of 
gaining our own allies. Well, 
our allies are naturally on the 
American Hemisphere. We 
cannot look for allies anywhere 
else. There is Canada to the 
north, which inevitably is our 
ally because Canada cannot de- 
fend herself and we can defend 
her. 

In South America there are 
great independent states which 
are developing economics on 
the same basis as ours, capital- 
istic economics. They still have 
to live on the export of their 
primary agricultural commodi- 
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ties; just as we, during the 
process of growth, lived on our 
primary agricultural commodi- 
ties. How are they going to 
eat if they don’t sell to their 
only customer? Their only 
customer is the Continent of 
Europe and is in the fortunate 
position of being able to buy 
with manufactured goods. If 
he can buy enough he will win 
the war. We may, therefore, 
have to set up a barter system, 
a control by which we will ap- 
portion the consumption of 
those commodities. 

In the last war, we did that. 
If we only remember the his- 
tory of the last war we would 
know a great deal. Mr. Hoover 
once went out into the market 
of the United States, into the 
market of the world, and bought 
all the available wheat in the 
world. The United States set 
up a corporation to do it, and 
then that wheat was appor- 
tioned, between us, the British, 
the French and the Belgians. 
That is a totalitarian control. 
When you begin to do that in 
terms of an exchange of com- 
modities, the day will come 
when the government will tell 
you hardware people to manu- 
facture whatever it will need, 
and instruct you to ship to such 
and such countries. In return 
you will be paid by the govern- 
ment of the United States. 
When that happens there is a 
complete totalitarian world. It 
has to do with the mess into 
which we have permitted our- 
selves to move during the past 
10 years, because we were 
afraid of ourselves and of all 
the world. 


We Are at War 


We have gotten into the war. 
We are in danger of a barter 
system and of a _ controlled 
economy and of something very 
much greater. Pick up your 
daily newspaper sometime and 
measure with a_ ruler the 
amount of copy which appears 
in those newspapers that is 
sent by the government. Turn 
on your radio at eight o’clock 
in the morning, and run 
through an entire day. Listen 
to the programs and see how 
much is straight government 
propaganda. Go to news-reel 
theaters and see how much of 
a few moments of news is news 
concerning government activi- 


ties. Talk to your children and 
ask them about the speakers 
who talk to them in the schools. 

You will find that your child 
is from his earliest years in 
school until he gets out of col- 
lege, mentally, intellectually 
and spiritually controlled by 
the government. Read the text- 
books that your chidren bring 
home,-. particularly the text- 
books in  history—something 
reverent, the social sciences. 
You will find principally that 
George Washington was a real 
estate dealer, and that the rea- 
son we don’t have a real de- 
mocracy is because this real 
estate dealer and Thomas Jef- 
ferson, who was a slave owner, 
got together and stopped it. 
That is taught in 13,000 schools 
in the United States at this very 
moment. 


Discuss It at Home 


Sit down and have an intel- 
ligent conversation in eco- 
nomics with your son or daugh- 
ter as he goes to college. You 
have all done it, of course. You 
have been told you don’t know 
anything. If you don’t lose 
your temper, ask your child 
why it is you do not know any- 
thing. Don’t say, “I have met 
a pay-roll. I know more than 
you do.” After all, those who 
know things haven’t met pay- 
rolls, they have only taken from 
them. 

Try to find out what it is that 
your child has suddenly dis- 
covered that you don’t know. 
You will find that your child 
has discovered that the world 
has changed since you were 
young and that it has changed 
for the worse. You will find 
that our economy and our 
philosophy of life is based upon 
small business, small land own- 
ership, small holdings of 
wealth. Our whole economy was 
a widow and orphan economy. 
Somebody owned $10,000 and 
lived on it. Your child has been 
taught that there is a growing 
concentration of the contrel of 
wealth but not that that con- 
centration is in the hands of 
the government. Young people, 
today, want to be job-holders in 
government, or in these large 
corporations where there is no 
risk, but where there is likely 
to be the same type of bureau- 
cracy as exists in government. 
They want security and a safe 
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berth. They are willing to pay 
any price for it—their own 
freedom, their own character, 
their own chances of achieve- 
ment. In a word, we have be- 
come morally degenerate, and 
moral degeneration precedes 
political degeneration. We can- 
not dodge the consequences of 
a lack of moral stamina. 

I have reached the conclu- 
sion, that it was safer, and 
sounder when we had corrupt, 
squeezing, grafting politicians 
whom we could kick out occa- 
sionally, than for us to have a 
stabilized political system with 
a continuing group. 

The day will come when 
bankers will say, “If you don’t 
want to upset things, this man 
who is at the head of the S.E.C. 
is operating just right. He tells 
us what to do just right, and 
don’t upset the government. 
Don’t vote wrong in this elec- 
tion, because if we got a new 
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head of the S.E.C. God knows 
what would happen to us.” And 
you will have the same thing 
about the Labor Board, the 
Wages and Hours Board. We 
are becoming enveloped in this 
continuing, permanent official- 
dom. Your sons and daughters 
would like to become part of 
that officialdom, because that is 
the only place in the United 
States today where there is the 
appearance of security and 
permanence. 

When I was a boy, young men 
were ambitious to become build- 
ers and creators. Today they 
want to sit at a desk and say, 
“When you talk to me you talk 
to the government of the United 
States.” There is the greatest 
change that has taken place; 
and that is one of the problems 
that we are getting into that re- 
quires immediate solution. 

Our job today is not recon- 
structing, but one of analysis. 


We have stopped analyzing. 
Our job today is to analyze, to 
tear apart, to think out our 
problems, to see the road ahead, 
to try to find the road. It is 
covered with undergrowth. We 
have to cut away the under- 
growth and get to the straight 
road. Nobody can afford any 
longer to be non-partisan, un- 
biased and impartial. We need 
fighting men and women to 
fight politically. We have got 
to take sides. 

Is the conduct of the govern- 
ment in a right matter constitu- 
tional? Does it abide by our 
procedures of government? If 
you are convinced that it isn’t 
—fight it! Don’t wait for the 
Supreme Court to save you. 
Save yourselves. No nation ever 
lost its liberty on a principle. 
Liberties are lost over pro- 
cedures, and, therefore, the 
important things to watch are 
procedures. If the government 
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something 
individual 


goes about doing 
wrong from your 
standpoint, fight it! 

We have got to think of this 
war in terms of what it will do 
to the United States. How is it 
going to affect us politically? 
How is it going to affect us eco- 
nomically? 

There are those who say that 
we should temporarily abandon 
everything—every principle we 
have—and devote ourselves 
solely to the winning of this 
war. I would agree with them 
if I were assured that we would 
win the war in six months, or a 
year, but I don’t know that this 
war won’t last 10 years or 100 
years. We have to think in 
terms of America—of America 
today, and of the America of 
our children. We have got to 
think in terms of what this war 
is likely to do to us and to them. 

You get a phrase like “good 
neighbor policy” and it warms 
your heart. Of course, you 
want to be a good neighbor to 
an Argentine. I, myself, pre- 
fer to be a good neighbor to a 
Montanian, or a man in Wyom- 
ing, or a man in Utah. I would 
like to limit mv good neighbor- 
liness to my own kind of peo- 
ple at the present time. I would 
like to be a good neighbor to 
everybody that is willing to 
smile at me. But I have got to 
think of the beet sugar grow- 
ers in Utah and California. I 
have also got to think of myself 
and of my children, and how 
much it is going to reduce, in 
my standard of living, if the 
taxes go up to 40 per cent, in 
order to pursue a good neigh- 
bor policy. If our taxes, which 
are now averaging 20 per cent 
should double and go up to 40 
per cent, we no longer have any 
savings. It means that our 
standard of living will have to 
go down as our taxes go up. 

How far do we want to re- 
duce our standard of living in 
order to pursue a policy of in- 
herent aggression? Suppose we 
were to limit our inherent rela- 
tions to guarding this hemis- 
phere, say even 50, or 100 or 
200 miles out to sea? Is that 
sufficient? 

Ask your Congressmen, your 
Senators, your President and 
every candidate for office this 
year, “What are we defending, 
and what is it going to cost 
us?” Ask them to state the 
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this country, and if your kind 
of people don’t exist, this coun- 
try is finished. With you there 
is still room for the small busi- 
ness man, for the man who is a 
worker, to better himself, to be- 
come a boss. When under our 
economy the worker sees that 
he must be a worker all his life 
and that he has no way of ris- 
ing then we are going to have 
class consciousness in America. 
We must have competition, and 
equality of opportunity. 

Get a list of the first com- 
panies in the United States to 
sign up with the C.I.O., even be- 
fore it was a well organized and 
fighting organization. The small 
business man, the so-called in- 
dependent, fought it. The top 
companies signed because they 
had a tendency in the direction 


of bureaucracy. It is easier to 
operate by agreement than it is 
to fight for your rights. 

We have got a fight on our 
hands that will not end on Nov. 
5. This fight will last the whole 
of our lives, and probably the 
whole of the lives of our chil- 
dren. We are an unfortunate 
generation, which has_ lived 
through two wars and the 
greatest economic depression 
the world has known. We are 
losing our wealth and our 
standard of living is going 
down. We inherited a great 
world from our ancestors, a 
world of freedom, opportunity, 
comfort and convenience. We 
are seeing that world disappear. 

We can take it complacently 
and say, “I am alive today and 
tomorrow I will be dead.” Or 
we can have the courage of 
free men to fight a rear guard 
action. We live in the only 
place on earth where there is 
still liberty, and where the peo- 
ple can still, if they want, con- 
trol the politicians who do not 
yet rule over them. We can 
fight the elected officials, and 
the appointed officials. We have 
got to fight through the courts. 
We have got to stick our necks 
out. We have got to take 
chances on being ruined. If we 
do that we will preserve Amer- 
ica—if not as a happy place for 
ourselves, at any rate, as a de- 
cent place to live in for our 
own children. 





Weil Bros., Inc., 507 W. 125th St., New York City, captured holiday 
spirit and patronage with this window that had all the atmosphere of a 


traditional Christmas. Harold Klosty, display manager, built this street- 
scene display which offered both housewares and tools as appropriate 
gift items. 


facts. We haven’t the facts. 
Your kind of people made 
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items—all good sellers. Dealer Cost 9.60 Retail Val. 14.38 MARK UP 


-LUTHER GRINDER AND TOOL CO., Fond du Lac, Wis.- 











FOR EVERY TYPE 
HOME IN ANY 
PRICE RANGE 


Attractively priced to 
meet the new trend of 
Jow cost housing—at- 
tractively designed to 
lend charm and beauty 
to any style home. 
Write for Forged Iron 
Design suggestions for 
Pennsylvania Farm, Cape 
Cod, Dutch Colonial, 
French, English and 


“ : _ ‘t nd % » | . 
| Lovges on bardmare es We _ Mediterranean. 
by M°KINNEY offers Bi» «=«(McKINNEY 


MANUFACTURING CO. 


Rustic Beauty and Endurance a | Peas PITTSBURGH 


1 YEARS OF DESIGNING AND MANUFACTURING GOOD HARDWARE 
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EXEMPT CLASSES UNDER WAGE-HOUR ACT 
REDEFINED IN AMENDED REGULATIONS 


Classifications of white collar 
employees who need not be paid 
overtime after 40 hours a week 
were re-defined in amended regu- 
lations affecting almost all inter 
state commerce establishments 


by Colonel Philip B. Fleming, | 


Administrator of the Wage and 
Hour Division, U. S. Department 
of Labor. The regulations went 
into effect October 24, 1940, the 
same day on which the standard 
workweek under the Fair Labor 
Standards Act (Federal Wage 
and Hour Law) becomes 40 
hours. 

Principal change in these regu- 
lations under the Act is a sepa 
rate definition for “administra- 


tive” employee, heretofore defined | 


together with “executive.” An ex- 
ecutive as defined remains one 
whose primary duty consists in 
management and _ who, 
other qualifications, gets $30 a 
week or more. 
employees are more broadly de- 
fined in the new regulations to 
include those whose duties, while 
important and associated with 
management, are _ functional 
rather than supervisory, and who 
are paid “a salary commensurate 
with the importance supposedly 
accorded the duties in question.” 
The regulations require that such 
a salary be not less than $200 a 
month. 

“Protection for the typical 
white collar worker from incon- 
siderate exploitation as to his or 
her working hours will continue,” 
said Colonel Fleming in issuing 
the new regulations. “These 
workers will also continue to 
have the protection of Section 6 
requiring that they be paid ai 
least $12 for a 40-hour week, and 
in certain industries operating 
under wage orders establishing 
various higher minima, at least 
$13, $14, or $16 a week. With 
few exceptions, the employer rep- 
resentatives who testified at our 
‘white collar’ hearings agreed 
that most clerical workers should 
have this protection. 

“These amendments are not 
retroactive. The Division’s orig- 
inal definition of ‘executive 
(and) administrative’ was a legal 
definition.” 
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among | 


Administrative | 


The provision in the original 
definition for executive which 
| caused more questions than any 
|other was the requirement that 
|an executive do no substantial 
| amount of the work done by his 
subordinates. The new regula- 
tions answer the question, “What 
substantial?” “Substantial” 
means more than 20 per cent on 
| an hourly basis. Thus, a foreman 
listed on the payroll records as 
exempt from overtime because 
he comes under the “executive” 
definition, whose subordinates 
work 40 hours a week may work 
eight hours at the same kind of 
work. More than eight hours of 
such work would make him a 
working foreman and legally ne- 
| cessitate payment of at least time 
and a half his regular rate for 
his work in excess of 40 hours a 
week. Most representatives of 
industry at the four hearings were 
in agreement that the working 
| foreman should be paid overtime. 

The definition for an employee 
employed in a “professional” ca- 
pacity and thereby exempt from 
overtime requirements has been 
broadened by including the ar- 
tistic professions and narrowed 
by the requirement that the 


1s 


“ S° s ” ] 
pociecsions” camployes enempt | edge. And the third is one whose 


| work involves the execution un- 


from overtime requirements must 
be paid $200 a month or more. 
The $200 salary requirement does 
not apply to licensed members of 
the legal and medical professions. 
| Under the regulations, there is 


| no legal obligation to pay gradu- | 
| ate chemists, engineers, etc., $200 | 


| a month. But if they are not paid 
| $200 a month, they must be paid 
|time and a half for all work 
over 40 hours a week. 

The definition of 
salesman” broadened to ex- 
|empt from minimum wage and 
| overtime pay requirements “driv- 
| er-salesmen.” It further 
amended to assure the exemption 
of advertising solicitors selling 
publication and radio advertising 
contracts and freight solicitors. 

While the hearings did not 
deal with the exemption of “em- 
ployees employed in a local re- 
tailing capacity,” as the original 
definition had raised few ques- 
the amended 


is 


is 





tions, regulations 


| make one change in this defini 
| tion. The phrase, “who does no 
substantial amount of work of the 
same nature as that performed 
by non-exempt employees,” oc- 
curs in the original definition. 
The amended definition substi- 


of work . . . do not exceed 20 
per cent of the number of hours 
worked in the workweek by . . 
non-exempt employees.” 

Three types of “administra- 
tive” employees are exempted by 
the new definition for that term. 
All must be paid $200 a menth 





| or 
| lodging, or other facilities); all 


| judgment. 


more (exclusive of board, 


must be engaged in non-manua! 
work which requires the exercise 
of discretion and independent 
The first type ex- 
empted is one who regularly and 
directly assists an executive or 
another exempt administrative 
employee. The second is one who 
performs under only genera! 
supervision office or field work 
directly related to management 





“outside | 





policy or general business opera- 
tions along specialized or tech- 
nical lines requiring special 
training, experience, or knowl- 


der only general supervision of 
special assignments or tasks di- 


tutes for “no substantial amount | 
of work” the words “whose hours | 





rectly related to management 
policies or general business oper- 
ations. 


SIGNAL ELECTRIC BUILDS 
PLANT ADDITION 


In order to keep pace with | 
the increasing demand for its 
products, Signal Electric Mfg. 
Co., Menominee, Michigan, 
stepping up production, by the 
construction of another new wing | 
to its plant, similar to the addi- 
tion built in 1937. The two-story | 
addition, measuring 176 by 58 | 
feet, will provide in excess of | 
20,000 more square feet, and will 
house an enlarged finishing and 
plating department. It will also | 
provide room for the storage of 
assembled and raw stock. 


1s 


| Congoleum-Nairn, 
| started work on an addition to 


WALTER A. GORRELL 


GORRELL HEADS PAINT 
ASSN. OF PHILADELPHIA 


At its annual meeting, Oct. 9, 
in the Warwick Hotel, the Phil- 
adelphia Paint, Varnish & Lac- 
quer Association elected Walter 
A. Gorrell as its president. Mr. 
Gorrell is vice-president and gen- 
eral manager of John Lucas & 
Co., of Philadelphia. Other of- 
ficers elected by the association 
are: Henry R. Kluth, Pittsburgh 
Plate Glass Co., first vice-presi- 
dent; H. B. Almond, McCloskey 
Varnish Co., second vice-presi- 
dent; French Reeves, John T. 
Lewis Co., treasurer, and George 
B. Heckel, editor, Paint Industry 
Magazine, secretary. 


| CONGOLEUM-NAIRN BUILDS 


NEW OFFICE ADDITION 


At a cost of over $100,000, 
Inc., has 


its general office building at 
Kearny, New Jersey. The new 
structure, Colonial in architec 
ture, will conform to the design 
of the present building and will 
house the executive sales offices 
of the corporation. An enlarged 
design department and showroom 
space are also planned. The ad- 
dition will accommodate approxi- 
mately 15 private offices and 75 
of the general sales personnel. 
The four-story annex, now in the 
structural stages, is expected to 
be ready for occupancy some time 
in February, 1941. 
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GUY APPOINTED ASST. SALES HEAD FOR 





DIRECTS H. B. SHERMAN 
SALES PROMOTION 


| dent and general manager of an | 
auto distributing agency. In 1930 


WESTINGHOUSE MERCHANDISING DIV. 


Charles H. Guy, northwestern  dising manager, with headquar- 


district merchandising manager | ters 
for the merchandising division | Creech, former 
| ment manager in the southeastern 
district, is named merchandising | 
| manager of that district. 


Cc. H. GUY 


Westinghouse Electric & Mfg. 
Co., Mansfield, Ohio, has been 
appointed assistant sales manager 
of the division. The division has 
two other assistant sales man- 
agers, Reese Mills, at the Mans- 
field headquarters of the division, 


and J. F. O’Donnell, who recently | 


was assigned to San Francisco to 
direct the division’s West Coast 
sales activities. 

S. M. Davison, merchandising 
division manager of the south- 
eastern district, with headquar- 
ters in Atlanta, succeeds Mr. Guy 
as northwestern district merchan- 


SAMUEL M. DAVISON 
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| Columbus, 
| supervisor of a retail sales crew. | 
| In less than a year he was called 


| in 


ance 


| merchandising 
| south 
| offices at Birmingham, Ala. In 
| August, 1939, he was appointed 
| northwestern district merchandis- 


| ing 
ing 


William B. 


sales develop- 


in Chicago. 


Mr. Guy began work for the 
Eureka Vacuum Cleaner Co., in 
Ohio, in 1920, as 


to the company’s headquarters 


| in a sales personnel capacity. 


Except for a two-year period 
when he managed a large Pitts- 


| burgh appliance store, he con- 


WILLIAM B. CREECH 


tinued with the Eureka company 
until 1933, at which time he was 
branch manager for the New 


| England states with headquarters 


Boston. He spent a year as 
utility contact man for an appli- 
distributor, then joined 
Westinghouse in 1935. 

He served with Westinghouse 
as utility supervisor of the re- 
frigeration department, and as 
manager of the 


central district, with his 


manager. 

Mr. Davison entered the auto 
mobile in Pittsburgh, 
first as a salesman, then a sales 


business 


manager, and later as vice-presi- 


| central district. 
|named sales development man- 


he became a Westinghouse dis- 


| tributor in Philadelphia, and two 
| years later joined the Westing- 


house company, where he served 
as a district refrigeration man- 


The H. B. Sherman Mfg. Co., 
Battle Creek, Mich., has an- 
| nounced the promotion of C. L. 


ager. In 1935 he was appointed | 


Mr. Creech, after three years 


the Westinghouse company in 


| southeastern merchandising man.- | 
| ager. 


|as a specialty salesman, joined | 


1929, serving first as a refrigera- | 


tion supervisor, and later as mer- 
chandise supervisor for the south 


ager for the southeastern district. 


BEHR-MANNING PROMOTES 
MERRILL AND THOMPSON 


The Behr-Manning Corp., Troy, 
N. Y., has announced the pro- 


| motion of Henry R. Merrill to 
| assistant 


sales manager with 
headquarters at Troy and of Gor- 
don G. Thompson to succeed Mr. 
Merrill as divisional sales man- 
ager of the central division at 
Cleveland, Ohio. 

Mr. Merrill entered 


the em- 


ploy of the company in 1930, | 
| since 


which time he has been 
closely identified with the sales 
end of the business. 


tion, market research and prod 
uct engineering. 
Mr. Thompson began his career 


| with Behr-Manning in its sales 


department. His previous busi- 


ness experience having been as a | 


sales engineer in the electrical 


| field and in both the sales and 


purchasing phases of the indus- 
trial hardware business. 


H. E. COOMBE ELECTED 
CROSLEY DIRECTOR 


H. E. Coombe, vice-president 
and general manager, The Wil- 
liam Powell Co., Cincinnati, was 
elected to the board of directors 
of The Crosley Corp., of that 
city, at the recent board meeting. 
Mr. Coombe fills the vacancy cre- 
ated by the resignation of Powel 
Crosley III as vice-president and 
director. 


He began | 
| with sales correspondence work 
| at Troy and successive advance- 
| ments led him into sales promo- 


| manager. 


In 1939 he was | 


Cc. L. BRAUND 


| Braund to sales promotion man- 
| ager of the hardware, plumbing 
| and industrial brass goods lines. 
Mr. Braund is a salesman of 27 
years’ experience with the H. B. 
Sherman Co. and he is widely 
known among the trade, having 
traveled almost all of the United 
States and Canada. Under his 
supervision, an aggressive new 
merchandising campaign has 


been launched. 


C. P. BAKER & CO. NAMES 
NEW SALES MANAGER 


C. Pitman Baker, Jr., presi- 
dent of C. P. Baker & Co., Phil- 
adelphia, manufacturer of pol- 
ishes, announces the appointment 
of Irving S. Johnson as sales 
Mr. Johnson’s experi- 
ence in merchandising, promotion 

enables the company 
modern merchandising 


and sales 
to offer 
plans. 
BOLGER RESIGNS AS SEC. 
BKLYN. APPL. ASSN. 


Thomas W. Bolger, announces 
his resignation as Executive-Sec- 
| retary of the Electrical Applianc: 
Dealers Association of Brooklyn. 
| Inc., effective November 1, 1940. 
| Miss Sylvia Krasner, assistant 
|to Mr. Bolger, will carry on the 
| duties of this office until a new 
secretary is appointed. 
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G-E RADIO SHOWROOM FOR DEALERS 


This is the dealer-showroom at the new quarters of the General Electric Co.’s factory 
distributing branch for radio and television at 450 Fourth Ave., New York City. It is one of 
the company’s largest radio distributing operations. D. W. May, manager of the branch is, 
shown at the left with Earle Poorman, G-E district appliance sales manager at the right. 








WIRE COMPANY TO IMPROVE 
WORCESTER, MASS., PLANT 


The largest rehabilitation and 
improvement program ever under- 
taken by the American Steel & 
Wire Co., Cleveland, Ohio, sub- 
sidiary of U. S. Steel Corp., in 
Worcester, Mass., has been an- 
nounced today by Carl I. Col 
lins, Worcester district manager 
for the company. The program 
includes four additions to the 
company’s present South Works 
and complete rearrangement and 
improvements which will result in 
the most efficient wire 
mills in the United States. 

The largest of the new build- 


one of 


ings will house the manutacture 
of round and shaped wire and 
strip. This building will be ap- 
proximately 1/5 of a mile long, 
and 500 feet wide and will per 
the the 
company’s now 


mit manufacture of all 


steel products 
produced in Worcester under one 
roof. Connected with this mill 
will be a new two-story office 
building and physical laboratory, 
occupying approximately 17,000 
square feet of floor space. 

The present Spring Mill at 
South Works will be rearranged 
and the rail bond and flat coiled 
spring operations will be consoli 
two-story build- 
ing. The company’s copper facili- 
Worcester 
rearranged and consolidated in 


dated in a new 


ties at also will be 


two new buildings: one of two 
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the 
copper stranding operations and 
and the other, 
story, which will include copper 
drawing, cleaning, annealing, 
cold rolling and tinning opera- 


stories, which will include 


warehouse, one 


tions. 

When the mill 
pleted the present North Works 
and Central Works will be aban- 
doned and the present wire draw- 
ing building at South Works will 


new is com 


be demolished. 


GALVANIZERS COMMITTEE 
TO MEET NOV. 14-15 


The Galvanizers Committee is 
to hold its fall meeting at the 
Lord Baltimore Hotel, Baltimore, 
Maryland, on November 14 and 
15 next. This will be the eighth 
meeting of the committee, which 


American 
42nd St., 


is sponsored by the 
Zine Institute, 60 E. 
New York City. 

On the first day of the meeting 
the Bethlehem Steel Co. has 
scheduled a luncheon and plant 
trip for committee 
members. Special papers are to 
be presented at the technical ses- 
sions on the second day and in 
addition there will be the usual 
round table discussions of shop 


inspection 


problems. 

J. L. Schueler of the 
tinental Steel Corp. is the chair- 
man of the governing board and 
the program committee consists 
of N. E. Cook (chairman), 
Wheeling Steel Corp., R. H. Dib- 
ble, Carnegie-Illinois Steel Corp., 
and D. A. Russell, Youngstown 
Sheet and Tube Co. 


Con- 


PATENTS FOR KILLING 
INSECTS BY IRRADIATION 
ACQUIRED BY FOSTORIA 
The Fostoria Pressed Steel 

Corp., Fostoria, Ohio, announces 
acquisition of the trade name 
“Leray” with U. S. Patent No. 
2,051,057 and Canadian patent 
No. 374,122 which cover the act 
and the 
larvae, by 


insects 
and 


of destroying 
like, 
irradiation. 

Infra-red rays, which have 
quick lethal effect on living or 
ganisms of the lower order, are 


their eggs 


| directed over the surface where 


insect pests exist, with a handy 
reflector device which encases an 
Infra-Red ray lamp. In a matter 
of seconds, it is said, the 
terminating heat rays penetrate 
and are absorbed by all insects 
within its scope. Numerous ap- 
plications include the killing of 


ex- 


insects, vermin, fungi, micro-or- 
ganisms, bacteria and the like, in 
home, industry, retail stores and 
public buildings, and control of 
such organisms in agriculture, 
animal breeding and horticulture. 


AUTO ACCESSORIES ASSN. 
MOVES TO NEW OFFICES 


As the first step in a program 
of expanded activity, the Auto- 
mobile Accessories Association 
has moved to new and _ larger 
quarters at 1455 South Michigan 
Avenue, Chicago, it has been an- 
nounced by Garland Ames, ex- 

The associa 
at 616 South 


ecutive secretary. 
tion had offices 
Michigan Avenue. 


CORRECTION 


On page 63 of the Oct. 3 issue 
of Harpware AGE we stated that 
The American Supply and Ma- 
chinery Manufacturers’ Associa- 
tion was sponsoring an exhibit 
train to tour key cities of the 
United States. This train is not 
being sponsored by the Associa- 
tion but wholly by Thos. Cook 
& Son-Waggons-Lits, Inc., New 
York City. 








H. B. SHERMAN EXECUTIVES AND SALESMEN AT CONVENTION 


Assembled for the annual sales convention of the H. B. Sherman Mfg. Co., Battle Creek, 


Mich., are, left to right: C 


- 
H. S. Van Rensler, Philadelphia; L. 


Morgan, works manager; T. J. Crofton, New York City: 
M. Stinchcomb, sales manager electrical division; G. H. 


Read, Needham, Mass.; P. H. Speaker, Jr., Dallas, Tex.; H. H. Isaac, purchasing agent; E. D. 
Sperry, general manager; J. T. Cobb, Atlanta, Ga.; A. R. Webber, Chicago, and C. L. Braund, 
sales promotion manager hardware division. 
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WALTER M. CLARK NOW SALES HEAD 
OF THE MURALO CO.., INC. 


Dr. Carl Iddings, vice-presi 
dent and general manager ef The 
Muralo Company, Inc., has an- 


WALTER M. CLARK 


nounced the appointment of 
Walter M. Clark as sales manager 
in charge of sales and the new 
enlarged promotional activities of 
the company. Mr. Clark until 
recently has been sales manager 
of the Western Paint and Varnish 
Co., Duluth, (a subsidiary paint 
factory of the Marshall-Wells 
Co.), and manager of the paint 
division of the Marshall-Wells 
Co. He will now have his head- 
quarters at the home office of the 
company, 570 Richmond Terrace, 
Staten Island, N. Y. 

Mr. Clark has had a long and 
successful experience in the paint 
industry, having entered the field 
soon after graduating from a 
university in Iowa. He is well 
known throughout the Middle- 
west and on the Pacific Coast 
where he was in charge of paint 
sales of the various Marshall- 
Wells branches, and also an ac- 


tive member of the Portland 
Paint, Varnish and Lacquer 
Club, participating in the Paint- 
up and Clean-up Campaigns 
there. 

The Muralo Company, Inc., was 
e tablished in 1894 and manufac 
tures water paints and kindred 
materials in paste and powder 
form. Its factories are located 
in Staten Island, New York; 
Chicago, Hlinois; Los Angeles, 
California; Port Adelaide, Aus- 
tralia; with offices at those 
plants. Offices are also main 
tained in other important centers 
throughout the world. 


KENTUCKY PEDDLERS’ TAX 
DECLARED INVALID 


Kentucky’s peddlers’ license 
tax of $25, passed by the 1940 
legislature, Tuesday, was declared 
invalid by the State Court of 
Appeals on the ground that the 
fee imposed specially on truck 
peddlers made the act unreason- 
ably discriminatory and void. The 
act required all peddlers, with 
the exception of farmers, bakers, 
dairymen and some other classes 
to register with county clerks 
annually and pay a fee of $1 for 
registration. 

It required those who peddled 
by truck to pay an additional $25 
a year. The act explained this 
would tend to equalize the truck 
peddlers competitive advantages 
with those of resident merchants 
who “pay property, license and 
other taxes.” 

The court reiterated that the 
legislature may levy business and 


| occupational taxes on a sliding 


scale, provided such taxes are 
“graduated upon any natural or 
reasonable basis.” The opinion 
reversed Warren Circuit Court. 








NATIONAL BRASS ERECTS NEW PLANT 


National Brass Co., Grand Rapids, Mich., is enlarging its pro- 
duction facilities with the construction of the above new office 
building. Old offices are being removed to make room for 
larger stockroom and increased production. Increasing sales of 
Dexter-Tubular locks and latches as well as Crystal-Crome and 


Color-toned cabinet hardware have made this addition neces- 


sary. This is currently impairing shipments. However, Na- 
tional Brass is making every effort to fill all orders promptly 
and regular service will again be available in a short time. 
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NEW 


AND 


DIFFERENT 


The new STAR Unbreakable Spe- 
cial Flexible Hack Saw Blade is 
different from every angle—differ- 
ent in looks, different in perform- 
ance, different in heat-treatment, 
different in steel, and different in 
the all-important fact that you can 
profitably sell it at no advance in 
price over ordinary blades. 


PERFORMANCE 


Extreme flexibility with outstand- 
ing toughness result from the use 
of a new kind of steel and heat 
treatment. The new STAR Unbreak- 
able Special Flexible is guaranteed 
unbreakable in use in a frame—no 
blade loss due to bending, twist- 
ing, or cramping. It is a flexible 
blade with the qualities of an all- 
hard blade—lasting cutting quali- 
ties with no teeth strippage. 


METALLIC FINISH 


For the first time a tungsten blade is 
colored all over—not only with a 
protective (patented) metallic finish 
te prevent rusting, but with a dis- 
tinctive green finish to provide im- 
mediate customer identification and 
sales display value. Only the green 
blade is a STAR Tungsten Biade. 


COMPLETE 
SPECIFICATIONS 


For the first time on any tungsten 
blade the length, number of teeth, 
type, make, thickness and width are 
plainly stamped in clear marking. 
This helps in proper blade selection 
in selling—as well as during use. 


EASIER SELLING : 


Here is a new blade, unsurpassed 
for flexibility and toughness, with 
an improved finish, having clear 
marking, and packed* in the exciu- 
sive STAR modern metal box lithe- 
graphed in colors—no wonder we 
can say it's easier to sell. 


STAR pioneered with the first 
“Moly” blade with the all-over cop- 
per finish—now STAR 
leads with the first 
tungsten blade with an 
all-over green finish. 


STAR 


HACK SAW BLADES 


CLEMSON BROS., INC., MIDDLETOWN, N.Y. 


Tungsten ond “Moly” Hand* and Power 
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AUTOYRE 2600 LINE 


During this home-centered season, the 
popularity of these winning bathroom and 
kitchen accessories calls for window and 
counter display in your store. Smart styling 
by Sanford and the lustrous chrome finish 
will stop and sell your customers. And 
expert craftsmanship and true quality at a 
* 


mean a plus in consumer 


popular price 


satisfaction with no minus in your profits! 


Includes four carded items: All Purpose Hook, All 
Purpose 3-Arm Rack, Single Clip-On and Twin 
Clip-On Racks. Attractive display panel available, 
with fixtures mounted. 

Order from your supplier; or write for illustrated 


catalog inserts and details. 


AUTOYRE CO. 


OAKVILLE, CONNECTICUT 


e Autoy 








WESTERN ASSOCIATION JOINS NRHA; 
DIRECTORS VOTE AFFILIATION OCT. 14 


On October 14, 1940 at Kansas | 


City, Mo., the directors of the 
Western Retail Implement & 
Hardware Association voted to 
affiliate with the National Retail 
Hardware Association. The West- 
ern group is the oldest and larg- 
est retail hardware and 
implement organization in this 
couniry having been organized 
nearly 52 years. Its membership 


is primarily in Missouri, Kansas, 
| Iowa and Oklahoma. The West- 
| ern has long been affiliated with 


the National Retail Farm Equip- 
ment Association because of its 
large implement dealer member- 
ship. 

According to a statement in 


| the Western association’s official 
publication for October 1940 af- 
| filiation with the N.R.H.A. in- 


cludes the following terms: 
“Beginning this month our 


| Western members will receive, 


without charge, for the balance 
of 1940, these N.R.H.A. services: 


“1. The N.R.H.A. official mag- 


| azine, ‘Hardware Retailer.’ 


“2. Weekly Bulletins on Cur 
rent Events, with explanation of 
N.R.H.A. services now available. 

“3. A free copy of ‘Hardware 
Retailing’ (up to 1,000 copies), 
a book containing a_ veritable 
gold mine of hardware merchan- 
dising information for the dealer. 

“4. Monthly Merchandising 
Bulletins.” 


Frank H. Spink, president, 
Bunting Hardware Co., Kansas 
City is secretary-treasurer of the 
Western with headquarters at 322 
Scarritt Bldg., Kansas City, Mo. 
Eddie Potter, Macon, Mo. is 
president and Geo. S. Straight, 
Eureka, Kans. is vice-president. 

At the same meeting the direc- 
tors adopted the slogan “Better 
Business for Everyone in °41” as 
the theme for Western’s 52nd an- 
nual convention and exhibit to be 
held at the Municipal Audi 
torium, Kansas City, Mo. Jan. 
21 to 23, 1941. This slogan was 
chosen “in the belief that the 
optimism it expresses is based on 
sound logic and reliable informa- 
| tion.” 











| FHA MORTGAGE INSURANCE 


RESERVES REMAIN STRONG 


The Federal Housing Adminis- 


tration’s mortgage insurance re- 


serves remained in a strong posi- 
tion at the end of September, 


| Administrator Stewart McDonald 


announced on October 12, 1940. | 


Since the beginning of the 
program through September 30, 
the FHA ‘had acquired after 
foreclosure by lending institu- 
tions 2010 small-home properties 


out of a total of 582,321 premi- | 
um-paying mortgages totaling | 


$2,479,964,388 in original princi- 


| pal amount. 





Mr. McDonald reported that 
of the properties acquired, 1289 


had been sold with net charges | 


of $763,841 accruing against the 
Mortgage Insurance Fund—less 


| than 3/100 of one per cent of | 
mortgages insured. After these | 


sales, 721 properties remained 
on hand. There were $5,444,855 


debentures outstanding on Sep: | 
tember 30 given in exchange to | 
lending institutions for proper- | 


ties acquired. 
The Housing Insurance Fund 


(reserves for large-scale housing | 
mortgage insurance) on Sep-| 


tember 30 had debentures out- 
standing of $6,327,850 issued in 


payment of insurance to lending | 


institutions. Debentures had been 
issued in exchange for five rental 
housing projects financed with 
mortgages insured by the FHA. 

Mr. McDonald also stated that 
debentures issued in exchange 


| for these five projects did not 
| represent a loss to the Housing 
Insurance Fund, since the value 
of the properties themselves be- 
comes an offsetting asset of the 
|fund. There are no. accrued 
| charges against the fund since 
none of the properties has yet 
been sold. 


POT AND KETTLE NEWS 
The Los Angeles Pot and Ket- 


tle Club’s annual picnic was the 
means of furnishing a grand time 
to the members, their wives and 
| children. Under Howard Sar- 
| gent’s able leadership, the largest 
number of people attended, more 
prizes than ever before were 
awarded and the show was put 
on w:.th a minimum of loss to the 
treasury. H. Carrol Walker as- 
sisted Sargent, while heads of 
other committees were, Ray 
Knox, sports; L. L. Neblett, en 
tertainment; A. G._ Fischer, 
prizes; Jud Pohlson, tickets; Art 
| H. Clark, program; M. E. Nei- 
decker, refreshments; W. C. Hitt 
was umpire of the ball game cap- 
tained by Art Wheeler and Clark. 

Luncheon speakers of note 
|have been D. L. DiVecchio, de 
puty district attorney who has 
| charge of the county’s subversive 
or Unamerican activities, while 
C. R. Coppersmith of the Alum- 
inum Company of America gave 
the story of aluminum in motion 
picture form. 
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HOTPOINT TRANSFERS BORGEMENKE 
AND SAYRE TO NEW POSTS 


A. A. Borgemenke, sales man- | 
ager for the Philadelphia district 
of the Edison General Electric 
Appliance Co., Chicago, IIl., has 





A. A. BORGEMENKE 


transferred headquarters to the 
company’s New York District Of- 
fice, 570 Lexington Avenue, New | 
York City, where he will as- 
sume full responsibility for both 
New York and Philadelphia dis 
tricts of the “Hotpoint” company. | 
W. L. Sayre, who has managed 


the “Hotpoint” New York district 
for several years, has been ap- 
pointed manager of the “Hot- 
point” distributing branch at 
Buffalo, N. Y., where he will as- 
sume responsibility for operation 
of the several New York “Hot- 
point” distributing branches re 
porting to the Buffalo office. Spe- 
cial programs and plans for “Hot- 
point” wholesale operations are 


| being tested under Mr. Sayre’s 


direction. 





W. L. SAYRE 


M.E.W.A. Appoints New Inter- 
Organization Liaison Committee 


Although the manufacturer re- | 
lations committee of the Motor | 
and Equipment Wholesalers As- | 
sociation, 309 W. Jackson Blvd., | 
Chicago, Ill., has functioned, and | 
will continue to function, as a 
constructive agency in improve- | 
ment of relations between job- 
bers and manufacturers during 
the last several years, Frank G. 
Stewart, the association’s presi- 
dent, has appointed a_ special 
inter-association Liaison Commit- 
tee to carry forward in special 
way a principal recommendation 
of the committee that worked on 
the merger proposal throughout 
last year and the early part of 
this year. It will be recalled that 
the committee on merger recom- 
mended: creation of a new and 
more inclusive association of job- 





bers only; creation of a similay | 
association of manufacturers, and | 
a connecting committee or board 
to serve as a contact agency be- 
tween the two. If the merger 
had been effectuated, each of the 
proposed new associations would 


have been, according to the plan, | 
a completely autonomous and in- 
dependent organization. Failure 
of the merger movement thus far 
around the 


has hinged powers 


OCTOBER 31, 1940 


that would be granted the con- 
necting committee or board. 
The new special inter-organ- 
ization M.E.W.A. Liaison Com- 
mittee is application of the 
proposal and will serve as a dis- 
contact agency be- 
organizations in 
Its activities will 


cussion or 
tween present 
this industry. 
concern organization 
primarily, whereas the associa- 
tion’s Manufacturer Relations 
Committee will continue to deal 
with matters especially regarded 
as in its sphere. 

In his announcement of the 
appointment of this committee, 
President Stewart said, “This ad 
ditional contact 
jobbers and manufacturers will 
enable them to discuss matters 
of mutual interest without the 


contacts 


close between 


| unnecessary expense and danger 


of legal involvement that might 
result from such a_ permanent 
separate organization structure as 
was embodied in the proposed 
“Industries Board” of the merger 
proposal. This method of 
tact and discussion also provides 
manufacturers 
keep in close 
sacrifice of 


con- 
means whereby 

and jobbers may 
touch without 
thorough independence of each.’ 


ANOTHER ude Seevand/ 


Jt 
D1 


AUTOYRE CLIP-ON RACK 


Every home in your community can use 
several of these handy Clip-On Racks 
because of their wide utility. They clip.on 
to apron-type sinks and basins, and on to 
. hold dish-cloths, wash- 


glass shelves 


cloths, towels, or light wash. 


Single and Twin (double bar) Clip-Ons in 


rust-resistant, lustre chrome finish. Show 


your home-conscious customers that hard- 
ware means housewares, too! — Display 
these active items prominently. 


Single bar Clip-On retails at 20c*. Twin Clip-On 
retails at 25c*. Each Clip-On attractively carded. 


Ask your jobber or write for illustrated catalog 


insert and details. 


*Slightly higher for some territories, due to transportation costs 


AU UU. 


OAKVILLE, CONNECTICUT 


Copyright 1940; The Autoyre Co. 
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SKILSAW “ROTOGLIDE” Sander 
is the finest machine you can offer to the 
rental customer—it is easy to handle, requires no 

attention, produces a perfectly smooth ripple-free surface | 
—yet it has full professional capacity of 2300 feet of sandpaper | 
on floor per minute! Ideal for home-owners, contractors, jani- 
tors, painters. Popularly priced, it pays for itself quickly and | 
goes on making profits for you for years to come! 


Increase Your Store Traffic and Sales! 

By offering the Skilsaw ‘““ROTOGLIDE” Sander, you will attract | 
new customers and increase your business in varnish, shellacs, 
wax, files, brushes, sanding paper, etc. We furnish you with 
free circulars, newspaper mats, and a complete “sure-fire” mer- 
chandising plan that is making money for hardware dealers 
everywhere! 


Built by America’s Leading Quality Tool Manufacturer 


SKILSAW, INC. 
4763 Winnemac Avenue, Chicago 


86 Kast 22ud St., New York—182 Main St., Buffalo—52 Brookline Ave., Boston— 


15 8. 2lst St., Philadelphia—2902 Euclid Ave., Cleveland—2124 Main S8t., Dallas— | 

918 Union Street, New Orleans—2645 Santa Fe Avenue, Los Angeles—2065 Webster | 

Street, Oakland—29 North Ave., N.W., Atlanta—Canadian Branch: 85 Deloraine Ave., | 
Toronto. 





45 SECONDS TO TROUBLE-FREE SERV- 
CHANGE PAPER! ICE! Powerful motor can 
Changing paper is simple, carry an overload 50% 
even for an inexperienced above its rated capacity. 
eperator. Both clamps are Drum and motor bearings 
controlied from the same lubricated for life and 
side—they grip securely. sealed, need no attention. 


EASY TO HANDLE! Just 
the right weight. Two fin- 
gers on handle are all you 
need to guide the machine 
— slight downward pres- 
sure feathers off drum. 


ASK YOUR JOBBER ABOUT “’SKILSAW’S’’ PROFIT-BUILDING PLAN 


Skilsaw “ROTOGLIDE’’ Floor Sander is Sold Only Through Hardware Jobbers 
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| E. GEORGE HARTMANN JOINS 


WITH ROEBLING’S SONS CO. 


The John A. Roebling’s Sons 


Co., Trenton, N. J., has an-| 
| nounced that E. George Hart- | 





E. G. HARTMANN 


mann has been appointed assis- 
tant manager of sales, round, flat 


| wire, and specialties division, 


| with headquarters in Trenton. 
| Mr. Hartmann’s experience in- 
cludes 21 years with Wickwire 
| Spencer, beginning in 1918 when 
the firm was Wickwire Steel 
Company, before the present 
| company was formed. After serv- 
|ing in general sales capacities, 
Mr. Hartmann became assistant 
manager of sales of the round, 
flat wire and specialties depart- 
ment in 1931, and later, in 1935, 
he was given the sales manager- 
ship of the hardware and struc- 
| tural steel division as well as the 
| sales managership of the Amer 
}ican Wire Fabricating Corp., a 
Wickwire Spencer subsidiary. 

On May 1, 1939, he was ap- 
pointed general manager of the 
Savannah Wire Cloth Mills divi- 
sion of the Port Wentworth Corp. 
This relationship terminated this 
year with the sale of the plant to 
the Cyclone Fence Co., at which 
time Mr. Hartmann became con- 
nected with the Roebling com- 
pany. 











Industrial Training Programs 
Under the Wage-Hour Law 


To encourage employee train- 
ing programs for the achievement 
of higher skills, the Wage and 


| Hour Division, U. S. Department 


of Labor, today announced that 
attendance at such training pro- 
grams by employees would not 
be considered working time re- 
quiring compensation by the em- 
ployer, provided that such atten- 


| dance met four criteria. 


Those criteria are: 
‘Attendance on the part of the 
employee is in fact voluntary. 
No training program shall be 


| considered voluntary if a condi- 


tion of the employee’s continued 
employment in his present job 
is attendance at the training pro- 
gram. The employee shall not 
produce any goods or perform 
any other productive work during 
such periods of training. The 
training course must be given 
outside of regular working hours. 
The training course is intended 
to train the employees to a new, 


| different, or additional skill, and 


is not intended to make the em- 
ployee more efficient at doing 
what he has been doing in his 
present job. 

These criteria supersede the 
criteria for training programs set 
forth in paragraph 15 of Inter- 


| pretative Bulletin 13, but do not 


supersede the provisions of that 


bulletin with respect to safety 
meetings, related supplemental 
instruction of bona fide appren- 
tices, correspondence courses, 
and attendance in educational in- 
stitutions. 

With respect to this policy on 
the part of the Wage and Hour 
Division, Colonel Fleming said 
that the Division wants to en- 
courage employers to train em- 
ployees to higher skills, and that 
in cooperation with the Defense 
Commission and the Department 
of Commerce, it was felt that 
setting these four definite and 
simple criteria would permit em- 
ployers to determine readily 
whether a _ training program 
would be considered by the Wage 
and Hour Division to be “hours 
worked.” 


A CORRECTION 

In the article “Children’s Song 
Festival Opens This Firm’s Sea- 
son,” which appeared in the Oct. 
17, 1940, issue of Harpware AcE, 
the address of the Reutepohler 
Hardware Co., due to a typo 
graphical error, was incorrectly 
given in the sub-head on page 25 
as Huntingburg, Ill. The firm’s 
correct address, Huntingburg. 
Ind., appeared in the first para 
graph of the article on page 24 
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EARL MARR HEADS 
AIRTEMP DIVISION 


| from his effective efforts against 
| restrictive oil burner legislation 
; | in New York City. He has been 
Earl Marr has been appointed | -hairman of the legislative com- 
as general sales manager of the! mittee of the Oil Burner In- 
Airtemp Division, Chrysler Corp., | stitute for more than 10 years. 


| HUDSON COUNTY PAINT 
| DEALERS TALK FINANCES 


A symposium on the financial! 


meeting 


N. J. 

The featured speaker, W. T. 
Stewart, credit manager, for 
Benj. Moore & Co., New York 
City, demonstrated a simplified 
form of bookkeeping that would 
enable the dealer to keep his 
finger on the pulse of his daily 
business with a minimum amount 
j of effort on his part. Enlarged 
charts and diagrams were used 





EARL MARR 


Dayton, Ohio. The new appoint- 
ment comes within a year from |to illustrate his talk. 
Mr. Marr’s last appointment as| A _ very interesting question 
sales manager of the Heating Di-| period, in which the individual 
vision of Airtemp, which posi-| problems of those dealers present 
tion he took over in November, | were taken up, followed the dem- 
1939. In his new capacity Mr. | onstration. Leo Silverstein, gen- 
Marr will be responsible for the | eral manager of Benj. Moore and 
sales management of both the|E. W. White, cashier, then ad- 
heating and cooling equipment. | vised the dealers to consult with 
Mr. Marr has more than 17| manufacturers’ credit men for 
years experience, covering every | advice about their financial af- 
phase of manufacturing, sales and | fairs while it is still 
merchandising in connection with | remedy any defects. 
automatic heating equipment. In| Plans were completed for the 
the early ’20s he marketed his | annual dinner and dance of the 
own burner in Minneapolis, and | association to be held on Janu- 
from 1931 to 1939 he was man-|ary 25, 1941, at a New York 
ager of the oil burner division of | hotel. 
Westinghouse Electric Supply} Officers of the association are: 
Company. Sydney Farbstein of Union City, 
In 1936 he received the Alad- | N. J.—president. Michael Ruben- 
din’s Lamp Award from the | stein of Jersey City, N. J.—vice- 
directors of the Oil Burner In-| president. Louis Nadel of Bay- 
stitute for outstanding individual | onne, N. J—treasurer. Theodore 
achievements in the industry dur- | Schwartz of Hoboken, N. J.—sec 
ing 1935. This award resulted retary and counsel. 











TEXAS DEALERS VIEW “EASY” WASHERS-IRONERS 





At a San Antonio, Tex., dealer-meeting hardware men viewed 
the 1941 washers and ironers of the Easy Washing Machine 
Corp., Syracuse, N. Y. At the far right is Donald Jordan of 
Peaslee-Gaulbert Corp., Corpus Christi, Tex., with six represen- 
tatives of the Cage Hdw. Co. They are, left to right, L. C. 
Baze and D. B. Kleen of Mathis, Tex.; H. O. Marshall, Ingleside; 
David Douglas, Taft, R. E. Merritt and J. B. Jones, Ingleside. 
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time to } 


side of paint store management | 
was held by the Hudson County | 
Paint Dealers Association at its | 
recently held at the | 
Community Center, Jersey City, | 
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The ONLY Cans 


for Those Customers 


Who Want the Best 





4. 
Patent No. |,756,485 
GARBAGE 

¢ ANS “Built to Conform to 
U. S. Army Specifications’ 
* If you have some customers — and who 
hasn’t?—who are more interested in buy- 
ing quality than price, they’ll want these new cans, 
They'll know, once they examine the many, many 


new features, they are the most economical cans 
obtainable. 


Four Big Outstanding Features 

Notice the numbers beside the picture—each refers to a 
sales point exclusive with the “Uncle Sam”. No. 1. Double 
Duty Butt Welded Bar Iron Completely Enclosed is twice 
as heavy as used on any other cans—gluttons for punish- 
ment. No rivets. No spot welding. No. 2. Heavy Hori- 
zontal Swedges—immensely ‘increases the strength and 
rigidity of the upper parts of cans. No. 3. Double Seam 
Pressed into 2” x %4” Bar Iron—absolutely prevents the bot- 
toms from being knocked out; also prevents corrosion from 
setting in. No. 4. Rolling Type Construction—vastly in- 
creases the rigidity of the bodies. 


. . « But That Isn't All! 

“Uncle Sam” cans have other features, too. Handle Con- 

struction, for instance, that prevents handles from tearing 

Added Seam Strength, too, by putting handles over 
Then there’s the Self-Cleaning Bottoms, and Top 


seams. 


|! and Bottom Bands that are absolutely free of rivets or 


spot welding. Be sure to or- 
der a stock of “Uncle 
Sams” now—they’re really 
something to SHOW and 
SELL. Order freely, for 
they embody the famous 
Reeves Storage-and-Truck- 
Space - Saving Nestability 
feature. If your jobber can’t 
supply you, write us. 


STEEL ano MFG. co 
aA = OHIO 





Remember "REEVES" 


on your wants of Wash Tubs, Water 
Pails, Stock Pails, Cement Pails, 
Fire Pails, Stove Boards, Self Drain 
Laundry Units, etc. Top quality— 
popularly priced. 











REEVE 
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Created by 


UTIC 


for More Tool Mileage 





| a luncheon in the Waldorf-As- 
| toria, New York City, by the Na- 


HOTPOINT EXECUTIVE |to meet with her in Washington, 
RECEIVES AWARD | November 12, to discuss the rela- 
; ‘ tion of national defense and the 
George A. Hughes, chairman ee 
of the board of the Edison Gen-| Wholesale distribution of com 
eral Electric Appliance Co., Chi- | — goods. The conference = 
also discuss the cooperation of 
| wholesale merchants and others 
in the wholesale field with the 
work of the Consumer Division 
of the Commission. 
Since her conference with re- 
tailers six weeks ago, Miss Elliott 
| reports there have been many re- 
quests from the wholesale trades 
for a similar meeting. Problems 
|of importance to civilian inter- 
| ests, created by the defense pro- 
gram in the field of wholesaling, 
will be explored. More than 150 
dealers representing about 75 
wholesale trade groups expected 
to participate in the conference. 


ALLEN NEW SECRETARY 
GEORGE A. HUGHES | OF METROPOLITAN ASSN. 


ae ; P 
| Sydney A. Atkinson, president, 
Metropolitan Hardware Associa- 


cago, Ill., received the manufac tien of New York. announces the 
turers’ medal and purse of the | 


James H. McGraw award for 
electrical men, held Oct. 30 at 





tional Electrical Manufacturers’ 
Association. The award, estab- 
lished 16 years ago, provides for 
the presentation of four medals 
annually for personal contribu 
tion to the progress of the in- | 
dustry. | 

| 





WHOLESALERS TO DISCUSS 
DEFENSE IN WASHINGTON 

Miss Harriet Elliott, consumer | appointment of Ralph S. Allen, 
member of the National Defense | Diamond Expansion Bolt Co., as 
Advisory Commission, announced | secretary of the association to 
today that she is calling a con-| succeed C. H. Tilson. Mr. Til- 
ference of wholesale distributors | son resigned because of ill health. 


RALPH 8S. ALLEN 








WHOLESALER’S TOY DEPARTMENT 





For the convenience of its dealers the Albany Hdw. & Iron Co., 
Inc., Albany, N. Y. has arranged this attractive toy display. 


| Invitations have been sent to its dealer-customers. The display 


is open all through working hours and evenings by appointment. 
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UNIVERSAL RANGE ELECTION CONTEST 


SETS THEME IN FALL SALES DRIVE 


As part of its fall range drive | the form of election debates be- 


Landers, Frary & Clark, New 
Britain, Conn., is staging a full- 
fledged election campaign for 


dealers, complete with campaign 
banners, speeches, rallies, candi- 
dates, and prizes. 


tween the campaign managers for 
“Big R. Sayles,” choice of the 
Universal “Get-Ahead” party, and 
“Les Pay,” running on the “Take- 
It-Easy” ticket. Details of the 


The company | debates are planned to capitalize 


is also conducting a window dis-| upon the tremendous public in- 


play contest with first, second and 
third prizes totaling $175.00. The 
winning displays will be chosen 
at the close of the campaign. 
One popular feature of the | 
election drive is a series of ral- | 
lies now being held with dis- | 
tributors and dealers throughout 
These 


the country. meetings take 





terest in the coming local, state 
and national elections. 
To assist dealers W. J. Cash- 


man, sales 


for Landers, 


promotion manager 
Frary & Clark, has 
designed a complete election con- 
test package. This includes new 
display material and other spe 
cial sales-producing dealer helps. 





IN SO. CALIFORNIA 

Chas. E. King, 656 S. Los An- 
geles St., Los Angeles, Calif., has 
been appointed manufacturers’ 
representative in Southern Cal- 
ifornia for Gottschalk’s metal 
sponges made by the Metal 
Sponge Sales Corp. of Philadel- 
phia. 


REPRESENTS SPONGE — 











Eastern Hardware Golf As- | 
sociation, Shawnee-on-Del- | 
aware, Pa., May 22-24, 1940. 
Details tc come later. H. L. 
Gilliam, Wood Shovel & 
Tool Co., 9 Rockefeller 
Plaza, New York City, sec- 
retary. 











1,100,000 TO HUNT 
WILD DUCKS AND GEESE | 


Basing its estimate on reports 
just compiled on migratory water- 
fowl hunting stamp sales during | 
1939, the Interior Department’s 
fish and wildlife service estimates 
that more than 1,100,000 sports- 
men will hunt wild ducks and 
geese this year. During the 1939 
season, 1,111,561 hunters pur 





chased the $1 duck stamps which, 
under the law, must be carried 
by all migratory-waterfowl hunt 


| ers over 16 years of age. 


Officials reported that this will 
be the fifth consecutive year that 
hunters have increased their num 
bers. During the 1938 
1,002,715 stamps were sold, and 
since 1934, when the first 


season, 


issue 


| was released, more than 4,500,000 
| duck stamps have been sold. 


The duck stamp about the size 
of a special delivery stamp, is on 
sale at all first- and second-class 
post offices and certain third- 
class post offices in popular hunt 
ing areas. 


RYAN IN MICHIGAN 
FOR LEYSE ALUMINUM 


John F. Ryan has been ap- 
pointed to represent the Leyse 
Aluminum Co., Kewaunee, Wis., 
in the southern 
Michigan. Mr. 


Ryan _ recently 


peninsula of | 


had covered that state as a man- | 


ufacturers’ representative and 
prior to that was associated with 
Buhl Sons Co., Detroit, for 10 
years and also with The Coleman 
Lamp And Stove Co., Wichita, 
Kan. 





NEW FORM TO SPEED UP 


WAGE 
(Washington Bureau 
of HARDWARE AGE) 

Employers against whom alle- 
gations of wage-hour law viola- 
tions are filed will henceforth be 
required to submit themselves to 
examination of conscience in the 
form of questionnaires which will 
solicit information on alleged vio- 
lation of the Fair Labor Stand- 
ards Act. 

Jse of the new form, headed 
“Information Respecting Compli- 
ance with the Fair Labor Stand- 
ards Act of 1938,” will have the 
effect of making each complaint 
a live one because action will be- 
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-HOUR INVESTIGATIONS 


gin immediately with the filing of 
the charges, said Wage-Hour Ad- 
ministrator Philip B. Fleming. 
The new procedure, in no case, 
is to be used as a substitute for | 
physical or personal inspection of | 
an employer’s books. “It is mere- 
ly being used to expedite our in- 
spection procedure and should 
prove of great value in this re- | 
declared Colonel Flem- | 
will still be | 
made 


spect,” 
ing. “Inspections 
faster 


made at the rate 
possible by our increased inspec- 
tion force now totaling more than 
700.” 







































isa MAGIC NAME to 
Farm Families everywhere 


As every dealer knows, a well known name 
is a great sales aid, and there is probably 
no name in the farm appliance world better 
or more favorably known than Delco. 





The Automatic Electric Deleo Water Systems for 
shallow and deep wells, with capacities from 225 
to 600 gallons per hour, have for years contributed 
to the building of this splendid reputation. 





Because farmers have found them absolutely 
dependable, economical to buy and run, and 
because the line is so complete, every man has 
been able to have the one right size and type to 
meet his needs. 


The market for water systems is constantly 
expanding, making possible more profits for more 
dealers. Your name on the coupon below will bring 
you complete information on Delco Water Systems 
and their really remarkable profit opportunities. 



































PRODUCT OF 
GENERAL MOTORS 


{DELCO | AP \PPLIANCE DIVISION 


Corporation, ROCHESTER, N. Y. 


\! +a gens ear oe N. Y. 
























) H Gentlemen: Please send me complete information on Delco 
' Water Systems. 

1 ' 
\, Name | 






} Address Ny} 

; City State ; 

t-—------ == - - - =~ - =~ ~ ~~~ ~~ ~~ --! 
—— — ee 











HARDWARE BRIEFS | 


| 





Name and Address 
KANSAS 
Medicine Lodge, Central 
Hdwe. 


LOUISIANA 
Crowley, West Second St. 


MASSACHUSETTS 
Belmont, Harvard Lawn 
Hdwe. Supply Co., 147 
Belmont St. 


NORTH CAROLINA 
Wilmington, Fergus Hdwe 
Co., 120 Market St. 


OHIO 
Columbus, Henders Hdwe., 


3041 Indianola Ave. 


TENNESSEE 
Waynesboro, Carter Hdwe. 


TEXAS 
Crockett, Smith-Murchison 
Hdwe. Co. 
Orange Grove, Neumann 


Hdwe. Co. 
Rosenberg, P. K. Rude & 


Sons 


VIRGINIA 
Newport News, Scott Hdwe. 
Co. 


Feature 


Purchased by Ray Hamilton 


New hardware store opened 


New hardware store 


New hardware store 


Building new addition for warehousing 


Purchased by Ralph Nowlin and added lines 
of refrigerators, ranges, electrical supplies 
and tractors and farm implements 


Added a farm implement department in new 
building adjoining the store 

Now in new and remodeled quarters and is 
operating a service station in connection 
with the hardware business 

Moved hardware and furniture business to 
new quarters 


A new hardware business, using fluorescent 
lighting 


Ernst Toepfer 


Eldridge Fergus 





ROEBLING’S SONS MAKE 
SALES APPOINTMENTS 


H. Clapp, 


Roger formerly 


| Philadelphia branch manager of 
Owner or Manager | 


John A. Roebling’s Sons Co., 
Trenton, N. J., has been ap- 
pointed assistant general man- 
ager of sales and Earl N. Graf, 
heretofore manager of the Pitts- 
burgh branch of the company 
has been appointed assistant man- 
ager of sales, wire rope division. 

Mr. Clapp was first identified 
with the American Steel & Wire 
Co., Worcester, Mass., where he 
spent six years in the mills and 
eight years in sales work. In 
1923 he became sales manager of 
the wire department of the Wick- 
wire Spencer Steel Co., later be- 
coming eastern district sales man- 
ager of the company and in 1932 
sales manager of the Pacific Coast 
division. He joined the Roebling 
company in 1936 as manager of 
the Philadelphia branch. 

Mr. Graf joined the Roebling 


| organization indirectly in 1919 
| when he took over specialized 
| wire rope sales for the Frick & 


Lindsay Co., a Roebling distribu- 
tor in Pittsburgh. When Roeb- 
ling opened a branch office in 


| that city in 1938, Mr. Graf was 


W. B. Scott 


put in charge of wire rope sales 


| and the following year became 


manager of the branch. 








CENTRAL STATES CLUB 
PARTY DRAWS 170 


The third Atlantic City get- 
together of the Central States 
Hardware Club was held Sunday 
evening, Oct. 13, at Hackney’s 
Restaurant, Atlantic City, N. J., 
the night before the joint conven- 
tion of the manufacturers and 
wholesalers. More than 170 mem- 
bers and guests enjoyed a shore 
dinner and a bill of professional 
entertainment. Those present 
were welcomed by Will J. Fed- 
dery, Cleveland, Ohio, central 
western manager, Harpware AGE, 
chairman of the board of the 
organization, who announced that 
the club has a membership of 
more than 500 hardwaremen. 
Solo dance numbers and dialect 
stories were offered by members 
of the club. 

Arrangements for the evening’s 
entertainment were in charge of 
A. J. Eggleston, Richards-Wilcox 
Mfg. Co., Aurora, Ill.; Frank J. 
Koch, McKinney Mfg. Co., Pitts- 
burgh, Pa.; Henry Squibbs, 
American Steel & Wire Co., Chi- 
cago, Ill., and Ben Leve, Chicago, 
fl., The Carborundum Co., secre- 
tary of the Central States Hard- 
ware Club. 
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200 DEALERS VIEW TOYS AT L. H. SMITH SHOW 





Over 200 dealers visited the recent Open House and Toy Show held by the L. H. Smith 
Co., wholesale hardware firm of Pittsburgh, Pa., at its quarters. Above is a view of the 
exhibit room with Christmas merchandise on display. 
show was the largest held in years and orders averaged a 25 per cent increase over last year 
with a number of new accounts opened. 


According to the company the 1940 
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FAVORS INCENTIVE PLAN 

FOR RETAIL HDW. CLERKS 

Luther R. Stein, vice-president 
in charge of sales, Belknap Hard- 
ware and Mfg. Co., Louisville, 





LUTHER R. STEIN 


Ky., told the sales managers coun- 
cil of the Louisville Board of 
Trade at a dinner meeting re- 
cently, that if he had his way 
independent retail clerks would 
work under an incentive plan, 
similar to those used in the 
“chains.” 

The retail clerk is the most im- 
portant man in the whole field of 
distribution, Mr. Stein asserted, 
adding that “he is the most sadly 
neglected.” He outlined a pros- 
pective incentive system. Mr. 
Stein advised the sales managers 
to examine themselves when they 
start “bawling out” their sales- 
men, suggesting that perhaps they 
may have been doing too much 
talking without much teaching. 





NEW CHILDREN’S BOOK 
EXPLAINS HOW TO 
BUILD A HOUSE 

Creighton Peet’s photographic 
reporting on the building of a 
home, from hole in the ground to 
habitable dream, “This Is The 





Way We Build A House,” has 


been published by Henry Holt, 
257 4th Ave., New York City, | 
and is for children of about six 
to 14. 

Mr. Peet is the author of the 
classic “Mike The Cat,” one of 
the first of the photographic 
books for children, says: 

“When I came to do this book 
I wanted to show a house where 
the architect was a vital factor. 
That such a house is a matter 
of following a plan. The plans 
we used were drawn especially 
for the book and are swell, all 
useless detail eliminated, very 
simple black and white, filling 
two pages.” 


ARVEY CORP. CONDUCTS 
DISPLAY CONTEST 


Arvey Corp., Chicago,  IIl., 
manufacturer of “R-V-Lite Vita- 
phane” is sponsoring a special 
dealer contest, offering dealers an 
opportunity to get $9.25 extra 
cash by giving the winners one 
50-ft. roll of “R-V-Lite” as a 
prize. 

Entries must write the com- 

pany at 3462 N. Kimball Ave., 
for a free 24 by 36 in. sample; 
build a window-frame or frames, 
tacking the “R-V-Lite” in posi- 
tion in place of glass, and use 
this window frame in the store or 
window display. A snapshot of 
the display together with a short 
letter telling of results received 
from the display must be sent 
to the company. The best photos 
and letters receive the prize. 
. The contest which opened Sept. 
1 closes Dec. 31, 1940. The 
judges are L. L. Grisamore, gen- 
eral manager of the Arvey Corp.; 
S. Strauss, sales manager R-V- 
Lite Division, Arvey Corp., and 
E. W. Jungell, account executive, 
Simmonds & Simmonds Advertis- 
ing Agency. 

This campaign coupled with 
sales helps in the form of new, 
colorful posters, illustrated, coun- 
ter displays, and a series of four 
holders is expected to increase 
dealer sales of this product. 
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lifetime experience in suc- 
cessfully selling, buying 
and manufacturing this 
line. He'll show you the 
best stock to carry, how to 
work with property own- 
ers, architects and contrac- 
tors and how to use this 
line to get extra sales in 
other lines. ‘ 


This book will bring 
you all you need to know 
about this profitable basic 
hardware line — informa- 
tion that will make 
EXPERTS out of 
NOVICES. 
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Countries $3.50.) 








From NOVICE to EXPERT 
the ABC of BUILDERS’ HARDWARE 


Peblinhed by Kanowandace A 


Don’t be a yes man—be an expert in Builders’ 
Hardware and step into the higher income brackets. 


There are many opportunities for the man who 
knows his Builders’ Hardware thoroughly because 
good Builders’ Hardware men are scarce. 


Increase your knowledge of Builders’ Hardware 
with the only text book ever published on this sub- 
ject — “TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE”. 


You'll get the benefits of Adon H. Brownell’s 








HERE ARE SOME 
OF THE FEATURES 
®@ 220 Pages—size 

Bn x II 
® Cloth bound to with- 

stand hard usage 
© 60 Chapters — Elemen- 

tary, Intermediate and 

Advanced Courses 
® Working Blue Print 
© 9 Comparative Charts 
® 13 Large Detailed 

Drawings 
® 600 Illustrations and 

Diagrams 








coupon 
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() Check here if you enclose payment, in which case we pay postage 
iTTTITITITIiLiIirtrirtriritrtrtttLLtLtttststtsttseeeeelL 


TOoAY 


100 East 42nd St., New York, N. Y. 


Please send me...... copies of “TAKING THE MYSTERY OUT 
OF BUILDERS’ HARDWARE” by Adon H. Brownell. 
the Postman $3 each, plus a few cents postage. (Canada and Foreign 


I will pay 
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THE 


WHALE 


CARRIES ITS OWN 
SHOW WINDOW 


A display combination 
on a staple 
item at a 
popular price. 
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W—H—A—L—E _ spells 
sales — because Whale 
Clothes Line is a good 
line at a low price — all 
yarn solid braided —twice 
as strong as ordinary "rov- 
ing” lines... . 


a“ a 


ee itis ce 
0 BRA DEO Corron 


Citi LINE 


because each hank is 
kept clean in a transpar- 
ent wrapper — printed in 


four brilliant colors... . 

because twelve of these 
hanks are put up in an at- 
tractive counter display 
carton.... 


Write for sample 
and details 


SAMSON CORDAGE WORKS 


Boston, Mass. 
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of the board of The 


H. H. TIMKEN, SR. 
H. Timken, 


chairman 


Timken Rol- 
14, in 


OF, 


ler Bearing Co., died, Oct. 





H. H. TIMKEN, SR. 


his home at Canton, Ohio. AIl- 
though still active in the business 
which he founded with his father 
and brother, in 1898, his two sons, 
H. Timken, Jr. and W. Rob- 
ert Timken, in recent years have 
taken an active part in the man- 
agement of the company. 


GILBERT G. TRUNK 
Gilbert G. 


ment of the Belknap Hardware 
& Mfg. Company, Louisville, Ky., 
died Oct. 6. He had been em- 
ployed by the company 42 years. 
He is survived by his 
‘Mrs. Elizabeth Trunk, and one 
daughter. 


WILLIAM A. SHEPARD 
William A. Shepard, merchan- 
dise manager of The American 


Fork & Hoe Co., Cleveland, Ohio, 


| died in that city on Oct. 8. 


“Shep,” as he was affection- 
ately known throughout the trade, 
for many years was connected 


| with the Kelly Axe & Tool Com- 


| the time 


pany of Charleston, W. Va., 
starting with that firm in 1904, 

and had successively been export 
manager, sales manager and, at 

of its affiliation with 
The American Fork & Hoe Co., 
was vice-president. 

After the merger, he moved 
to Cleveland and was first sales 
manager and then later merchan- 
dise 

| sion. 
| of the best posted axe and tool 


| Immaculate 


Trunk, 58, manager | 
| of the builders’ hardware depart- | 


manager of the Tool Divi- 
He was recognized as one 


men in the country, and his pass 
ing is keenly felt by his host of 
friends and acquaintances. 

Surviving him are his widow, 
Mrs. Charlotte Shepard; a daugh 
ter, Mrs. John Hart, and grand 
son, John Hart, Jr., residing at 
Charleston, W. Va. 


F. H. RITTERBUSCH 


Frederick H. Ritterbusch, 51, 
New York representative of Earle 
Hardware Mfg. Co., Reading, Pa., 
passed away Oct. 21, at Mary 
Hospital, Jamaica, 
Long Island, N. Y., following an 
illness of 10 days. The passing 
of Mr. Ritterbusch, who was well 
known and very popular in east- 
ern hardware circles, was a shock 
to his many friends, as he was 
believed to be on the road to 
recovery. He bagan his hardware 
career with Russell & Erwin Mfg. 
Co., New Britain, Conn., later 
becoming a member of the firm 
of Lanbush Sales Co., manufac- 
turers’ agents, which was suc 
ceeded by Lanbush-Fisher Co. 
After the dissolution of Lanbush- 


Fisher Co. he served as New 
York representative for Earle 
Hardward Mfg. Co. He was a 


very active member of the Hard- 
ware Boosters, having served as 
Chief Booster and as a member 
of various committees. 

Surviving are Mrs. Ritterbusch, 
two sons and two daughters. His 
associated 


son, James J., was 
| with him in business. 


widow, | 





F. H. RITTERBUSCH 
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LEROY N. SWEET 


Whose passing was announced 
or. page 87 of the Oct. 17 issue 
of Harpware Ace. Mr. Sweet 
was vice-president and manager 
of the Chicago offices of Sur- 
pless Dunn & Co., manufactur- 
ers’ representative of New York 
City. 


START DRIVE FOR ENTRIES 
IN PACKAGE COMPETITION 

Once again, under the auspices 
of Modern Packaging Magazine, 


| clerk 


the annual All-America Package | 


Competition, 122 E. 42nd 
New York City, is conducting a 
special drive to encourage entries 
in an effort to far exceed the 
30,000 packages that were sub- 
mitted last year. 

Entry is open to all designers, 
package suppliers, 
manufacturers, package-using 
firms and others responsible for 
the creation of the package or 
display. There are no 
tions regarding the number of 
that may 
Any package, display or illustra- 


entries 


stallation, which has reached the 
market or has entered production 
during the calendar year of 1940, 
is eligible for entry. 

The various phases of the 
packaging industry will be well 


machinery | 


be submitted. | 


represented in the twenty broad | 


classifications which have been 
set up: folding cartons; col- 
lapsible tubes; fibre cans; glass 
containers; metal containers; set- 
up paper boxes; plastic contain- 
ers; machinery and equipment, 
Class A; machinery and equip- 


displays; floor displays; window 
shipping containers; 
family group; wraps, bags, en- 
opaque; wraps, bags, 
envelopes, transparent; labels 
and seals; closures; rigid trans- 
parent containers, other than 
glass, and miscellaneous contain- 
ers. 


displays; 


velopes, 





1940 


| curement of standard fish 


St., | 


restric- | 


WILLIAM M. McCLURE 


William M. McClure, vice- 
president of J. M. Warren & Co., 
Troy, N. Y., wholesale hardware 
firm, passed away Oct. 3. He was 
71 years old. 

Mr. McClure went to 
with the Warren company as a 
in 1891, later becoming 
chief auditor, then secretary, and 
a short time ago, vice-president 
of the company. 


work 


HENRY H. DENT 


Henry H. Dent, 79, president 
of the Dent Hdwe. Co., Fuller- 


ton, Pa., since 1895, passed away 


recently. 
Mr. Dent, former resident of 


| Allentown, Pa., went to that city 


in 1889 to accept a post as a 
bookkeeper. Five years later he 
was named superintendent of the 
Allentown Hdwe. Co., and a year 
later upon the incorporation of 


the Dent firm, he became its 
president. 
The following represent the | 


board of judges: Barbara Daly 
Anderson, director of the Parents’ 
Magazine Consumer Bureau; Wil- 
liam M. M. Bristol, Jr., vice- 
president of Bristol-Myers Co.; 
James M. Mathes, president of 
J. M. Mathes, Inc.; and George 
R. Webber, in charge of all pack- 
age development activities for 
Standard Brands, Inc. The cur- 


rent competition closes on Jan- | 


uary 6, 1941. 
honorable mentions will be 
in March, 1941. 


an- 
nounced 





NEW BUILDERS’ HARDWARE 
COMMERCIAL STANDARDS 


The Department of Commerce 


. P ; ra | today announced the release by 
tion of packaging machinery in- | 





the National Bureau of Standards 
of a second edition of its pam- 
phlet embodying the commercial 
standard for builders’ hardware 
(nontemplate). In this pamphlet 
are set forth the general practices 
of the industry, including the fol- 
lowing: Standard finishes, meth- 
ods comparing finishes, and pro 
sam- 
ples; rules for hands of locks, 
casement sash trim, and hinges: 
backsets; rules for sizes and ap 
plication of door closers; weights. 


‘ thicknesses, paint clearances, and 
ment, Class B; counter or shelf | ok 
| *s 


for sizes of butt hinges; 
standard mortises for cast and 
wrought-case sash pulleys; and 
recommendations on architectural 
details. Copies of the new pam- 
phlet, issued as CS22-40, are ob- 
tainable at 10 cents each from 
the Superintendent of Documents, 
Government Printing Office, 
Washington, D. C. 


Major winners and | 
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No, Sir-ee! 
Don’t let him 
forget collar 
pads! 


It pays to remind farmers of collar pads when 
they come into your store. Ta-Pat-Co Collar Pads 
are one of the best “lead-in” items in your store to 
help sell other harness equipment. In calling atten- 
tion to collar pads, your customer is reminded of 


































collars, hames, traces, or maybe repair parts that 
he also needs. 


FREE display card, 


designed to hang on a Ta-Pat-Co 
pad, will be mailed on request if 
your jobber’s salesman cannot sup- 
ply you. Ask for it. 


NN €@) 
COLLAR PADS 
PREVENT SORE SHOULDERS & “COLLAR CHOKE” 


THE AMERICAN PAD & TEXTILE CO.—Greenfield, Ohio. 








+ 





Richard Harte’s Address 


(Continued from page 75) 


economy,” but it is equally en- 
lightening to learn this inten- 
tion was altered in a few 
months. The cigarette, radio 
equipment, paper, electric bulbs 
and steel wire are but a few 
examples of industries cartel- 
ized almost immediately by 
decree. 

A vigorous effort was made 
also to rigidly control prices, 
but in spite of all regulation 
(on grounds of protecting con- 
sumers, as well as competitors 
from each other in below-cost 
selling) a slow but continuous 
rise of prices became apparent. 

The German industrial pro- 
gram permitted industry to re- 
main in private hands, its man- 
agement was regulated to the 
smallest detail, a constantly in- 
creasing tax load was imposed, 
and free use of profits beyond 
6 per cent was denied. 

This then is a brief account 
of Hitler’s assumption of power 
and the instruments of govern- 
ment he chose. There was no 
indirection in the approach. He 
did not reach silently for power. 
It was done brazenly, openly, 
persuasively and forcefully. 


Love Of Power 


The seven years of Naziism I 
have pictured stripped of its 
myth, its frills and its hocus- 
pocus, is only the rise to the 
surface of the old, old hu- 
man monster—love of personal 
power, craved by some men, to 
control the energies and activ- 
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JOHN M. BURBANK A. H. NICHOLS 


Farwell, Ozmun, 


Kirk & Co. N.W.H.A. N.W 
N.W.H.A. Exec.Comm. Advisory Board 


134 





ities of others. The personal 
power impulse is the chronic 
disease in the social organism 
of the world today! It multi- 
plies, paralyzes and destroys. 
Its start is always concealed 
and disguised by ideas clothed 
in high phrases, noble senti- 
ments, or humanitarian objec- 
tives. 

The Nazis, like other gang 
governments of Europe, express 
no new social or economic sys- 
tem. Its ends are solely the 
age-old objective—gang power, 
if necessary by pillage and 
murder. 


State the Instrument 


The instrument used in this 
pursuit of power was, as usual, 
the state. Its victims are fed 
the moss-covered traditions of 
the indispensable and protec- 
tive functions of state. The 
gang drives its people to seek 
constantly more protection. It 
deliberately encourages fear 
and insecurity among its people. 

In Germany the Nazi Party 
symbolizes this process. It was 
nothing more or less than a 
group or gang to whom others 
attached themselves for per- 
sonal advantage, voluntarily or 
by compulsion. The formal 
members were the party offi- 
cials, the informal, those who 
voted, cooperated and went 
along. First the rag-tails, then 
gradually men of substance, 
professional and business lead- 
ers joined the movement to pro- 
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J. W. McLEAN N. J. CLARKE 
Buhl Sons Co. Edwards & Walker Republic Steel Corp. Sargent & Co. 
-H.A. A.H.M.A A 


Vice-President 





mote their selfish interests, to 
eliminate competition, or in the 
insane belief that gang power 
would assure stability, prosper- 
ity, and National security. 

We, in America, have no rea- 
son either to be complacent or 
passive. The dread disease of 
Europe has ‘spread to our 
shores. In recent years we have 
seen a small group among us, 
driven by an overmastering im- 
pulse for power, building on 
distress, confusion and fear of 
economic depression, a _ vast 
party of dependents and bene- 
ficiaries supported by the pub- 
lic treasury. We have seen pro- 
paganda used for the manipula- 
tion of public opinion. We have 
seen its opponents persecuted 
and oppressed. We have seen 
its Party extract the income and 
savings of our people by con- 
fiscatory taxation for the sup- 
port of its beneficiaries and 
dependents. By pleas of eco- 
nomic emergency, aid to the 
under-privileged, relief of un- 
employment, or under the mask 
of humanitarianism, we have 
seen the powers of state ex- 
panded and control of our eco- 
nomic resources firmly placed 
in the hands of political offi- 
cials, agents and servants of 
the gang. We have seen our 
productive facilities demoral- 
ized and paralyzed. We have 
seen temporary power made 
permanent. To destroy morale, 
we have seen class set against 
class. We have finally seen mil- 
itary and civil conscription on 
the plea of a foreign danger 
against which we have done 
nothing to prepare. 

Step by step, in all essential 
aspects of life, we too have be- 
come subjects and dependents 
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CASH-IN 


Get set to profit 
from the big market 
that exists for 


LINCOLN 


GREASE GUNS and FITTINGS 
.- also on UTILITY TRANSFER PUMP 


Many leading manufacturers of passenger Cars, trucks, trac- 
tors and machinery have standardized on Lincoln Grease 
Guns and Fittings —definitely establishing the merits of 
this outstanding line. 

A vast market exists for the sale of 
additional guns and fittings in the re- 
placement or service fields, and you 
can also make a real leader of the 
Utility Transfer Pump, shown at left. 





















LINCOLN UTILITY TRANSFER PUMP, Model 
1313, pumps alcohol, lubricating oils, 
gasoline, kerosene, crude oils, cutting 
oils, turpentine, etc. Will fit 12” or = 
bung openings. Investigate, and you'll 
agree that this is an unusually 
high quality pump for an amaz- 
ingly low price. 





MODEL 1005 GREASE GUN (shown above) 
is one of several models of KLEEN- 
SEAL Grease Guns. These guns provide 
the fastest and cleanest method of 
lubricating machinery, tractors, imple- 
ments and vehicles equipped with 
KLEENSEAL, Zerk or Hydraulic fit- 
tings. Available in capacities ranging 
from 3% to 18 ounces. 





Lincoln manufactures 
KLEENSEAL Fittings, 
Pin-Type Fittings, and 
Button Head Fittings in 
afull range of sizes.A few 
of the most popular Fit- 
tings are shown at right. 


Ask your nearest Lincoln jobber for details on this complete 
line—or write us for a copy of our latest catalog 


LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U.S.A. 
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A FEATURE 
THAT WILL 
SELL ITSELF 


Hand your cu 
3 y stomer this Gre 
nena Expansive Bit. Let = 
adjust the cutter by a quick soos 
=e of the thumb, and show hima 
iow a guarter turn of the eccentric 
jo mein a ee driver, presses barrel 
st cutter, locking it so i 
th 
— stays locked. Just ieuntion the 
= open throat, an important 
pany: ee feature, which permits free 
clearance of chips, maki ing 
( : ng bo 
considerably easier than with ordi ae 
expansive bits. _— 
And that’s all i 
there is to it. Y 
, ou 
sone ra will be quick to see the aa 
—_ ages of this Greenlee expansive bit 
= —* — little selling to do Why 
send today for Catalo 
g 31, and 
a information about the tt 
. vk ee line of tools for the Wood- 
pa er, Electrician and Plumber. And 
ention your jobber when writing. 


GREENLEE TOOL CO. 
1715 Columbia Ave., Rockford, Ill. 


TOOLS THAT STAY Sold! 








of the state. There can be no 
dictators without sheep, and we 
have been the complacent, easy- 
going, wooly-headed sheep, for 
the most part too engrossed in 
feeding to recognize the pas- 
tures into which we have been 
led. 

But we are not yet defeated. 
We have been out-rushed, out- 
kicked and out-passed. We have 
been befuddled by the dexter- 
ity, the screening, the Statue of 
Liberty plays of the opposing 
backfield. We at last are begin- 
ning to see the strategy of 
the Frankenstein monster—the 
modern state—built from the 
weakness or frustration of its 
people. It must be subdued and 
mastered, if the constructive 
service of man is not to be de- 
stroyed. 

What can we do? Temporarily 
we can stop the aggression of 
political power—by the ballot. 
But the monster of state power 
has been fed by all political 
parties. It is greater than party. 





Temporarily the ballot can 
check its advance, but the bal- 
lot alone can make no long-term 
settlement with the monster. To 
delay and finally control the 
creature will require new meth- 
ods, a new technique, an enor- 
mous amount of _ sustained 
thought and experiment on the 
part of many men. It is vastly 
more difficult to break up, 
disperse or contract political 
power than it is to expand and 
make it grow. 

Our course is difficult. There 
is no easy road. But if we in 
the hardware industry delib- 
erately devote ourselves daily 
to stimulate and fortify in our- 
selves and those about us, a vig- 
orous spirit of independent, 
self-reliant, self-disciplined de- 
termination to conserve our so- 
cial and _ physical resources 
from dissipation and destruc- 
tion by the superstate, we will 
make no small contribution to 
the future welfare of our na- 
tion. 


Sheet Copper and Its Possibilities 


By CARTER COLE 
Copper and Brass Research Assn., New York, N. Y. 


At the Tuesday 


afternoon's session 
of the National 


Association of Sheet 
Metal Distributors 


be most obvious use of 
sheet copper, of course, is 
for all copper roofs. The best way 
to expand the possibilities here 
is to see that copper roofs are 
properly applied. A good roof is 
its own best advertisement, while 
a poor roof is a serious sales 
handicap. 

The second obvious use of 
sheet copper in building is where 
copper is used as an accessory to 
other building materials: for 
flashings, gutters, leaders and 
downspouts. Here again the de- 
tails of proper construction are 
very important. 

The third use of copper in the 
building field which has excellent 
possibilities as a new develop- 
ment, is the use of copper for 
vertical sheathing. Any of you 
who have seen the General Elec- 
tric Building at the New York 
World’s Fair will appreciate how 
far we have progressed in this 
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field since I last talked to your 
association seven years ago. 
The fourth and another new 
use for copper is the growing ap- 
plication of very thin sheet cop- 
per backed with some other ma- 
terial, or plain, for waterproofing 
and damp proofing. This opens 
up many new possibilities in the 
sheet copper field. The product, 





CARTER COLE 





TILLMAN CAVERT 


Old Guard Held Luncheon 
During Convention 


Tuesday noon, during the At- 
lantic City convention the Old 
Guard held a luncheon meeting at 
the Marlborough-Blenheim Hotel. 
Tillman Cavert, president, pre- 
sided. About 50 members attended, 
also the incumbent officers of the 
manufacturers’ and wholesalers’ as- 
sociations. There were no speeches 
but merely a brief introduction 
of the visitors and the announce- 
ment that the Old Guard would 
enjoy its customary major meet- 
ing and dinner during the Mem- 
phis, Tenn., convention of the 
Southern Hardware Jobbers’ As- 
sociation to be held in April, 1941. 


(e) 


however, is a special one of one 
of our member companies. 

The fifth and still another new 
and interesting application of 
sheet copper is developing rap- 
idly, and is concerned with the 
protection of buildings against 
termites. 

Now these insects have some 
very peculiar characteristics. 
They must maintain their con- 
tact with ground moisture, and 
they keep out of the light as 
much as possible. Therefore, in 
traveling from the ground, which 
is their home, to wood, which is 
their food supply, they build shel- 
ter tubes over inedible material. 
The copper shield, placed over a 
foundation, between the ground 
and the wood work of a house, 
prevents the insects from getting 
into the dwelling. Also, applied 
to old construction it will cut 
them off from their contact with 
ground moisture, and they will 
dry up and die. That is why non- 
corrodible copper shields are 
coming into wide use for termite 
protection. 
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DEMONSTRATOR Sentry STOP-A-DRAFT stops drafts in- 
stantly. Fits inside or outside any door 
SELLS THE and works automatically. Close door 


and felt comes down, sealing out drafts, 
dust, noises and odors. Open door and 
felt goes up as door swings freely over 
carpeting and floor. Easily attached. 
Standard models for regular size doors 
and adjustable models for doors rang- 
ing from 24” to 44” wide. Standard 
color is Satin Brass. Ivory, Mahogany, 
Walnut and Chrome on special order. 
Sturdily constructed of 22 gauge steel 


and MOTH PROOF felt. 


SENTRY 
STOP-A- 
DRAFT! 


This handsome Counter Demonstrator, regularly billed to dealers at $2.00, FREE 
FREE INTRODUCTORY with 1 dozen trial assortment order of average best selling sizes for limited 
OFFER TO DEALERS! time only. Gives you streamlined selling at point-of-sale by actually demon- 
strating the functioning of Sentry STOP-A-DRAFT in operation. 
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Your market is almost unlimited! The Sentry STOP-A-DRAFT is easily attached 
with a screwdriver and sells itself to homes, stores, schools, apartments, hotels, hos- 
pitals, ete. Complete trial assortment ready to install retails at $21.50, netting you 


a liberal profit. JOBBERS AND DEALERS—ORDER NOW AND SAVE MONEY! 











THE SENTRY STOP-A-DRAFT CO. * Cleveland, Ohio 
Sales Representatives JOHN H. GRAHAM & CO., INC. eae aes 
105 Duane Street, New York, N. Y. 
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“We Try to Buy What 
Our Customers Will Like’’ 





Tx hardware mer- 


chant who buys merchandise that 


he likes without considering 
whether or not he is purchasing 
what his customers like and will 
buy from him is a gambler. If he 
is a lucky gambler the “house” 
will win. If not, the “house” will 
“pay through the nose” as the re- 
sult of loading up on shelf warmers 
and profit killers. Toys are a 
daily necessity for children as a 
means of building their minds, 
characters and bodies, but toys 
must be bought with care, espe- 
cially for the toy department that 
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is not operated on a year ‘round 
basis. 

Realizing the necessity of buy- 
ing toys that will sell and toys that 
really have genuine play value, 
Omer Perron, proprietor of Per- 
ron & Co., hardware store in 
Southbridge, Mass., and Ernest 
Fontaine, the manager of the 
store’s toy department, visit toy 
fairs in New York and Boston 
each year to compare and study 
the various lines of new and im- 
proved playthings that are being 
offered. Says Mr. Perron, “We try 
to buy not what we like but what 





Gifts for adults are 
featured in built-up 
displays and every- 
thing is within easy 
reach of the patron. 


Perron & Co., Southbridge, 
Mass., prepare for the Xmas 
season by visiting the New 
York and Boston toy fairs 


our customers will like. About 
2000 toy catalogs with our im- 
print were distributed throughout 
Southbridge to homes in which the 
most children live. People phoned 
about items in the catalog and re- 
quested that we send them C.O.D. 
or that we hold them until they 
could come to the store. And the 
catalogs brought people to the 
store, who had never been here 
before.” 

Pricing merchandise at the right 
figures is another important fac- 
tor in having what people want 
and will buy. Therefore, accord- 
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ing to Mr. Perron, “We check 
prices’ of mail order houses and 
department stores and try to meet 
those prices. And we use bargain 
prices, such as 98 cents, etc., wher- 
ever we can.” Since a toy depart- 
ment is a builder of traffic and 
good will and a profit maker as 
well, adults visiting the store to 
look at giftwares for older persons 
are reminded by salesmen in that 
department of the toy displays. 
And toy department salespeople 
call attention to Christmas wares 
of interest to adults. 


Gifts Featured 


Southbridge is a town of less 
than 16,000 inhabitants and is 
within easy reach of Worcester 
with its numerous larger stores. 
There are a variety of active in- 
dustries in Southbridge with a 
good level of employment and, ac- 
cordingly, there is plenty of money 
available for toys and other gift- 
wares at Christmas time. Because 
of this condition about one-third 
of the store, which measures 120 
by 40 ft., was devoted to toys and 
gift lines for adults. Christmas in 
1938 marked the first time the 
store went after toy business in a 
big way, and, although stocks 
were of good size, practically .all 






playthings were cleaned out. Last 
Christmas the store also enjoyed 
a worth while toy and gift volume. 

The catalog used by Perron’s 
was issued by 14 wholesale houses 
in cooperation with 49 manufac- 
turers. It showed about 210 dif- 
ferent toys in rotogravure and 
showed items priced from about 
25 cents to $30.00 (electric trains). 
While the items offered in the store 
were not limited to those shown 
in the catalog, the numbers illus- 
trated in the catalog, according to 
age groups, were based upon selec- 
tions of recognized authorities, 
thereby eliminating guess work in 
the selection of suitable and salable 
playthings. 


Window Displays 


Attractive window displays and 
built-up store displays of sample 
items were important aids in help- 
ing the store show at least one of 
practically every toy, game, doll, 
etc., in stock. Since Southbridge, 
like many other New England com- 
munities, has its grand opening of 
the Christmas shopping season 
late in November, Perron’s tied 
in with the event by having its 
toy displays in the store and in 
one of its show windows ready 
for that event. 



























A wide range of gifts for children of all ages was shown in 
this window and all items bore price tags. Wreaths, festoons, 
a tree and the background furnished the holiday atmosphere. 
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New Tulip 
Sprinkler in 
six colors. 


Doublet Sprin- 
ler — two 
styles, three 

colors. 





Sherman 


Announces New 7 


LAWN HOSE & 


d "Label" 


in Color! 


Don’t buy Lawn Hose 
Goods until you see this 
amazing new Sherman 
Line of Sprinklers, Noz- 
zles, Couplings, Menders, 
Etc., in assorted colors! 








Here is the newest, most 
colorful, most salable line 
ever produced — a line 
every retailer will want— 
a line that will bring you 
increased volume! 


Diamond Hose 
Nozzle — in 
three colors. 


This colorful new wmer- 
chandise is packaged in 
new display ,cartons. It 
will be exhibited at lead- 
ing hardware shows. It 
will also be intensively ad- 
vertised to the retail trade. 


Find out NOW about 





these new goods—and the Long-grip 
powerful program of ad- ae a in 


vertising that’s planned to 
build larger sales for 
you! 


Write 


for New 
Catalog! 





Long-grip 
Menders in 
six colors. 


Shows new Sherman 
Lewn Hose Line in 
FULL NATURAL COLOR! 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 
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NASHVILLE PERSONALITIES 
Pst 


AA wun WEAVER, AN 
fis NASHVILLE HARDWARE MAN, WAS aN 
BORN IN NASHVILLE 56 YEARS AGO. 
Y AYE LAND UPON WHICH HE WAG BORN \ 
4; f HAS BEEN IN THE FAMILY FIVE GENERATIONS- \ 
/ We GTILL LIVES ONIT. AFYER RECEIVING HIG \ 
1] oRepARMDRY EDUCATION AT WALLACE AND. N 
BRANHAM HUGHES ACADEMY, HE THEN WENT TO 
VANDERBILT. MR. WEAVER IGA ROTARIAN. 
FROM 1934-39 HE WAS PRESIDENT OF THE 
Y¥.M.C.A. HE WAS ONE OF THOSE RESPONSIBLE 
FOR A BOYS SCouy TROOP AT THE INDUSTRIAL 
SCHOOL: HE IS A MEMBER OF THE CouNTY 
_ BOARD OF EDUCATION, AND 1S CHAIRMAN 


iN HE BOARD OF STEWARDS OF THE 


EL ach | 


lt La ‘ 


POULTRY 
NETTING 


\ ARLINGTON METHODIST CHURCH. 


LEAN 
LANKY PITCHER 
ON THE VANDY 9 


j! We FIRST JOB 
But EVER HAD WAG 
> ee 
Boost Sales Co - = MTN Hi 
With This New : Hl ence 
Low Cost Netting! 


BILL. IFA FINE BIRD- 
FLOCK OF ELEPHANTS \00% AMO 

The new U.S. 4 in! Poultry Net- ono 

ting provides dependable chick-tight GOULD NICK } 

fence protection at a NEW LOW 

COST. Baby chick-tight at the bottom, 

poultry-proof all the way up, it combines 

the advantages of closely spaced fabric 

with the economy of wider mesh net- | 

ting. The seven lower line wires are 

only 5/8-inch apart. The remaining 

line wires are graduated (at intervals) 

as follows: | inch, | 3/4 inches and 

2 inches. 


U.S. 4in | is woven with straight 
parallel line wires joined by the famous 
U. S. LOCK-TWIST. It rolls out flat, 
cuts easily and without waste, stretches _is 
perfectly, requires no top-rail, no base- 

board. Made of Cop- 
per-Bearing Steel 
Wire, hot zinc gal- 
vanized. Furnished 
Galvanized Before 


W. C. Weaver, president of McWhorter, Weaver & Co., Nashville, 
Tenn., hardware wholesalers, was recently selected as the subject of 
the above feature which appears each week in the Nashville Good 
News Weekly. This feature tells its own story to the reader and 
reproduced by special permission of the above publication. 





“The law should endeavor to 
adopt that construction of a con- 


“‘He Asked for It” 





or After Weaving in 
24, 36, 48, 60 and 


LOCK-TWIST 979 inch widths. 


WEAVE 


U.S. 4 in | is produced by the makers of 
U. S. STRAITLOK, the original straight-line 
netting, and U. S. HEXLOK, the improved hex- 
agon mesh fabric. All are readily available from 
representative jobbers. Ask your jobber or write 


direct for complete information! 


INDIANA 
STEEL & WIRE co. 


MUNCIE N AN 4 


F a business man enters into a con- 


tract whose terms turn out to be 
unduly harsh or disastrous for him, 
he can expect no help from the 
He will be held to the con- 


courts. 
tract 
tarily imposed on 
court would be too dignified to say, 
“He asked for it.” but that’s the 
general idea. 


conditions which he volun- 


Speaking of the court's function 
in the construction and interpreta- 
tion of the words used in a contract, 
a Federal court recently said: 


himself. The 


tract which is most equitable to the 
parties to the contract. The rule of 
construction and interpretation will 
not be stretched to accomplish a re- 
sult which cannot be accomplished 
without in effect redrafting the 
agreement. That is to say, the law 
does not protect against conditions, 
harsh though they may be, which a 
party to a contract has seen fit 
voluntarily to impose upon himself.” 

Meaning: the law won’t help you 
out of a harsh contract which you 
signed of your own accord. 
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Taxes That Ruin 


TAXES FOR 1939: 






Amounted to more than one-half of net earnings, 
before taxes. Were equivalent to $611 per employee. 
Equalled $329 per common stockholder. Paid by in- 
dustry, amounted to almost twice as much as was 





L, one has been dis- 


turbed over the ever-growing tax 
burden in America during the last 
five years—and who hasn’t been? 
—with what solemn misgivings 
must the future be regarded! 

Under the double handicap of 
excessive taxation and unreason- 
able government _ interference, 
American industry has been de- 
prived of the opportunity to re- 
cover from the worst depression in 
history. 

The American system of private 
enterprise has been subjected to 
subversive assaults from socialistic 
planners within the Federal Gov- 
ernment. 

Social reforms, some worthy but 





*Reprinted from the July, 1940, issue 
of Investor America by special permis- 
sion. 
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paid in dividends to owners of common stock. 


By CHARLES A. SEGNER* 


most of them visionary and im- 
practicable, have been foisted 
upon the country at terrific ex- 
pense. Billions of dollars have 
been utterly wasted. 

The Federal budget has not 
been balanced in a single year 
since 1930. 

The Federal debt has reached 
43 billion dollars and soon will be 
close to 50 billion dollars. 

So, taxes have increased at an 
alarming rate. And taxes may be 
expected to increase for several 
years to come—certainly until the 
Federal budget is brought into 
balance. 

The extent to which excessive 
taxes work hardship upon industry 
and individuals is indicated by a 








CLOSED 
by taxes and 


government 
interference 
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You cannot lift the WAGE EARNER up 
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survey of 183 _ representative 
American corporations, just com- 
pleted by the American Federation 
of Investors. This survey of taxes 
for 1939, paid in most instances 
this year, reveals the following 
astounding facts: 

1. American industry paid al- 
most twice as much in taxes in 
1939 as was paid in dividends on 
common stock. 

2. Taxes on industry amounted 
to mofe than one-half of net earn- 
ings, before taxes and dividends. 

3. Taxes for 1939 paid by the 
183 companies included in the 
study were equivalent to $329 per 
common stockholder and to $611 
per employe. 

4. These taxes amounted to an 
average of $3.05 on each share of 

(Continued on page 165) 
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by pulling the WAGE PAYER down 
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New and Improved Merchandise—Dis play Helps—Sales Literature— 


Sparklet Christmas Package 


Sparklet Devices, Inc., Division 
Knapp Monarch Co., St. Louis, Mo., 
has wrapped its 25-bulb package of 





“Red-Band” bulbs in attractive holiday 
dress and is offering it at $1.75 list as 
a gift suggestion. 


Radiator Cover Display Stand 

Measuring 16 by 26 in. the stand is 
of heavy tinned wire with a natural 
wood background. Covers are quickly 
removable and stand folds down to 2% 
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in. deep for storing. Radiator cover 
specifications are given on the back of 
the wood background. National Enam- 
eling & Stamping Co., Milwaukee, Wis. 


Lock Sets 


J. Chesler & Sons Co., 141-159 Har- 
rison Place, Brooklyn, N. Y., has issued 
a catalog, No. 21, of 32 pages on its 
cylinder lock sets and inside lock sets, 
containing new items in those lines. 


Abrasives Catalog 


Berea Abrasives, Division of The 
Cleveland Quarries Co., Cleveland, 
Ohio, has issued a catalog showing na- 
tural stone and artificial abrasives for 
every grinding service. The catalog 
shows such items as grinding wheels, 
grindstones, power, hand and foot grind- 
ers, knife sharpeners, scythestones, and 
specialties, and wire and fiber wheel 
brushes. 





This No. 808 assortment of styled and 
popular selling thermometers is offered 
to dealers for $4.85 and has a total re- 
tail value of $8.08, the thermometers 
retailing from 25 to 69 cents. All have 


Aicuncemeler S 











magnifying lens tubes. With the assort- 
ment dealers receive a display merchan- 
diser as illustrated, with one thermome- 
ter of each style attached. This colorful 
display is 15 in. wide by 3% in. deep 
and affords dealers the opportunity of 
setting up a “thermometer department.” 
Also included is a free store front ther- 





mometer in white metal, black and red 
printing, 5 by 16 in. In the assortment 
are four No. 553 outside window, 5 in. 
tube at 25 cents each; two No. 573 out- 
side window, 7 in. tube at 39 cents 
each; three No. 2408 metal wall, 4 in. 
tube at 25 cents each; six No. 7504 


e, 
NC Re 


PL ee ee | 








wood back, outdoor, 5 in. tube at 25 
cents each; three No. 3551 fluorescent 
plastic wall, 4 in. tube at 39 cents each; 
three No. 7471 modern wall 4 in. tube 
at 50 cents each, and two No. 3521 
tenite plastic wall, 4 in. tube at 69 cents. 
The Ohio Thermometer Co., Inc., Spring- 
field, Ohio. 
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for Retail Hordware Stores 


Window Trims—New Packages—New Colors—Catalogs 


on handle bars with rubber, shockproof 


Christmas Display 


Along with this appropriate back- 
ground holiday display the Burgess Bat- 
tery Co., Feeport, Ill., is offering a 








matched gift set consisting of a new 
light and the new penlight. They are in 
matching maroon and packed in a gift 
box. 


Bicycle Radio 


Said to play anywhere with good vol- 
ume and tone, this “Motorola” bike ra- 
dio is light in weight. Finished in ver- 
million red with blue trim. Set mounts 
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mounting. Complete with aerial, bat- 


teries and mounting accessories, $19.95. 
Galvin Mfg. Corp., 4545 Augusta Blvd., 


Chicago, Ill. 


Storm And Screen Door Latch 


Said to latch easily with screen-door 
check or spring. Latch bolt works free 
of handle when closing door. Completely 


assembled with two secure rivets. Avail- 
able in steel and solid brass. I/deal 
Brass Works, Saint Paul, Minn. 


Non-Evaporating Anti-Freeze 


“Zerex”—said to protect metals in the 
cooling system against rust and corro- 
sion; to be an anti-acid that prevents 


the formation in the cooling solution of 
chemicals that attack aluminum cylin- 
der heads, rubber hose, and pump pack- 
ings. It is also said to prevent clogging 
of small radiator passages and tubes. 
E. 1. du Pont de Nemours & Co., Wil 
mington, Del. 








Pneumatic-Type Door Closer 


For combination screen and storm 
doors, the Yale No. 506 “Airliner” takes 
the place of the former No. 506 model, 
to prevent the noise of doors and pro- 
viding insurance against drafts and in- 
sects. Spring is concealed inside cover 


to protect it against dirt and rust. 
Cylinder is of seamless polished brass. 
Finish elsewhere is brown lacquer. Clos- 
ing is said to be quick, complete, and 
silent. Closer is for right or left hand 
doors and one adjustment provides 
rapidity of closing desired. The Yale 
& Towne Mfg. Co., Stamford, Conn. 














ALLITE SEASONERS 


“The Change from Top to Bottom” 






Represent the 
UNIQUE and PERFECT 


Answer to the Call of Modern Times 
For Replacement of Outmoded Imperfect 


SALT and PEPPER SHAKERS 
Patent Pending Patent Pending 


NO MORE CLOGGED HOLES 
@ UNEVEN SPREADING 
@ UNSANITARY APERTURES 


@ LABORIOUS AND AWKWARD 
FILLING 























An Even Sprinkle of Salt or Pepper Will Be Ob- 
tained by Pushing and Releasing Button. 














Globe Electric Range 


No. 4140E-S, retailing for less than 
$100, is a full-sized electric range, full 
40-in. width, oven 19 by 16 by 15 in. 








Other 


with both oven and broiler units. 
features: five-speed electric top units; 
spring seal oven door; super insulation 
around oven, four inches on oven top; 


large service drawer, and two-piece 
smokeless broiler pan. Range is full 
porcelain-enameled with visual height 
safety control panel, stain-resistant, one- 
piece cooking top and back rail, and 
pontoon wrap-around construction. Globe 
Stove and Range Division, Kokomo, Ind. 


“Minuteman” Door Hold 


Said to hold all styles and types of 
Adapts itself to parallel or angu- 
lar setting of door. Door is pushed to 


doors. 





























‘it 


Top Is Easily Shifted Aside for Filling. 









These Smart and Attractive Devices 
are Molded from Plastic Materials of 
Great Strength and Durability with a 
Lustrous Finish. 


ALLITE SEASONERS 


No. | Available in 9 colors to blend in with 
Popular Pottery. Retail Price 49¢ a pair. 

No. 2 Available in Porcelain White, Ivory and 
Marble. Retail Price 49¢ a Pair. 

No. 3 Same as No. 2, Top and Container 
Edged with Silver. Retail Price 69¢ a 
Pair. 

No. 4 Same as No. 2, Top and Container 
Edged with Pure Gold. Retail Price 
$2.00 a Pair. 

All Can Be Furnished in Gift Boxes. 








Allite Seasoners Sell as Fast as We 
Can Make Them. To Take Full Ad- 
vantage of the Christmas Season 
Ask Your Jobber Today or Mail 
Your Order To: 


ALLITE MFG. COMPANY, INC. 
5732 Duarte Street Los Angeles, Calif. 





lock open and to release. Can be oper- 


ated with elbow or knee. No lubrica- 
tion is required throughout life of 
holder. Made in two models, for floor 


or wall installation, in brass or chrome 
finish at slight extra cost. Avery & 
Murphy, Inc., Concord, Mass. 





“Kolorpins” 


These are strong, thin, hardened steel 
nails with sharp points and inconspicu- 
ous heads enameled in colors to match 


or blend with the various shades and 
colors available in colored wall. boards. 
They are said to require no setting, and 
enamel is said not to chip or peel when 
struck with a hammer. Independent 
Nail & Packing Co., Bridgewater, Mass. 





Portable Ironer 


“Priscillaette” light-weight portable 
electric ironer has fingertip control of 
shoe and roll. Automatic heat control 
gives flexibility in ironing surfaces of 
differing weights. Roll is 22 in. Shoe 
and roll operate simultaneously by re- 
moving control lever. Pressing button, 
in control ball, starts or stops roll inde- 
pendently of shoe for pressing pleats, 
creases and heavy thicknesses of mate- 
rial. Rated at 1275 watts, the ironer 
is designed to operate on 110 volts. 
Cord and rubber plug are connected at 
back of ironer pedestal. Rubber guard 


around base of pedestal permits ironer 








to be used on table without marring 
finish. Edison General Electric Appli- 
ance Mfg. Co., 5600 W. Taylor St., Chi- 
cago, Ill. 


Xmas Gift Items 


These Outers’ Sets, Nos. 304 and 305 
consist of a woodcraft knife, a water- 
proof match box and a coat compass 
packaged in an attractive gift case. Set 
No. 301 consists of a compass and 
match box, also in a gift case. Marble 
Arms & Mfg. Co., Gladstone, Mich. 
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““Spira-Matic” Washer 


DeLuxe Model, maker states, has im- 
proved, “Spiralator” with new full- 
curved vanes to speed up the roll-over 














action, washing 50 to 100 per cent more 
clothes in one-third to one-half less 
time with less wear. Has 25-gal. tub. 
Grit and oil particles sink to tub bottom 
and are trapped under Spiralator. Cab- 
inet is standard kitchen-cabinet height. 
“Visomatic” wringer is of unbreakable 
die cast construction. From any four- 
way position a feather-touch push or 
pull of fingers springs rolls wide apart. 
When guardian bar release is sprung 
both rolls stop automatically. “Steril- 
Glo” lamp inside tub sterilizes clothes 
as they wash. Easy Washing Machine 
Corp., Syracuse, N. Y. 


Furnace Water Pan Filler 


Known as No. 11 float valve control 
kit, consisting of the float valve assem- 
bly, saddle valve for connection to 
water line, and copper tubing with all 
necessary fittings. Keeps furnace water 
pan automatically filled. Packed in 
two-color display carton. Viking Air 
Conditioning Corp., 9500 Richmond Rd., 
S. E., Cleveland, Ohio. 
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Remember this set? Each year, retailers who 
display ic during the Christmas gift buying 
season tell us they could have sold twice as 
many if they’d had them in stock. Don’t miss 
this bet for extra business this year. Stock 
plenty; you can’t lose . . . they’re good all- 


year sellers too. 


TIP FOR PLUS PROFITS: 


Put several dozen No. 107 sets on mass 
display. Open several boxes and show the 
tools. Arrange one set as if just put down 
by a craftsman—with half-finished carvings 
in soft wood or linoleum . . . rough blocks, 
chips and all. During rush hours, have some 
talented 15-year-old hobbyist do his stuff 
right there before the public gaze. Set up a 
sign such as “FAVORITE GIFT FOR BOY 
OR MAN—ONLY $2.75 COMPLETE.”’ 
Then stand by to wrap the sets and take the 


money. It’s sure-fire! 


HERE’S HOW TO SELL 
e 
AS MANY THIS YEAR 
Wuee 











To be sure of ample stock for the holidays, order Millers 
Falls Carving Tool Set No. 107 from your jobber now. 
Or write us direct, giving jobber’s name and address. 


MILLERS FALLS COMPANY 
GREENFIELD, MASSACHUSETTS 


MILLERS FALLS 
CARVING TOOL 
SET No. 107 


°2.15 retan 


Forged, carefully heat- 
treated blades; well edged, 
nicely polished. Lacquered 
maple handles shaped to 
fit the palm. Six pieces: 

Bent Chisel, 4” 

U Tool, 3/32” 

Skew Bevel Chisel, 1/,” 

Bent Gauge, ¥” 

Veining Tool, 3/32” 
and Carborundum Stone. 
Packed in stout, lacquered 
box. 

Millers Falls also makes 
three other fine carving 
tool sets for advanced 
work—$3.30 to $8.00 re- 
tail. Details on request. 









































MILLERS FALLS 
TOOLS 
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Ray all the strength and 

pa ania Mak fence at a cost little more 

° tn regular ornamental lawn fence, 
-_ ed locally © Saves top rail cost 
Permanently bright silvery finish 


permanence of reg- 














nm CONVENTION EDITION —__. 


NEW MERCHANDISING PLAN 


pnables dealer to sel] Modern 
— to local market of 
a es, estates, industrials 
7 nicipalities, schools. 
— hem ape Position to com- 
1 chain stores 2 
Seles bee tores on equal 
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DEALER ORDER SERVICE 


Use this coupon to order the service you 

want 

( ) Send catalogs and complete details 

( ) Send display roll of Modern Fence 
at my cost 


I 
u f 
l ( ) Have salesman _ - 7 


ow NORWOOD =: 


CHAIN LINK 


Made by The H L Brown Fence & Mig 





4426 34th Ave., Cincinnati, Ohio 
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Cleaning-Polishing Folder 


Congoleum-Nairn, Inc., Kearny, N. J.. 
has just issued a new maintenance 
folder covering questions of cleaning 
and polishing various types of lino- 
leum, cork carpeting, wall linoleum, 
desk top linoleam and “Gold Seal” Con- 
goleum. The folder suggests how to 
clean those surfaces and what kind of 
polish to use. Other subjects discuss 
the difference in cleaning methods in 
stores, residences, and heavy traffic 
areas and the research activities for 
Nairn self-polishing wax and the im- 
portance of using a quality Carnauba 
wax as a base. 


“Elite Copper-Clad” Watch 


Called “Elite Copper-Clad” because 
finish of case possesses richness and lus- 
tre of copper, maker states. Case also 
has stainless steel back, curved to fit 
the wrist. Dial is attractively designed 





and is finished to harmonize with the 
case. Crystal is unbreakable type. Has 
“copper-tan” leather strap. Retails for 
$3.95. New Haven Clock Co., New 
Haven, Conn. 





**Make-A-Lite”’ Generator 


Equipped with automatic switch that 
automatically connects head and _ tai! 
lamps to a small utility battery when 
bicycle is stopped at crossing. Generator 





also has automatic governor control to 
insure against excess voltage at lamps 
even though bicycle is operated at high 
speed. Generator may be mounted upon 
bicycle in several ways. Head lamp and 
tail lamp are each served with a sepa- 
rate circuit from the genertor. Make-A- 
Lite, Inc., Fairfield, Tl. 


Farm Home Refrigerator 


This specially equipped, 8.2 cu. ft. re 
frigerator is said to provide rural homes 
with refrigeration flexible enough to 
hold large articles such as a five-gallon 
milk can and a tub containing 20 doz. 
eggs. It incorporates five half-length 
shelves, any or all of which can be re- 
moved. Has metal-reinforced rubber 
mat to protect floor of food compartment 
when heavy containers are used. Kel- 
vinator Division, Nash-Kelvinator Corp., 
Detroit, Mich. 
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Silver-Plated Ice Bowl 


No. 1948—has two-quart vacuum-in- 
sulated glass interior to keep ice un- 
melted for many hours. Graceful de- 





sign of silver-plated bowl and cover fol- 


low finest silverware tradition. The 
American Thermos Bottle Co., Norwich, 


Conn. 


“Stet” Anti-Freeze 


This new ethylene glycol anti-freeze i- 
of the permanent type, one filling fur- 
nishing protection all winter. Maker 
states this new compound is odorless 


and will not evaporate nor boil away 


and rust inhibitors prevent rusting. 





Also said not to damage car finish and 
to mix readily with other ethylene glycol 
anti-freezes. The B. F. Goodrich Co., 
Akron, Ohio. 


Metal Bound Hardware 
Catalog 
The Union Hardware & Metal Co.. 


411 E. First St., Los Angeles, Calif.. 


with its new catalog, No. 40, has de- 
parted from the customary binding of 
catalogs and bound this new volume in 
an all-metal cover on which is stamped 
in blue, the company’s trade mark. In 
the catalog itself, following several 
pages of general information are sepa- 
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rate, tabbed sections, separated by cloth 
dividers, on tools; paint; automotive 
supplies; equipment; metal products; 
plumbing; builders’ hardware; electric; 
housewares; toys; cutlery, and sports. 
The index pages, in blue, are in the 
center of the book. 


Bathroom Cabinets 


“Corocran”—of one-piece steel con- 
struction having no cracks, seams, or 
welded joints. Corners are slightly 
rounded inside and out to facilitate 
cleaning. Cabinet finish is white baked- 





on enamel. Each cabinet has bulb edge 
glass shelves and a copper-baked N.E. 
plate glass mirror. Fries and Son, Cov 
ington, Ky. 


S 





Go “Greenfield.” Its three 
“Little Giant”, “Little Giant, Jr.”, 


\ 
A 





big 
“O.K.” Jr—will help you fill any 


Gas Circulating Heaters 


These vented circulators have fan- 
forced circulation and downward heat 
discharge to assure adequate heat sup- 





ply to “living zone.” Automatic switch 
cuts in as heat is needed but only when 
radiator temperature is adequate. In- 
take aperture is screened with fine mesh 
wire cloth to filter air. Equipment in- 
cludes high efficiency burners with ma- 
chine-drilled ports, precision adjust- 
ments, welded steel radiator of tubular 
design; down-draft diverter, humidifier, 
automatic fan control and summer 
switch. Fan is fully automatic. Ohio 
Foundry & Mfg. Co., Steubenville, Ohio. 


BUSINESS / 





lines— 


order, at practically any price range. More profit, more satisfied cus- 
tomers, more repeat business. Check your stock today and see that 


your salesmen are pushing screw plates. 


GREENFIELD TAP & DIE CORPORATION 


e@ GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, 


Los Angeles and San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont 





TAPS - DIES - GAGES TWIST DRILLS 


+ REAMERS - SCREW PLATES - PIPE TOOLS 
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by the carpenters, electricians, 
home craftsmen, scouts, sports- 
men, and their wives: 

A dealer who SHOWS the 
Estwing “Unbreakable” tools in 
XMAS BOXES. 


PROOF 


They buy them faster now than 
any time in 16 years. 


Estwing 


12, 16 & 20 oz. 
head both curved 
claw and ripping 
claw. List $2.00 
each. 


Estwing 


Hunting and Scout Axe 
with sheath. List $2.00. 


¥ 


Head and handle forged in ONE 
PIECE fine tool steel. Pr. manent, 
perfect balance Velvet, non-slip 
LEATHER GRIP. Whole tool highly 
polished and lacquered. 
DIFFERENT, NEAT, RICH looking. 
Ideal gift. Price $2.00 each. 


Order from 150 leading jobbers, or 
Estwing Mfg. Co. Rockford, Ill. 
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Shell Box With 
Revolving Seat 


Cover is comfortable seat of gum rub- 
ber or kapok. When lock button is 
pulled, cover rises automatically to 


height desired. Held firmly at two dif- 


ferent heights by automatic catch bolt. 


When spring raises the cover, it will 
revolve. Box is of heavy gage terne 
plate, all joints seamed and soldered. 
Said to be positively water tight and 
rust proof. Handle lies flush with cush- 
ion when used as seat. Queen Stove 
Works, Inc., Albert Lea, Minn. 


Pruning Shear Deal 

Consists of a selection of popular 
Seymour Smith hand pruners in medi- 
um price range and features a mer- 
chandising box-display which holds 
three of the shears in full view of the 


customers and provides an extra storage - 


space at the back for surplus stock. 
Display is in five colors. This No. 100 
“popular-price” deal when bought in 
combination with the new No. 99A 


Seymour Smit 


“Snap-Cut” deal, brings dealers, free of 
charge, a multo power hedge shear. 
Seymour Smith & Son, Inc., Oakville, 
Conn. 


Mop Wringer 
The “Ever-Handy,” manufacturer 
states, will not cause pail to tumble over 


when in use. Slips on to pail requiring 
no clamps or screws. Designed for 12- 





qt. pails but may be used on 10 and 14- 
qt. pails. Suggested retail selling price 
$1.19; dealer’s cost, $7.50 per dozen. 
Ever-Handy Mop Wringers, 27 E. 21st 
St., New York City. 


Room Temperature Control 


For coal or wood burning heating 
stoves now in service as well as new 
units. Operation is automatic. Model 


R, “Riteheat,” illustrated, is easily 
mounted on the smoke pipe by the pur- 
chaser. It is shipped ready for opera- 
tion, no adjusting being necessary. 
Made in a six and seven in. size. Regu- 
lator Div., Shenandoah Equipment 
Corp., 917 Floyd Ave., Richmond, Va. 


Maintenance Handbook 

The American-Marietta Co., 43 E. 
Ohio St., Chicago, Ill., has compiled 
the findings of over 20,000 actual 
analyses of painting problems and pub- 
lished them in a condensed form in its 
Maintenance Painting Handbook which 
is available free to industrialists and 
paint buyers. 
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EXPLANATORY NOTE OF PRICES 

Items 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 
lbs.). 

Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 

Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. 

For Example: 
Ist item, Pig Iron, Basic—Valley, $16.75 per gross ton 


(2240 Ibs.). 

2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per i bl f | 
gross ton (2240 lbs.). a e€ O 

7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 Ibs. . 

9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. material 











steadily until July, 1917, to points that probably will not be surpassed in this generation. In 
prices were agreed with or fixed by the Government on a majority of these items. The strong n 
until the signing of the Armistice. Then there was a “marking time” or gradual easing off until late 
market began advancing again by leaps and bounds until July, 1920. This was the turning point 
inflationary movement we have yet witnessed, which was followed by the Post-War deflation culm 
1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, to § 
when production was steadily mounting, together with profits, to record heights. 
The March, 1933, figures represent the period of the culmination of the banking crisis. Those f 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938 figures r 
price cuts announced near the end of that month when the basing point system was broadened by 
many.new market centers, and differentials in prices at the various basing points were eliminated c 


In considering this chart the fact should be taken into consideration that the cost of labor is mu 


CC steady S:—Attention is particularly called to the long price mouvement starting in April, 




















































































































clic OLIVER BROTHE 
Col. No. 1 2 3 4 6 6 7 8 9 

Item | Price Dec. | Sept. | Sept.5| Oct. 2 | Oct. 1 | Nov. 1\Dec. 22) July July 
No. | Material re 1897 | 1899 | 1900 | 1902 | 1904 | 1906 | 1906 | 1907 | 1908 
ns _Pig Iron, REE: Valley | 16.75 | 23.00 | 22.00 | 14.50 
2 | Foundry Pig Iron, No. 2...... Chicago | 11.00 | 21.00 | 15.50 | 23.00 | 13.50 | 17.75 | 26.60 | 24.60 | 17.50 
3 | Bessemer Pig Iron........ Pittsburgh | 10.00 | 23.76 | 14.00 | 21.75 | 12.86 | 16.86 | 23.86 | 22.90 | 16.90 
4 | Steel Billets, Bessemer... Pittsburgh | 14.90 | 38.00 | 17.60 | 29.00 | 19.60 | 26.00 | 29.60 | 34.00 | 27.00 
6 | WireRods........... . Pittsburgh | 22.00 ‘| 33.00 | 35.50 | 26.00 | 32.00 | 39.00 | 36.60 | 33.00 
6 | Heavy Steel Scrap........... Chicago | 7.76 | 16.60 | 9.00 | 18.60 | 10.00 | 14.50 | 17.50 | 15.50 | 11.50 
~@ | Common Iron Bars........ Pittsburgh | .95| 1.95| 1.30| 1.80| 1.30/ 1.80| 1.80| 1.70| 1.40 
8 | Merchant Steel Bars...... Pittsburgh 95 | 2.60| 1.10| 1.60] 1.30] 1.50| 1.60| 1.60| 1.40 
9 | Tank Plates.............. Pittsburgh | 1.00| 2.76| 1.10| 1.76| 1.40| 1.76| 1.70| 1.70| 1.60 
“10 | Structural Material........Pittsburgh | 1.05| 2.25| 1.45| 1.86| 1.40| 1.70| 1.70| 1.70| 1.60 
11 | Steel Sheets, No. 24 Black Pittsburgh | 1.80| 3.00| 2.76| 2.40| 1.76| 1.90| 2.25| 2.25| 2.15 
12 | Steel Sheets, No. 24 Galv. Pittsburgh 2 2.60 | 2.70| 3.10| 3.25| 3.05 
13 | Barb Wire—Galv........ Pittsburgh | 1.60| 3.25| 2.80| 2.60| 2.05| 2.25| 2.45| 2.45| 2.40 
14 | Wire Nails—Standard..... Pittsburgh | 1.20| 2.65| 2.20| 1.90| 1.60| 1.80| 2.00| 2.00| 1.96 
15 | CutNails............. Pittsburgh 2.40| 1.95| 2.06| 1.60| 1.65| 2.06| 2.05| 1.75 
16 | Copper, Ingot.............New York | 10.75 | 18.60 | 16.76 | 11.65 | 12.76 | 16.624| 28.00 | 21.00 12.87} 
‘17 | Spelter—Zinc........ _... St.Louis | 3.77}| 6.36 | 4.02}] 6.25| 6.00| 6.10| 6.65| 6.80| 4.35 
18 | Lead—Pigs....... ..++,.St Louis | 3.673] 4.60 | 4.324] 4.10/ 4.20] 5.25 | 6.15 | 5.00 4.40 | 
19 | Tin—Pigs................New York | 18.70 | $2.00 | 0.76 | 25.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 
20 | TinPlate.................Pittsburgh | 8.10| 4.66| 4.65 | 4.00| 3.30| 3.45| 3.90| 3.90| 3.70 | 
91 | Steel Pipe......... _..., .Pittsburgh | 70% | 67% | 784% | 79% | 76% | 72% | 74% | 
Col. No. 1 2 3 a 5 6 7 8 9 ‘ 














Hardware Ag 


100 East 42nd Street, New York City 


le of Market values from December, 1897 to June, 1940, of the 
aaterials entering into the manufacture of a ereat variety of har 


ee Oe Ten weet DITOR’S NOTE:—We again submit the revised TABLE OF MARKET VAL 

The strong market continued by Oliver Brothers, Inc., with offices at New York and Chicago, who are recog 
ng off until late 1919, when the the most reliable sources of price information in America. Requests have come frog 
gue A = | the world for additional copies of the previous issues of this Chart, which is an ind 
April, 1923, to Sagtaber, i929, value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the information 


tiie, Thene Sox August, 1905, justify this Table being made a permanent record of your office. 


. 1938 figures reflect the drastic 
s broadened by the addition of 


re eliminated or modified. We again express to Oliver Brothers, Inc., our appreciation of their courtesy in 
t of labor is much greater than Chart, and which we recognize as a service rendered the trade by their organization. 
ER BROTHERS, INC. 

8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 26 26 





|} July July | Mar. | Jan. | Jan.1| Jan. | Aug. | April | Mar. The Peak roy May oy Dec. | April | Sept. | Jan. | Mar. | Sept. 


| 1907 | 1908 | 1909 | i910 | “1912 | i913 | 1914 | 1916 | 1917 Jey Pricente | 1918 sso abere| 1919 | 1920 | 1920 | i921 | 1922 | 1922 
jov. 1917 *Nete 








| 22.00 14.50 | 14.95 | 16.88 | 12.37 | 16.45 | 13.00 | 12.50 | 32.00 my 3330 33.00 | 32.00 | 26.75 | 34.30 | 42.17 | 48.50 | 30.00 | 17.90 | 31.12 


24.60 | 17.50 | 16.50 | 19.00 | 14.00 | 18.48 | 14.44 | 13.50 | 35.65 Avert 3.00 33.50 | 33.60 | 27.26 | 37.30 | 43.50 | 46.75 | 33.15 | 20.47 | 32.93} 


22.90 | 16.90 | 16.40 | 19.90 | 15.15 | 18.15 | 14.90 | 14.55 | 37.65 High ae 37.25 | 36.15 | 27.95 | 35.30 | 43.50 | 50.46 | 33.96 | 20.92 | 35.32 


34.00 | 27.00 | 25.00 | 27.00 | 19.50 | 28.40 | 20.17 | 19.50 | 70.00 aattth & lemurs. {7-50 | 38.50 | 38.50t| 60.00 | 60.00 | 43.50 | 28.13 | 39.55 


| 36.60 | 33.00 | 33.00 | 33.00 | 24.50 | 30.00 | 25.25 | 25.00 | 80.00 pe ag 67.00 | 57.00 | 62.00 | 52.004} $29 | $79 | 57.00 | 36.04 | 45.59 


| 45.50 | 11.60 | 12.50 | 16.60 | 10.60 | 12.75 | 9.75| 9.16 | 24.26 | 36.60 | 28.60 | 28.75 | 16.05 | 21.65 | 23.75 | 24.81 | 16.18 | 12.40 | 17.39 


1.70 | 1.40) 1.40} 1.70| 1.26) 1.65 1.26 ~ 1.20 3.60 |Hich 525] 3.60 | 3.60| 2.35 | 3.46 4.06 4.50 2.81 1.85 | 2.33 















































































































































1.60; 1.40] 1.20| 1.48| 1.16] 1.40| 1.18] 1.26| 3.25 cre 2.90 | 2.90| 2.35] 2.36f 235 235 2.36 | 1.44] 2.08 
1.70 | 1.60] 1.30] 1.65| 1.16| 1.60) 1.18 | 1.20| 4.365 aw 14) 3-26 3.25 | 2.65 | 2.664 3%§ | 52 | 2.656 | 1.43| 2.21 
1.70} 1.60/ 1.30 | 1.65 / 1.25 1.50/ 1.18 / 1.20) 3.60 | Hihe.) 3.00 | 3.00| 2.45 | 2.461 3 So | 2-45 | 1.44) 2.124 
2.25 | 2.16 | 2.00} 2.10] 1.66| 2.07| 1.63 | 1.65 | 4.665 - $7) 4.75 | 4.76 | 4.10 4.10t] $25 rity | 4.36! 2.75} 3.26 
3.25 | 3.06 | 2.76 | 3.00| 2.40; 2.97| 2.27| 2.90] 6.50 rq EE 5.75 | 6.75 | 6.20| 6.204 $50 srry | 5.20| 3.60 | 4.01 
2.46 | 2.40) 2.40| 2.16 | 1.86] 2.16| 1.95 | 2.15 | 4.065 a ttith a 4.00 | 4.36} 4.10) 4.10) {3 | {70 | 4.10| 3.16 | 3.21 











i v 3.25 3.25 
2.00 1.95 1.95 1.85 1.55 1.75 1.65 1.55 rt} ~oer 3.50 3.60 3.26 3.25t _ 400 425 3.26 2.46 2.65 3 


2.06 | 1.76 | 1.80| 1.80) 1.60) 1.70/ 1.55 | 1.65 3.50 Me ;.. 4.35 4.00 | 4.26/ 65.70; 6.85 | 6.85| 6.01) 2.78 | 2.90 


21.00 | 12.874) 13.00 | 13.93 | 14.26 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90 | 23.60 23.60) 15.01 | 18.48 | 18.64 | 18.05 | 12.85 | 13.03 | 14.21 | 1 
5.80 | 4.36 | 4.65 6.00| 6.10/ 7.05 | 6.46 | 11.265 | 10.65 8.65 7.95 7.14 | 6.20/ 8.39} 8.26 | 7.75| 6.44 | 4.66 6.69 
6.00 | 4.40 | 3.824) 4.60 | 4.45 | 4.20/ 3.74 | 4.11 | 9.63 | 10.65 6.26 6.70 | 6.00} 6.89; 8.70} 8.25) 4.78 | 4.46 | 6.89 


| | 


40.25 | 27.20 | 28.65 | 32.74 | 44.50 | 50.45 (Hib $5.00 47.98 | 64.36 | 62.60 | Nominal | Het, | 67.00 | 54.81 | 62.20 | 44.65 | 36.94 | 29.17 | 32.44 | 3 


3.90| 8.70| 3.45| 3.60| 3.40| 3.60| 3.60| 3.20, 8.00| ‘8s 7.75 | 7.76 | 7.00| 7.00¢, 7% | jt 7.00 | 4.68 | 4.76 | 
72% | 14% | 19% | 78% 81% | 80% | 80% | 80% | 60% | 42% 61% | 1% | om | ena | 516% 514% | 674% 71% | 68% | 
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Jan. | Mar. | Sept. . pri 
1921 | 1922 | 1922 | 1924 
KS Seat Nines 


33.16 | 20.47 | 32.93)| 


33.96 | 20.92 | 


2.81 | 1,86 | 2.33 | 2.473| 2.853; 2.66 


~| 


2.66 | 1.43 | 2.21) 2.00) 2.60) 1.90 


1.44 | 2.123} 2.00 | 2.473} 2.00 


“ 


4.36 | 


4.10 | 3.16 | 3.21] 3.36 | 3.80| 3.49 


$.25 | 2.45 | 2.66 | 2.70| 3.00}] 2.75 


4.78 | 4.46 | 5.89 | 6.98 
| | 


35.94 | 29.17 | 32.44 | 37.70 


4.75 | 4.75 | 6.74 | 6.60 | 
66% | 63% | 62% | 





2.36 | 1.44| 2.08| 2.00| 2.673} 2.10 


2.75 | 3.26| 3.10| 3.73| 3.25 


Sept. 
1925 


20.11 | 18.60 | 20. 


2.00 | 2.00; 1.78 


1.80 | 1.90; 1.78 
1.90 | 2.00; 1.78 
2.85 | 2.85 | 3.00 


3.35 | 3.36 | 3.20| 3.25 
2.65 | 2.66 | 2.650 


45.93 | 49.12 | 68.07 | 68.923| 61.49 | 48.07 | 45. 
5.50| 5.50| 6.60| 6.26| 6. 


62% | 62% | 62% | 62% | 





Compiled by 





OLIVER BROTHERS, INC. 





421 Canal Street, New York, N. Y. 


° Published by Hardware Age, Issue of Oct. 31, 1940 
|, wire and metal 


N. B. Prices Shown Are Domestic Prices Only 











| supply lines 


OTE: Prices under the heading “March 21,1919”, and those marked by dagger (+), represent 

the Steel Corporation’s prices (to which they adhered strictly) and which prior to N.R.A. were 
stomarily followed by the Independent mills. From Jan. 1920 to Jan. 1921, in some instances, two sets 
prices are shown on the chart because of the two markets prevailing on certain steel items. In such 
tances the upper price in each individual box indicates the one adopted by the U. S. Steel Cor- 
ration and the lower price indicates figures that were secured in the open market. These two 
rkets were caused by the Steel Corporation maintaining the prices suggested in Washington in 
irch, 1919, while the outside market was regulated to a considerable extent by the law of Supply 
i Demand. This dual price market ceased to exist in November and December, 1920, as demand 
i fallen off. 





























































































































































































































ee i a ee 40 41 42 
j | 
| SoBe | $585 | Mise | fou | dash | Hess | W555 | Y985 | tase | pte | apatera Boost, | No. 
1897 | 1897 F.O.B. 
11 | 17.00 | 18.60 | 13.60 | 17.00 | 23.60 | 19.60 | 20.60 | 22.60 | Jey,1904 | July. i917 | Pig Iron, Basic............... Valley | 1 
aaa Remsimto : 
11 | 18.60 | 20.00 | 15.60 | 17.60 | 24.00 | 20.00 | 21.00 | 23.00 | Dec. 1807 | July,1917 | Foundry Pig Iron, No.2......Chicago | 2 
0 | 19.26 | 20.76 | 15.00 | 18.00 | 24.50 | 20.60 | 21.50 | 23.50 oa a Bessemer Pig Iron........ Pittsburgh 3 
1) | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 34.00 | 34.00 | 34.00 - - ow Steel Billets, Bessemer. . . . Pittsburgh 4 
0 | 42.00 | 42.00 | 35.00 | 35.00 | 47.00 | 43.00 | 43.00 | 2.00 | Ney..1898 | July. 1917 | Wire Rods............... Pittsburgh | 5 
30 | 18.50 | 16.00 | 6.00 | 10.00 | 15.60 | 10.50 | 13.25 | 17.50 | Avg,1932 | June 1917 | Heavy Steel Scrap........... Chicago | 6 
adh 1.76 | 1.76} 1.60; 1.60 2.46 | 2.45) 2.16 | 2.25 Bao. 1098 Sely, 2011 Common Iron Bars..... + Pittsburgh 7 
ge{| 1.90; 1.90; 1.60; 1.60 2.465 | 2.26; 2.16 | 2.10 opie a Merchant Steel Bars...... Pittsburgh 8 
| 1.90} 1.90| 1.60| 1.60| 2.45 | 2.10] 2.10 | 2.10 | Dec,t997 | duly 1917 | Tank Plates. ........+.++. Pittsburgh | 9 
| 1.90| 1.90] 1.60] 1.60] 2.45 | 2.10] 2.10] 2.10 | De s07 | duly 917 | Structural Material... Pittsburgh | 10 
0 | 2.65 | 2.85] 2.00] 2.26 | 3.15 | 3.06 | 3.05 | 3.00 | May.195| July,1917| Steel Sheets, No. 24 Black. Pittsburgh | 11 
5 | 3.40 | 3.60| 2.60| 2.86 | 3.80| 3.50| 3.60 | 3.60 | Juy,1914 | July 1917 | Steel Sheets, No. 24 Galv...Pittsburgh | 12 
0 | 3.25 | 3.20| 2.36| 2.60| 3.40| 3.20] 3.10 | 3.40 | Dec.1097 | duly i917 | Barb Wire—Galv.......... Pittsburgh | 13 
2.65 | 2.45] 1.86 | 2.10| 2.76 | 2.45 | 2.26 | 2.40 a: a Wire Nails—Standard..... Pittsburgh 14 
o| 2.70! 2.70| 2.60| 2.65 | 3.50 | 3.60| 3.60 | 3.86 | Jn.t912 | Apri | Cut Nails.................Pittsburgh | 16 
5 | 14.95 | 18.03 | 6.26%| 9.00 | 14.00 | 9.00 | 10.00 | 11.50 Feb 1933 Mar, 1917 Copper, Ingot............. New York | 16 
2| 6.25 | 6.78 | 2.99%) 4.90% 6.75 | 4.60| 4.80 | 6.24 | Mer.t932 | June 1915| Spelter—Zinc.............. St.Louis | 17 
6 | 6.20 | 6.69 | 3.02% 4.60 | 6.86 | 4.60| 4.86 | 4.86 | Juy,tese | Jone ii7) Lead—Pigs................ St.Louis | 18 
9 | 48.07 | 45.38 |24.3414) 44.73% 66.624 43.00 | 48.90 | 64.57 | Dec. 1907 | May.1918 | Tin—Pigs................ New York | 19 
0 | 6.26 | 6.26| 4.25 | 4.65 | 6.36 | 5.36 | 6.00 | 5.00 | Nev. 196 | Joly 1917) Tin Plate................. Pittsburgh | 20 
% | 62% | 62% | 11% | 674% 6434% 684%| 6824%| 68147% Des-s911 | June] Steel Pipe................ Pittsburgh | 21 
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Airplane Kit Assortment 


Assortment includes display stand and 
116 model airplane kits listing from 25 
cents to $1.00 (91 list at 25 cents to 


50 cents) as well as literature, etc. 
Company guarantees sales on _ these 
models by allowing the exchange of any 
not sold when in stock 90 days. List 
price of merchandise is $47.35; deal- 
er’s cost, $28.50. Cleveland Model & 
Supply Co., Inc., 4506 Lorain Ave., 
Cleveland, Ohio. 


“Stronghold” Nail 

Entire gripping surface is made up of 
annular barks or flanges which are said 
to give the nail the approximate holding 





power of a wood screw. Said never to 
pull or pop and to stay tight because 
wood fibers resume their original posi- 
tions, interlocking with the barbs on 
the “Stronghold” nail. Independent 
Nail & Packing Co., Bridgewater, Mass. 


“How To Sharpen” 


Behr-Manning Corp., Troy, N. Y., has 
issued the 20th revised edition of its 
booklet, “How to Sharpen.” Changes 
in the printing, which is done by Litho- 
Tone plus a careful selection of paper, 
has resulted in advantages of readabil- 
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ity. The contents of this 48-page book 
are based upon the practical experiences 
of experts. 


Price Marker 


Plastic holder keeps lead hidden and 
prevents soiled pockets. Patented point 
has replaceable sleeve that grips soft 
lead gently. Sleeve prevents clogging. 
Fresh sleeve supplied with each tube 
of refill leads. No sharpening is re- 
quired since turning the top makes more 
lead available. Pencil is yellow with 
tops colored to match lead—tred, black, 














blue, green, yellow. Pencil No. 1620, 
25 cents each; refill leads No. 162, 15 
cents a tube. Listo Pencil Corp., Ala- 
meda, Calif. 


Ash And Garbage Can 


“Uncle Sam”—features complete en- 
closed butt welded bar iron at top ef 
can to make it able to stand roughest 
treatment; double seam pressed into 
bar iron at can’s base to make it im- 
possible to knock out bottom; %-in. 
corrugations to provide strength and 
rigidity; heavy horizontal swedges for 
strength and rigidity at top of can; has 
no rivets or spot welding in top or bot- 
tom bands; handles over seams to give 
added strength to seams, and special 
handle construction to eliminate lever- 
age strain on handle rivets. Reeves 


Steel & Mfg. Co., Dover, Ohio. 








It Pays You 


to Show 
“The Pliers of the 
P, } (Ad. dd 


Your customers — 
who depend on tools 
for a living — appre- 
ciate fine workman- 
ship. They will know 
by the “‘feel” the su- 
periority of Kleins — 
**Since 1857.” 

Klein’s craftsman- 
ship stamps every 
plier—to give an assur- 
ance of dependable 
professional work— 
and a guarantee of 
long, faithful service— 
low over-all cost. 

Be headquarters for 
the pliers of the pro- 
fessionals. Sell Kleins. 


Write for 


Pocket Tool 
Guide 


Mathias KI EIN & Sons 
Esabliahed 185 Chica. 10 USA 


3200 Belmont Avenue, Chicago, Iilinois 











Now in 2 Sizes 
No. 2 Air Pilot @ No. 1 Little Air Pilot 


New in looks. New in construction. 
New in air low combustion. Has every 
selling feature. Balanced Air Con- 
trol. Aero (rain shedding) Dome. All 
Weather Controls. Stronger. Smarter. 
Storm Proof. Dealers say trade's fast- 
est seller. Reach New Heights in 
Lantern Sales with the A/r Pilot, 


siti 


FREE with initial or- 
der of six lanterns. 
Unique, Colorful. 
Features Air Pilot's 
super-value. 


EMBURY 


ALR PILOT 









6®ee300 


MANUFACTURING COMPANY 
WARSAW, NEW YORK 


Cabinet Hardware Deal 


No. 556—consists of six each of 12 
best-selling items from the National 
Lock line, including drawer and door 








pulls, catches, knobs, hinges, and the 
No. 55 demonstrator display board. This 
hardware has permanent bright chrome 
plating; is smartly styled and comes in- 
dividuaily packed in printed envelopes, 
complete with screws and _ instruction 
sheets. Deal has a retail value of 
$21.85. National Lock Co., Rockford, 
Il. 


Moth Killer 


“Keyspray” for killing moths and car- 
vet beetles also cleans and relusters up- 
i } 
holstery. Maker states it is a penetrat- 





ing, heavier-than-air spray specialized 
to kill moths on the inside of the uphol- 
stery. Keystone Chemicdl Co., Inc., 5713 
Euclid Ave., Cleveland, Ohio. 


Six-In. Saw 


This improved model, No. 67, is de- 
signed for carpenter-builder on small 
homes, garages and for general remodel- 
ing work as well as for all intermittent 
maintenance sawing, except flooring 
work. May also be used with abrasive 
disks for scoring tile, concrete, etc., 
and for tuck-pointing. Cuts up to depth 
of 1% in. Rip and cross-cut hard 
wood up to one inch; cross-cut dressed 





pine lumber up to two inches; bevel 
cut lumber 1 3/16 in. thick at 45 deg. 
Retails for $75. Skilsaw, Inc., 5033 
Elston Ave., Chicago, Il. 





Panic Exit Devices 


Lock top and bottom on the inside 
of the door and operate from inside by 
a cross bar and from outside by a key 





and cylinder, pull handle and thumb- 
piece. These devices apply particularly 
to double doors installed without a 
mullion and are known as rim applica- 
tion, as all of the locking mechanism is 
contained in the case attached to the 
inside of the door. Narrow, compact 
case permits instalaltion on narrow stile 
doors. Monarch Mfg. Co., 2511 Hart 
Ave., Detroit, Mich. 


Neoprene Coated Gloves 


These lined household gloves are 
coated with neoprene developed by the 
du Pont company and feature a suede 
finish to assure a firm grip when polish- 





ing metal or cleaning other household 
articles. Gloves are said to resist de- 
terioration from contact with cleaning 
fluids. Hood Rubber Co., Watertown, 
Mass. 


Red Jacket Catalog 


A new 40-page catalog, No. 121, and 
price list are available containing all 
types of hand, windmill, power pumps, 
and well accessories together with a 
complete line of portable and perma- 
nent models of water softeners and con 
ditioners. All products are grouped inte 
their respective types. Indexing is on 
large type on cover of the catalog. Red 
Jacket Mfg. Co., Davenport, lowa. 


HARDWARE AGE 



































Plastic Resin Glue 





“Weldwood” plastic resin glue, man- 
ufactured and distributed under Plaskon 
patents, requires no separate hardener, 
no heat, and no waiting time before 


application. When properly applied, 
the manufacturer states it will stand up 
permanently under conditions which 
only a genuine plastic can endure. It 
is also said to be rotproof, stain-free, 
and economical as well as waterproof. 
In tests, it is claimed that this glue 
stood up under pressure as high as 1400 
lb. with soft woods and 2500 Ib. 
with mahogany and other hard woods 
and that in none of these tests did fail- 
ure occur at the glue line. The glue 
comes in the form of a finely divided 
powder said to resist deterioration in 
the closed container. It 
stantly in cold water, its chemical set- 
ting action beginning when the water is 
added. Work may be handled within 
two hours after gluing. Glue is put up 
in capped cans to retail at 10, 25, 50 
and 85 cents. It will be 
through 14 branch warehouses of the 
company and sold through recognized 
trade channels. Weldwood Division, 
U. S. Plywood Corp., 616 W. 46th St., 
New York City. 


dissolves in 


distributed 


Cabinet Type Coal Heater 


“Warm Morning”-—Burns any kind of 
coal, coke or briquets without leaving 
clinkers and holds 100 lb. Said to make 





then 
Also 


said to hold fire all day and night in 


of bituminous coal and 


coke out 
burn coke without smoke or soot. 
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coldest weather and several days in 
mild weather without refueling. Cabinet 
is finished in two-tone brown. Stove is 
semi - automatic magazine feed. Sug 
gested retail selling price, $69.75 plus 
freight. Locke Stove Co., 1012 Balti- 
more Ave., Kansas City, Mo. 


Myers Catalog 


The F. E. Myers & Bro. Co., Ashland, 
Ohio, has published its 1941 catalog 
in three editions — complete, covering 
the complete line of pumps, water sys- 
tems, sprayers, door hangers, and hay 
tools; P73, covering pumps, water sys- 
tems, and sprayers, and HT73, cover- 
ing hay tools and door hangers. 


Electric Jig Saw 


Moto-Saw—magnetic motor develops 
7200 strokes per minute, cutting at high 
speed at an average of 12 in. per minute 
through medium hard wood or ‘other 
material from % to % in. Saw has 


only two moving parts, no shafts, cranks, 
bearings or cams. 


Requires no oiling. 





Weighs 17 oz. and handles easily. Turn- 
ing knurled nut adjusts blade stroke 
from \% in .to 5/16 in., depending upon 
material used. Slight pressure on auto- 
switch in and 
starts Suggested retail selling 
price, $4.85 complete with fix-foot ap- 
proved cord, rubber plug and three saw 
Dremel Mfg. Co., Racine, Wis. 


matic handle stops 


motor. 


blades. 
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G-E Cord Rack and 
Switch Package 


The G-E Cord Rack 
holds ten spools of 
high quality G-E Flex- 
ible Cords. It puts 
cords out in front 
where they will at- 
tract your customers’ 
attention. It keeps the 
cords neat, clean and 
easy to handle. Use it 
to help increase your 
cord business. 














The G-E Switch Package is available either 
containing all brown-color Sphinx Mer- 
cury Switches and Standard Switches, Cat. 
No. GE3316 or with an assortment of 
brown- and ivory-color Sphinx and Stand- 
ard Switches, Cat. No. GE3314. Both 
packages contain action displays. 





Sales promotion material on G-E Cords 
and on G-E Switches is also available 
for your use. For further information see 
the nearest G-E Merchandise Distributor 
or mail the coupon below. 


i —_———— i —, 


zeneral Electric Company 
Section D-0450 | 
Appliance and Merchandise Dept. 

Bridgeport, Connecticut | 
Sirs: Please send me complete information on 

( )G-ECord Rack ( ) G-E Switch Package | 
Name 
Address | 


City State 
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ADVANCES 


Unfinished and polished cotton twine. 
Sheathed cable. 
Some velocipedes. 


Some styles mop sticks. 


Some Stillson pattern wrenches. 
Some competitively priced watches. Turpentine. 


Lead. Lead products. 
Some alarm clocks. 


Lead head nails. 





Cotton products 
ing prices on seine 
ing and trot lines were announced 
recently at the same basis as in 1940. 
Some makers who are busy with 
government work fear that they will 
not be able to make prompt deliv- 
eries. Advances of a cent per pound 
each were made Sept. 23 and Oct. 12 
on unfinished and polished cotton 
twines. 

* * * 

Poultry, fox farm nettings- 
Opening 1941 prices were recently 
put out by leading makers at slightly 
more than 5 per cent below the pre- 
ceding market on 19 and 20 gage 
poultry nettings, both hexagon and 
straight-line. On fox farm nettings. 
18 gage and heavier, the latest de- 
cline has been 5 per cent. Resale 
discounts to the dealer trade are gen- 
erally at 40 per cent off lists on light 
netting and 2714—5 per cent off on 
heavy gages. It is not expected that 
these low prices_will continue in ef- 
fect, indications being that reason- 
ably higher prices will soon be an- 


nounced. 
* * * 


Mop sticks, etc.—Reports are 
numerous from the mills of the im- 
pending necessity of some mark-up 
on cotton mop-heads, but no actual 
change has been issued. At least one 
manufacturer has made a slight ad- 
vance on some styles of mop sticks. 
Industrial brushes and brooms are 
slow in supply, with prices pointing 
higher. 
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-1941 open- 
twine, stag- 


Electrical wire, cables—With 
the higher markets on copper and 
other materials, electrical wire and 
cables are still on the rise, with one 
advance this month on sheathed ca- 
ble likely to be followed shortly by 


another markup. 





ADVANCES 
EXPECTED 


Poultry netting. Fox farm net- 
ting. 

Cotton mop heads. 
brushes, brooms. 
Sheathed cable. Brass plumbing 

goods. 
Steel pipe and fittings. 


Industrial 





Cutlery — Wholesale buyers 
find prompt deliveries increasingly 
difficult to obtain from makers of 
cutlery lines, because materials are 
moving so slowly into the hands of 
manufacturers. Changes, in quota- 
tions, are, however, showing little o1 
no change at present. 

* * * 

Screen doors, screens, etc.— 
Leading makers issued opening 
price schedules on screen doors, ad- 
justable and full-size window screens 
and combination doors. On screen 
doors and combination doors, quo 
tations are identical with those is- 
sued Dec. 20, 1939, but are approxi- 
mately 5 per cent higher than the 
opening prices for last season. which 
were put out October 23, 1939. On 





adjustable extension screens the new 
prices are the same as the Octobe: 


opening prices of last year. On full 
size screens quotations are the same 
on screens equipped with galvanized 
or bronze cloth, but are lowered 5 
to 10 per cent below a year ago on 
screens fitted with 12 mesh black 
cloth. With lumber costs rising 
there is no guarantee that the 1941 
opening prices will be available for 
an extended period. Manufacturers 
are urging buyers to accept early 
deliveries. 
* * * 

News of Tools—Several mak- 
ers of Stillson pattern wrenches put 
out a 10 per cent price advance, ef- 
fective Oct. 10. Tool makers are 
more than busy. Heavy tools, includ. 
ing axes, picks, sledges and bars. 
are firmer, regardless of the season, 
by their increasing demand for con- 
struction work on roads, camps and 
industrial housing projects. 

*% * 

Watches, clocks—Some lead- 
ing makers of popular priced clocks 
and watches are 3 to 12 weeks be- 
hind in their deliveries, and will be 
rushed until after the holidays. Price 
advances ranging up to 10 per cent 
have been made by two manufac- 
turers of alarm clocks. One maker 
has slightly increased quotations on 
competitively priced watches. 

* * * 

Toys, wheeled goods—Veloci- 
pede prices have been advanced 3 to 
5 per cent by two manufacturers. 
who report unexpectedly large sales. 
and higher material costs on new 
purchases. Throughout the whole 
field of important toys and wheeled 
goods, jobbers are hearing the same 
story of increased demand. Many 





DECLINES 


Some gages poultry netting. 
Some gages fox farm netting. 
Some full size screens. 





HARDWARE AGE 
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MORE SALES—MORE PROFITS — WITH THE GEYER LINE 


QUALITY + Sits + QUALITY 


GEYER MANUFACTURING COMPANY .. . ROCK FALLS, ILLINOIS 
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MANUFACTURERS OF QUALITY ROPE 
FOR ALL PURPOSES FOR OVER A CENTURY 


Blaisdell THE EDWIN H. FITLER CO. 


PENCIL . PHILADELPHIA, PA. 


PHILADELPHIA, U. S.A ESTABLISHED 1804 
New York, Chicago, New Orleans, Houston, Los Angeles, San Francisco, Portland 
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PRICES 
REAFFIRMED 


Seine twine. Staging and trot 
lines. 

Some adjustable extension screens. 

Some full size screens. Some 
screen doors. 


Some combination doors. 





factories report themselves oversold, 
with inability to accept further or- 
ders for the 1940 season. 

+. * - 

China and glassware — The 
halting of imports from Europe has 
resulted in a boom for American 
makers of china, pottery, and glass- 
ware, and in the rapid development 
of new techniques in our own 
plants. Domestic makers are flooded 
with orders. Delivery of china, pot- 
tery, and glassware cannot in many 
instances be obtained for at least 
three weeks, jobbers report. Several 
manufacturers will not even consider 
orders until next year. Some china 
is still being imported from Eng 
land. The excellence and prices of 
fine cathedral glass, and hob-nail 
and spiral glassware from abroad 
are being approached by American 
producers when quantity output is 
feasible. 

It is said that so much progress 
has been made in the use of Ameri- 
can material that “the industry prob- 
ably never will return to the use of 
German clays.” Little increase in 
prices of glassware, china, or pot- 
tery is expected unless labor costs 
pull them up later. 

* * os 

Turpentine and oil—Turpen- 
tine prices have been rising 1 cent 
at a time—sometimes 2 cents—to a 
total increase of about 7 cents within 
the past 30 days. Linseed oil quota- 
tions have remained steady. 

« e 

Pipe and plumbing accesso- 
ries—A very much steadier market 
prevails both on steel pipe and on 
fittings, with pipe uniformly higher 
by at least 5 per cent on the 21 ft. 
base lengths. Preferential or quan- 
tity discounts on fittings are rapidly 
disappearing. Higher quotations may 
Prices on brass 
- have 


soon be_ issued. 
goods — faucets, bibbs, ete. 
been withdrawn, with no new sheets 
issued as yet, though higher prices 
are certain on new business. 

* * * 

Lead head nails—Due to the 
increased prices on lead, the carload 
prices on cold pressed type lead head 
nails have been advanced 25 cents 
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per keg, by one maker. On the cast 

type of lead head nails the same com- 

pany has announced an advance of 

30 cents per keg. 
* * 

Lead products higher—F orced 
upward by the sharp advances in 
pig lead, leading lead products have 
generally been raised. Sheet lead 
and lead pipe were marked 14 cent 
per pound on Oct. 10, and a similar 
amount on Oct. 16. Lead trap prices 
were advanced 7 per cent on Oct. 16. 
Lead oxides—litharge and dry red 
lead were raised 4 cent per pound, 
in two jumps, but with no change in 
pigments. Lead shot has made three 
successive advances, totaling 15 
cents per bag on 25 Ib. bags, and 
15 cents per case on air-rifle shot. 


* ” * 


Electrical goods—Aided by a 
large gain in refrigerator sales espe- 
cially, electrical division sales this 
year have far outstripped the 1939 
comparisons. Despite lower prices 
through much of the year, unit sales 
have gained so largely as to put 
dollar totals 25 per cent, or more, 
ahead. For example, General Elec- 
tric’s nine months’ total, for 1940, of 
new orders received reached $397.- 
810,000, compared with a similar 


1939 showing of only $248,582,000. 
News is received that September 
shipments of household washers 
were 7.2 per cent over the year-ago 
total, and near their all-time Sep- 
tember high. Increased sales of low- 
price portable ironers sent Septem- 
ber shipments to a new record high, 
to top the year-ago total by 84.73 


per cent. 
* * * 


Bendix sales—J. S. Sayre. 
vice president, in charge of sales, 
Bendix. Home Appliances, Inc., 
South Bend, Ind., says that com- 
pany’s sales of Bendix Home Laun- 
dry Units reached a new peak in 
September. Sales of Bendix units 
from distributors to dealers for Sep- 
tember, 1940, showed a 223 per cent 
increase over sales for September. 
1939. Factory shipments for the first 
9 months of 1940 were 108 per cent, 
or more than double, sales for the 
same 1939 period. 


* * * 


Electric ranges—Current sales 
increases in electric ranges are such 
that it is expected the total will 
exceed 450,000 units this year. This 
would be an increase of about 37 
per cent over the 1939 figure of 335.- 
000 units. 





Largest Construction Year Since 1931 


T HE year 1940 has been the largest construction year since 1931, 
and the largest residential building year since 1929. Dollar vol- 


ume of construction contracts awarded in the 37 states east of the 
Rocky Mountains, during the first nine months of this year, in- 
creased 514 per cent over the corresponding period of 1939, 
according to F. W. Dodge Corp., New York City. The comparative 
figures were $2,784,352,000 for the first nine months of this year 
and $2,634,802,000 for the first nine months of 1939. 


The increase came largely in the third quarter of the year, stimu- 
lated by the national defense program, which has imparted an 
acceleration to construction activity likely to continue through the 
final quarter of 1940 and well into the first half of next vear. First 
quarter contracts this year ran 13 per cent behind the first quarter 
of 1939; second quarter contracts ran 3 per cent ahead of last year’s 
second quarter; this year’s third quarter ran 24 per cent ahead of 
the third quarter of 1939. 


This year’s nine-months’ net gain over last year, amounting to 
$150,000,000, included gains of $50,000,000 in commercial buildings, 
$114,000,000 in manufacturing building, and $125,000,000 in residen- 
tial building. Partially offsetting these gains were declines of $94,- 
000,000 in public and institutional buildings and $45,000,000 in heavy 
engineering construction (public works and utilities). Private- 
ownership projects as a whole gained by $222,000,000, while public- 
ownership projects declined by $72,000,000. 


Thomas S. Holden, vice-president in charge of statistics and re- 
search for F. W. Dodge Corp., says: “Construction for the defense 
program is now filling the gap left by the tapering off of our earlier 
public works programs. Defense construction has thus far little 
more than made a start; continued gains in the fourth quarter are 
likely to bring the year’s construction total to a figure 7 to 10 per 
cent greater than last year’s final figure. In addition to continued 
defense construction projects in 1941, increased industrial activity 
and employment are likely to stimulate increased demand for pri- 
vate building next year, unless building costs should rise too 
rapidly.” 


HARDWARE AGE 











Toy orders—Advance orders 
for toys, placed by retailers already, 
total from 85 to 90 per cent of their 
needs for the forthcoming Christmas 
holiday season, according to James 
L. Fri, managing director, The Toy 
Manufacturers of the U. S. A., Inc., 
New York City. This reflects larger 
advance coverage by most retailers 
than was the case at this time a year 
ago. With many leading toy lines 
completely sold and manufacturers 
working at capacity speed there will 
be difficulty in handling fill-in or 
ders, once the retail season gets 
under way. It is estimated that toy 
orders, in the hands of manufac- 
turers, are 12 per cent above those 
at this time in 1939. 

e * © 


Universal ranges—According 
to H. M. Parsons, sales manager for 
Universal ranges, made by Landers, 
Frary & Clark, New Britain, Conn.., 
sales jumped 73 per cent last year 
over the previous year. Mr. Parsons 
also reports that as a result of the 
widespread interest shown in the 
Mercury models, introduced last 
January, Universal range sales are 
expected to reach new peaks this 
fall. 


¢ 2 *® 


Steel production—With steel 
ingot production this week rising fur- 
ther to 9514 per cent of capacity, or- 
ders continue to accumulate in a vol- 
ume much above shipments; deliveries 
are lengthening and backlogs are in- 
creasing. Major steel companies are 
unable to promise deliveries of some 
products during the remainder of 
this year unless they come within the 
preference classification accorded to 
defense work. While defense require- 
ments are a direct and indirect in- 
fluence in current steel bookings, a 
preponderance of the orders being 
received are for non-military pur- 
poses. Although a huge volume of 
defense contracts has been awarded 
at Washington and by ordnance dis- 
tricts and arsenals, the actual order- 
ing of steel is in many instances de- 
layed because of the lack of detailed 
specifications. Much of this business 
will necessarily go over into first 
quarter or later, says The Iron Age. 
in its Oct. 24 issue. 


* * %* 


Seasonable selling—In three 
or four divisions, wholesalers’ sales 
this month are reported outstanding- 
ly large—among these are tools, 
usually of the better grades; house- 
wares, especially pottery, china and 
glass; fall sports equipment, with 
basketball and bowling items very 
notable, and finally, an early run of 
wheel goods, toys and gifts for the 
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Office Building and 


Apartment Hardware 


O you know all about it? Then, 

be sure to read this chapter 
in the Advanced Course section of 
“Taking the Mystery Out of Build- 
ers’ Hardware” by Adon H. Brownell, 
and published by Harpware AGE, 
for a complete working knowledge 
of the hardware, where and how it 
should be used. A de luxe first edi- 
tion of this book can be yours for 
only $3.00 cash with order, or 
C.0.D. with a small delivery charge. 
In Canada and foreign countries the 
price is $3.50 cash with order. 





holidays. A new vogue for archery 
is spreading rather widely, and 
brings a new demand for the neces- 
sary accessories, among the Christ- 
mas items which are active. Almost 
without exception, a trend toward 
better quality merchandise is noted 
in the early orders. In electrical ac- 
cessories, especially, whether of oc- 
casional or of necessity type, there 
is less and less call for inexpensive 
flashy items. Fairly high-priced toys 
are selling unusually well. 
* # # 


Covering future needs—Con- 
fident, in the face of only moderate 
consumer demand, that public buy- 
ing will pick up promptly after the 
first draft drawing and the national 


election are out of the way. retail 
merchants now are maintaining a 
very active rate of buying. Some 
time ago, wholesalers began 
strengthening their orders furthe: 
into the future, convinced that only 
by so doing could a sufficiency of 
holiday and spring supplies be safely 
assured. Their judgment is already 
being vindicated, for while the for- 
ward demand from retailers is bet- 
tering, supplies from many factory 
sources are slowing down under the 
preference which must be accorded 
to defense requirements. As rapidly 
as the new prices are available on 
seasonable lines, specifications com- 
mence moving in, and at a rate 
which indicates the intention of buy- 
ers to requirements rather 


fully. 


cover 


*% * * 

Industrial indices — Statistics 
for the week ended Oct. 12 showed 
a number of new 1940 records. The 
Associated Press industrial index, 
which is based on 1929-30 levels as 
100, reached a new peak since the 
historic “high” of September, 1929. 
The mark was 114.3 per cent. com- 
pared with a year ago percentage of 
106.4. Carloadings (811,906 cars) 
alone were down, by 3.3 per cent, 
compared with 1939—the losses in 
coal shipments more than offsetting 
the substantial gains in miscellane- 
ous freight. 

Electricity output for the week of 
Oct. 12 rose again, and reached 6.8 
per cent above last year’s corre- 
sponding figure. 





“WHY PAY MORE>?” 








mower is only $6.75. 


E. F. KLUBERTANZ 





Why Pay More? 


You can drive your car 21 miles (out of town and re- 
turn) and buy a rubber tire, 1014 inch wheel, 16-inch 
cut, ball bearing lawn mower for $6.95! 


Our regular every day price on a ball bearing, five 
blade, full 16-inch cut, 1014 inch rubber tire wheel lawn 


Write your own ticket! 


KLUBERTANZ HARDWARE 


Phone 44 


Sun Prairie, Wis. 








Since the development of the automobile, merchants have been more 
and more faced with the problem of out of town buying and it is well 
to keep the advantages of home buying forever before the home town 


folks. 


Klubertanz Hardware of Sun Prairie, Wis., has done this very 


well in this advertisement headed, “Why Pay More?” Regular advertise- 
ments along this line can do much toward keeping the buyers from 
taking that long, expensive drive to the larger city to buy standard 


merchandise. 
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PROFIT SUGGESTION BY Bassick | 


How to make « pwo-bits 


sjitney” 


instead of 4 


on ¢ 









Why take time and 
effort to sell this type of 
caster for as little as 20¢ 
a set... with a gross 
profit of only 5¢ or 6¢.... 


N 


=, 6b 








When it's just as easy to sell a really 
good caster—a high quality prod- 
uct—for 75¢ or 90¢ a set and ring 
up a worthwhile profit of 25¢ or 30¢. 





Full-floating action — the easiest swiveling 
caster ever made to sell for under $1.00 a 
set. For use on all types of wood and metal 
furniture. 


FREE BOOKLET—reus “How To set 
CASTERS.” Ask your jobber or write to The 
Bassick Company for a copy today. 


Bassick 


THE BASSICK COMPANY 


Connecticut 








Bridgeport 
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H. B. Wilson’s Address 


(Continued from page 71) 


out of your next football game. 
Instead you may find yourself 
looking at the crowd and really 
wondering what it’s all about. 

Now all this leads round to 
our job again and what it will 
take to do that job. It will take 
time. It will take money. Yes, 
of course it will, but that job 
can’t be done under democracy 
without the spiritual devotion of 
every one of our people. If that 
devotion is forthcoming there 
will be no need to “draft indus- 
try,” whatever that means. 
American industry will do it. 

The stimulation of business 
due to the defense program will 
be properly discounted by busi- 
ness men. It is to be hoped that 
a general and healthy revival 
may grow along side the emer- 
gency demands so that when the 
inevitable let up comes it will not 
necessarily be followed by an- 
other period of depression. There 
can be nothing gained by “going 
ostrich.” 


- fraught 


We may as well realize that 
taxes must increase. No matter 
whether the war ends sooner or 
later we face a post-war period 
with difficulties and 
dangers that will tax the states- 
manship of any Congress and 
any President. 


I am confident we shall emerge 
from this troublous period 
perhaps a sadder, but certainly 
a wiser nation, and that our old 
fashioned faith in work, saving 
and lack of class consciousness 
(which perhaps, we have lost 
awhile) will be restored to us by 
that best, if most expensive 
teacher—experience. 

If at any time doubts come 
upon us, if things look black, as 
well they may, don’t give up, 
don’t get discouraged. Let’s look 
at the humble little penny and 
remind ourselves: 

“Thrice armed is he whose cause 
is just” 
As . Americans, 

Trust!” 


“In God We 





Good Entertainment Program 


at Convention 


N excellent and varied pro- 
gram of formal and _ in- 
formal entertainment was pro- 
vided for members and guests at- 
tending the joint annual conven- 
tion of the National Wholesale 
Hardware Association and the 
American Hardware Manufac- 
turers’ Association. Prior to the 
joint opening meeting, Monday 
night, there was a musical pro- 
gram, provided by an orchestra 
and Thomas Perkins, a baritone, 
in the Blenheim ballroom. Fol- 
lowing the business meeting 
there was an informal reception 
and dance in the Blenheim din- 
ing room. The ladies were guests 
at a bridge party and tea, held 
Tuesday afternoon in the East 
Solarium of The Marlborough- 
Blenheim. That evening Tony 
Sarg, painter, illustrator and 
creator of the Marionette Thea- 
tre in America, traced the his- 
tory of marionettes, told of some 
of his experiences as an artist 


and demonstrated some of the 
tricks that can be performed in 
a marionette show. An informal 
dance, in the Blenheim dining 
room concluded the evening’s 
program. 

Wednesday afternoon’ the 
ladies of the convention received 
guest tickets for boardwalk 
chair rides. The concluding 
social event was the formal re- 
ception and ball held Wednesday 
evening in the Blenheim ball- 
room. Members of the entertain- 
ment committee were: S. M. 
Jones, New York Wire Cloth Co., 
New York City; J. T. Cobb, H. 


B. Sherman Mfg. Co., Battle 
Creek, Mich.; M. B. Collins, 
Blair Mfg. Co., Springfield, 


Mass.; J. C. Covert, Covert Mfg. 
Co., Troy, N. Y., and E. E. Fries, 
St. Louis Cordage Mills, St. 
Louis, Mo. Mrs. H. B. Wilson, 
Kenilworth, TIIll., headed the 
ladies’ reception committee. She 
was assisted by Mrs. Mark 
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Lyons, Mobile, Ala., Mrs. H. J. 
Allison, Charlotte, N. C., Mrs. 
P. W. Embury, Warsaw, N. Y., 
Mrs. P. E. Faeth, Kansas City, 
Mo., and Mrs. C. M. Woolworth, 
Lancaster, Pa. 

Sunday evening the X-Club 
held its annual dinner in the 
Green Room of the Marlborough. 
The same evening the Central 


What Is the Most Important Phase 

of a Business to Which the Principal 

Executive Should Direct Attention? 
By THOMAS J. QUINN 


W. F. Potts Son & Co., Inc., 
Philadelphia, Pa. 


At the Tuesday 

morning session 

of The National 
Association of Sheet 
Metal Distributors 


ELIEVING that the bulk of 

business done by our mem- 
bers is covered by shipments or 
deliveries out of warehouse, I 
think the reduction of warehouse 
costs is the chief duty of an exec- 
utive. By this I mean any costs 
attached to the operation or 
maintenance of a warehouse such 
as our members have. Simplicity 
in the conduct of a distributing 
business is the real way to meet 
the ever - increasing competition 
of mail order houses, “cash and 
earry” and “direct to you” job- 
bers. 

The operation of a warehouse 
on a minimum cost basis is the 
job of the manager or executive 
officer of a distributing organiza- 
tion. 

Such a cost includes the neces- 
sary expense which permits one 
to secure efficient assistants, su- 
pervisors, office, sales and ware- 
house personnel. It should, how- 
ever, eliminate all duplication of 
effort or any unnecessary record- 
ing of statistics, etc. 

Selection of personnel who 
combine intelligence, shrewdness, 
initiative and real ability to 
function as efficient merchandis- 
ers is of increasing importance. 

The sheet metal distributing 
business, at least in the East, has 
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States Hardware Club held its 
third annual dinner party and 
entertainment at Hackney’s 
Restaurant, on the boardwalk. 
The Old Guard of the Southern 
Hardware Jobbers Association 
held its luncheon party in the 
Marlborough dining room, Tues- 
day afternoon. 


largely been taken over by a 
class of “traders” who have a 
minimum of costs. They keep 
few records or statistics and op- 
erate with little or no organiza- 
tion. In many cases it is a one- 
man concern with the office un- 
der his hat. The employees are 
few, wages are low and the sell- | 
ing price is based on what can | 
be secured without too much re- | 
sistance. The theory is sales and 
more sales, low overhead and | 
| 





quick turnovers. 

To offset the advantages en- 
joyed by hundreds of jobbers of 
the type mentioned, our members 
should have a simplified organ- 
ization and the personnel should 
be trained merchandisers who 
know what constitutes a sale. It 
might well be that the head ship- 
per or warehouse forman should 
be of the type who know how to 
direct and control men in the | 
warehouse proper. The old track | 
gang foreman the railroads used 
years ago might be the kind of 
man needed to secure best re- 
sults. He should possess leader- 
ship, wit and the aggressiveness 
necessary to secure best results. 

An executive should be free of 
all detail. A manager or an as- 
sistant could look after and re- 
port on the various departments, 
leaving the executive the time 
and opportunity to think and de- 
cide on major problems. Such an 
arrangement would make _ pos- 
sible a less expensive personnel 
all along the line and would save 
thousands of dollars annually. 
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HINGES / 


MILWAUKEE 
“BLUE BOOK of ZAMOUS INSTALLATIONS” 





















NEW YORKS 
EMPIRE STATE BUILDING.. 
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Popular MILWAUKEE 
“Universal” Pivot Spring Hinge 
for Lavatories * 


Attractive, compact, and durable, this 
Pivot Spring Hinge has several out- 
standing features that quickly appeal to 
both Contractors and Building Owners. 
It can be,used for either right or left 
hand doors opening in or out. Patented 
Tapered Pintle permits holding the 
door open at any point desired (not 
only a few positions). Alignment for 
regular or reverse action is easily ad- 
justed without removing Door. Pivot 
Bearings make it absolutely sagless. 
Fits practically any type of Lavatory in- 
stallation—for Marble, Slate, Glass, or 
Metal Partitions. 





Get the MOST 
for YOUR MONEY... 


Stock—Carry—Buy 


MILWAUKEE Lawson 
Hinges and Builders 
Hardware. . 









1 The POPULAR-SELLING 
LINE FOR OVER 40 YEARS 


MILWAUKEE STAMPING COMPANY 
816 South 72nd Street Milwaukee, Wisconsin 








Secretary Rockwell’s Report 


HARLES F. ROCKWELL in his semi-annual 

report as secretary-treasurer of the AHMA dis- 

cusses the role of industry in connection with 

national defense and urges that industry not neglect 

commercial distribution which in the long run is the 

lite of industry. He announces that 16 new members 
have been added during the past year. 


I. is vital that a 


proper balance be maintained be- 
tween production for defense 
and production for normal peace- 
time needs. Such readjustments 
as are necessary must be made; 
industrial efficiency increased. 
Such governmental restrictions 
and legal exactions as impede 
productive effort must be mod- 
ified. 

And, as many will recall from 
sad experience in the last war 
period, profits arising from de- 
fense orders are likely to be il 
lusory. The heavy capital losses 
which must be written off after 
the termination of defense busi- 
ness, and the expense incident to 
the change from defense produc- 
tion to normal routine, intensi- 
fied by the intervening disrup- 
tion of customary trade connec- 
tions, are prone to cancel any 
seeming profit derived from mil- 
itary production. 


Excess Profits 


The most important single 
feature of the new so called Ex- 
cess Profits Tax Bill has nothing 
at all to do with excess profits 
taxation. This is the amortiza- 
tion section which provides that 
companies building new plant fa- 
cilities certified as necessary for 
the national defense, may amor 
tize the cost of such facilities 
out of tax-free earnings over a 
five-year period. The section is 
simple and almost non-controver- 
sial. It should never have been 
confused with the question of 
excess profits taxes, and would 
not have been so confused save 
for political considerations. 

But there has arisen a new 


162 


and even more dangerous men- 
ace to uninterrupted progress of 
rearmament plants, in the re- 





CHARLES F. ROCKWELL 
A.H.M.A. 
Secretary-Treasurer 


ported ruling of the Attorney- 
General that companies which 
have been held by the National 
Labor Relations Board to have 
violated the Wagner Labor Re- 
lations Act are barred from ob- 
taining Government contracts. 
Now, a decree by the labor board 
as to its findings is by no means 
final, but seemingly the Attor- 
ney-General feels that it should 
be until the Federal Court re- 
verses the ruling. In _ other 
words, the net effect would be to 
give plenary power to the labor 
board to sabotage defense opera- 
tions, notwithstanding the fact 
that no company is really a vio- 
lator of the Wagner Act until its 
appeal has been disposed of by a 
higher court. Reports from Wash- 
ington indicate that nothing of 


late has so disturbed Congress, 
and confirmation of these reports 
comes in the form of a joint res- 
olution introduced by Chairman 
Smith of the House Committee 
which has been investigating the 
National Labor Relations Board. 
Mr. Smith’s resolution, which is 
similar to a provision in the Lo- 
gan-Walter Bill, reads: 

“That notwithstanding any 
other provision of law or any 
opinion of the Attorney General, 
no ruling or decision of any de- 
partment, bureau or agency of 
the United States Government 
shall be final or binding on any 
person or any other agency of 
the Government while an appeal 
from such decision is pending in 
the courts, unless and until such 
appeal has been finally termi- 
nated by affirming such deci- 
sion.” 

Under the general defense 
plans which have been worked 
out over a period of years, based 
upon the experience of War War 
days, more than 20,000 indus 
trial plants have been surveyed 
by the government for the pur- 
pose of ascertaining capacity for 
defense production. To the pres- 
ent, more than 10,000 plants are 
allocated and have accepted so- 
called schedules of production 
which show what they are to 
produce by type, quantity and 
time, if the need arises. 

The trade associations of the 
country have been checked, their 
facilities for specific assistance 
noted, and are alertly “standing 
by” to render every possible ser- 
vice. Up to now, the call has 
been principally upon organiza- 
tions of the machine tool, au- 
tomotive, aircraft and chemical 
industries. 


New Members There 


Member interest in our activi- 
ties has as usual been well sus- 
tained, as evidenced by atten- 
dance at Palm Beach and at this 
splendid gathering. The percen- 
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““GLUEKY”’ The Super Glue Sales- 
man, will sell Rogers Glue to 
2,000,000 families a month 


... and because ROGERS’ exclusive hardware selling 
plan protects you and it offers you more profit. 
byes PROTECTION —, Reser offers 

jo A through the hardware 


trade and not selling to chain 
pee A ome buyers, or mail order 


PRICE — Rogers offers you 

several special deals assuring 

you of full profits so you can 
compete with chain stores, group 
buyers, etc., by offering a superior 
product ot the same price. 


SR omune — Rogers Glue is DEMAND — Rogers sells for 

made only from select fish iy with national advertising 

skins wy" clarity and uni- in Popular Mechanics, Popular 
formity . 1 Home Craftsman, etc., 
strength ‘i800 pounds shearing pee ol over a million consumers 
strength per squore inch). monthly. . 











FREE — Phone or 
write your jobber for 
free goods offers .. 
ask him for a free 
display unit. To dis- 
play Rogers Glue is 
to sell Rogers Glue. 








MASSACHUSETTS 


ROGERS 


GLOUCESTER 








SELECTED FROM "NEW HAVEN'S" 


Many Remarkable Values 





“ELITE” COPPER-CLAD WRIST WATCH 


Has a new finish called “Copper-Clad,” which has the rich 
lustre of copper. Curved, stainless steel back. Attractive 
dial harmonizes with the case. Unbreakable crystal]. Cop- 
per-tan leather strap. Retail price, $3.95. 


“PORTIA” 
Automatic 
Starting 


Electric kitchen clock with 
new-type motor. If current 
is interrupted, clock stops 
until time is again set, when 
it starts automatically. Con- 
sumes but one watt! Has a 
soft, friendly tick. Beautiful 
ease and dial design. Retail 


price, $2.95. 





—- = At your jobber's 
THE NEW HAVEN CLOCK CO., New Haven, Conn. 


NEW HAVEN Timepieces 


OCTOBER 31, 1940 








T-inch 
Colorful 
Soft Asbes 







Diameter. 
Metal Top, 
tos Base- 
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Sells on sight 


and scratches. 





to housewives! 


Hundreds of uses in the home— 
protecting surfaces against heat 


New round Pad in four attrac- 
tive patterns, to match standard 
rectangular designs, is rapidly be- 
coming one of the fastest-selling 
numbers in the popular PRO-TEX 
line. Feature all of them for 
Housewares Profits! 


Write for free samples. 


BALLONOFF 


METAL PRODUCTS CO. 

















am Kinsman Rd. Cleveland, Ohio - 
RRALLEL Acne. 
§ 2) NIPPERS PLIERS 
8 *) PRUNERS | PUNCHES 
e. 
tee, 


Tubes . . 










Pressed Steel Frame . . 
Heat Treated Index Spring . . 
. Knurled Handles 


414 CHAPEL 











Joint . . Boxed Opening Spring . 
Bright Steel Finish 


REPLACEMENT PARTS 
Replacement Drive Tubes in 9 Sizes listed below: 
Nos. 00-0-1-2-3-4-5-6-7 


4sk your jobber 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, 


ST., 


BERNARD SPRING BELT PUNCH 
Revolving Head—Drive Tubes 
New “LODI” Model 


Four Tube No. 384 
Six Tube No. 386 


OUTSTANDING FEATURES 


Revolving Head—Drive 


Expanded 


CONN. 
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FOR INSIDE AND 
DUTSIDE MEASURING 


Because it's such a whale of 
a bargain, the new Lufkin X56 
is the extension rule to feature 
in the popular price field. The 
finest Hardwood is both flexi- 
ble and tough. Brass exten- 
sion slide and strike plates. 
Patent lock joints. Don't forget 
the sign of quality—the bright 
RED ENDS. 


RETAILS ¢ 
AT ONLY 


UF A/N 


7INAW, MICHIGAN 


RULES . 


TAPES 


New York City 


PRECISION TOOLS 








tage of representation of mem- 
ber companies at our meetings, 
as compared with that of many 
other important industries, is 
truly remarkable. Another im- 
portant indication of the value 
of these gatherings lies in the 
preponderant representation of 
ranking executives in individual 
delegations. 

The roster of your association, 
revised to Oct. 1, forms a part of 
the formal convention program. 
During the association year now 
concluding, 11 new names have 
been added, as follows: 

American Cabinet Hardware 
Corp., Rockford, IIl. 

American Thermometer Co., 
St. Louis, Mo. 


Apex Oil Products Co., Minne- 
apolis, Minn. 

Eagle Mfg. Co., Wellsburg, W. 
Va. 

Eagle Rule Mfg. Corp., New 
York, N. Y. 

Empire Plow Co., Cleveland, 
Ohio. 

Federal Fibre Mills, New Or- 
leans, La. 

Moline Iron Works, Moline, 
Ill. 

National Blank Book Co., Hol- 
yoke, Mass. 

Smith & Wesson, Inc., Spring- 
field, Mass. 

Threadwell Tap & Die Co., 
Greenfield, Mass. 


Can the wholesaler operate 
efficiently on a five-day week? 


By CLAIBORNE R. WATKINS 
Watkins-Cottrell Company, 
Richmond, Va. 


at the Wholesaler’s 
Thursday morning 
session 


py receiving the invita- 
tion from your secretary to 
discuss the advisability of clos- 
ing Saturday, it has been my 
privilege to interview numerous 
jobbers on this subject. In every 
instance they have stated that 
they would like to do so and in 
two or thred instances they 
were closing. Some were clos- 
ing just like Sundays, some 
were staggering, that is, they 
would have a skeleton force 
there. They thought it fine and 
never expected to go back to the 
six-day work week. However, 
the large majority, while want- 
ing to work only five days, did 
not think this particular time 
proper to make the change, be- 
lieving it would cost them con- 
siderable business as competi- 
tors could not be persuaded to 
close and did not think they 
could get as many work hours 
in a work week in five days as 
they could in six. 

This last sentiment seems 
correct to me, and our firm will 
adopt it on Oct. 23. We are go- 
ing to start on Oct. 23, daily ex- 





C. R. WATKINS 


cept Saturday, to work 8:30 to 
1 and 2 to 4:45; Saturday, 8:30 
to 12. We will emphasize the 
fact that each employee will be 
expected to work every minute 
of the time and will dress after 
the final bell has been sounded 
instead of being ready to leave 
as heretofore when the bell 
rings. 

Personally I wish for a five- 
day week but see no hope for it 
until it is adopted unanimously 
by all hardware jobbers, which 
condition I believe is far in the 
future. 
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5, W. 
New 
common stock, whereas the total 
—_ amount paid in dividends was 
, equivalent to an average of but 
: Oe $1.62 for each share of common 
stock. 
See 5. Gross assets of these 183 cor- 


porations totalled 45 billion 545 
Hol- million dollars. 

6. Total taxes paid for the 1939 

fiscal year were 2 billion 65 mil- 
lion dollars. 
i 7. Aggregate net earnings of 
; these companies for 1939 were 1 
billion 761 million dollars, after 
taxes. 

8. Taxes consumed 54 per cent 
of the net earnings (before taxes) 
of the 183 companies—more than 
one-half of such earnings. 

9. The earnings of 7 of these 
companies were completely wiped 
out by taxes, leaving the com- 
panies “in the red” for the year. 
Twenty other companies, with 
earnings sufficient to justify mod- 
est dividends if taxes had been 
reasonable, found it advisable to 
withhold dividends because exces- 
sive taxes so seriously reduced the 
amounts available. 

10. More than 7 million holders 
of preferred and common stock 
have invested all or a portion of 
their savings in the 725 million 
shares of these 183 companies. 

11. The average number of 
common shares owned by each of 
the 6 million 286 thousand com- 
mon stockholders in these 183 
companies is 108. More than three- 
fourths of the common stockhold- 
ers own not more than 100 shares 
each. 

12. The total number of em- 
ployes of these 183 companies in 


‘ing- 





. to 1939 averaged 3 million 378 
:30 thousand, or less than one-half the 
the number of investors in common 
be stock. The average number em- 
ute ployed per company in 1939 was 
+a 18,460, compared with an average 
en of 17,373 per company in 1938. 
ell Excessive taxes last year forced 
many corporations to pay no divi- 
ve- dend at all or dividends too small 
- it to encourage investment. Many 
sly small companies performing an 
ich essential service are finding it im- 
the possible to continue business 


under present circumstances. 
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Taxes That Ruin 


(Continued from page 141) 


What can be done to remedy this 
situation and to relieve American 
taxpayers of this crushing burden? 
Frankly, nothing that can be done 
now will bring immediate relief 
from excessive taxes, but steps can 
be taken now to insure future relief 
and to check immediately the trend 
toward national bankruptcy. There 
should be such an overwhelming 
demand upon the Washington 
Government for the elimination of 
unnecessary expenditures that even 
the most radical New Deal boon- 
dogglers would be deterred from 
further raids upon the Federal 
Treasury—traids that in effect 
reach into the pockets of every tax- 
payer in the United States. 

If national defense preparations 
are to be carried out on a scale 
at present contemplated, the United 
States will spend at least 15 billion 
dollars in the next few years, as 
rapidly as production can be 
pushed. Appropriations already 
voted or tentatively approved total 
9 billion dollars. 


Additional Taxes 


This will mean additional taxes 
and also new demands for another 
upping of the Federal debt limit, 
which is now 49 billion dollars. In 
the fiscal year beginning with this 
month, expenditures of the na- 
tional government will approxi- 
mate 13 billion dollars, and the 
revenue that will be produced 
under the revised tax system will 
be about 7 billion dollars, leaving 
a deficit of 6 billion dollars. 

It is plain that expenditures and 
revenues must be brought into 
closer relation if a solvent trea- 
sury is to be maintained. It also 
is clear that unnecessary expendi- 
tures must be discontinued imme- 
diately. If non-defense spending 
were reduced only 10 per cent (a 
figure frequently mentioned) ap- 
proximately 1 billion dollars could 
be saved in one year. That is an 
important item, although barely 
enough to pay the annual interest 
on the present Federal debt. 

The scope of government and its 
cost have been extended far be- 

(Continued on page 183) 











ATME corRUGATED FASTENERS 















































EXTRA 


I 


IN THIS 
DISPLAY CARTON 


FOR YOU! 


@ Every package repre- 
sents an extra sale! Almost everyone who 
comes into your store has a need for Acme 
Tack-Point Corrugated Fasteners. Can be 
used for repairing furniture, making 
screens, cabinets, and other wooden articles. 
Just set the attractive display carton on 
your counter and watch it go to work for 
you. Your cash register will ring with 
extra sales: 


Acme Corrugated Fasteners are furnished 
in two types, parallel and divergent. The 
divergent type makes stronger joints by 
drawing the two pieces of wood closer to- 
gether. The Tack-Point feature assures 
easy driving. 


If your jobber can’t supply you, 
write us direct. 





| 


PACKAGED IN 3 POPULAR SIZES 
Fifty fasteners of one size to a box—%x4, 
Y¥,x5, or %x5. Display carton contains 12 
boxes. For larger requirements, the 250, 


500 and 1000 pack; boxes of 100 fasteners, 
10 boxes to a carton; and in 100-Ib. kegs. 


ACME STEEL COMPANY 


General Offices: 2838 Archer Ave., Chicago, lil. 
Branches and Sales Offices in Principal Cities 





MAIL THE COUPON 
FOR FREE SAMPLE BOX 











Acme Steel Company 
2838 Archer Avenue 
Chicago, Illinois 


Send me, without charge, ‘a sample box of 
Acme Tack-Point Corrugated Fasteners. 























Doughnut Club 


Ladysmith, Wis., merchants or- 
ganized a doughnut club this past 
year which brought thousands of 
people to the city to buy at local 
stores. Prizes were given to peo- 
ple who could eat the most dough- 
nuts, and membership cards were 
issued to those who wished to join 
the club. Rules are strict, one rule 
providing that elbows must not 
be stuck into coffee cups when 
eating doughnuts. An annual 
Doughnut Club convention will be 
held annually. Just another idea 
to show that almost every com- 
munity has something worthwhile 
to promote, if a few live wires 


take hold of things. 


+ * * 


Exchange Idea 


Merchants in middle 
west towns are promoting an Ex- 
change Idea which is working out 
well. Under this plan, a 
hardware store owner will accept 
for display in his window, free of 
charge, one item from a_ shoe. 
clothing, or other store. The 
other owner in turn will 


several 


very 


store 


display, free of charge, in his win- 








GOT ANY NON-HARDWARE ITEMS OW HAND, BOC 


166 





TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


dow, an item offered for saie vy a 
cooperating store. Placards in 
each instance tell the public where 


these other items can be pur- 
chased. 

* * * 
Book Hunt 


A Library Treasure Hunt was 
sponsored recently by business 
men of Berea, Ohio, and the local 


library. In this contest, the win- 








dow displays of various merchants 
were arranged to represent the 
titles of books which were avail- 
able to the public at the local li- 
brary. The business men put up 
the prizes for the winners of the 
contest who were able to identify 
all of the titles. 


* *& *% 
Guest Day 
When Waterloo, lowa, mer- 


chants want to show rural patrons 
a good time they stage a guest day 
which attracts many people. Guests 
visit industrial plants and whole- 
sale houses if they wish; then there 
is a ball game at Electric Park and 
a free cafeteria super, plus a fine 
vaudeville program. More than 
5000 people were fed free of 
charge at the last guest day. This 
event is very popular. 






Good Will Float 


The ordinary type of good will 
promotion in many localities usu- 
ally consists of an automobile 
caravan or train trip by interested 
merchants. Clinton, lowa, mer- 
chants put across their good will 
program by sending a beautiful 
good will float to any community 
in the neighboring territory which 
sends in a request to have the float 
appear. This float usually has 
Clinton boys and girls dressed in 
appropriate historical costumes, 
and it usually creates much inter- 
est wherever it is sent. 


% * € 


Chick Project 


A succesful annual Chick Pro- 
ject is sponsored by business men 
at Lyons, Kan. In this project. 
business men advance the money 
to buy from 25 to 50 chicks for 
worthy boys and girls in rural 
areas who wish to raise chickens. 
The money is refunded to business 
men, with interest, in the fall of 
the year when the children realize 
some money on the work. This 
project has been very successful, 
and it has helped to interest more 
boys and girls in poultry raising, 
and it has also helped to bring 
more farm trade to Lyons. 





C'MON, GIRLIE - 
SHAKE IT UP 
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WHAT soldering products 
should YOU feature ? 





FOX PEN 
NETTING 


The heavier grades of 








hexagonal netting 
are profitable 


items. WRIGHT 


RUBYFLUID — of course 


} Rubyfluid is easy to use, behaves prop- 
} because ™= erly, no danger of corrosion or disagree- 
| able odors. Customers like it as evi- 
costs you denced by thousands who use and reuse it daily. 





high quality 







because Rubyfluid products—paste, flux and core solder 
are packaged in handy size containers in convenient, colorful 
self-selling counter display cartons. A real aid .to you. 
Properly priced for ample margin. ’ 






no more 









because YOU, as a dealer, want your customer to get the 
most for his money and have him a con- 
tinued satisfied customer of yours. Builds 
good will for you. 
















SEE YOUR JOBBER OR WRITE DIRECT. 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, Ohio 





GE WRIGHT wieeco 


28 Cee 2 a eee 





NO. 3 
50¢ 
RETAIL 























The NEW 
HOUSEHOLD 
KNIFE 
SHARPENER 


























Double 
Attractive, efficient, sells at Money-Back | vant - 
- ‘ ° ‘6 
sight. Revolving steel discs self- Guarantee arm ee PLECTEM. PIALURE .“otORe 
adjusting for all knives. Hard on every cartes OF BEDROOM, BATHROOM, AND KITCHEN FIXTURES 
rubber non-slip base, lacquered COUNTER 
wood handles, nickeled metal DISPLAY eee PSL Le 
parts. with each dozen Wir be. svtaente nates Inston ant sions teatie ge use 
ae mond F” Electric Fixture “Store.” ay or nee 0: 
50 hand picked, fast selling Lighting Fixtures furnished in 
Edlund Can Openers (wall, ORDER FROM Chrome, Ivory, Ivory Poly, White Enamel and Porcelain 
table, hand styles) , Egg Beaters, YOUR JOBBER priced for quick resale! The “Store _ thenutibatiy finished 
in white with red trim, and embellished with a mirror) 
Jar Openers, Cap Removers and — comes completely equipped with all fittings and drilled for 
i of } iri > P Cc ire it d attach the 
Knife Sharpeners are business- = Complete Catalog ets eeene on ne coe Caen ae 
builders—ask your jobber. on request (illustrated above). Order from your jobber. 


Catalog 41 Just Out Cost Dealer. . . ——- ult 


MODERN KITCHEN TOOLS fosteee Porenas ond eens awe. | PROFIT Weoe 


Jobbers! Write at once for special prices and order sample for display. 


EDLUND co... Burlington, Vermont THE FRANKELITE co. e 2623 5. Stet $0. 
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P_and a Profitable One! 
BOX WRENCH SET 


% These box wrenches are 
packed in red metal band con- 
tainers for attractive display. 


Made of special analysis steel 
and finished either bright 
plated with buffed heads or 
unpolished. : 


Exceptionally good design: 
Flat slender bars—thin walls 
—unusual heel clearance. Of- 
fered in a range of sizes to 
meet the needs of your trade. 
A fast mover—and a profit- 
able one. 


THE VLCHEK TOOL CO. 
3001 E. 87th St. Cleveland, O. 


QUICKER SALES 
FASTER TURNOVER 
MORE VOLUME 
BETTER PROFITS 


VLCHEK 
TOOLS 











Wakefield Baker’s Address 


(Continued from page 85) 


amounted to $26,000,000. In the 
first eight months of this year it 
amounts to approximately $18,- 
000,000, a falling off of $8,000,- 
000 or 30 per cent, and the most 
discouraging part of that is that 
all the decline has taken place 
in the last four months. I un- 
derstand in that regard that 
England had been taking ap- 
proximately 20 per cent of our 
canned goods. Today they are 
taking practically none. That 
might change overnight, but I 
don’t see how we are going to 
get an outlet for our dried 
fruit. 

I agree with Mr. Bond that 
we have a definite responsibility 


in doing our share towards the 
defense program, also in tak- 
ing care of our regular trade to 
the best of our ability. I like- 
wise feel that we have a definite 
obligation to you manufactur- 
ers. It behooves us to maintain 
reasonable stocks and antici- 
pate as far ahead as we can on 
our requirements, but I still 
think that with the uncertain- 
ties in Europe—no one knows 
how long this war is going to 
last, it may last two years, 
could be over in a much shorter 
time—there is only one policy 
for the jobbing industry of this 
country to adopt, and that is 
one on the conservative side. 





The Outlook for 


Residential Construction 
By ROBERT T. WILLIAMS 


Chief, Industries Section, 
Federal Housing Administration, 


Washington, D. C. 


At the Tuesday 

afternoon session 

of the National 
Association of Sheet 
Metal Distributors 


T the present rate of residen- 
tial construction, 1940 
would be the biggest year since 
1929, estimating that 500,000 
homes would be built. Modern- 
ization was seen as keeping pace 
with this construction. 

The factors responsible for 
this increase were increasing 
employment, increasing national 
income, increased production of 
steel and other lines. The Na- 
tional Defense Act would also 
require additional housing where 
industry was expanding. This 
picture is brighter today than in 
the period from 1916 to 1919 be- 
cause then we did not have labor 
or material reserves and produc- 
tion methods not as advanced. 
Runaway price levels then also 
made it impossible for people to 
spend for new homes. 


ROBERT T. WILLIAMS 


The present-day construction 
program would be stabilized by 
FHA aid which would liberalize 
credit to maintain the volume of 
construction and thus would also 
help to offset a real estate defla- 
tion such as followed the last 
war. The FHA has also enabled 
manufacturers of building mate- 
rials to coordinate themselves 
into one educational building 
program. 
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Editor’s Note: 


lines, 
of 


pro 
aterials.—Editor, Hardware Age. 


Comments: 
affil 
will be interesting to hardware merchants. 
may have obtained prices different from those indicated. 


This table of values applying to manufactured hardware will, 
e to be a valuable supplement to the table of values of iron, steel, wire and metal 


We submit the following table of values of manufactured hardware and affiliated 
compiled by Oliver Brothers, Inc., for their clients and reproduced by us because 
tne valuable data given and which we know will be welcomed by our readers. 


we are sure, 


The prices shown in this table of manufactured hardware and 
iated lines represent the price fluctuations over the period indicated, and we believe 
Some manufacturers of special brands 


















































































































































fJune, 1926, to June. 1939, prices on 13 in.; other prices on 12% in 


tNew list Nov. 21, 1936. 





*Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers 


Col. No. 1 3 
Item Mar Dec. 
No MATERIAL Unit 1912 1913 
1 | Steel railroad spikes, %x64.................. ioe. —_— 1.35 1.60 
2 | Track bolts, square nut, 44 x314................ .| Since Ape. 1. 1081, pez, 100 1.90 2.15 
3 ee  . . .. csseuseddvskiccatanaa. | 100 Lb. 1.80 1.90 
4 | Striking hammers, Oregon pattern, 6 Ib..... j Protons” anh Bete, be to views. 4.26 4.74 
5 Matens olen, 6 WB... ooo cc ccc cweencs Doz. 2.43 2.43 
“6 | Machine bolts, 5424...............0.0. 100 Pes. 1.35 | 1.61 
"7 | Hot pressed nuts, square, blank, 44 in... cee] SR AP gel iaMMia Ae | 2-80 | 2.60 
8 | Iron turnbuckies, 1 in. with stub ends....... 100 Pcs. 28.59 27.80 
9 | Spring cotters, steel, %4x1............. ~—-- 4000 Pes. 0.42 0.44 
10 | Small black rivets, 4 13, in kegs.................0..0cceee- 100 Lb. 2.31 2.56 
11 — | Upholsterers cut tacks, No. 4, blued, in bulk®.................. 100 Lb. 4.22 5.20 
12 Pa Wood screws, flat head, iron (new list prices Jan. 3, 1928) Per Cent Off List 0.9297 0.926 
13 | Shovets, plain back, NO.2...........0......cccccscveveeeeees Doz. 3.83 4.31 
{ 4 | Ball tip, loose pin, steel butts, 314 x 314, plated................. Doz. Pr. 0.55 0.64 
16 Wrought ee ca adeoweenuen Gross Pr. 3.38 3.38 
16 | Stillson pattern wrenches, 10 in., wood handle....... Doz. 4.87 4.87 
“1 | Monkey wrenches, knife handle, 10 in.......... Doz. 4.33 | 4.32 
18 | Files, 10 in. flat bastard... 2.0.2.0... 0ccccccccc eee ccv eee eees Doz. 1.13 1.13 
j 19 Carbon twist drills, 14 in., round straight shank, Jobbers Lengths. Doz. 0.85 0.85 
90 | Chisels, plain handle and edge, 1 in. socket firmer. Doz. 1.97 
“a1 | Soldering coppers, 8 Ib. base... 0... eee. Lb. 0.18% | 0.203 
92 | Post-hole diggers, Eureka pattern................., Doz. 4.75 6.00 
q 23 Car movers, Badger............... Doz. 24.00 24.00 
; 4 | Wire rope, cruc. cast steel, 6 strand, 19 wire, 5 in. diameter... .. 100 Ft. 6.32 4.79 
4 25 | Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven . Roll of 66U Sq. Ft. 1.97 1.97 
] 26 Wire screen cloth, 12 mesh, black, less than carload... 100 Sq. Ft. 1.10 1.10 
q a7 | Galvanized water pails, 10 qt., light pattern, less than carload..... on Gross 
q 28 | Enameled cast iron sinks, flat rim, 18 x90...... 00... .2. 0.0... Each 1.80 1.80 
7 29 | Finished brass compression bibbs, standard pattern, for I. P. % in. Doz. 3.58 3.67 
J 30 | Axes, unhandled, first quality standard grade, single bit, base.... . Doz. 4.50 5.75 
31 | Plain tin wash basins, 13 in., stampedt................... | Gross 
32s Circular spring balances, 30 Ib. x oz.. - Each 
q 33 Lawn mowers, 14 in., ball-bearing, medium grade, 4 Blade ...... | Each 
Col. No. 1 | 
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d 
e 
100 East 42nd Street, New York City 
C 
al TABLE of MARKET VALUES of MANUFACTUR 
MARCH 1912 TO JUNE 1940 
re Published by Hardware Age, Issue of October 31, 194 
is Compiled by OLIVER BROTHERS, INC., New York and Chicago, 
1 2 3 ‘ 5 6 7 8 9 10 11 12 13 14 
ois | «ious | ones | doit | tone | dogo | Soke | toss «| iss | soos | toma | toms tose | t9a8 | 
36 1.50 1.35 5.00 3.90 3.60 5.00 | 2.10 2.80 3.15 2.80 2.80 | 2.90 2.80 
90 2.16 1.70 7.00 4.90 5.50 7.60 3.00 4.05 4.00 3.76 4.00 | 4.26 3.81 
|. 80 1.90 1.65 6.50 7.60 6.25 7.26 4.60 4.76 5.75 5.25 5.75 | 6.25 5.89 
26 4.74 3.54 | 10.80 | 10.80 9.23 | 10.80 6.41 7.29 8.75 8.10 8.75 | 8.10 0.70 
1.43 2.43 1.87 7.29 9.00 7.69 8.55 4.86 5.40 6.20 6.71 6.10 6.00 6.70 
35 1.51 1.32 4.97 3.83 4.05 6.33 1.68 2.81 2.43 3.04 3.04 | 3.04 3.33 
1.30 2.60 2.20 6.50 6.60 6.50 8.60 3.25 5.10 5.20 4.95 4.96 4.95 0.555 
69 | 27.80 | 26.34 | 67.20 | 657.20 | 61.60 | 70.40 | 39.60 | 48.40 | 39.80 | 41.80 | 49.60 | 55.00 | 66.00 
).42 0.44 0.41 0.96 1.02 0.78 1.16 0.62 0.65 1.06 | 0.68 0.75 | 0.75 0.78 
81 2.56 2.40 8.21 7.20 7.20 8.80 3.70 5.44 5.10 4.36 4.10 4.10 4.32 
22 5.20 4.96 | 16.26 | 16.10 | 17.16 | 18.16 | 11.76 | 12.76 | 12.40 | 14.30 | 14.55 | 11.265 | 11.33 
9297 | 0.926 | 0.9198| 0.784 | 0.784 | 0.82 0.784 | 0.8847| 0.8677| 0.8335 | 0.835 | 0.87 | 0.8819 | 0.645626 
83 4.31 3.90 8.60 | 11.61-| 10.90 | 12.90 9.90 7.41 9.16 9.16 8.47 | 8.47 8.28 
55 0.64 0.61 1.76 1.75 2.20 2.20 1.55 1.55 1.90 1.70 1.44 1.44 1.57 
5.38 3.38 3.80 7.17 7.81 7.02 7.02 5.49 6.33 7.20 7.20 7.20 7.20 7.20 
87 4.87 4.75 9.00 | 10.00 | 10.00 | 11.81 8.78 8.78 9.00 7.60 7.50 7.50 4.86 
33 4.32 4.32 | 10.49 | 11.66 | 11.88 | 18.20 7.13 7.12 9.62 9.62 9.62 9.62 9.62 
18 1.13 1.18 2.09 2.73 2.39 2.66 1.70 1.89 1.75 1.89 1.89 1.89 1.89 
85 0.85 0.79 1.42 1.46 1.39 1.39 1.08 0.73 0.97 1.11 1.11 1.11 1.11 
a 1.97 1.97 4.01 4.70 5.35 5.35 5.49 5.49 5.35 5.36 5.34 5.34 5.35 
184} 0.20%! 0.19 0.42 0.48 0.29 0.29%4| 0.18%] 0.1934] 0.19 0.21% | 0.21 0.203, | 0.28334 
15 6.00 5.00 9.00 | 12.60 | 13.00 | 17.00 | 10.00 | 10.00 | 11.60 | 11.60 | 11.60 | 11.60 | 11.50 
.00 | 24.00 | 25.00 | 27.50 | 36.00 | 34.80 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 
32 4.79 4.41 | 11.90 | 11.55 9.28 9.28 7.81 7.81 8.62 8.62 8.62 | 8.62 8.62 
97 1.97 1.69 3.47 4.13 4.13 4.13 3.51 3.51 3.76 3.53 3.33 | 3.08 3.13 
10 1.10 0.90 1.75 1.95 2.05 2.05 1.80 1.80 1.95 1.80 1.70 1.60 1.71 
18.14 | 33.60 | 45.97 | 40.32 | 60.40 | 22.98 | 22.98 | 24.19 | 25.53 | 26.88 | 24.84 | 23.04 
.80 1.80 1.80 3.35 4.45 4.55 5.00 3.85 3.85 4.05 4.05 4.05 | 4.05 | 4.05 | 
68 | 3.67 | 3.69 | 7.18 | 8.60 | 9.68 | 10.77 | 56.67 | 6.30 | 6.80 | 5.98 | 6.98 | 6.30 | 5.99 
.50 5.75 | 3.60 | 11.60 | 13.60 | 14.60 | 16.00 | 12.00 | 11.00 | 10.75 | 12.00 | 10.60 | 12.00 | 13.00 
| 6.03 | 10.44 | 10.44 | 17.16 | 17.16 | 18.90 | 18.90 | 18.90 | 18.21 | 18.91 | 12.20 | 12.20 | 
| 6.00 | 7.60 | 8.00 | 9.00 | 9.00 | 7.50 | 7.60 7.60% | 7.69%| 7.6914| 7.6914| 7.69% | 
| 2.90 | 3.60 | 6.00 | 5.60 7.60 | 6.40 | 6.40 7.00 6.40 | 6.40 | 6.40 | 6.00 | 
2 3 ad 5 6 7 8 9 10 11 12 13 14 
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October 31, 1940 
ork and Chicago, U. S. A. 
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Dec. March 
1929 | 1933 


256 
-8819 | 0.645625 











Compiler’s Note: 

We have reduced lists and discounts to unit prices or unit quantity prices as the case 
may be, and in doing this we have taken into consideration the fact that the list prices on 
some items have been changed from time to time and the net prices shown are based upon 
the lists and discounts in effect on the dates given. The figures opposite the subject Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown represent 
what would be recognized as a reasonable wholesale price allowed by the manufacturer 
to the wholesale merchant (the jobber). 

The lowest average prices will be found in column under “March, 1915,” although 
lower prices on some commodities are to be found in other columns. 

The highest prices are to be found distributed between July, 1917, and September, 
1920. Many of the highest prices were put into effect after the war had ended, during 
1918, 1919 and 1920. 

We believe a study of the prices shown in this table of manufactured hardware, in 
conjunction with our TABLE OF MARKET VALUES of iron, steel, wire and metal materials, 
would be time well spent to those who are familiar with the materials entering into the 


manufacture of the finished product. 
OLIVER BROTHERS, Inc. 
New York-Chicago. 





























































































































































































































20 21 92 93 24 26 
ts | dest | oder | Toss | toss | | Ioas MATERIAL & 
| 8.40 2.60 | 3.00 3.00 2.90 8.00 | Steel railroad spikes, % 534... . 0.0... ccc ccccccccccccceee. 1 
| 8.84 3.81 4.22 4.22 4.81 | 4.15 | Track bolts, square nut, {x8%..........................2s.. 2 
| 6.00 | 6.00 | 6.90 | 6.30 | 6.15 | 6.25 | Crowbars,10t040ID..............ccccccccccessecseessssees 3 
| 0.68 0.58 0.60 0.65 0.69 | 0.63 | Striking hammers, Oregon pattern, 6Ib......................... 4 
| 6.70 5.70 6.16 6.73 6.05 | 6.89 | Railroad picks,6 Ib.....................:.0:.0sss0ssss, a 
| 2.86 3.16 3.42 2.78 2.58 WU FI soon cecs cecsacacavncensssas | 6 
| 0.475 | 0.627 | 0.67 0.43 0.44 | 0.44 | Hot pressed nuts, square, blank, ¥4in.......................... | 7 
—T~5.00 | 68.00 | 68.00 | 66.00 | 45.00 | 65.00 | trom turnbuckles, 1 in. with stub ends........................w 8 
~ | 0.80 0.76 0.95 0.84 0.95 | 1.05 | Spring cotters, steel, 2% £134..........0.cccccceccseeeeveseees 9 
| 4.66 4.56 4.80 5.05 4.79 | 6.04 | Small black rivets, 4 x13,,inkegs.....................0s-. 10 
| 9.16 7.53 9.15 9.15 9.30 | 9.30 | Upholsterers cut tacks, No. 4, blued, in bulk®.................. x 
| .7404| 78253] 70003] .7e32| 7338) 7346 Wood screws, flat head, iron (new list prices Jan. 8,1928)........| 12 
8.75 8.75 9.50 9.50 “9.60 | 9.50 RO EI IN IN eo. isu sine dacie doses ddan ade ances 13 
x 1.97 1.85 2.38 2.06 2.15 | 2.02 7 Ball tip, loose pin, steel butts, 314 x 814, plated................. 14 
“| 648 | 6.48 | 7.20 | 6.48 | 6.83 | 5.83 | Wrought brass butts, 2in.narrow..........00.0 000.000.0000. 15 
dy 3.92 6.13 6.80 6.38 4.85 . 4.60 Stillson pattern wrenches, 10 in., wood handle................... 16 
| 6.98 7.70 7.70 7.70 7.70 | 7.42 | Monkey wrenches, knife handle, 10in.......................... 17 
| 2.09 | 1.89 | 2.96 | 2.36 | 2.86 | 2.36 | Files, 10in. flat basterd...................ccccccccccseeseeees 18 
| 4.98 1.23 1.43 1.42 1.43 | 1.43 | Carbon twist drills, 1 in., round straight shank, Jobbers Lengths..| 19 
| 6.86 5.35 5.65 5.65 5.65 | 6.65 | Chisels, plain handle and edge, 1 in. socket firmer............... “90 
¢| 16 17 224 17 18 .20 | Soldering coppers, 3 Ib. base......................... PRED 21 
~!a3.96 | 11.96 | 11.26 | 11.76 | 11.76 | 11.00 | Post-hole diggers, Eureka pattern............................. 22 
~| 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 | Car movers, Badger... 20.00.0000... ..ccccccccccccucseeceeeees 93 
| 8.81 8.81 9.33 9.33 8.81. | 8.81 | Wire rope, cruc. cast steel, 6 strand, 19 wire, 5 in. diameter... .. 24 
7 2.32 2.66 2.80 2.72 2.63 2.71 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven . 25 
“| 4g2 | 1.49 1.60 1.475 | 1.88 | 1.60 | Wire screen cloth, 12 mesh, black, less than carload............. 26 
I 21.87 24.36 31.68 24.40 25.08 26.40 Galvanized water pails, 10 qt., light pattern, less than carload..... 27 
| 8.15 | 8.15 $.15 | 3.15 | 3.12 .327 | Enameled cast iron sinks, flat rim, 18x30..................... 28 
% 5.81 | 6.64 | 5.88 5.06 5.02 5.27 Finished brass compression bibbs, standard pattern, for 1. P. 54in.| 29 
9.60 | 9.60 | 10.80 12.00 12.00 12.00 | Axes, unhandled, first quality standard grade, single bit, base.... . 30 
“| 9.84 | 9.84 | 10.92 | 10.92 | 10.92 9.36 | Plain tin wash basins, 18 in., stampedt........................ 81 
| 6.60 €.00 | 6.00 6.00 6.00 6.00 | Circular spring balances, 30 Ib. x 0Z.................ccccceceses 32 
| 8.60 3.85 | 4.30 4.30 3.85 3.85 | Lawn mowers, 14 in., ball-bearing, medium grade, 4 Blade.......| 33 _ 
: 20 21 22 23 24 25 
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The Story of the Convention 


(Continued from page 06) 


loading plant expansion cost on 
to the price of supplies. The base 
of this structure is a contract 
form known as the Emergency 
Plant Facilities Contract. This 
contract provides that the Gov- 
ernment reimburse the contrac- 
tor, not through additions to the 
unit price of the product pur- 
chased, but in 60 equal monthly 
installments covering the emer- 
gency capital expansion cost. 
Through recent legislation this 
claim on the Government for re- 
imbursement as embodied in the 
contract will be assignable to a 
bank or trust company. This 
should enable the manufacturer, 
if he is unable to finance the ex- 
pansion himself, to secure neces- 
sary funds from a commercial 
bank. 

For the third time, the whole- 
salers devoted their Tuesday ses- 
sions to an open forum on prob- 
lems peculiar to wholesale hard- 
ware distribution, including such 
subjects as: management, taxa- 
tion, compensation, truck de- 
liveries, inventory control, 
“price-lining,” etc. In each in- 
stance some member led the dis- 
cussion and, where practical, 
answered questions pertinent to 
his assignment. 


Outstanding addresses were 
delivered by Richard Harte and 
George Sokolsky at the Tuesday 
morning session of the manufac- 
turers’ association. 

The wholesalers reaffirmed a 
resolution originally passed in 
1937 dealing with the continua- 
tion of the 2 per cent cash dis- 
count. The text of this declara- 
tion is as follows: 

“WHEREAS, The vast majority 
of manufacturers recognize the 
fact that the long-established 
terms in the hardware trade 
have been 2 per cent for cash, 
and realize that our Members 
must permit their customers to 
make settlement subject to the 
customary premium of 2 per cent 
for cash, and, therefore, extend 
such discounts to wholesalers; 
therefore, be it 

“RESOLVED, That we hereby 
urge all manufacturers to con- 
form to the widespread and al- 
most universal practice of allow- 
ing wholesalers of hardware and 
kindred lines at least 2 per cent 
cash discount.” 

The wholesalers alsc approved 
and urged support for the 1941 
National Hardware Open House 
to be observed May 1 to 10 and 
October 2 to 11. 





F. A. Heitmann, Chief X of the X Club 


F. A. Heitmann, F. W. Heit- 
mann Co., Houston, Tex., was 
chosen as Chief X of the X Club, 
comprised of past presidents of 
. the various associations who 
meet at the spring and fall joint 
manufacturer-wholesaler conven- 
tions. Mr. Heitmann, a past pres- 
ident of the National Wholesale 


Hardware Association, succeeds 
D. A. Merriman, who now be- 
comes ‘“X-Chief-X.” Geo. H. 
Harper, National Enameling & 
Stamping Co., continues as his- 
torian. The election took place at 
the dinner meeting of the X 


Club, Marlborough - Blenheim 


Hotel, on Sunday night. 





GEORGE H. HARPER 


OCTOBER 31, 1940 


F. A. HEITMANN 
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FOR THE HOME-OWNED STORE 


SECRET SERVICE 


World's Greatest 
Quality Padlock Values 


LAMINATED 
MASTER LOCK CO., Milwaukee, Wis. 
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Dr. Foster’s Address 


(Continued from page 98) 


cient demand for purchasing 
power would bring forth the sup- 
ply, because potentially the sup- 
ply is there. 

But we do not have to use that 
gold to get things started in a 
dangerous degree. The fourth 
condition precedent to a period 
of inflation is the idle money al- 
ready available. This is best ex- 
pressed by the demand deposits 
of the bank which have increased 
since 1934 from $13,000,000,000 
to $26,000,000,000. There is 
money just waiting to be spent. 
Nobody has to earn it, borrow 
it or create it. It is there, ready 
to be used. 

How about the possible expan- 
sion of bank credit at the present 
moment? The excess bank re- 
sources have increased from $1,- 
000,000,000 to $5,000,000,000. 
Those are excess bank resources, 
ready to be used if the other con- 
ditions are ripe for a rapid ex- 
pansion of purchasing power. 

Now, you observe that those 
conditions are all created preced- 
ent to the war scares. That is 
where we start as we enter a per- 
iod of preparation for our na- 
tional defenses. It is not a very 
safe place from which to start, 
but there we are. 

We were headed for inflatien 
anyway. In my opinion it was 
only a question of how soon it 
would take place. Please do not 
regard me as an alarmist in the 
field of inflation. I want you to 
give me credit for having re- 
frained from joining the alarm- 
ists in the past several years. It 
was only two years ago that one 
of the professors at the Harvard 
Business School predicted a rise 
of 112 per cent in the price level 
within one year. That was a 
pretty accurate measurement, 
but it didn’t rise at all. At the 
same time a large number of 
people said before the outbreak 
of war that within a year we 
would have such a rise in the 
price level that the value of the 
dollar would be cut in half. At 
the annual banquet of the New 
Jersey State Bankers Associa- 
tion two years ago I said I 
thought no such thing was indi- 
cated. I expected the price level 
to be fairly stable for an indef- 
inite period, and I would not 
change my mind until a major 
change came in the situation. 
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Well, the war is a major change, 
and I now predict considerable 
volume of inflation. 

We are going to have govern- 
ment war expenditures of un- 
known magnitude, which may in 
the next 12 months exceed $5,- 
000,000,000. Partly as a result 
of those expenditures, the dis- 
location of labor, the shortage of 
men trained in certain vocations 
and because organized labor al- 





ways takes advantage of such a 
situation, we are going to have 
increasing demands for higher 
wages. Labor unions are already 
listing the organizations which 
are receiving government orders 
in order to decide where they will 
first put in their demands for 
higher wages. These demands 
will be based partly upon the 
higher cost of living, which is 
sure to come. They will be based 
to a large extent upon the fact 
that in certain fields, labor will 
be scarce, and it will be neces- 
sary to pay higher wages to get 
the men. 








OFFICERS 
of the 
NATIONAL WHOLESALE HARDWARE 


ASSOCIATION 
Elected at Atlantic City, N. J., Oct. 17, 1940 


President 
Gienn E. Jennings, Wright & Wilhelmy Co. 


Vice-Presidents 
W. W. French, Moore-Handley Hardware Co. 
F. F. Thomson, The Thomson-Diggs Co. 
A. J. Becker, Ohio Valley Hdwe. & Roofing Co. 


Secretary-Treasurer 


George A. Fernley 


Asst. Secretary-Treasurer 
Thomas A. Fernley, Jr 


Advisory Board 


F. A. Heitmann, F. W. Heitmann Co. 

A. H. Nichols, Buhl Sons Co. 

C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
L. M. Stratton, Stratton-Warren Hardware Co 
Shannon Crandall, California Hardware Co. 
Mark Lyons, McGowin-Lyons Hdwe. & Supply Co. 


Executive Committee 


1943 


John M. Holmes, Holmes Hardware Co. 
W. P. Tracy, Tracy-Wells Co. 
Claiborne R. Watkins, Watkins-Cottrell Co 


1942 


Henry A. Hoeynck, Shapleigh Hardware Co. 
H. H. Kimball, Barker, Rose & Kimball Co. 
R. H. Baker, Fones Bros. Hardware Co. 
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John M. Burbank, Farwell, Ozmun, Kirk & Co. 
Edwin F. Flato, Corpus Christi Hardware Co. 
J. W. McLean, Edwards & Walker Co. 
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Be Ready 
for Profits 
when Your 
Customers 
ask for 


Sell them TRIPLEX 


Profitable repeat business doubly rewards you 
when you satisfy customers with TRIPLEX 
Stove Bolts. Delivered clean and bright, with 
accurate threads, deep-slotted heads, quick- 
fitting nuts. Round, flat or oven head. Write 


today for samples, prices. 


THE TRIPLEX SCREW CO. 
5317 Grant Ave., Cleveland, Ohio 
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CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 








A beautiful 


brilliantly 


ing. 





A compact, light weight ball 
stand which is included 
with each purchase of @ 
special assortment of BARR 
sponge and gas _ inflated 
balls. Although this stand 
will add sparkle to any 
Christmas Toyland, it should 
also have a place in every 
Hardware store the year 
around. 


Write Dept. V-10 for complete 
information. 


THE BARR RUBBER 


PRODUCTS COMPANY 
SANDUSKY, OHIO 


OCTOBER 31, 1940 











NEW RUBBER 
TOY IDEAS! 


Airplane 
luggage type package 
containing a variety of 
colored 
BARR rubber toys. Here 
is a perfect unit for 
Christmas Merchandis- 




















THE CHAMPION HARDWARE CO.” | 





with a real 


449) SALES PUNCH! 









TUBULAR D 


OOR LATCH _ 


a 
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Customers like this latch—its looks, its new 
action, and its sturdy, lasting construction. 
*EASY TO INSTALL—bore two holes and put in place—no 
gouging. 

*GEARED ACTION—positive operation. 
*FREE BOLT ACTION—from two easy working compression 
springs. 
Ask your jobber, or 
write direct to: 


GENEVA, OHIO 51 Murray St., NEW YORK, N. Y. 














THE HANDY CAN 
with the 
HANDY-GRIP CAP 





Sell the Filler that is designed specifically for 
fuel oil burning heaters, It fills without 
spills, No funnel necessary. Flexible Spout 
attachment (optional equipment), for greater 
pouring ease. Extra large filler opening con- 
veniently located for easy filling. Finest 
quality material used throughout. 


This Galvanized Filler equipped with handy- 
grip caps which unscrew easily without forc- 
ing or pounding. All Cans have triple-lock 
body seams, your insurance against loss of 
contents by damage or leakage. 5 gallon ca- 
pacity. Available in red (stenciled gasoline) 
or in blue for fuel oil or kerosene. 


See your jobber or write us for circular. 


Eagle Manufacturing Company 
Dept. HA10 Wellsburg, West Virginia. 














increased wage rates mean 
more wages per laborer. In- 
creased employment means more 
wage earners obtaining funds. 
The total increase in funds 
means a greater effective demand 
for commodities available in the 
market. Inevitably the net re- 
sult is a rise in the prices of com- 
modities. It does not matter what 
the government does for the rise 
in the price of commodities and 
the consequent rise in the cost of 
living creates a new demand for 
still higher wages. Thus you get 
into the familiar vicious spiral of 
inflation. 


Why the Accentuation? 


Why is this accentuated in 
such a period? The only defini- 
tion of inflation which means 
anything to me is a flow of pur- 
chasing power into the hands of 
consumers in excess of the flow 
of goods which they want to buy 
—effective demand far outreach- 
ing supply. That happens in a 
period like this largely because 
the goods which are being pro- 
duced by labor are not being put 
on the market for purchase by 
labor. This is particularly true 
of the heavy industries. 

May I say parenthetically that 
during the past five years you 
have heard over and over again 
that there could be no sustained 
rise in business activity until the 
war increased activity in the so- 
called heavy industry. We have 
that increased activity already. 
Within the past 12 months the 
increase has amounted to 30 per 
cent. The heavy industries are 


producing goods which are not 
available for purchase by con- 
sumers, but wages are paid out 
in their production. The con- 
sumers receive the money, and 
they spend it. Over 90 per cent 
of it is spent within two weeks 
after they get it, but they have 
created nothing. The labor is in 
the heavy industries and in all 
the war preparation industries. 
Nothing is created for wage 
earners to buy, so you have an 
obvious reason for the excess of 
dollars flowing into the consumer 
market over the consumer goods 
flowing there. 

To get a perspective on this 
situation, look back at the begin- 
ning of the war period, in 1914. 
At that time business in the 
United States was declining, and 
continued to decline for six 
months. It was 9 per cent above 
normal according to the Federal 
Reserve Board index at the time 
the war broke out, and went 
down to 5 per cent below normal 
before the war began to affect 
the volume of business. In the 
next two years it rose from 5 
per cent below normal to 14 per 
cent above normal. By that time 
we were producing 55 per cent 
more real wealth per capita than 
we produced, say, two years ago. 
There was a lag in the effect of 
the war. There is at the present 
time, a corresponding lag. Thus 
you have not seen in the indices 
available to you this month the 
effect of the inflationary causes 
which are already at work. 

Inflation is already here to 
some extent and will be here to 








HENRY A. SHANNON RUDOLPH S&S. 
HOEYNCK CRANDALL RAUCH 
Shapleigh Hdwe. Co. California Hdwe. North Bros. Mfg. 
N.W.H.A. Exec. Co. N.W.H.A. Co., A.H.M.A. Exec. 

Comm. Advisory Board Comm. 
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a greater extent. It may be here 
to a disastrous extent. I don’t 
know. I urge you to immediately 
prepare for the first contingency, 
a moderate increase in the price 
level. Prepare for that because 
it is certain to come. Watch for 
the other, that is, for excessive 
inflation, because it may come. 
If it does, you want to know be- 
fore it is here. 

In a very short time now gov- 
ernment expenditures of money 
for war preparations will be in- 
flationary. That is to say for dol- 
lars put into the hands of con- 
sumers in that process, there will 
be nothing put upon the market 
for consumers to buy. What I 
am trying to urge you to do is to 
get these statistics clearly before 
you and keep them there, and 
keep them up to date by every 
possible means. 

I have worked out a series of 
the things which cause inflation. 
I try to keep track of every avail- 
able source of current trends in 
business, and I chart them, and 
look at them. If you would look 
at some such thing every morn- 
ing —an index of government 
debt, contracts awarded, money 
actually spent, wholesale com- 
modity prices, taxation, and 
other series I have mentioned— 
you would be in a position to 
forecast. 


Statistics Count 


Psychological factors are all 
measured in the monetary fac- 
tors. The state of mind of any- 
body doesn’t affect business until 
he spends money or refuses to 
spend it. The whole thing is in 
the financial statistics which you 
can get. You can make your own 
judgment as to what you have to 
do in view of these statistics. 
Yet, many a business man 
doesn’t notice them. He notices 
things that do not matter. How 
many of you saw in this morn- 
ing’s New York papers that Rus- 
sia is disturbed over the fact that 
Germany didn’t tell her all that 
was going on. 

How many cf you saw in this 
morning’s paper that for the first 
time last month the Govern- 
ment’s actual expenditures — not 
political talk, orders or contracts 
awarded, but actual dollars ex- 
pended so that they got into con- 
sumers’ hands — exceeded $200,- 
000,000. In my opinion that is 
the most important thing you 
could see there. 

Those $200,000,000 paid out in 
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When you give r 
trade ‘‘Flamemaster’’ you 
give them the 
grade ‘“‘rock weave’’ 
tainable. Note 


flow of oil to flame edge 
and prevents excessive car- 
bon. 


DISPENSER FREE 
with these 
SPECIAL DEALS 


DEAL No. i—400 ft. 
Flamemaster branded 
Wick in 4 rolls of 100 ft. 
each. Widths %”, 1”, 
1%", 1%”. 
Merchandiser FREE 
— sale caly), F.o.b. 
obber’s warehouse. 
Dealer's net $8.75 
DEAL No. 
No. | but 
100-ft. %” rolls and 2 
100-ft. 1%” rolls. 
Valuable Free Dealer Aids 
Included in Both Deals 


2—Same as 
contains 2 


ae Boss,- this 
ISER explains 
the big increase in our 
wick sales. 


Reg. U. S. Pat. Off. 


ASBESTOS WICK 


Tus new and better way of merchan- 

dising wick will boost YOUR wick 
sales to top figures—just as it has done 
for thousands of other dealers. 

The reason is clear — Flamemaster 
Merchandiser puts your wick stock in 
the spotlight. Drags it out of the dark 
corners and displays it on your counter, 
where prospective wick customers can 
see it! 

Stove Guide on front enables you to 
serve your customers with speed and ac- 


curacy. No chance for mistakes—every 
foot marked for size. All-metal — 
durable. Attractively lithographed in 3 


colors. Keeps your stock in minimum 
space—and keeps it clean. 

Flamemaster is also furnished in car- 

tons, in cut-to-fit sets, for all burners. 


Write us if your jobber can’t supply you 


TRIPLEWEAR, PATERSON, N. J. 
All Triplewear Products Sold Exclusively Through Hardware Jobbers. 











moment 


them 





Please sir—can you spare me just a 


man looking for some additional lines 
to represent. 


of your time? I'm a sales- 


Know where | can find 


en en ee 

















| sure do! You'll find them listed 
under "Sales Representatives 
Wanted" in the Classified Op- 
portunities Section of Hardware 
Age. It's a pleasure to recom- 
mend that paper, because the 
best companies advertise in it 
when they want good men. Good 
luck—I hope you find what you 
want, 
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RELIABLE - TRUSTWORTHY - ECONOMICAL 


Specially constructed in a wide variety of sizes and 
types, but only the highest standard. 


GENERAL HARDWARE CORDAGE 


Pile Driver @ Hoisting @ Hammerfall e 
Transmission @ Drilling @ Bolt Rope @ 
Shovel Rope @ General Contracting @ Tree 
Climb e@ Structural @ Marine @ Steve- 
doring @ Dredging @ Oil & Water-Well 


WALL ROPE WORKS, INC. 
48 South St. Factory: 
New York, N. Y. Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, 
Tulsa, Baltimore, New Orleans, Norfolk, Pittsburgh. 


WAPI 


V APRIL ALD 




















The Advantages of Bamboo Rakes 


Bamboo Lawn Rakes are rapidly replacing other rakes, because 
they can be used over the most tender grass without injuring it. 
The flexible bamboo teeth present no sharp cutting surface—no 
matter at what angle 
they are drawn over 
the lawn. And now 
through advanced meth- 
ods of American con- 
struction 


McGuire's 
No. 1 Bamboo 
Lawn Rake 









McCGUIRE'S 
No. 1 










with its exclusive fea- 

tures—the SPIRAL and 

the Arched “METAL- 

GRIP” (see illustration ——"METAL-GRIBY’ 
for details), has be- WT ON THe GROUND WHEN 


. HELD AT NORMAL AN- 
come an outstanding GLE, - 


seller. Its extreme light- 
ness and perfect bal- 
ance are other sales fea- 
tures. Three sizes: 18”, 
24” and 30”. 

Also a popular line of ordinary bamboo rakes to retail at com- 
Ask your Jobber. If he is not supplied, write 


eee SPIRAL 


LINKS TEETH TOGETHER) 
WITHOUT RESTRICTING/ 
| FLEXIBILITY. 








CONSTRUCTED IN U. S. A. 





petitive prices. 
to us. 


THE GEO. W. McGUIRE COMPANY 
Whitestone, Long Island, N. Y. 
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SpeedWay, for 30 years lead- 
ing manufacturers of industrial 
electric tools, now brings the 
hardware trade its first com- 
plete line of quality electric tools for 

home workshop that: Is Priced te 
sell in volume in every community... 
is widely advertised... carries a full 
profit margin . . . of which each tool 
is correctly designed, of correct speed, 
full capacity and powered by a specially 
wound high torque SpeedWay tool motor 
(110 ¥. universal). Streamlined and 
finished in 2-tone (blue and lacquered 
white metal) actually thousands in uee. 










No. 69 Drill has %” capac- 
ity in steel, handle and gear 
housing die cast, operating 
speed 1000 R.P.M. 


ne 129 Grinder operates at 20,000 


and collets for %” and 3/32” arbors. 
Ne. 250 Kit consists of No. 69 Drill. 
No. 129 Grinder and 5 accessories in 
attractive steel display carrying case. 
Router Frame converts Grinder into 
free router or shaper. 


Drill Stand tak ith 
Grinder, akes either Drill or 





Bench Grinder complete with mo- 
tor, 2 wheels, rubber feet, carrying 
handle, cord and plug. 







ed 


Circulars, displays, counter sheets 
furnished. Write for catalog sheets. 


SPEEDWAY MFG. CO. 
1834 S. 52nd Ave., Cicero, Ml. 





FILLED FOR 


900 SHOTS 


VANDERHILL'S CHAUFFEUR 


and MRS. DJVORAK HERSELF 
LIKE BARGAINS 


Something that will quickly stop friction squeaks and 
grunts; cure bulky locks; lubricate household, office and 
factory machinery; limber up car parts and firearms; ease 


hinges, slides, and fill a thousand similar 
needs is a bargain for anybody at 30¢ for 900 
applications. That's what makes such a great 
and steady seller of Dixon’s Junior Graph- 
Air Gun filled with Dixon's Microfyne pow- 
dered lubricating graphite. Goes wherever oil 
ean go. Cannot drip, gum, freeze, burn or 
wash out of place. Put the nozzle to the 
trouble spot, squeeze the flexophane tube and, 
presto, the trouble’s gone for a long time. 
Displayed on your counter on individual 
cards, here's an item that moves out fast 
at a good profit. For the more mechanically 
minded, for shops, mills, garages, etc., the 
Rubber-bulb Refillable Model at 75¢ filled, 
is the big seller. Can with 8 refills for 
50¢—sells readily td original purchaser. 
Is your stock ample and your display in 
sight? If not, write your jobber or Dept. 
CG-40. 

JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 


DIXON’S 








GRAPH-AIR GUNS 










wages last month in the new war 
preparation program have al- 
ready been spent. That is one of 
the chief reasons why we have 
had the increase in business we 
have had. For example, 1929 was 
supposed to be a wild year; and 
it was supposed to be producing 
at a rate which couldn’t possibly 
last. I don’t believe it, but that 
is what we were supposed to be- 
lieve. The stock market was go- 
ing wild, to be sure. We were 
not producing any more than we 
should have produced. However, 
it was a new height in volume of 
production. In 1940 we will ex- 
ceed that height in shipbuilding 
by 61 per cent; in paper and pa- 
per products by 51 per cent; in 
gasoline by 34 per cent; in chem- 
icals by 30 per cent; in rayon by 
221 per cent; in aircrafts by 
1000 per cent. 


Inflation Here 


Inflation has already taken 
place. You see it first in consum- 
er demand, because the wages 
are paid in advance of the pro- 
duction of the durable goods and 
the wages are spent before the 
new factories produce anything. 
The effect is immediately seen in 
the admirable statistics we have 
of retail trade. We see, for ex- 
ample, that department store 
sales in August went up 9 per 
cent, which is the largest gain 
for that month in 9 years. I have 
here 40 other series of statistics, 
each of which tells the same 
story, namely, that inflation is 
already taking hold. 

But will not the Government 
control the price level? Will not 
the Government take measures 
leading to prevent the upward 
spiral of prices? Perhaps you 
read in this morning’s paper the 
story about the retailers’ check 
on prices which is being ar- 
ranged by the consumer division 
of the national defense program. 
In my own opinion that amounts 
to virtually nothing. I may lack 
a little faith in the Government’s 
desire to represent consumers. J 
was a member of the Consumers 
Advisory Board, of the National 
Recovery Administration and 
worked there for two years. I 
made up my mind that the Gov- 
ernment had no intention of hav- 
ing the consumers’ interest being 
represented by the board in any 
way. It was largely window 
dressing. 

Never in the history of the 


world has there been any govern- 
ment successful in its attempt to 
control prices. Every govern- 
ment has tried it with copper, 
zine, tin, sugar, coffee and raw 
silk. Perhaps you remember the 
Federal Farm Board’s attempt to 
control prices of cotton and 
wheat. These efforts to control 
prices all failed. 

We have failed, in the past, to 
control our production so that 
we could utilize our vast produc- 
tive facilities because there has 
not been adequate flow of money 
to consumers for that purpose. 
We have had the men and the 
materials, the management and 
the machines. We have had 
everything except an adequate 
flow of money. 

Consumption regulates produc- 
tion and is doing so now. Con- 
sumption is being raised every 
day by this new flow of money 
to consumers, and is, as usual, 
regulating production. Consump- 
tion and production are like two 
sides of the same seal. They are 
all geared to keep up the general 
volume of production in ratio to 
the volume of effective consumer 
demand. 

Why didn’t we do it before? 
Because when we have had no 
such incentive as we have at the 
present moment for the utiliza- 
tion of the unused bank credit 
facilities, we do not use them. 
On the contrary, we put them out 
of circulation. That is what we 
did in the depression of 10 years 
ago. The total volume of bank 
credit and circulation fell off $6.- 
000,000,000 in two years. Then 
every sort of a reason was found 
for trying to expiain why busi- 
ness fell off except the perfectly 
obvious reason that consumers 
can’t buy if they don’t have the 
money. Consumers are perfectly 
willing to do their part. 


Measurements Clear 


In the past whenever we have 
started toward anything like an 
approach to potential production 
and potential standards of living 
for the people we have failed to 
sustain the purchasing power in 
proportion to the capacity of in- 
dustry to turn out goods. In the 
past, business was choked to 
death by a dwindling stream of 
money at the time it was getting 
well under way. The measure- 
ments are perfectly clear. The 
volume of retail trade and the 
volume of payrolls tell you the 
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story of what is happening or 
what is failing to happen in busi- 
ness. That is why I urge you, 
above all else, to watch with an 
eagle eye the financial statistics, 
all of them, and particularly 
those such as the trend in the 
actual expenditures by the Gov- 
ernment for war purposes. You 
have got to see what is coming 
before it comes. 





We reached a height of $200, 
000,000 actually spent last 
month. Within 12 months we 
shall have spent presumably over 
$5,000,000,000. That means that 
that trend has got to go up 
sharply, and the results on prices 
and price levels, demand for 
goods, and so forth, will be ob- 
vious to anybody who can read a 
financial chart. 


F. P. Willette’s Address 
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dowed with the power of dis- 
regarding the published rate. 
What is the published rate? 
This is the rate covered by the 
Interstate Commerce Act, Sec- 
tions 1, 2 and 3 of Part I of 
Section 216, which provides rates 
shall be free of preference, preju- 
dice and discrimination between 
all shippers. It follows therefore 
in the process of natural reason- 
ing, gentlemen, that if the Su- 
preme Justices of the United 
States found in all their wis- 
dom in the year 1906 transpor- 
tation when owned by indus- 
tries nullified the provisions 
named in the Interstate Com- 
merce Act for which it was 
created, are we ready to say 
that today conditions have 
changed and if so why? 


We come next to another prob- 
lem. I consider it one of the 
most grave confronting Ameri- 
can industry and transporta- 
tion. Acknowledging that all 
industry can engage in trans- 
portation, then what do we pro- 
pose to leave for the transpor- 
tation agencies to haul (the 
railroads and the truck lines 
for hire), maybe some of you 
would answer by saying, “Oh! 
they can haul the primary prod- 
ucts, the raw materials, such 
as sand, gravel, stone, grains, 
coal, iron and steel.” Gentle- 
men, do you know that some of 
the biggest inroads today into 
the tonnage of the carrier for 
hire is in these commodities. 


Gentlemen, are you ready to 
write off the statute books of 
the Interstate Commerce Act, 
the rate parity provisions? 
That is what you are impliedly 
doing if you favor and en- 
courage or engage in trans- 
portation owned by industry; if 
you do not raise your voice in 
protest. Will they be destroyed? 
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No. Why? Someone must han- 
dle our United States mail, 
someone must be available at 
all times to handle that small 
shipment of freight from a dis- 
tant point in the United States 
to your place of business; 
would you be ready in your 
private trucks to send your 
truck a thousand miles for a 
hundred pounds of freight? 
Can your brother industry haul 
for you? If he does he becomes 
a transportation agency, and 
again you are right back where 
you were. 

What are you going to do 
about national defense? We 
know we need our transporta- 
tion agencies desperately now 
to be ready to move our troops, 
artillery and ammunition quick- 
ly, if need be, to points of at- 
tack or defense. No! Our trans- 
portation agencies for hire are 
not going to be discontinued; 
we are just going to break their 
backs and then the government 
will own them. Are you ready 
for government ownership, and 
if the government owns them, 
do any of you believe they will 
permit you to destroy their in- 
vestments by competing there- 
with? Are you allowed to com- 
pete with the United States 
mail system at the present 
time? Hardly not. 

Now, may I say our league 
has a reasonable program on 
foot; we propose to place the 
Commodity Clause in Part 2 of 
the Interstate Commerce Act, 
barring industry from engaging 
in transporattion by the opera- 
tion of truck units of any type; 
we propose to make exceptions 
permitting the farmer to oper- 
ate his truck; he is no menace 
and should be allowed to get 
his products to the market and 
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WHY DOES A CONN. VALLEY 
EXPANSIVE BIT ALWAYS 
DRAW INTO WOOD SMOOTHLY? 


Hold a Conn. Valley bt so your 
customer can examine the point 
closely. He will see smooth threads 

. cut that way by milling from 
solid stock . . . threads polished 
with emery in hickory wood. (No 
rough edges to snag wood fibres, 
and clog them between threads.) 
Smooth threads are always on the 
job; taking a grip into the wood 
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Save Money 


One expansive bit 
takes the place of 
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Connecticut Valley Wig, Co, 
Incorporated 1874 * 
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The 


Steel Industry and the 
National Defense Program 


STEEL industry will be able to fill national de- 

fense orders and also give reasonable service to 
domestic consumers. While official priorities have 
not yet been established government orders may 
receive preference. Sheet metal distributors told 
that a four months supply would be a proper inven- 
tory at the present time and should be maintained 
with replacement orders placed promptly to main- 
tain steel operations and shipment on an orderly 


basis. 


By THOMAS C. CAMPBELL 
Resident Editor 
The Iron Age 
Pittsburgh, Pa. 


HE steel industry 
will be able to fill any obligations 
placed upon it by the national 
defense program and at the same 
time give reasonable service and 
delivery to all domestic con- 
sumers. 

At the present time there ap- 
pears to be no bottleneck in the 
production of steel ingots nor is 
there the belief in responsible 
steel circles that such will be the 
case in the near future and as 
long as this country remains at 
peace. There are temporary bot- 
tlenecks in some commodities but 
these will probably be ended 
abruptly when and as buildings 
and plant additions are con- 
structed which will house ma- 
chinery to produce primary na- 
tional defense products. 

The steel industry will be able 


to obtain sufficient raw materials 
to operate at a rate in excess of 
the present level without critical 
situations arising. While there 
are no bottlenecks at the present 
time in steel ingot production, it 
must be remembered that steel 
companies are allocating what 
they consider to be the proper 
amount of steel to their various 
finishing departments. In other 
words, it is becoming increasing- 
ly clear that the various finish- 
ing departments cannot obtain 
all the steel they want but must 
be content with a _ reasonable 
share commensurate with the 
entire picture. 

Looking at the demand side of 
the steel picture, orders for ex- 
port have decreased in the past 
several weeks and an analysis of 
this situation seems to indicate 


At the Tuesday afternoon session 
of the National Association of 
Sheet Metal Distributors 
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THOS. C. CAMPBELL 


that the British are using a 
greater amount of boat space to 
import food products than was 
the case a short time ago. How- 
ever, competent authorities firm- 
ly believe that the low in English 
export steel orders has_ been 
reached and that the trend from 
now on will be up again. 

The drop in export business, 
however, has had little or no 
effect upon the steady flow of 
total steel orders reaching mills, 
for the reason that domestic con- 
sumers have so increased their 
requirements as to make up the 
deficiency. The result of this 
situation has been no change on 
the down side but an actual in- 
crease in the volume of unfilled 
steel tonnage. 

Although the national defense 
program is now definitely under 
way, the total volume of demand 
for steel products emanating 
from such sources at this time is 
but a small part of total steel 
business. It is to be expected, 
however, that this situation will 
change, but practical minded 
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THE MOST 
"ASKED FOR: 


No other single pruner enjoys the out-and-out 
8 son Cut”, Ledge 

consumer demand accorded the famous “Snap-Cut”. FOR FREE 
Millions of advertising messages have told the public CATALOG 
about its novel cutting action, its easy operation and 

beautiful finish. Today more persons ask for “Snap- 

Cut” by name than for any other pruner. Won't 

you? Your Jobber features it. 





SEYMOUR SMITH & SON, Inc., 1001 Main St., Oakville, Conn. Sales Representative: JOHN H GRAHAM G CO., Inc. 105 Duane Street, New York, N. Y. 














"AMERICA FARST" Avie sian . 
ature" | | Gibson Good Tool 
CARDED SHEAR ASSORTMENT RETAIL AT son Wood fools 
RED, WHITE and BLUE HANDLES 25¢ Gibson Patented Gripper Clips are made of 
flexible, oil-tempered steel, nickel plated. 
These Shears Small size is for holding kitchen utensils, 
are made of su tools, golf clubs, canes, etc. Large size 
perior selected for brooms, mops, garden tools, etc. Retail 
cutlery material readily at 10¢ ea. Packed 1 doz. small and 
with carbonized 2 doz. large clips with beautiful disp. card. 
cutting edges of Also on individual cards. Samples on request. : 
even hardness. . . 
This onsures “ ” . . ° 
i gan Horeshoe Magnet” Hammer Gibson Gripper Clips 
the entire length Trade Mark Reg. (Actual Size) 
of cutting edges. The original. Made of superior forged steel, strongly and 





Durable Enamel 
Handles. No. 
6960 Assortment 
consists of six 
each 7{” and &” 
shears. 


permanently magnetized. Holds securely. Patterns for home 
shop, store and other uses. Send for Folder which shows 
complete line, also the fast 
selling Handy Andy Combina- 
tion Screw Driver & Key 


Robertson ‘‘Horseshoe Magnet” Chain--a 10¢ leader. 
Hammer 





ORDER FROM 
ee, ee GIBSON GOOD TOOLS, INC. 


THE ACME SHEAR CO. eaeuronT Coun. Box 26B Orange, Mass., U. S. A. 


NEW TYPE QUICK LOADING CARTRIDGE | 


| 
CALBAR 


-0- 
WITH CARTRIDGE EJECTOR GUN 


Use Caulk-O-Seal in the new Vulco Fibre Cart- 
ridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- 
nates all backfiring and leakage. Quick action. 
No waste. Always clean. Caulk-O-Seal] is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors. Send for Color Chart. 
YOUR JOBBER CAN SUPPLY YOU. 


CALBAR Paint & Varnish Co. 
Mfrs. of Technical Products 
= 2612-26 N. MARTHA ST. 
t t ; "eres PHILADELPHIA, PA. 


































They'll always come back for more 






“> PAINT REMOVER! 


Slowly volatile — non-corrosive 
—works successfully in the hot- 
test sun. _ 


Inquire about our dealer's special 
introductory offer. 


GILLESPIE VARNISH CO. 
Jersey City, N. J. 

















Quality since 1824 








We address and mail your sales promotion material to Hardware Jobbers and Hardware Retailers, 
whose names and addresses are right up to the minute in correctness. 

Consequently we lay the foundation for a successful Direct Mail Sales Promotion Campaign for you. 

Also we save you considerable sums for postage and promotion material by eliminating dead names, 
incorrect addresses and duplications. 

Likewise, your campaigns are assured 100% effectiveness by reaching verified hardware jobbers and 

hardware retailers—not a collection of unverified miscellaneous names. 


Write for details 
HARDWARE AGE DIRECT MAIL ADDRESSING DEPT., 100 East 42nd Street, New York, N. Y. 
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FREE . . . one pair 
70c replacement jaws 
boxed with each nipper A 
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CASH IN ON TODAY'S 
DEMAND FOR NIPPERS 


Use these selling points: 


1. Capewell has improved hardening of 
jaws on the famous Acme Nipper. Stay 
sHarp longer. Will not chip. 

2. Removable, swedged jaws. No screws 
to loosen or break. 

3. Adjustment stud relieves excess jaw 
pressure, delays dulling. 


For further details write to 


CAPEWELL MFG. CO., Hartford, Conn. 


CAPEWELL 


ACME CUTTING NIPPER 


Catalogs 


daily use 


yet our estimates 
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steel executives look for no sub- 
stantial increase in demand of 
steel going directly into defense 
materials in the immediate 
future. 

An analysis of the factors 
present and contributing to the 
demand situation which we have 
covered previously, may give a 
definite indication as to the con- 
dition of steel deliveries over the 
next six months. 

Little or no change in export 
steel business to South America 
can be expected in the near 
future. However, assuming the 
belief that the present World 
War will last for some time, it 
is expected that the British de- 
mand will be sustained in the 
long run. An analysis of the 
domestic factors indicates a 
fourth quarter which will be 
equal to or greater than any in 
steel history. 

Factors underlying the na- 
tional defense program seem to 
indicate a gradual growth in re- 
quirements from this source. 
The Navy program will take con- 
siderable plates and sheets, and 
ordnance requirements, some of 
which have already been placed, 
will draw from the nation’s bar 
mills. Outstanding over the next 
several months will be the imme- 
diate demand for plates and 
structural shapes to be used in 
the construction of buildings and 
plant additions to house machin- 
ery for making primary national 
defense products. An analysis of 
the situation seems to disclose 
that heavy steel requirements 
for defense materials will not 
materialize much before next 
spring but this is not meant to 
indicate that defense require- 
ments are not incréasing steadily 
and therefore are an important 
factor in the whole picture. 


A Logical Question 


A logical question resulting 
from an analysis of the present 
steel market conditions would 
include queries concerning gov- 
ernmental priorities. Latest in- 
formation from Washington and 
the steel industry indicates that 
there will be few if any official 
priorities within the next six 
months providing this country is 
not at war. There seems to be 
evidence, however, that implied 
and voluntary priorities will be 
established in lieu of official 
orders. 

The sheet metal distributors, 


however, as well as other steel 
users, should not take lightly the 
question of official priorities. I 
have already seen cases where 
the mere notation that steel 
orders are for national defense 
purposes has resulted in expedi- 
tious treatment ahead of ordi- 
nary domestic business. Cer- 
tainly the steel industry wants 
official priorities no more than 
the government wishes to impose 
them on the industry. For that 
reason it is almost a foregone 
conclusion that definite govern- 
mental orders will get the green 
light long before official priori- 
ties are instituted. 


What Should He Do? 


What, then, should a sheet dis- 
tributor do in view of the mar- 
ket conditions existent today and 
expected in the near future? 
There appears to still be time to 
build up inventories of flat rolled 
steel products since the order 
backlog on these items is not as 
great as is the case with bars, 
plates, structural steel, and spe- 
cialties such as alloy steels. 

Nevertheless I would caution 
you against placing too much 
faith in the known fact that the 
continuous strip mills of the 
country have a combined total 
capacity of approximately 16,- 
000,000 tons a year. Perhaps you 
have looked at this in the light 
of sheet demands, but it must be 
remembered that this capacity is 
earmarked for the following 
products: Hot rolled sheets, hot 
rolled sheets for cold rolling, hot 
rolled sheets for galvanizing, hot 
rolled strip for tin plate, light 
gage plates, and skelp, as well as 
certain forms of hot rolled strip. 
When this capacity is viewed 
from that standpoint, the figure 
of 16,000,000 tons capacity for 
flat rolled products does not seem 
so reassuring. Furthermore it 
must be remembered that there 
are other steel products in de- 
mand and if priorities become 
the rule, steel will be allocated to 
such products. 

Within the past few days 
sheets have become an important 
defense item, especially galvan- 
ized sheets, the U. S. Govern- 
ment having approved the use of 
galvanized sheets and roofing for 
siding to be used for miscel- 
laneous defense housing and air- 
ports, as well as drafted army 


(Continued on page 197) 
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Taxes That Ruin 


(Continued from page 165) 


yond reasonable limits. Speaking 
of this in an address on March 15, 
1940, in San Francisco before his 
name was even seriously consid- 
ered for the Republican nomina- 
tion for President, Wendell L. 
Willkie, president of Common- 
wealth and Southern Corporation. 
said: 

“The people of the United States 
will begin their real recovery from 
the depression when they demand 
that a curb should be placed upon 
a government grown too great. In 
the past ten years there was only 
one major activity in this country 
which has shown any real expan- 
sion; that is the United States Gov- 
ernment. Government employment 
has increased nearly 100 per cent: 
government expenditures have in- 
creased nearly 200 per cent, now 
amounting to over 9 billion dollars 
(a year); government borrowing 
has increased over 150 per cent. 
The government has created dozens 
of commissions and spent millions 
on buildings to house them. It has 
enormously added to its power 
over our lives, and it has largely 
delegated those powers to Federal 
commissioners who are not respon- 
sible to the people nor to the Con- 
gress, but are appointed by the 
Executive. 


The People Paid 


“All this has been accomplished 
at the expense of the people who 
have paid for it, not only in taxes, 
but in the losses which their pri- 
vate enterprises have suffered as a 
result of this government activity.” 

Hand in hand with the spending 
theory of the Roosevelt Adminis- 
tration has been the “soak the 
rich” policy, manifested in puni- 
tive tax legislation and in a hostile 
attitude toward industry. This 
policy had the inevitable result of 
undermining the confidence of in- 
vestors in private enterprise. An- 
swers to a questionnaire sent last 
year to thousands of investors in 
all parts of the United States 
showed that 75 per cent of those 
replying had money to invest but 
were unwilling to risk it at this 
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time. Eighty-five per cent com- 
plained that the Government takes 
too much in taxes from corpora- 
tions and business. Seventy-three 
per cent of the potential investors 
expressed fear that industry in the 
future will be subjected to even 
greater taxes. 


Stagnation 


Government harassment of in- 
vestor-owned industry has brought 
about a complete stagnation of new 
capital invested in corporate enter- 
prise. In the year 1939 public capi- 
tal offerings (aside from refund- 
ings or private financing) aggre- 
gated only 371 million dollars, 
compared with average annual 
offerings of 1 billion 73 million 
dollars for the 10-year period 
1930-1939 inclusive, and of 3 bil- 
lion 731 million dollars for the 10- 
year period 1920-1929. 

There is a close relationship be- 
tween these figures and the unem- 
ployment problem. And there also 
is a close relationship between both 
of these elements and oppressive 
taxation. On the average it takes 
about $6,000 of investment in in- 
dustry to provide one American 
workman with a job. The figure 
is higher in some industries. For 
example, in the electric utility in- 
dustry the requirement is about 
$47,000 per worker; in the steel 
and iron industry, $11,500; and in 
the railroad industry, $26,000 per 


worker. 


Production Counts 


National income depends upon 
the amount of productive enter- 
prise, and upon the volume of pro- 
duction also depends the amount of 
employment. When potential in- 
vestment capital is idle, production 
lags and unemployment grows. 
Idle capital fills the banks today 
because the owners of that money 
—the thrifty, middle-class citizens 
of America—are fearful of the re- 
sults of extravagant Governmental 
policies, results that are mani- 
fested in ever-growing taxes on in- 
dustry and in an ever-mounting 


Federal debt. 








A Popular Selling 
Wire Stretcher 


The Townsend Wire Stretcher has 
been a profitable seller for 30 years. 
It gives complete satisfaction. Made 
strong and durable to last for years. 
Affords powerful leverage. Easily 
attached to the wire. 












One man can stretch the wire with 
this implement and nail it to the post 
without assistance. The 3-foot 
wooden handle or lever is fitted with 
sturdy malleable iron pincers with 
Serrated Steel Grips warranted not 
to slip. The— 


Townsend 
Wire Stretcher 


stretches to the last post at the end of the 
fence as well as to any other. Will stretch 
plain, twisted, barbed or woven wire. 
Stretches woven wire with a large mesh 
better than most stretchers made espe- 
cially for it. Also ideal for tightening 
bands and wire on large shipping boxes, 
crates and bales. Send for Folder and 
Trade-prices. 


B. W. TOWNSEND 
Painted Post, N. Y. 


THE PROVEN BEST 
AT NO MORE COST 





The Opener With the DOUBLE-ANGLE Cutter 


need 
= lll 


Independent testing laboratory says of it, 
“First in quality, efficiency, safety!”’ 5 ex- 
clusive features, 5-year guarantee. Stand- 
ard aluminum finish or deluxe chromium 


finish, to retail at $1.80 or $3.45. 


10c higher west of Rockies 


THE REGINA CORPORATION, Rahway, N. J. 
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THOMAS S. HOLDEN 


T is difficult to see, on 
the basis of facts now before us, 
any possibility for 1941 construction 
activity other than substantially in- 
creased volume. Federal 
appropriations already made, or in 
immediate prospect, will involve at 
least $1,500,000,000 in outlays for 
construction, and it is more than 
likely that additional requirements 
for defense construction will develop 
as the program unfolds. This figure 
does not include industrial plant ex- 
pansion which will be required. 


defense 


Defense construction is not, of 
course, a net addition to the volume 
of public construction work that we 
have been accustomed to in recent 
years. - During the years 1934 
through 1939, public construction 
averaged half the total contract vol- 
ume. This year, there was a drastic 
tapering off of the Federal public 
works program, with no Congres- 
sional authorizations for new proj- 
ects. As a consequence, contracts 
for public projects awarded during 
the first five months of 1940 ran, 
in dollar volume, 29 per cent behind 
the corresponding period of last 
year. The first contracts under the 
new defense program were let in 
June. Beginning with that month, 
public contracts have consistently 


run ahead of the corresponding 


An address before the National 


Contract Hardware Association’ in 
Chicago, Sept. 25, 1940 
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lding Outloo 


“I think the hardware business can look 


for increased sales next year, though I 


cannot estimate how much the increase is 


likely to be. 


Your largest increases are 


likely to take place in your moderate 

priced lines, rather than in your higher 

priced products, though the latter should 
find a good market.” 


By THOMAS S. HOLDEN* 
Vice-President in charge 
of Statistics and Research, 


F. W. Dodge Corporation 


months of last year, with the proba- 
bility that this year’s total public 
construction volume will at least 
equal the twelve-months’ figure for 
1939. Thus, defense construction 
this year is just replacing the pub- 
lic works construction of previous 
years. 

In spite of offsetting factors, the 
defense program is practically cer- 
tain to bring about a very sizeable 
increase in the volume of public 
construction next year, although it 
is impossible to estimate at this time 
the magnitude of the increase. 


Piant Expansion 


Equal in importance to the mili- 
tary, naval, and air-force construc- 
lion activities in the defense pro- 
gram, and equal as to certainty of 
increase is expansion of industrial 
plant capacity. This has been taking 
place with increasing acceleration 
all this year. Contracts awarded for 
manufacturing buildings in the 37 
eastern states during the first eight 
months of 1940 amounted to $200.- 
937.000, compared with $103,566,000 
in the corresponding months of 
1939. These figures include con- 
struction only, without 
costs of processing machinery. In- 
crease of industrial capacity is. of 


covering 


course. effected in about five im- 


portant ways: by utilizing idle plant 
capacity, by working double shifts, 
by installing new machinery, by re- 
organizing plant procedure, and by 
building new plants. The last phase 
of the program, construction of new 
plants, is resorted to, generally 
when the other procedures are in- 
sufficient. 

Contract expenditures for manu- 
facturing plants this year will run 
from 75 to 100 per cent ahead of 
In 1941, there will un- 
doubtedly be a very large further 
increase, impossible to estimate at 
It should be noted, in 


last year. 


this time. 
passing, that the large figures quoted 
in the press for loans of the R.F.C. 
to industrial corporations cover 
processing equipment as well as con- 
struction, and sometimes even in- 
clude money for land acquisition, 
so that they are apt to be scaled 
down considerably when they are 
entered in the statistical record of 
building contracts. 

The defense program will also in- 
volve a great deal of new housing, 
just how much nobody quite knows 
as yet, although some estimates have 
appeared in print. Defense housing 
will be required to meet a number 
of needs: 

1. Barracks and officers’ quarters 
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SAND’S-STEVENS SURFACE 








MASONS’ WOOD AND ALUMINUM SAND’S CARPENTERS’ WOOD AND oat 
AND LINE 


Write for Catal World's Standard 
SAND'S LeveL e'rooLco, .LEVELS For 48 Years 
8631 Gratiot, Detroit, Mich. TELL THE TRUTH “Factory Built-In Accuracy” 








TILE SETTERS’ WOOD AND ALUMINUM 














. For Christmas 
Sines Sell Syncro Saws 


Designed for making models, toys, 
games, furniture, puzzles, maps and 
household novelties. Inlay, scroll work 
and marquetry workers find Syncro Jig 
Saws ideal for following intricate pat- 
terns. Cut fast, with clean edges, never 
need oiling. Safe. Convenient 
and Inexpensive. Throat Clear- 
ances 16”, 13%” and 8”. 

Three Models $5.95, $10.95 and 
$12.50. Complete and ready to 
run. 






Send for Catalog J 40 describing Syncro Jig Saws, Miniature Motors, 
Racing Cars, Games, etc. Good profits for aggressive dealers. 


SYNCRO DEVICES, INC. 
743 Beaubien St. Detroit, Mich. 
N. Y. Sales Office: 200 Fifth Ave. 








With Gardiner Quality 


You'll win and hold the 
cream of the big, profitable 
package solder market when 


you stock and display this 
nationally famous line. Ask 
your jobber for details on 
fast - selling Repair - All 
Household Package and 
leaders with |, 5 and 20- 
pound spool buyers. 


<a 
ardiner ™=& 
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4821 S. Campbell Ave., Chicago, Ill. 





















@ TESTOR’S CEMENT is 
the fastest-selling household 
cement on the market .. . 
shows you greater profit, both 
in turnover and mark-up, than 
any similar product! See your 
jobber now for complete 
details... 


\_ TESTOR CEMENT CO., ROCKFORD, ILL. / 











Make Keys...Make Money 


with our new Detroit 
Key Machine ... an 
improved method of 
key cutting ... all 
types of paracentric 
keys easily made by 
code number cr dupli- 
cation. Write today 
for full particulars 
concerning this low- 
priced machine and 
for catalog and prices 
of Stewart improved 
key-cutting tools and 
equipment. 





New Improved 
Detroit Key Machine 





WART MFG CORP. 


$41 W. HURON sT,, CHICAGO, 








"BE PREPARED" | 


Defense Construction, winter pipe 
thawing and an unusually large } 
amount of private work will make an | 
exceptionally heavy demand for 
torches this winter. Prepare your- 
self now by ordering an ample stock 
of ‘'Always Reliable’’ No. 87 Torches 
while we can still guarantee delivery 
at present prices. 


5 reasons why the famous No. 87 

Torch gives longer service at lower 

cost: 

. Solid, all brass extra-heavy construction. 

. Full size special composition bronze 
burner for intense heat. 

. Genuine Bakelite ‘‘Keep Cool’’ valve 
wheel with non-slip le. 

. Patented, —— au” Leak” pump 
with serew-down safety feature. 

. High in-built ‘quality at low prices. 


0 'attowriir '" OTTO BERNZ CO., INC. | 


Top Filler ‘ 7 ROCHESTER, N. Y. Estab. 1876 
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SWAMPED WITH ORDERS! 


But we increased our production and are ready for 
more. Put this live repeat item on display in your 
store at ONCE! 
WELSBACH KEROSENE MANTLES 
FOR ALL ALADDIN LAMPS 
RETAIL PRICE 30¢ 


See our ad on page 640 
Hardware Age Directory Number 
Your jobber has or can get them for you 


Mfd. by Welsbach Division of 
LINDSAY LIGHT AND CHEMICAL COMPANY 
West Chicago, Illinois 











Do you realize that no one factor will draw people to your store 
like attractive window displays of seasonable merchandise? 


Hardware Age is continually reproducing such window displays— 
its representatives are always on the lookout for new ideas. 





Good Window Displays « « « « « « « « « «© @ w@ a@ waa a 


windows and increased trade. 


HARDWARE AGE, 10600 East 42nd Street, New York City 


And many dealers who require their own copy of Hardware Age 
find it highly profitable to subscribe to extra copies for their sales 
force. 

The cost, $1.00 per year, is returned over and over in better 








OCTOBER 31, 1940 





185 












le) Lol - Loh te 





MOST COMPLETE LINE 


of Home Gardening Equipment 


HAND CULTIVATORS .. . 3 of 5 prongs... . 
4 ft. handles or Midget with 10-inch handles. Priced 
competitively but superior in style and finish. 





The DANDELION PULLER . . . a real contribution 
to home gardening . . . nothing else like it on the 
market. Simple .. . efficient . . . easy-penetrating 
one-piece drop-forged thin steel blade . . . white 
ash 45-inch handle. VERY POPULAR SELLER. 


V-POINT WEEDERS ... 


market better balanced . . . sharper cutting edge 
. . better appearance . . . long or short handles. 


ASK YOUR INDEPENDENT JOBBER 


Cc. S. NORCROSS & SONS 
BUSHNELL ILLINOIS 
“Quality Garden Tools Since 1891” 


A popular buy-word 


Natieonal 


HARDWARE 


superior to any on the 




















HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING « - « ILLINOIS 
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at naval and air bases and army 
cantonments. 

2. Housing for families of married 
enlisted personnel of the regular 
army and navy. 

3. Housing for workers in new 
powder plants and other new centers 
of industrial activity. 

4. Housing for workers in existing 
industrial centers which are expand- 
ing on account of large defense 
orders. 


Defense Housing 


There is in sight some $300,000.- 
000 for defense housing purposes. 
The President has allotted $10,000,- 
000 to the R.F.C. for loans to finance 
equities in F.H.A.-insured rental 
housing. On the basis of 80 per cent 
mortgages, this would provide $50,- 
000,000 or more for housing accom- 
modations. An appropriation of 
$100,000,000 for housing purposes, 
to be at the disposal of the Secre- 
taries of War and Navy for army 
and navy housing purposes, has 
been made; such housing projects 
will be planned subject to the advice 
and approval of the housing co- 
ordinator. A_ bill authorizing an- 
other $150,000,000 for’ housing in 
industrial areas has passed the 
House of Repvyesentatives and is 
now before the Senate. It is, as yet, 
undetermined as to what agency of 
government will handle this _pro- 
gram, but it will be carried out by 
some division of the Federal works 
agency in general conformance with 
plans worked out by the defense 
housing coordinator. 

The appropriations that have been 
made or are in process do not indi- 
cate the scope of the defense hous- 
ing requirements, nor do they indi- 
cate that all or nearly all of the 
defense housing will be undertaken 
by government. In fact, the housing 
coordinator has announced as a mat- 
ter of policy that he will encourage 
the maximum possible amount of 
private-enterprise housing. I am 
sure we can assume that this an- 
nounced policy is in accord with the 
ideas of the administration and of 
the Defense Advisory Commission. 
However, the need for some defense 
housing, financed and built by gov- 
ernment, has come to be generally 
recognized. 

Private enterprise is financing 
housing on the 20-year amortization 
basis, and there will, in many cases, 
be no way of knowing whether any 
large number of new defense workers 
will remain as permanent residents 
of the communities to which defense 
jobs will call them. Consequently, 


in many localities, there may be only 
relatively few of the defense workers 
who would buy houses and, possibly, 
only a small proportion for which 
private companies could be expected 
to build new rental accommodations. 
Public housing advocates have urged 
that all defense housing be built of 
permanent character, with any sur- 
pluses existing at the end of the 
emergency program to be turned 
over to local housing authorities for 
rent to low-income families. Possibly 
a portion of the defense housing pro- 
gram may be planned that way. 

Some estimates of defense hous- 
ing needs have appeared. One figure 
indicates a need for 109,500 dwelling 
units required by army and navy 
personnel and their families, not in- 
cluding barracks and officers’ quar- 
ters within army post or naval base 
areas, and also not including any 
provision for defense workers in in- 
dustrial areas. Another figure, pur- 
porting to include the latter impor- 
tant category, has been quoted in the 
press, this figure being 150,000 
dwelling units. Neither of these fig- 
ures can be taken as more than 
rough preliminary indicators of total 
defense housing needs. 


Public Housing 


In addition to the big program of 
defense housing, there will also be 
during the remainder of this year a 
continuing volume of public housing 
under the U.S.H.A. program. About 
two-thirds of this program, as origi- 
nally authorized by Congress in 
1937, has reached the construction 
contract stage so far. While there 
have been no new authorizations, it is 
entirely possible that Congress may 
yet grant some additional funds for 
continuation on a moderate basis. 
Some of the recent projects financed 
by U.S.H.A have been for defense 
housing, Congress having authorized 
U.S.H.A. to divert public housing 
funds for these purposes. 

In view of the many types of 
building and engineering structures 
required, directly and indirectly, to 
carry out the defense program, there 
can be little doubt that public con- 
struction contracts will continue on 
the upgrade during the remainder 
of this year and will increase sub- 
stantially over this year’s total vol- 
ume in 1941. The case of private 
building and engineering work may 
be somewhat less certain, but even 
here the odds seem rather strongly 
in favor of increased volume in 1941. 

Private construction contracts 
have run continuously ahead of last 
year each month of 1940 since Janu- 
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ary, whose volume was just equal to 
that of January, 1939. By the end 
of August, the cumulative volume of 
this year’s private contracts in the 
37 eastern states was $1,405,327,000. 
compared with $1,207,898.000, in the 
first eight months of last year, an 
increase of 16 per cent. The greatest 
increase over a corresponding month 
of 1939 was seen in August. Of the 
$197,000,000 increase during the first 
eight months of this year, $114,000,- 
000 was for increased private non- 
residential building, and $83,000,- 
000 represented the private residen- 
tial building increase. 

Indicative of the continuing de- 
mand for private residential build- 
ing are the weekly figures of the 
Federal Housing Administration for 
mortgages selected for appraisal and 
mortgages accepted for insurance. 
Both sets of weekly figures continue 
to run well ahead of those for cor- 
responding weeks of last year. Since 
July 1, the dollar volume of mort- 
gages selected for appraisal has run 
28 per cent ahead of the correspond- 
ing period of 1939, and the total of 
mortgages accepted for insurance 
has run 47 per cent ahead. Un- 
doubtedly, increased industrial em- 
ployment, partly stimulated by the 
defense program, has influenced this 
increased residential building 
mand. 

Increased industrial production in 
1941, in some amount, we can surely 
count upon. This practically always 
stimulates increased demand for 
private, commercial, industrial and 
residential building. Such increased 
demands therefore exist, potentially, 
for 1941 and should be translated 
into increased building in these three 
important classifications, unless im- 
portant retarding factors intervene. 


de- 


Three Factors 


There are three factors which 
could operate to curtail private 


in the first half of 1941. It will un- 
doubtedly be the aim of government 
to avoid them as long as possible, 
and it may be that they will not 
become effective at any time during 
the year. 

The prospect of priorities is dis- 
turbing many people, to an entirely 
unnecessary degree, so far as the 
near future is concerned. It is nec- 
essary to remember that there is a 
vast difference between a temporary 
bottleneck due to sudden increase of 
orders which cannot all be filled 
immediately, and an actual or po- 
tential shortage of materials. Priori- 
ties be needed in order to 
schedule deliveries in such cases, 
imposing delays upon some projects, 
without going to the extent of ration- 
ing materials, which needs to be 
resorted to only when definite short- 
ages are anticipated. 


may 


Volume of Contracts 


Let us consider this more specifi- 
cally in terms of construction figures. 
The total volume of contracts 
awarded during the year 1939, ac- 
cording to F. W. Dodge Corpora- 
tion’s record for the 37 eastern 
states, was $3,550,000,000. Present 








indications are that the 1940 volume | 


may run somewhere 


I am by no means certain that the 


1941 volume will run as large as | 


$5,000.000,000, I believe that the in- 
dustry probably has the potential 
capacity to handle such a program 
without great difficulty except for 
possible delays in getting some mate- 
rials or some kinds of building labor. 
Since the defense construction pro- 
gram is not a net addition to cus- 
tomary volumes of public works, 
but, rather, is replacing a great deal 
of civilian improvement work pre- 
viously important in the construction 
picture, I believe that it can be car- 


from $3,800.- | 
000,000 to $4,000,000,000. Although | 























LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


for your 
scale 
department 


@ Here's the household scale that is the 
natural choice of scale buyers throughout 


ried out without retarding private 
construction in 1941; at any rate, 
not during the first half of the year 
and perhaps not at all next year 
unless new developments in the war | 
situation cause a much greater ex- | 
pansion of the defense program than 
is now contemplated. I think the 
odds favor increased private building 
activity next year, in addition to in- 
creased public construction. 


the country. It has a smart modern, clean- 
cut beauty that catches the eye—that sets 
it apart from the ordinary run of house- 
hold scales. And yet it’s priced to give 
unusual value. It’s the perfect scale to 
feature in window trims and displays 
with modern kitchen- 
ranean ware. 
Sonits You can sell this ‘Sil- 
\ ver Clipper” with com- 
nesses plete confidence. Hanson 
te precision construction 
guarantees a_ satisfied 
customer — and that 
means full profit on every 
sale. See your Jobber. 


building and engineering activity in 
1941: taxes, rapidly rising building 
and government priorities. 
Taxes imposed at maximum possi- 
ble would tend to depress 
civilian consumption and private in- 
vestment; rapidly building 
costs would obviously narrow pri- 
vate building demand, which is prin- 
cipally for fairly low-cost structures; 
priorities might conceivably be re- 
quired which would have the effect 
of commandeering essential mate- 


costs, 
rates 


— 


rising 


Keep this new 
Hanson Cata- 
log handy in 
your house- 
hold depart- 
ment and sell 


I question whether the outcome of 
the presidential election will have 





rials and labor for defense construc- 
tion that might otherwise go into 
private construction. So far as can 
be seen at this time. none of these 
inte play 


deterrents need to come 
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any very important immediate effect 
demand. Both 
candidates committed to the 
same kind of program, their differ- 


upon construction 


are 


(Continued on page 197) 


HANSON SCALE CO. 


the complete 
510 N, Ada St. Chicago, Ill. 


Hanson Line. 


RANSON SCALES 


BATHROOM © KITCHEN # NURSERY #DIET * POSTAL 
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Ness L000 peo- 


ple visited the new store of J. L. 
Schonhardt during the two - day 
sale which made many friends for 
the business and stepped sales up 
to a most satisfactory volume in 
record time. The new business is 
located in Marshfield, a city of ap- 
proximately 7500 population in 
the central part of Wisconsin. 
Stock at the present consists of 
paints and floor covering mainly 
with hardware to be added later. 

The main feature of the open- 
ing was the special two-day sale 
which was held on Wednesday and 
Thursday. People of the commun- 
ity were very much interested in 
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Modern side 
inspection © 


lat 
wall fixtures and p 
€ individual items € 






i ke 
m displays ma 
ee for customers. 


00 Persons Attended 
This Store’s Opening 


Two-day sale attracts throng of 


customers t 


].L. Schonhardt, 


the new store and sales were ex- 
tremely satisfactory considering 
that most of the merchandise con- 
sisted of high volume goods. A 
majority of the sales, due to the 
special promotions, were for paint 
Several good linoleum sales were 
made and a large number of pros- 
pects were secured for both house 
painting jobs and floor covering 
materials. 
Souvenir 


booklets were sup- 


o establishment of 


Marshfeld, Wis. 


plied to every woman who visited 
the store. These were a Sherwin- 
Williams “Home Decorator” book, 
a Bigelow Sanford booklet, “Color 
Clues,” and an Armstrong Lino- 
leum book “Dream Kitchen of 
1940. Children received free bal- 
loons and this pleased parents as 
well as the youngsters. All of the 
customers were very much inter- 
ested in the paint and color style 
(Continued on page 194) 
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Drm “HICKORY HANDLES — BUY COLEMAN 


Yi Made from choice Tennessee hickory. Graded up to a standard, not down to a price. 






LS 


QUALITY FOR SIXTY YEARS WILLIAM H. COLEMAN CO. Sales Agents: The Fobrac Co., 9 Rockefeller Plaza, N. Y. 
Jackson, Tennessee 


" Huddart & Baker, 923 Monadnock Bidg., San Francisco, Cal. 
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| TATE TATE ain 
Hi 44 
one com The name TATE is a “Buy-word” for Braided 
No. 2 Wire Picture Cord of known quality. Smoothly 25-foot Spools 
25 Feet braided, soft, flexible and strong. Two types: 
Tinned Iron—sizes: 0 to 8. Brass or Gilt 
il ae ges a Wire—sizes: 10 to 18. Put up in 15, 25 and TATE 
HHH PICTURE 75 ft. coils. Each coil in a box. Also on 25 ft. 
MH CORD spools and 5 lb. net weight spools. Send for WIRE 
Circulars and Trade prices. ; 
Picture 
Coils in B E. H. TATE CO., BOSTON, MASS., U.S.A. C 
oils in BOX Sales Offices also in: ord 
CHICAGO NEW YORK LOS ANGELES 





Established 1872 








with ti ‘Since 1920 | 
COMPLETE LINE... BATTERY AND ELECTRIC SETS 


Dept. HA-10 2020 Ridge Ave., Evanston, lil. 





tHE NAME SILVER LAKE stampep on EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
a 


SILVER LAKE CO, { Mi. =, chattmeeetes, co. Nucons 


! Sales—99 Chauncy St., Boston BENGAL 
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Now's The Time 


TO ORDER THESE QUALITY SCREEN 


DOOR BRACES FOR 


NEXT SEASON! 


C— == SF 


No. 250 Wizard—21’ 


, 


and 42°’ 


——>>=——!D 


No. 251 Anti-Sag—21’’ 


and 42” 


No. 252 Giant 


42’ 


Nos. 250 and 251 give you a choice of two 
distinct types to retail at 10 cents each. No, 


250 has a turnbuckle to tal 
at both ends No, 251 is 
with adjustment at one e€ 

No 


ke threaded wires 
the swivel type 
and only. 


252 is a heavier Brace, particularly 


adapted for Combination Screen and Storm 


Doors, which sells readily 
tail; increas:s the unit of 
They all have malleable 


for 15 cents re- 
sale 50%. 
Turnbuckles, are 


fully Cadmium Plat«d and packed 1 dozen 


per box with screws—1 ger 


‘OSS per carton. 


Tell us how many Gross you will need 


for next season. Write 
information and prices. 


us for complete 


For Year Round Sales 


Our No. 253 Supreme Garage Door Brace 


has exceptional merit. It 
Cadmium Plated and has 
Turnbuckle for adjustme 





is 72 inches long, 
a Malleable Iron 
nt. 


a CLL) 


Write for prices 


EDWARD W. DANIEL CO. 


4063 St. Clair Ave., Cleveland, Ohio 








CUT yourself a 
TH a 


of axe business! 





Collins Axes, first on 
Balance, Temper, Steel, 


Straight Eye—"cut longer 


’ 


between sharpenings.’ 
These definite advantages 
prompt users to choose 
Collins Axes. 

The complete line of 
Collins axes, mattocks, 
small axes, hatchets, bush 
hooks, hoes, offers sizable 


profits, satisfied customers. 


Order from your jobber. 
If he can’t supply you, 
please write us. The Collins 


Co., Collinsville, Conn. 


For 114 years 
this trade mark 
has been the 
guide to the 


best in axes. Leerrimus 


& 


MICHIGAN 
SINGLE BIT 


' , 
DAYTO 


IN 
SINGLE BIT 


4 


4 


DAYTON SINGLE 
BIT, BEVELED 


‘ 
DS 
> 





AXES «1d HATCHETS 
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Hiram B. Demarest Blauvelt in his office in Hackensack, N. J. 


New Jersey Hardware 
the State’s 


IKE quite a few other hardware- 
men, whose concerns handle 
builders’ hardware, Hiram B. Dem- 
arest Blauvelt, president, Comfort 
Coal-Lumber Co., Hackensack, N. J.. 


| operators of 12 hardware, builders’ 


hardware and lumber stores and 
yards, is intensely interested in au- 
thentic Colonial hardware. He also 
enjoys the study of Dutch colonial 
structures and furnishings and the 
history of such materials. 

To restore and preserve the old 
Demarest home, New Bridge, N. J., 
said to be the oldest in the state of 
New Jersey, Mr. Blauvelt acquired 
the house and later presented it to 
the recently incorporated Demarest 


Several of the 
hand - wrought 
iron nails from 
the 1413 which 
were collected 
when the new 
roof was built. 


Wooden pegs, of ] 


the type shown, 
were used in 
most of the barn 
and timber con- 
struction. 








Memorial Foundation. In addition 
to the age of the house Mr. Blauvelt 
has a sentimental interest in the 
building as it was built by one of 
his ancestors, David des Marest, Sr.. 
a French Huguenot who migrated to 
these shores in 1663 and built the 
house in 1678. 

Illustrated are some of the hand 
wrought nails taken from the struc- 
ture when a new roof was installed. 
The picture also shows a wooden peg 
these being used in most of the barn 
and timber construction with tenon 
and mortise, instead of more expen- 
sive iron spikes. Of the nails Mr. 
Blauvelt says, “Hardwaremen will 
especially appreciate this picture be- 
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The Demarest home before Mr. Blauvelt began its reconstruction. 


Dealer Helps 
Oldest House 


cause today we take nails too much 
as a matter of course and too much 
for granted. In those days - they 
(nails) were the most painstaken 
element in an entire structure. Fre- 
quently log cabins or wooden houses 
were burned to the ground and the 
nails picked out when homesteaders 
were moving west from location to 
location, as the nails were the most 
valuable part of the whole house.” 

The Demarest house is a two-room 
structure, each room having an out- 
side door, and was constructed of 
stone of irregular sizes and shapes. 
having been built before the time 
when stones of even cut were used. 
Clay mortar. as originally used in 


oe ate eS 
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PH Yake of Work 
(‘20 M6AK “is SuxssY 
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Restore 


the construction of the house may 
still be seen there, although repairs 
have been made with lime mortar. 
The original roof was repaired and 
replaced several times by the differ- 
ent residents of the house. The first 
and only French church in the prov- 
ince of New Jersey was founded in 
the Demarest home, in 1682. 
Another relic of the Demarest fam- 
ily, in the form of a gold and cedar 
snuff box was recently obtained by 





Mr. Blauvelt, and is now the property | 


of the Demarest Memorial Founda- 


tion. The box was presented to the | 


Rey. John Demarest, in 1821, by 
Frederick Augustus, Duke of York, 
and bears the engraved inscription, 
“From His Royal Highness 
Duke of York to mark his sense of 
the Revd. John Demarest’s liberal 
attention upon 
removal of the remains of the late 


(Continued on page 194) 


Closeup of the inscription inside 
the cover of the snuffbox presented 
to Rev. John Demarest for serv- 
ices in having the body of Major 
Andre transferred to England. It 
is one of the finest examples of 
early English engraving in the 
country today. 


The | 


the occasion of the | 








Series 6-00-10 


Indoor handicraft hobbies 
now take the place of sum- 
mer sports, and demand for 
hardware items like these 
modernly styled pulls will 
be stimulated. As the finishing touch 
to modern furniture and cabinet work, 
they have instant appeal. Stock them 
in the popular finishes. 


Pulls of the 6-00-10 series have an 
over-all length of 4”, distance between 
centers, 344”. The 6-00-11 series comes 
in a length of 3 9/16” with distance be- 
tween centers, 274”. Both are avail- 
able in wrought steel, bronze or brass 
in fifteen popular finishes. 


Series 
6-00-11 


Keep SHELBY pick-up items on display. 
There's good profit in them. 
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New products and new 
trade names are constantly 
being added to the listings 


for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 East 42d St, New York City 
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ar Conditions Are Reducing 
the Sponge Supply 


FRYE acute situation caused by 

the blight on sponges has been 
accentuated by war conditions. Sup- 
pliers everywhere find it difficult to 
obtain satisfactory deliveries and 
prices have increased alarmingly. 
There is every indication that they 
will continue to rise. 

In the face of these conditions, 
many auto supply retailers through- 
out the United States are “laying 
in” a six-month supply of sponges. 
[ would most certainly advise any 
retailer to buy sponges now, be- 
cause nobody knows what may 
come in the future. 

It is easy to see how the war has 
affected the sponge industry. Most 
of the world’s supply of sponges is 
obtained from areas in the Mediter- 
ranean and Red Seas and from the 
waters near the West Indies and 
Florida. The United States leads the 
world in the production of sponges, 
if we take into consideration their 
value in dollars and cents. Cuba, 
however, produces the greatest 
quantity. 

Among the other countries supply- 
ing sponges are Libya, Greece, Italy, 
Egypt, the Bahamas, and Turkey. 
It is estimated that the total sponge 
crop per year is approximately 
1300 tons and has a value of ap- 
proximately $3,354,439. The follow- 
ing tabulation shows the world’s 
production of sponges for 1935. 
(The figures for the United States 
are for 1934. This is the latest data 
available. ) 


Country Quantity Value 

United States 655,000 Ibs. $837,650 
Libya 72.427 Ibs. 627,940 
Greece 195,800 Ibs. 505.575 
Cuba 855,000 Ibs. 155.000 
Italy 200,000 Ibs. 382,500 
Egypt 70,714 lbs. 200,800 
Bahamas 420,000 lbs. 185.974 
Turkey 44,000 Ibs. 159,000 


However, it must be remembered 
that the war has virtually shut off 
the supplies of sponges from Libya, 
Greece, Italy, Egypt, and Turkey. 
So our supply must be obtained 





*Reprinted from Automotive Retailer, 
by special permission. 
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By ANNE KRUGMAN* 
Albert Bloch & Sons, Inc., 
New York City 


from Cuba, the Bahamas, and from 
the United Statse waters. 

The sponge industry of the United 
States is concentrated off the coast 
of Florida. Tarpon Springs is the 
most important sponge town. Within 
the industry, it is generally accepted 
that the Greeks have monopoly on 
sponge fishing, processing and dis- 
tributing of sponges throughout the 
world. Approximately 80 per cent 
of the United States catch is ob- 
tained from the waters surrounding 
Tarpon Springs. The Tarpon 
Springs Exchange handles the sales 
of about 95 per cent of all sponges 
fished from Florida beds. 


Close Regulation 


The State of Florida regulates this 
industry quite closely. At the pres- 
ent time a sponge that is less than 
5-in. in diameter may not be brought 
to the surface. This is designed to 
protect the future sponge catch. 
Other regulations with regard to the 
type of hooks to be used in hooking 
sponges in water not more than 30 
feet deep are now being enforced. 
Diving equipment to’ pick up the 
deep water sponges is also regu- 
lated. In 1934 there were nearly 
900 men employed in this industry 
in Florida, including boat and shore 
crews. 

There are four principal varieties 
of sponges. They are: sheepswool, 
yellow, grass, wire or velvet. The 
most expensive type is the sheeps- 
wool which is close fibered and 
tough in texture. The greater the 
depth from which it is obtained the 
more durable the sponge. The 
highest priced sponges come from 
waters approximately 75 to 150 feet 
in depth. All other varieties are 
lower priced. 

The number of sponges that go to 
the pound determines the size. If. 
for example, three pounds of sponges 
are weighed and then the number of 
pieces is counted and there are 27 


in three pounds, it is obvious that 
nine sponges will be the average 
for one pound. However, since 
sponges are not perfectly uniform. 
it might take 10 smaller ones to 
make a pound, while eight larger 
ones will arrive at the same weight. 
The sponges in this range, therefore, 
are said to be 8/10 to the pound. 
This particular size is considered 
medium. The industry is well ac- 
quainted with the following sizes: 
1/2 to the pound 
2/3 to the pound 
3/4 to the pound 
1/6 to the pound 
6/8 to the pound 
8/10 to the pound 
10/12 to the pound 
12/16 to the pound 
16/20 to the pound 

The States of Florida law makes 
it illegal to pick sponges smaller 
than 16/20 a pound. 

Aside from the various qualities 
mentioned elsewhere in this article, 
there are different grades such as 
No. 1, No. 2, No. 3, No. 4 and No. 
5. This is determined by how per- 
fect the sponge is. One that has no 
holes is graded No. 1. A _ sponge 
containing one hole is said to be 
No. 2 and so on down the line. 

There are further distinctions 
made—namely—cuts and forms. A 
perfectly shaped round sponge is 
known as a form, and if it also has 
no imperfections such as holes or 
rips, it is a No. 1 form. This type 
of sponge will bring a very high 
price, according to the quality in 
which it falls; that is sheepswool. 
velvet, etc. 

A “cut” is a sponge that has been 
cut from one that is too large for 
sale in the market. Here, too. if 
there are no defects, it is a No. 1 
cut and is more valuable than one 
with holes. 

After the sponges have been 
brought to the surface, the fishermen 
take them to the docks and place 
them in a cooperative warehouse 
where they are sorted for quality 
and size and are threaded on a 
strong rope measuring 58 in., on 
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"I'M TOUGH AND HARDY 
AND VERRA SCOTCH ON OUT-GO" 


ANDY 
at 


x How Would You Like 
$50 to $150 Net 
EXTRA INCOME per Month? . 


Handy Sandy’s earning ability is 
no small matter. The amount va- 
ries, but many owners make this 
much, some of them more! 
Rental fees alone pay for the 
machine in a few months— 
after that, clear profit. Then 
there’s increased sandpaper 
sales (at 200% profit, that’s 
EXTRA), and floor finishing 
materials that would have 
been bought elsewhere 
(that’s EXTRA, too!). This 
goes on for years because 
Handy Sandy is sturdy with 
very little upkeep, even in hands of 
rental operators. Write for Circular 
P-590. Liberal trade-in allowance, 
monthly payments. 


The HILGER COMPANY 


703-33rd Avenue — St. Cloud, Minn. 











only 





GENUINE EXTRA-HEAVY 


FLEX-O-GLASS 


1S THE FASTEST SELLING GLASS SUBSTITUTE 





It Lets through more Ultra-Violet Rays than other Materials, 
as Proven by Govt. Station Tests. 


It Is Waterproof, Unbreakable, easily put on. Fame srg 
It Is Most Widely Advertised. By The 
It Gives More Lasting Satisfaction. Mfr. 


It Retails for Low Price of Only 25¢ a sq. yd. 


This Handy Dispenser FR EE 


and Display With Each Roll 









Gtmuing extra Mtavy 


ee a 





PROFIT MARGIN 


Order a 50 or 100 yd. 
Roll from your Job- 
ber today and get 
the FREE Dispenser 
right with it to tie 
you in with our Big 
Radio and Farm 
Paper Advertising. 


Your Cost of 100 Yds. Genuine 
FLEX-O-GLASS is $16.90 


It sells for 25¢ sq. yd. 
(50 yds., 36°" wide cost you $8.45) 


YOUR $3 10 


PROFIT=> 
FLEX-O-GLASS MFG. CO. 











1104-6-8 No. Cicero Ave. 
CHICAGO, ILL. 
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125.00 | 


F.O. B. FACTORY | 


FORGED TOOLS 


SINCE 1854 4enicuttura 


TRACK 


CONSTRUCTION 
MINING 


THERE IS NO SUBSTITUTE FOR 


EXPERIENCE 


THE WARWOOD LINE TODAY REFLECTS 
ACCUMULATED EXPERIENCE FROM 
86 YEARS' CONTINUOUS OPERATION 


WARWOOD TOOL COMPANY 


WHEELING . WEST VIRGINIA 








will make your BUSINESS GROW! 








“te YOUNGSTOWN PRESSED STEEL KITCHENS 


A Youngstown Pressed Steel kitchen merchan- 
dising department can bring greatly increased 
sales and profits to you. Send for catalog. 





YOUNGSTOWN PRESSED STEEL DIVISION, 
MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 


Please send me complete information on the “Youngstown” plan 
for my territory. 


Name _ ” - 


Address ___ 
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which they are tied in a wreath. 
They are then sold at auction. 

If, when the bids are opened, the 
owner does not feel that the high- 
est price offered is sufficient, he is 
under no obligation to sell, and he 
can hold them over for the next 
sale. Individual morning’s sales 
have at times totaled $20,000. The 
buyers take their purchases into 
their packing houses where they 
wash them to remove the “gurry” 
which is foreign matter that has 
adhered to the sponge from the 
ocean bed. At this time the sponges 
are also trimmed with sheep-shears 
and dried in the sun. When dry, 
they are packed in bales weighing 
from 40 to 50 pounds and are 
shipped to the various wholesale 
houses throughout the country. 

As is true of almost any other 
item sold in auto supply stores, at- 
tractive sponge packages have help- 
ed merchandising. Consequently, 
methods of bleaching this product 
in a strong chemical solution con- 
taining sulphuric acid have been de- 
vised. Attractive cartons for each 
individual higher priced sponge 
have been produced. More recently, 
cellophane wrapping of each sponge 
has also become quite popular. Sev- 
eral sponges of various grades and 
sizes are packed in what is termed 
as “assortment.” 

E. I. du Pont de Nemours Co. 
has cut an inroad into the sponge 
industry as it has done into other 
industries. This firm has created a 
synthetic sponge by a _ method 
which is interesting to note. I 
quote from a letter addressed to me 
by the Du Pont Co. in which the 
process of manufacturing their cel- 
lulose sponge is described: 

“Du Pont cellulose sponges are 
manufactured from pure cellulose. 
This raw material, so abundantly 
provided by nature, is in cellular 
fibrous form, and in this form its 
commercial use is limited. As in 
the manufacture of rayon and ‘Cel- 
lophane,’ the chemist’s problem is to 
convert raw material into another 
chemical compound, and then, by a 
process known as regeneration, con- 
vert it back to its original chemical 
identity, but in non-fibrous form. 

“The raw material used in the 
manufacture of cellulose sponges 
may be refined cotton linters, or 
wood pulp, which is first macerated 
with caustic soda. After removing 
the excess caustic, the pulp, then 
known as alkali cellulose, is shred- 
ded and treated with carbon bisul- 
phite to form a new chemical com- 
pound known as cellulose xanthate. 
This compound, unlike cellulose it- 
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self, is readily soluble, and, when 
dissolved in a weak caustic solution 
is known as viscose. 

“To this viscose solution is added 
color, and certain vegetable fibres 
are added to give strength to the fin- 
ished product. Crystals of various 
sizes are incorporated to form the 
pores in the finished product. The 
resulting dough-like mass is pressed 
into molds and submerged in a co- 
agulating bath which “regenerates” 
the viscose, or converts this com- 
pound of cellulose back to its origi- 
nal chemical identity — cellulose. 


During this process, the crystals 
melt or are dissolved to form the 
pores in the finished sponges.” 

In the long run, however, the na- 
tural product still cannot be beaten 
in spite of the claims made on be- 
half of the absorptivity and durabili- 
ty of the synthetic product. We can- 
not ignore the fact that the tremen- 
dous resources of the Du Ponts and 
their extensive advertising activities 
have presented a problem to the na- 
tural sponge industry. Price, too, is 
a factor, and the synthetic sponge is 
comparatively cheaper. 


New Jersey Hardware Dealer Restores 
State’s Oldest House 


(Continued from page 191) 


Major André at Tappan on the 10th 
August, 1821.” 

Interesting is the story of the pres- 
entation of the snuff box. Major 
John Andre, a spy for the British 
Army during the Revolutionary War, 
was captured by the American Army 
following his acquisition of plans of 
the fort at West Point, New York, 
obtained from Benedict Arnold. 
Major André was executed and his 
remains were buried on property 
which later came into possession of 
the Rev. John Demarest, Tappan, 
N. Y., the remains of the officer be- 
ing in a grave located underneath 
two cedar trees. When arrangements 
were made for removal of Major 


André’s remains to England in 1821, 
part of one of the cedars was sent to 
that country. In appreciation of the 
Rev. Demarest’s cooperation the 
Duke of York had the snuff box 
made from part of the cedar. The 
metal parts are of gold. 

Mr. Blauvelt was a Rhodes 
scholar, has been president of the 
Bergen County Historical Society, 
vice-president for Bergen County of 
the Holland Society of New York, 
president of the Association of Blau- 
velt Descendants, and is a life mem- 
ber of the New Jersey Historical So- 
ciety, and president of the Demarest 
Family Association. 


1,000 Persons Attended This 
Store’s Opening 


"| (Continued from page 188) 


guide, developed by the Sherwin- 
Williams Co. to help dealers ren- 
der customers a color style service 
in the store. Four of these large 
books were on display during the 
opening and sale and all of them 
were in use most of the time. 
Publicity plans for the opening 
and sale were carefully drawn by 
Mr. Schonhardt and several manu- 
facturers cooperated in carrying 
out the program. Over 1000 circu- 
lars were mailed to the rural sec- 
tions and 1600 were distributed in 
the city. In addition to this, news- 
paper advertisements also an- 
nounced the opening and sale. Di- 
rect mail promotions seem to 
produce the best results, according 


to Mr. Schonhardt, and more ad- 
vertising of this type is to be used 
in the future. 

Sales to date are mostly for cash 
and more than 75 per cent of the 
customers coming to the store are 
women. The large volume sales 
are financed if the customers de- 
sires this method of payment. A 
large portion of the store’s volume 
comes from outside selling. Pros- 
pects are contacted in the store and 
the sale is made in the customer’s 
home. 

Mr. Schonhardt traveled for 
the Marshall - Wells Co., Duluth, 
Minn., more than 15 years so is 
familiar with the hardware busi- 
ness. He expects to add this line 
in the near future. 
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CAN OPENER 
COMBINATION 

















Order No. 160-B.C. Vaughan’s Improved CAN OPENER 
COMBINATION... BOTTLE OPENER...CORK SCREW 
..» AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One | 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 


SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans | 
and leaves a safety rolled edge. | 
Best seller. More than fifty mil- | 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. 





INC. 





3211-25 CARROLL AVE. CHICAGO, ILL. 
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ust One Insertion 
Sold This Hardware Store 


A well established hardware dealer wanted to sell 
his business. He ordered a fifty-word advertise- 
ment inserted in four issues of the classified 
section, under 


Business Opportunities 
In Hardware Age 


After one insertion he wrote us: 










"The ad appearing in your Hardware 
Age brought so many results, that the 
store is sold, and it is not neces- 
sary to issue any more. The inquiries 
came in, in more than a sufficient 
amount for me to decide my moves." 


Just another example of how the classified sec- 
tion of HARDWARE AGE brings quick, tangible 


results to advertisers. 


HARDWARE AGE 


Classified Opportunities Dept. 





100 East 42nd St., New York City 
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@ The CORY is outstanding for BEAUTY and 
VALUE, The de luxe fittings packed with 
each model include: “Safety Stand” Funnel 
Holder; Hinged Decanter Cover; 2-table- 
-spoon Measuring Cup; and sensational 
CORY Glass Filter Rod... brews magnificent 
TEA as well as superb COFFEE— 
UNTOUCHED BY METAL 

Most CORY models also have the famous 
“Fast-Flo” Filter. All CORY electric units 
ore 2-heat (Hi-Low). The heat-resisting 
CORNING Glass is decorated with genuine 
platinum striping. 3 CORY sizes fill all 
needs. Big profits from small stock. 

WRITE for latest Catalog. 


BREWER CORP. 


GLASS COFFEE 
325 No. Wells Street, Chicago, Illinois 
CORY Brewers awarded the AMA Seal 


of Acceptance for advertising in their publications. 


etl 


/row apveaTisinc 
In PUBLICATIONS | 


Ccory- 
brewed coffee is more wholesome, because it follows the 4 
cardinal rules for making ‘perfect’ coffee. 


} 
american mEpicaL / 
\. %, 
Soc / 
a 








MR. RETAILER 
The following Ad: 





What to Give . . . morner, 
Here's your WIFE, SISTER, AUNT 


answer: northenra Quw 


1} Set of Tools 
AG 
6000 Tots @~=.// | 
d 
St 


SINCE 1785 







tools stylishly finished in Blue and Ivory and $3.98 
Gift- packed in blue and silver container. 10 items. 
If unable to procure at your neighborhood store, will be 
shipped postpaid within continental U. S. — Cash with order. 
THE PECK, STOW & WILCOX CO. 


Southington, Connecticut 


A — Xmas Gift — Dainty lady's size house- 
hold 











will appear in these 
consumer publications 


TIME... CHRISTIAN SCIENCE MONITOR... 
HOARD’S DAIRYMAN ... SUNSET... 


ORDER YOUR STOCK TODAY 
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WILLIAM A. BELL, presi- 
dent and general manager of 
the Yakima Hardware Co., 
Yakima, Wash., is 71 years of 
age and has been identified with 
the hardware business for over 
half a century. Born on Jan. 
28, 1869, he formed his first 
connection with the hardware 
field on Feb. 1, 1890, when he 
became identified with the Seat- 
tle Hardware Co., of Seattle. 
Wash. He remained with them 
until February, 1892, when he 
transferred his allegiance to the 
Fred Pennington Co. of Yakima. 
This firm was the forerunner of 

WILLIAM A. BELL the Yakima Hardware Co. 
which was formed in 1897, Mr. Bell being one of the 
organizers and original stockholders. He has remained 
with that organization for the past 43 years. Mr. Bell is 
president of the Yakima Federal Savings and Loan Asso- 
ciation and is a director of the Guarantee Trust Co., 
Yakima, and of the National Bank of Commerce, Seattle. 
He has served as president of the Northwest Hardware 
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Hardware Age 
Fifty Year 
Club 


and Implement Association, the Yakima Trust Co., the 
Yakima Chamber of Commerce and the Yakima Rotary 
Club. He has never held a political or public office. His 
hobbies are fishing and hunting. 


ROBERT C. SINCLAIR, 
vice-president of the Yakima 
Hardware Co., Yakima, Wash., 
was born on Jan. 31, 1867, and 
celebrated his 73rd_ birthday 
this year. Mr. Sinclair entered 
the hardware business in 1884 
with John McDonald & Sons, 
Parsley, Ontario, Canada, and 
remained with that firm until 
1886 when he joined the forces 
of the J. F. Pease Furnace Co. 
of Toronto. In 1890 he went 
with the Weir Furnace Co., Des 
Moines, Iowa, and the follow- 
ing year became identified with 
J. M. Shields Co., Moscow, 
Idaho, later going with the Pull- 
man Hardware Co., Pullman, Wash. In 1892 he organ- 
ized and became vice-president of the Lincoln Hardware 
& Importing Co., Kendrick, Idaho. He joined the forces 
of the Yakima Hardware Co., in 1909. Mr. Sinclair has 
served as president of the Yakima Businessmen’s Asso- 
ciation and as vice-president of the Yakima Chamber of 
Commerce. He is at present regent of the Central 
Washington College of Education. Hunting and golf con- 
stitute his hobbies. 





R. C. SINCLAIR 
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F. P. Willette’s Address 


(Continued from page 179) 


his supplies back to the farm 
and ranch; exceptions should be 
made as to newspapers and 
other minor exceptions neces- 
sary to meet modern trade con- 
ditions; finally, and note this 
carefully, we propose that those 
industries which have invested 
large sums of money in private 
trucking equipment should be 
permitted to wear out that 
equipment and liquidate and re- 
tire same, but as it is worn out 
to not be replaced, thus it 
would enable the industry now 
engaged in transportation to 
adjust themselves by going 
back to using the transporta- 
tion agencies for hire, so that 
their shipping rates will be 
subject to the _ preference, 
prejudice and discriminatory 
features of the Interstate Com- 
merce Act and finally to check 
the level of rates you as an in- 
dustry are compelled to meet 
on the field of competition in 


the shipping and receiving of 
your products. Our league, the 
outstanding business executives 
and men constituting same, do 
now, therefore, appeal to you 
to join this organization, sup- 
port us, to help set the machin- 
ery moving as your bit towards 
the league, to go about making 
recommendations through the 
Investigation Board, created by 
Senate Bill 2009 enacted by 
Congress and signed by the 
President on September 18, 
1940, which is empowered to 
consider problems of this sort, 
to make recommendations to 
the President and Congress for 
corrective measures; this is our 
opportunity, let us take advan- 
tage of it before further harm 
is done to American industry 
and business and our transpor- 
tation agencies, before we rush 
the latter into government own- 
ership. 


Thomas Campbell’s Address 


(Continued from page 182) 


cantonments at some 60 to 70 
locations. Construction of these 
will probably be under way by 
the new year. For the present at 
least, contractors will purchase 
the steel roofing and siding di- 
rectly. 

I have spent considerable time 
in the past few weeks attempting 
to uncover data which would in- 
dicate the proper inventory to 
carry at the present time. A con- 
servative figure would seem to 
indicate that in view of present 
conditions and unless the steel 
consumer is willing to take a 
great gamble, steel inventories 
should now or soon be at a level 
which will supply production re- 
quirements for at least four 
months. For some of you people 
the figure should probably be 
higher, while for others may be 
lower, but an average seems to 
indicate a four-month supply of 
steel should be maintained and 
replacement orders _ placed 
promptly so that in case of any 
unlooked for development, activ- 
ity can be carried on with no 
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harm to your business. Such a 
procedure will tend to hold steel 
operations and shipment on a 
more orderly basis. 


The Building Outlook 
(Continued from page 187) 


ences having to do with administra- 
live procedure and 
political philosophy. 

I think the hardware business can 
look for increased sales next year, 
though I cannot estimate how much 
the increase is likely to amount to. 
Your largest increases are likely to 
take place in your moderate priced 
lines, rather than in your higher 
priced products, though the latter 
should find a good market. Agencies 
of government are large potential 
customers, but not your only poten- 
tial customers. Unless the picture 
changes very greatly (which can 
happen, of course) you should have 
ample opportunity to put into effect 
the progressive promotional and 
sales ideas that are being discussed 
in this convention. 


economic and 


Reflecting 
HOUSE NUMBERS 


for Year "Round Sales 


TWO 
TYPES 





Curb-Side NOMINAL 
Type INVESTMENT 
ECONOMICAL 
STOCK UPKEEP 
} Heavy, rust-resisting steel; 
poy baked enamel finish. Not 
affected by atmospheric con- 
ditions or salt air. 
Three inch reflecting nu- 
merals of sharp silver with 
. white border, visible at 300 
Retail at feet and readable Ss ‘e 
feet. They will hold their 
— brightness indefinitely. 
wig Wire anchor, at bottom of 
$3.00 20" post, locks itself into the 


| ground. 





MOUNTING 
PE 


TY 
Retail at $1.00 

Black enameled alumi- 
num frame is channel 
formed for inserting nu- 
merals. Holes at both ends for inserting screws 
for mounting to flat surface. 

This type sign is readily mounted to a building, 
door, step-riser, tree or post. 





Size 914” x 34” 


Send for Trade Prices and Literature 


WESTERN CATAPHOTE CORP. 


TOLEDO, }» OHIO 









DISPLAY 
ASSORTMENT 


@ Put thig display of Alligator Steel Belt 
Lacing in a good spot where it will attract 
| the attention of your farm and shop cus- 
tomers. You will be surprised how man 
Handy Packages of Alligator you can sell 
if you point out how much trouble it 
saves to have the lacing on hand before 
a belt breaks. When you sell Alligator you 
sell insurance against belt trouble and your 
customers will thank you for calling it to 
their attention. 

This display carton No. 420 contains 
twenty Handy Packages of the four most 
ens sizes—five packages each of No. 

S, 25-S and 27- Each Handy 
Package contains two sets of lacing for 6” 
belts gomplete with rocker hinge pins and 
handle gauge pin. The four sizes will 
handle the lacing of belts from \%" to 


*/No. 420 Display A 
Stet junep. ‘ — sed - ee $ 1 3. 00 
Subject to regular trade discount. 
Order from your Jobber 
FLEXIBLE STEEL LACING CO. 
4616 Lexington St. Chicago, Ill. 


ALLIGATOR 


= iti aeel 








TRADE MARK REG 


STE EL BELT WNGING 
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S. Horace Disston, Henry Disston & Sons, Inc., Philadelphia, Pa., 
always had an eye for the artistic. He has always been very fond 
of pictures. The action of ducks in flight, in landing, or in taking off, 
had an attraction for him. It was probably natural that he, there- 
fore, should collect etchings on this subject. Some years ago, being 
interested in hunting, he started collecting stamps from licenses 
required for the hunting of ducks. Each year some well known 
artist who specializes in prints of ducks, has made ihe drawing 
for the duck stamps. From the collecting of these stamps he ex- 
panded his activities to include uncanceled postage stamps in the 
design of which birds, fish, animals or ships are included, in any 
form. S. Horace, as he is familiarly known, is shown seated at his 
desk admiring one of his many etchings. The desk is an exact 
replica of the original owned by George Washington, and is now 
in the old State House in Philadelphia. His collection comprises 
works of such famous etchers as Benson, Bishop, Clarke and other 
well known artists. One of his favorites is an autographed Bishop 
print won in a shooting contest. He tells us the etching of the name 
on saws is a process quite similar to thai used by artists in making 
prints and by engravers in making plates for the printing of stamps 





Collecting mechanical iron banks is the interesting 
hobby of Wilmer H. Cordes, manager, sales promotion 
and advertising, American Steel & Wire Co., Cleveland, 
Ohio. Here he is with a few of the mechanical banks 
from his collection. One particularly interesting bank, 
in the collection, is that shown in the right foreground 
When a coin is slipped into the eagle’s mouth the 
operator pushes a little lever which causes the eaglets 
to chirp and bob like birds in a nest when the mother 
bird brings food to them. Mr. Cordes says of mechani- 
cal iron banks, “About 1870 the hoarding of pennies 
became an exciting sport. About this time iron banks 
of the mechanical type, with moving parts, which jug- 
gled a penny in amusing ways were first manufac- 
tured. The manufacturers went to gréat lengths to lure 
little Johnnie into putting in just one more penny. Per- 
haps the newest of collector's items is the mechanical 
bank. There are few objects more sacred to one’s 
childhood than the toy savings bank. The tricks these 
little toys perform make them more interesting than 
ever. Retail prices of these mechanical banks in the 
hardware store ranged from $].50 to $2.50 each. Today 
these same banks have advanced many times in price 
as they have become a very interesting hobby among 
collectors. It has been estimated that some 300 to 400 
types of these banks were manufactured and that from 
10 to 20 are now very rare items 








HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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fciwees) Neoprene Household 


SS ieee Gloves 


Women want these gloves that stand 
all kinds of paints and paint removers 








Paint products quickly ruin rubber gloves—but 
nationally advertised Ebonettes are guaranteed 6 
months against such damage (we handle the 
guarantee—no bother for you). Stores every- 
where are discovering that the powerful 
Ebonettes self-seller display (only 
644” x 84%”) on the paint department 
counter boosts profitable glove sales. 
Ebonettes are now made with an 
unusual non-slip finish that holds 
soapy dishes as firmly as bare 
fingers. Your women customers ap- 
preciate these long-wear Du Pont 
neoprene gloves—you make more 
money. Ask your Jobber—or write 
us direct, Dept. HA, 
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ARCADE FARM SET 


Five interesting toys, made in cast iron, faithfully repro- 
ducing real farm implements. All highly colored and 
packed in a very attractive box edged with a white card- 
board fence. Set consists of Tractor, Disc Harrow, Corn 
Planter, Hay Mower and Drag Harrow. Set No. 686... 
packed one set in a four-colored box. Send for catalog 
...40 pages, printed in 4 colors, showing 134 items. 


No. 686 is a quick selling item retailing at $1.00 
Order from your Jobber 
ARCADE MFG. CO., 1201 Shawnee Street, Freeport, Illinois 


ARCADES TAYS 


“They Look Real” 
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TRADE MARK REG U S PAT OFF, 


Not a “rack”, not a “gadget”, but a scientifically 
designed permanent sales-builder that gives you a com- 
plete modern Shear Dept. — because it efficiently exposes 
Shears, not only to prospects but to a// store- visitors. 


Originated by the creators of Tanol island 


™E ASK YOUR JOBBER “Wa 


THE PECK, STOW & WILCOX COMPANY 
Southington, Since 1785 Connecticut 


KWIK-LITE 


ASBESTOS 
Burner Wic 
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The Quality Oil Burner Wick. 
Quick kindling. Long lasting. Sells 
and satisfies. Three popular types 
packed 51, ft. in carton, 12 car- 
tons in a colorful eye-catching 
display. Priced to sell. Attractive 
discounts. Ask your Jobber or mail 


Three types shown fur- 
nished in 51/2 ft. cartons 
and 100 ft. rolls. OT-30 


also furnished in Cus- coupon ee 
com-Cus Stipes — 12 oe eee” : 
strips to a carton. 4 ASBESTOS TEXTILE COMPANY. Inc. ; 


, 167 W. Wacker paragteeTo in Semen! 
wik- 

. 1 Send literature on ctive discounts. | 

sae snnen tiian 1 Wick with prices and attract 

specify KWIK- !' name a pee ee } 

LITE when you ! - eee 

order burner wick. 


If you want to give 
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a 
SASH GORD 


te Exceeds the tigid strength specifi- 
cations of the U.S. Gov't., States 
Municipalities, railroads and in- 
dustrial users Top quality--yet 
reasonably priced. 5 other 

orands for every require- 

ment. Sold thru leading 

jobbers everywhere 


PURITAN 
CORDAGE MILLS 
LOUISVILLE, KENTUCKY 


jh; 03 if Siadh PH Ah bint titld breaded aad laid or cord. 


Fate ? crc booklet to help dealers make more money on sash cord Write now! 














VAUGHAN 
Pay SUB-ZERO 
AXES 


Designed 
FOR CHOPPING AT 
TEMPERATURES TO 


O BELOW 
5 ZERO 


NO BETTER AXE AT ANY PRICE 


Step up your axe sales—with this remarkable Vaughan Sub-Zero 
Axe! It virtually sells itself to farmers and woodsmen because 
of its ability to “take it” under severest conditions. It has a 
tougher yet thinner all-tool steel blade that stays sharper. 


ELECTRICALLY FUSED 


by Vaughan's patented process to a tough steel head—double 
heat treated—distinctive blue and silver striped finish—high 
grade white hickory handle—all at no additional cost. 


BIG 3-COLOR DISPLAY FREE 


for a limited time only with any axe order, single or 
double bit. A tested sales producer. Ask your job- 
ber or write today for details. 


VAUGHAN & BUSHNELL MFG. CO. 
2114 CARROLL AVENUE, CHICAGO, ILL. 
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A sk for 
Gilbert & Bennett 
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VALITY 


‘Products 
Poultry Netting 


Galvanized Before and After 


Straitline Poultry Fence 


Galvanized Before and After 


Cloth 


la All Meshes and Gauges 
SCREEN WIRE CLOTH 
Pearl Wire Cloth 


Aeme ‘Eleetve- Galvanized 
Wire Cloth 

Painted Black Wire Cloth 

Copper Wire Cloth 


Light and Dark 


Bronze Wire Cloth 


Bright and Roman 


GEORGETOWN, CONN. NEWYORK, WY. BLUE ISLAND, ILL. 
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ie GILBERT & BENNETT MEG. CO. | 


KANSAS CITY, MO. | 
ene carmen 








How WMeCabe’s 
FILTERS and SHIELDS 


SELL FOR HOT AIR 
REGISTERS? 


The talk of the soft coal region! These 
McCabe Filters and Shields do such 
a BIG JOB... clean and fresien the 
air from hot air registers . . . elimi- 
nate furnace dirt ... save walls and 
drapes . . . and PILE UP GRAND 
SALES VOLUME! The average sale 
is 6 per home—many buy 12 to 18. 
In ivory, walnut grain or black. Ad- 
justable to any size register. Remov- 
able filters, easy to clean. 


SELL ONE FOR EVERY HOT AIR 
REGISTER IN TOWN 


Watch for the New Swing-A-Way Can Opener 


FLOOR MODEL 
Patent No. 2203311 
and others 





WALL MODEL 


SWING -A-WAY STEEL PRODUCTS, Inc. 


THE MERCHANDISE MART CHICAGO 
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Promote Winter 
Sporting Goods Early! 


HARDWARE AGE 
Original 
Window Display 
IDEAS 


} OLD days bring 


thoughts of winter sports to the 
minds of customers. Many of 
them are making plans now for 
the first snowy day and others are 
already testing the ice in order to 
be the first to try out ice skates. 

Install a display following the 
suggestions in the winter sporting 
goods window in this section and 
adapt it to your particular store 
window. Feature the items in 
sporting goods which will prob- 
ably be first used in the section 
or the items most in demand. For 
example, in some of the northern 
states, skiing is one of the most 









HARD ToE 


HOCKEY 
SKATES 
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Attract attention to your ice 

skates by featuring a popular 

priced shoe skate on the ends of 
tables. 
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Winter Sporting Goods Window 
Merchandise: Hockey, racer and figure shoe skates, double runner ice 
skates, clamp skates, skis, ski poles, ski bindings, ski wax, ski shoes, 
toboggans, snow shoes, hockey sticks, sleds. 
Background: Center nanel of white corrugated board or wallboard. 


Side panels of light blue material. 


Cut-out lettering in white on dark 


blue board dotted with artificial snow. 
Suggested Interior Displays: for tables—ice skates, of several types. 
For platforms—sleds, skis, and hockey sticks. 


popular sports due to the type of 
country surrounding the com- 
munity, so skis should be em- 
phasized in the window. 

Be sure to include in this dis- 
play items that will appeal to 
youngsters. They have the time 
lo use sporting goods more than 
the grown-ups and are usually the 
first to think of putting these items 
into use. 

Atmosphere is quite important 
in windows showing this merchan- 
dise and it can easily be supplied 
at very little cost. The floor of 
the window, as well as the display 
fixtures, can be covered with white 
crepe paper or other decorative 


material and then sprinkled with 
artificial snow. Or’cotton batting 
can be used as a floor covering 
material and this sprinkled with 
the artificial snow. 

Numerous attention-getting de- 
vices are easy to develop and add 
much to the value of the display. 
A lake can be constructed by 
wrinkling light blue crepe paper 
and placing a piece of window 
glass over it. Cotton batting can 
be used as the edge of the lake 
and sprinkled with artificial snow. 
Other snow scenes, such as a skiing 
or coasting hill, well known to peo- 
ple in the community, can be built 
on a small scale in the window. 
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Attention getters of this type are 
particularly interesting to children. 
Another line to be shown at this 
time of year is cutlery. Show 
every item in this department in 
the window display. This creates 
the impression that you have a 
complete and well-stocked cutlery 
department. The display of this 
small merchandise is something of 
a problem. Sampling the mer- 
chandise on wallboard panels of 
different shapes is one way to do 
this job. Panels can be painted 
all one color or several colors. 





ELECTRIC 
IRON 
$O29 ’ 














Good displays of popular model 
irons will build business on this 
line for you. 


Promote the small electric table 
appliances now. A small window 
display similar to that shown in 
this section should be installed. 
This display should show the more 
popular selling items in two or 
three price groups. 

Some changes in the interior ar- 
rangement of tables and platforms 
of the store may be necessary to 
show merchandise now in season. 
Platforms along the sidewall and 
on the floor will be needed to show 
skis, sleds, and toboggans. Do 
not attempt to show too large a 
stock of this merchandise unless 
there is ample display space. Dis- 
plays of this merchandise should 
be neatly arranged and it may be 
necessary to develop special hold- 
ers to keep skis in place when 
shown along the sidewall. A sim- 
ple device of this type is a strip 
of wood which can be fastened to 
the wall with wooden pins, bolts, 
or nails protruding which are 


spaced the width of skis. 
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ELECTRIC APPLIANCES 


: BETTER 
LIVING 











@ 


























Electric Table 
Appliance Window 


Merchandise: Percolators, glass 
coffee makers, sandwich toasters, 
waffle irons, single and double top, 
toasters, heating pads, electric 
grills, electric ovens, irons, mixers. 

Background: Center panel of 
buff corrugated board cr wall- 
board. Side panels of bright red 
material. Cut-out letters in dark 
brown and red. 














CUTLERY 
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Cutlery Window 


Merchandise: Carving sets, steak 
sets, shears of all kinds, paring 
knives, pocket knives, kitchen 
forks, slicers, butcher knives, 
bread knives, spatulas, hunting 
knives, razors and blades. 

Background: Center panel of 
buff corrugated board or wall- 
board. Side panels in bright red 
material. Cut-out letters of dark 
brown and red. 


Interior displays of cutlery 
should be installed at the same 
time as the window display. The 
popular items or specials in the 
line can be sampled on panels. 
This together with the cutlery 
items in season at this time will 
make a very interesting and ef- 
fective table. 

Tables showing small electrical 
appliances are also important 
when this merchandise is dis- 
played in windows. Feature the 
special items but give the customer 
a choice between other qualities. 
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Let people know that you sell a 
lot of heating pads by showing a 
quantity on the electrical table. 


Displays of this type help sales- 
people sell up to better grade and 
higher priced lines. 


Egg Hunt 


Merchants of Dysart, lowa, 
staged an Egg Day, which had sev- 
eral unusual features, and which 
brought many farmers and their 
families to town. A special show- 
ing of the movie, “Tom Sawyer, 
Detective,” was put on for kiddies, 
the price of admittance being three 
fresh eggs. Boiled eggs were not 
accepted. Secondly, the youngsters 
were taken to Dysart Park where 
an Easter egg hunt was held. The 
children hunted for eggs in every 
conceivable spot. Among the hid- 
den eggs were two golden tinted 
eggs and the finders of the golden 
eggs received live white Easter 
bunnies, donated by the business 
men. Admittance prizes to the ex- 
tent of $30, were also given by the 
business men to farmers who 
brought eggs to Dysart on Egg 
Day. 
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Sell Savor! Heaters QOZIAaey Wee 


5 FINISHES ...18 MODELS 
A Bigger Profit on Every Sale 






IN THE HOTSTREAM LINE 
OF WATER HEATERS 


Don’t deny yourself the additional profits from Water 
Heaters . . . sell Hotstream. Here is a complete line of 
heaters for every fuel—giving you all three— 





ND FOR * HIGHEST eer : ee of heaters oe those who 
insist on the best—the Hotstream “Feature’’—six | 
on HEATER A210G — One of twelve piace og ee 
2 * not sacrificed in the famous 
CATALOGS heater and heater cooker medium priced ‘Dixie’ line—nine sizes—with ten 


models. year guarantees. 
* ECONOMY-—Hotstream’s answer to price competi- 





tion—the “American” line. More for your money. 
D84 —One of six round Four sizes—with five year guarantees. 
portable heater models. Write for Hotstream Catalog No. 40, describing the 


most complete line of Water Heaters in the world. 


: | THE HOTSTREAM HEATER COMPANY 
UNITED STOVE CO., Ypsilanti, Mich. 8007 GRAND AVENUE ° CLEVELAND, OHIO 





Lock BOTH SIDES of Shackle 
That’s Why So Many Dealers 
Report Increasing Calls Daily for 


CHICAGO PADLOCKS 









FASTER 
TURNOVER 


—MORE 
PROFITS 


Chicago Locks Insure More 


PROTECTION 
Inside and Out! 


Chicago Padlocks with their 
exclusive, patented Double Lock- 
ing, Criss-Cross Tumbler mech- 
anism—have set a NEW high 
standard in lock construction 
and security .. . and that’s why 
so many dealers report increased 
calls daily for CHICAGO PAD- 
LOCKS. 

3 Popular Price Leaders 

25¢ — 50¢ — 75¢ 


Others Up to $5.00 





The merchandiser that really sells handles. Comes 
complete with 24 short handles assorted to retail 
at 10c to 25c each. This one package made of heavy 
reenforced corrugated board acts both as a handle 
display and stock bin—requires less than half of one | 
square foot of space on counter or shelf. Keeps 
handles clean—timely selling message on side makes | 
sales. Quality guaranteed by over 80 years of leader- 

ship in the striking handle field. | 








Meet BEAT “price 
ORDER FROM YOUR JOBBER Guality ‘Bess swith oy 
. nis popularly 
If he cannot supply you, write us— —. priced, "Qua i ty Keys with 
u pen ew sine. ASK yo ob- 
Model No. 741 ber about the fast Chicago 
Actual Size selling Chicago Line 
TURNER, DAY & WOOLWORTH HANDLE CO., INC. payer Write us | Padlocks 








LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS — WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 


CHICAGO LOCK CO. 


2024 N. Racine Ave., Dept. I-A, Chicago, Ill. 
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HE last customer has 


left the store and the three clerks 


of the William Standish Hard- 
ware Co. are grouped about Mr. 
Standish who is standing by a 
counter with the Oct. 17 issue of 
Harpware ACE before him. The 
clerks, John Duffy, Frank John- 
son and George Hough, are listen- 
ing attentively to Mr. Standish. 

STANDISH: Boys, I want you 
all to read this issue of HARDWARE 
Ace without fail. Pay particular 
attention to the “Christmas Mer- 
chandising for Hardware Stores” 
section and read every line of that 
section. It’s well worth reading. 

DUFFY: Isn't Oct. 17 a bit early 
to start thinking about Christmas, 
Mr. Standish? 

STANDISH: We usually start to 
get ready for Christmas right afte: 
Thanksgiving. And this year our 
state is observing Thanksgiving 
on Nov. 21 along with 27 other 
states, and possibly 31 others. 
That gives us just a few days over 
a month in which to make our 
plans and get ready. I wouldn’t 
call it early. I'd call it darned 
thoughtful and far-seeing. Have 
any of you fellows seen this issue 
yet? 

JOHNSON: No. Mr. Standish, 
you ve had it ever since it came in 
yesterday. 

STANDISH: Well, suppose I 
give you an outline as to what's 
in it. In the first place this section 
usually consists of 32 pages. This 
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year it contains 50 pages, consist- 
ing of a cover, 36 pages of articles 
and 13 pages of advertisements. 
It’s quite a section. Usually when 
you speak of a Christmas mer- 
chandising section you think of 
toys but this section goes a lot 
further than that. It discusses 
major appliances, table appli- 
ances, bicycles and other merchan- 
dise. It’s a condensed treatise on 
how to get your store in shape for 
Christmas business. 

HOUGH: Why not tell us just 
what’s in it, Mr. Standish? 

STANDISH: That's just what 
I'm coming to and here goes! 
Let’s start from the beginning. The 
first story is about a Minnesota 
firm that uses tree lights for store 
decorations. Tells how they do it 
and describes the results they ob- 
tained. The next article is about 
the Pickett Hardware Co. in 
Pennsylvania and it relates the 
way in which that firm has stressed 
the utility angle of its housewares 
sporting goods and electrical ap- 
pliances and how desirable those 
items are for Christmas gifts. And 
believe you me, they’ve cashed in 
on it. There’s another about put- 
ting the gift appeal in major ap- 
pliances. Some firms believe in 
putting on a little something extra 
during the holiday season and 
there are two corking stories along 
those lines in this section. One tells 
about a firm that holds a children’s 
song festival before its Christmas 


opening and the other describes 
a pre-holiday costume parade that 
attracted 20,000 people to a town 
of 8500 population in a single 
evening. 

DUFFY: Very much about toys, 
Mr. Standish? -- 

STANDISH: Quite a bit. One 
story tells how the Pizzano Hard- 
ware of Revere, Mass., increased 
toy sales by means of contests. 
Another tells how the Douglas 
Hardware Co. sold $20,000 in 
toys and wheel goods in Janes- 
ville, Wis., a town of 22,000. Then 
there’s another about the A. E. 
Ewing Co. of Olean, N. Y. This 
firm practically builds a_ store 
within its store for toys, bicycles 
and gifts. If you want to find out 
about wrapping Christmas pack- 
ages there’s a page of pictures 
showing some good ideas. 

HOUGH: What about 
decorations? 

STANDISH: Well, I've told you 
about one article on that subject 
but there are others. For instance 
the Weber & Furman Co. of Rock- 
ford, Ill., has some mighty fine 
ideas on the subject and there’s a 
story about it. Then there’s an 
interesting description of a new 
method of decoration for the store 
that’s decidedly unusual. There’s 
an article on the lay-away plan as 
the Gilbert J. Miller Hardware Co. 
in Pennsylvania uses it. Another 
story tells about arranging toys in 
price groups. Still another de- 
scribes how the former big league 
baseball player, Joe Sewell, in Tus- 
caloosa,’ Ata., capitalizes on a 
catalog. And, if you want to read 
about how to conduct a holiday 
advertising campaign, there’s a 
story on the subject built around 
Webber’s Hardware of Fitchburg, 
Mass. Each story is illustrated 
completely, and wasn’t it Con- 
fucius who said that one picture 
is worth a thousand words? 

JOHNSON : Confucius say plenty 
during the past year, all right. 

STANDISH: Well, suppose we 
call it a day? But before I go | 
want to say something, and it isn’t 
a request—it’s an order. Read 
that issue and read that section 
and when you've finished reading 
it be sure to put your initials on 
the cover. And now let’s go home 


—G6.M.S. 


store 


to dinner. 
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FARRELL-CHEEK The New %¢reamline 


FIRE-FIHER 


Modern Architecture requires 
Spring Hinges of suitable de- 
sign and proven quality. 

Streamlined ‘“‘Triplex’’ double 
and single acting spring butt- 
hinges may now be ordered 
with button tip ornamentations 





x 
ay, Clinker Tongs -4 


/ O 


Fire Hooks 


in keeping with the most mod- 





ern designs in builders’ hard- 








Pokers > ware. They are as modern as 
| Type BUT2001 the newest streamline train or 
w h | . . ° 
i a nai the latest flagship of the transcontinental air fleets. 
Clinker Hooks 


Bars 





Spring Hinges of Quality 


~«(CHICAGO)— 


RIGID CONSTRUCTION AND EASY USE 
MAKE FIRE-FIXER TOOLS A FAST MOVING SPRING HINGES 
AND PROFITABLE LINE. 


ASK YOUR JOBBER Chicago Spring Hinge Company. 
FOR CATALOGUE AND PRICES conasiis one vane 


FARRELL-CHEEK STEEL CO. ““Shio' — 





Ash Hoes 








LOOK FOR THE TRADE MARK 























PREPARE NOW 

FOR HOLIDAY 

HOUSEWARES 
PROFITS 





















There’ll soon be greater sales for Carlton Stainless 
Steel Ware with holiday buying just ahead. Cash | 
in on its fame for beautiful finish, resistance to 
wear, economy in cooking. Order of your jobber. 


THE CARROLLTON METAL PRODUCTS CO. 


CARLTON WARE 


OCTOBER 31, 1940 205 


Sheffield 
Manufactures the Right Aluminum Paint for the Job 
Interior—Exterior—Wood—Metal—Brick 
Chromium Finish—Heat Proof 


At the Price and of the Quality to meet your demands 


Send for catalog and price list that explains each type and its use. 
Get acquainted with the many other Sheffield Paint Specialties. 


The Sheffield Bronze Powder & Stencil Co. 
12405 Euclid Ave. Cleveland, O. 























KEY BLANKS 
LOCKSMITHS’ SUPPLIES 





Catalog on Request 


H. HOFFMAN CO. 
6245 No. Western Ave., Chicago 





















Ilardened points, 
strong metal harness, 
weather-proof strap, 
fully guaranteed, sizes 
for arctics, overshoes. 
or boots and shves. 


; Nee for 
iy prices on 


4 ~~ our full 
Retail at 60¢ per Vy tir line ice 
a Lo 4 Shy creepers. 
pair, Full trade Z tj p 
discounts. SLL 


©. A. Norluad Co., Williamsport, Pa. 


PERFORATED RUBBER, 
AUTO TIRE & LINK MATS 


BURTON MatT Co., BROOKLYN, N. Y. 


= \ | SAFETY HEEL PLATES 
J (Detachable) 











Positively Write 
the best for 
buys in Prices 
the MORGAN 


FURNITURE 
COMPANY 








ROCKY MOUNTAIN 
STATES and CANADA 














. y BRUSH-NU COMPANY 


+ BALTIMORE MARYLAND ay 
DENISTON 

Triple Lock 

“Lead Seal” NAILS 


Drive Screw Shank gives powerful 
grip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 
by “bump”... Send for samples. 


The DENISTON Co. ws:iez2: 


KEY BLANKS 


OF EVERY DESCRIPTION 


; 


Catalogue on Request 


GRAHAM MFG. CO. 


Devt. w 
Derby, Conn., U. S. A. 
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The “WHO MAKES IT?” issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


products, etc. 


Odell, Nebr.: Who makes the 
Krag combination jar wrench & bot- 
tle opener? F. K. Reichwald. 

ANSWER: Krag Steel Products, 
Inc., 318 N. Albany Ave., Chicago, 
Ill. 

* *% * 

Penn’s Grove, N. J.: Who makes 
the Lock-Roll hose clamp? R. F. 
Willis & Bro., Inc. 


ANSWER: Federal Tin Co., 11 E. 
Barre Street, Baltimore, Md. 
* * * 
Ashland, Ala.: Who makes the Le 


Roi concrete mixer? Planters Hdwe. 


Co. 


ANSWER: Le Roi Company, 1706 
S. 68th Street, Milwaukee, Wis. 


Superior, Wis.: Who makes the 
Juicex electric vegetable and fruit 
juice extractor? M. Berger Hdwe. 


ANSWER: Modern Diet Supply 
Co., 1428 N. 24th St., Milwaukee, 
Wis. 


Bronxon, Mich.: Who makes the 
Fluffy beater? J. L. Valpert. 


ANSWER: Fluffy Beater Co., San 
Jose, Calif. 


New York, N. Y.: Who makes eel 
traps? Reed & Schaer, Inc. 


ANSWER: W. A. Augur, Inc., 35 
Fulton St., New York, N. Y. 


HARDWARE AGE 











GE 
lps 


1es, 


the 
fruit 
dwe. 


pply 
ikee, 


the 


San 


\GE 

















Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 


dered by the “Who Makes It?” 


issue. When writing to the firms 


mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


Lakeville, Conn.: Who makes 
miners fibre helmets? Community 
Service, Inc. 


ANSWER: Wilkes-Barre Cap 
Mfg. Co., Wilkes-Barre, Pa. 


e & ¢@ 


Havre, Mont.: Who makes an at- 
tachment for an Edison talking ma- 
chine that will play any make 
record? H. Earl Clack Co. 


ANSWER: Favorite Mfg. Co., 105 
FE. 12th St., New York, N. Y. 


* * * 


Ithaca, N. Y.: Who makes a 
weighted roller for laying linoleum? 


C. J. Rumsey & Co. 


ANSWER: Edward W. Daniel 
Co., 4062 St. Clair Ave. Cleveland, 
Ohio. 


*« * * 


Chattahoochee, Fla.: Who makes 
the Hazel coal heater? I. Kwilecki’s 
Sons. 


ANSWER: Rome Stove & Range 
Co., Rome, Ga. 
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Bogota, Colombia, S. A.: Who 
makes the Jiffy Jigger used for 
measuring liquor? Jose M. Plata 
Umana & Hijos. 

ANSWER: Jiffy Jigger Products 
Co., Milwaukee, Ore. 


* * * 


Forsyth, Ga.: Who makes the 
Sheflield laundry stove? Georgia 
Hardware Co. 

ANSWER: King Stove & Range 
Co., Sheffield, Ala. 


* * * 


Butler, N. J.: Who makes the 
Pittsburgh toggle clamps? Meade’s 
Hardware. 

ANSWER: Pittsburgh Valve & 
Fittings Corp., Barberton, Ohio. 


% * * 


Chicago, Ill.: Who makes the 
Marco sink and drain pipe auger? 
Sheridan Hdwe. Co. 

ANSWER: Marco Products Co., 
724 Ceres Street, Los Angeles, Calif. 





— BOILER LEAKS 


‘he “Original Burke’ 

Bolle r Plug guaranteed 

to permanently stop the 

pee ee leak. Welds the hole 

a oe with lead like a_ wiped 
we fn 


i joint. Made of _ steel, 
1 i —_ cadmium plated. Bolt has 
ie q wt safe breaking strain of 
Buy! 800 Ibs. Tightens with 


12” monkey wrench. Also 
‘“‘Automatic Screw Ma 


ir chine’’ Products, Vacuum 
= S] (leaner Parts. Send Sam 
ns ple 


BURKE MANUFACTURING CO. 
4123 Payne Ave., Cleveland, Ohio 











PRECISION MITER 
LION & JOINT CUTTER 


All wood workers need its 
TRIMMER 


100’s of uses. Good dealer 
profit. Get catalog now. 


$29.75 POOTATUCK CORP. 
RETAIL 


2452 Ma:n St. Stratford, Conn. 





















a) JOINERS | 


THEY PULL—CLINCH—HOLD 
The outstanding fastener fer 1 ws repairing 
sereens, garden furniture, frames, ote. 


Ask Your Jobber 
SUPERIOR FASTENER «= 
5224 N. Clark St. Chicago, Ill. 











ew Daisy Waterers 


for HOGS and POULTRY 


ALSO SHAW and DAISY 


CALF WEANERS 
BEST FOR 25 YEARS 


Write fer FREE Circular Mfrd. By 
QUINN WIRE & IRON WORKS 


BOONE, IOWA, USA 


TOE Pon a) Bi 
comm in DURABLE MATS 

WM | HERRINGBONE WEAVE — Ex- 

: elusive weave and selected quality. 
Assures. repeat business. 

2. STRAIGHT WEAVE —A better 
Door Mat made to meet price com- 
petition. 

3. TRI-COLORED MATS — New 
beauty in 3 colors, made to sell at 
popular prices. 


Sold only through jobbers and dealers. 


DURABLE MAT CO. 7%, 80%, 

















PRIEST'S CLIPPERS 
A Complete 


Line— 


Ask 
Your Jobber 
75 Years' Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 
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Classihied Opportunitiea Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Chansitied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, .50 w9rds....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .O8 


Positions Wanted 


(Special Rate) set solid, maximum, 
PEE ccereckenhedeesatevesese $1.00 
Each additional word..............:. 05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 


Ge WA. ce vevesccts 
Each additional inch.... 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
-@— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 
ine. 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

—@— 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











|Sales Representatives Wanted | 





L_ Positions Wanted | | Positioms Wanted | 


HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In early fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Bor F-9, care of 
Harpware Ace, 100 E. 42nd St., New York City. 


MANUFACTURERS, OF HARDWARE OR 
HOUSEWARES ITEMS, with established busi- 
ness, who desire the services of a reliable and 
experienced salesman, to take care of their busi- 
ness in the middle Atlantic Seaboard territory. 
My services are now available, satisfactory ref- 
erences and details on request. Please communi- 
cate with Box E-162, care of Harpware Acgz, 
100 E. 42nd St., N. Y. City 


HARDWARE MAN; THOROUGHLY EX- 
PERIENCED IN _ buying and selling general 
hardware, builders’ hardware, mill supplies, 


paints, and housewares, desires position with 


wide awake concern, either wholesale or retail, 
independent ownership preferred not chain 
Capable and experienced in managing. Middle 


aged and in good health and will go anywhere 
Address Box E-180, care of Harpware AGe, 100 
E. 42nd St., N. Y. City. 


EXECUTIVE SALESMAN DESIRES TO 
CONTACT reliable manufacturer seeking dis 
tribution in Eastern Seaboard States. Ability to 
organize and manage sales office and force. 
Highly successful records with some of the larg 
est national manufacturers in the country for 
building up old and creating new territories 
Address Box E-173, care of Harpware Ace, 100 
E. 42nd Dan me ¥. City 


HARDWARE MAN WITH TWENTY YEARS’ 
experience retailing hardware, paints, stoves, re- 
frigerators and kindred products; at present 
employed wishes to make change. Capable of 
buying and assuming general management. Would 
like to make connection where hard work and 
knowledge would be rewarded by advancement. 
Satisfactory references upon request Address 
Box E-172, care of Haroware Acr, 100 E 
42nd St., N. Y. City. 
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‘| Exchange Bldg., 





SALESMAN SPECIALTY NOW EM- 
PLOYED REAL producer now looking for his 
involve 


last job. Proposition must operating 
expenses Address Box E-177, care of Harpware 
~ ; 


Ace, 100 E. 42nd St., N. Y. City 


WE KNOW OF A CAPABLE builders’ hard- 
ware man who desires connection with jobber as 
buyer or in contract department or with manu- 
| facturer as traveling representative. If interested 
| in one who is experienced and thoroughly quali- 
| fied to read plans, interpret specifications, buy, 

ind sell, address Box E-174, care of HarpWware 
| Ace, 100 E. 42nd St., N. Y. City 


YOUNG MAN, MARRIED, 10 YEARS’ EX 
PERIENCE retail hardware, housefurnishings 
ind radio, desires position with reliable concern. 
Familiar locksmith, radio and _ electrical repait 
work; window dressing, display, managing and 
salesmanship. Would appreciate interview. Pres 
ent location Brooklyn, New York Address Box 


| £-184, care of Harpware Acer, 100 E. 42nd St., 
m. ©. City 
FACTORY SALES EXECUTIVE DESIRES 


NEW connection Past ten years sales manager 
and now acting general manager company making 
short specialized line builders’ hardware. Thor 
oughly familiar national sales to hardware and 
sash and door jobbers and/their customers. Age 
| 41, college education, perfect health. Protestant 


Will settle anywhere. Earlier background adver- 
tising, road sales, sales correspondence Address 
Box E-181, care of Harpware Ace, 100 E. 42nd 
| Se., N. Y. City 


PURCHASING AGENT—AGE 31, POSI- 
TION WANTED with future. Experienced in 
wholesale hardware, electrical and mechanical 
manufacturing, construction and motor rewind- 
| ing. Some traffic and cost. Private school 
graduate—attended business college. Familiar 
with electrical, radio, automotive, sporting goods, 
cutlery, mill supplies, tinware, enamelware and 
builders’ hardware. 10 years’ experience. Address 
Box E-104, care of Harpware Ace, 100 E. 42nd 
S.. 3. ¥. Gay 





|Sales Repreventotines Wanted | 


| OLD RELIABLE CORPORATION OFFERS 

WONDERFUL opportunity to sideline or full 
| time salesmen. Selling furniture, hardware, de- 
| partment stores. Fast patented sellers. Small! 
| light sample case. Positively world’s finest. Call 
| on only best concerns. Best Selling season now. 
Address—Dustmaster Corporation, 5210 Produce 
Minneapolis, Minnesota. 

















St, we. 3. 





FOUR EXPERIENCED SALESMEN 
WANTED— 


two in the Southern and two in the 
Eastern territories. A leading manu- 
facturer of a staple and basic hardware 
line requires four experienced sales- 
men, preferably with a knowledge of 
and acquaintance in both the whole- 
sale-retail hardware field and the in- 
dustrial field. These men are needed 
to replace men who have been pro- 
moted or shifted to other activities of 
this company. Full time salaried jobs 


—not interested in men seeking side 
lines. All negotiations kept confiden- 
tial. 


Address Box E 137, care of HARDWARE AGE, 
100 E. 42nd St., N. Y. City. 











ROPE SALESMEN—MANILA ROPE—man- 
ufactured in Philippines where hemp grows. Long 
established trade necessary, 5% commission, side- 
line. Write fully giving references. Address 
Box E-122, care of Harnpware Age, 100 E. 42nd 
City. 





DISTRIBUTORS OR SALES AGENT—ac 
quainted with City or Town officials to sell on 
liberal commission basis; street signs and equip 
ment, traffic signs, traffic regulation signs, reflec 
tor signs and signals, road markers, etc. Address 
Municipal Street Sign Co., Imc., 775 Meeke: 
Ave., Brooklyn, N. Y. 


SALESMEN AND JOBBERS 
Make more Xmas sales selling the 
new 4-in-1 pants or skirt hanger. Those calling 
on hardware, department and clothing stores— 
15 per cent commission. Year round seller. Write 
for circular. Samples will be sent to thos: 
engaged. Send territory and references. Address 
Handy Fixture Company, Box 425, Lynn, Mass 


MORE 
WANTED. 


PROMINENT WHOLESALE SEED HOUSE 
HAS opening on commission basis for salesmen 
now calling on hardware dealers in Eastern 
Pennsylvania and Central New York State. This 
is a valuable contract for salesmen having a 
following among hardware dealers as sales sup 
port will be given by a representative of the seed 
house. Address Box E-178, care of Harpwart 
Ace, 100 E. 42nd St., N. Y. City. 


OPPORTUNITY TO EARN TRAVELING 
EXPENSES. Territories open starting Novem 
ber 15 on new lines of mirrors, metal cabinets, 
stepstools, ironing boards, bridge tables, lamps 
and other hardware items. Exclusive territory, 
no house accounts. Full commission on all busi 
ness. Write stating territory covered and item 
carried. Commissions from these lines will leave 
your main line as clear income. Address The 
Walter S. Kraus Company, Woodside, New York 


HARDWARE AGE 
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| -fecounts Wanted 











VERMONT-NEW HAMPSHIRE 
“SALES BUILDER” AVAILABLE 


Resourceful salesman with producing rec- 
ord and draft exempt, offers persistent 
Dealer-Jobber coverage from strategic cen- 
tral location. Interest confined to estab- 
lished concerns featuring “Repeat items” 
suitable to this area. 
Prefer proposition capable of solid, long- 
pull development, with a financial arrange- 
ment contingent on results. 
References covering character, credit and 
ability available to seriously interested 
executive. 
Address Box E-183, eare of HARDWARE AGE 
100 E. 42nd St., N. Y. City 











MANUFACTURERS — ATTENTION! IF 
NOT SATISFIED with present distribution of 
your product in the Philadelphia area or, if you 
have some pet item to promote, it can be done by 
using my specialized selling service-—missionary 
selling to retailers with or without jobber cooper- 
ation. Write giving full details to Box E-171, 
care Harpwarr Ace, 100 E. 42nd St., N. Y. City. 

MANUFACTURERS’ REPRESENTATIVE 
WANTS HARDWARE SPECIALTIES for Chi- 
cago area for jobbers, mail order and dealers. 
Commission basis. Address Box No. 7696-A, 
care of Harowaxe Ace, 1012 Otis Bldg., Chi- 
cago, Ill. 

CANADIAN MANUFACTURERS’ REPRE. 
SENTATIVE WELL-ESTABLISHED in East- 
ern Canada, can handle additional lines of merit. 
Twelve years’ experience. Calliny on hardware 
jobbers, large retailers, variety store chains, pre- 
mium houses, department stores and smallware 
johbers. Aggressive representation. First class 
references. Address Advertiser, 6155 Durocher 
Avenue, Montreal, Canada. 





= Accounts Wanted | 


a | 


MANUFACTURERS’ AGENT WITH 
STRONG CLIENTELE among jobbers, chains, 
premium and department stores in Minnesota 
desires a major line. Address Box E-170, care 
of Harpware Ace, 100 E, 42nd St., N. Y. City. 

WANTED: MANUFACTURERS’ REPRE. 
SENTATION ON MARINE and general hard 
ware items for distribution throughout Metro- 
politan New York and adjacent territory. Estab 
lished clientele. Address Box E-179, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








[ Bainess Oppcrtunitien | 


HARDWARE SALES $5,000 MONTH. Busy 
farming community and lake resort; Western 
New York, route 20. Old established, no com- 
petition; $40,000 stock; electrical, plumbing, heat 
ing, paints, wallpaper, sporting goods, household 








goods. Four floors 22 x 110; elevator, basement; 
low rent. Stand investigation. Sell complete 
illness. For details write Apple Company, Broker, 


1836 Euclid Ave., Cleveland, Ohio 


FOR SALE—HARDWARE, PLUMBING 
AND heating store with appliance agency, house- 
wares, sporting goods and paints. Town in Maine 
of about 2300 population, about 4000 in summer. 
Excellent farm and summer resort trade, also 
surrounding towns. Stock inventory about $5,000 
Must sell because of health. Address Box E-175, 
care of Harpware Ace, 100 E. 42nd St., N. ¥ 
City. 

HARDWARE BUSINESS SINCE 1913 
GOOD FARMING DISTRICT in center of new 


oil field producing wells within % mile each 
side on Highway U. S. No. 23, most traveled 
tourist highway in Michigan. Gulf gasoline 


station 100 miles north of Detroit. Stock $3,000. 
Fixtures $1,500. Will sell or rent building. Age 
and failing health. Address Box E-176. care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 








[ Barsiness Opportunitiea | 





READING TIME, 2 MINUTE 


New type Hardware Jobbers are op- 
erating successfully in a few areas, 
using straight line methods, selling for 
less and placing Retailers in a posi- 
tion to meet competition. This new 
method can be put into operation 
quickly for a Buying Group of 25 or 
more retail stores. 

Your request for information will be 
held confidential No curiosity letters 
answered. Write, and inclose some 
details re. your Buying Group to 

Box E-i182, HARDWARE AGE 

100 E. 42nd St., New York City. 
Your reply will come from a Hlard- 
ware Man who KNOWS. 











FOR SALE: CLEAN, UP-TO-DATE. stock 
of general hardware and house furnishings, tools, 
electric and plumbing supplies, stoves, washers, 
linoleum, paints, etc. This is a good, going and 
profitable business in a city of 18,000 population. 
Owner retiring. Fine location and large display 
windows—has been a hardware store for 40 years 
Inventory about $16,000. Will lease or sell 
building. No trades. Boller Bros. Hardware, 
Corning, N. Y 


PROFITABLE HARDWARE, PAINT, FAC 
TORY, plumbing supply and major appliance 
business, established 12 years. Business shows 
steady growth. Splendid opportunity for expan 
sion. Modern fixtures, clean stock, super) loca 
tion on main thoroughfare at subway station, in 
growing section of Long Island. Inventory ap 
proximates $20,000. Unique opportunity for 
proper party. Address Box E-185, care of 
Harpware Acer. 100 FE. 42nd St., N. Y. City 











100 E. 42nd Street 





He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results— 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 


New York, N. Y. 
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SELL cotter PINS" by the PACKAGE! 


COUNTING 
A E nama ARE EERE i” 
PRICING Nels RD way | ss 
Here's a better stock system for om ds Piet *.15 | 2 
listed and discount items the Fall Vo Pp ” 4 
“F.V.P.” (Full Value Package) . 
of W. W. Cotter Pins ... offers 
approximately equal merchandise 
value and sales can be made ata SE 
uniform price per package All " Steel 
listed sizes of Cotter Pins up to Co 
5/16” diameter and 2%” length ter er Pins 
under eye, are available in the 
“F.V.P.”" Package They have Bert Qi Quality 
relatively greater merchandise 
value than any other package 


Western Wire “ag 
thew uy S.A 


now offered 
Order From Your Jobber Today 


WESTERN WIRE PRODUCTS CO. 
ST. LOUIS, MO. 


inchs Co, 


en 








ROTABIN Saves 50% 


FLOOR SPACE 


ROTASBIN stores, displays and sells nails, rivets, 
washers and other ““binable” merchandise in a com- 
pect accessible manner in ) the space now occu- 
pied by such items in your store. Each ROTABIN 
section rotates, bringing the merchandise right to 
your finger tips. No time lost in looking for the 
correct size--no boxes to open--no sticking drawers 
to pull out--no unnecessary steps running from bin 
to bin. ROTABIN saves hardware dealers, time, 
steps, labor and money and makes storage space 
pay a profit the year around 






WRITE FOR 
DETAILS 


THE FRICK-GALLAGHER MFG. COMPANY 
WELLSTOW, OHIO 









ANEW WHEEL 


FLETCHER announces the new 
DUO-GROUND WHEEL 


It’s different both in appearance and action. It cuts 


smoother, keener and lasts longer. There is no extra 
charge for these new wheels, so ask your jobber sales- 


man to supply them on your next order. 


THE FLETCHER, TERRY CO., FORESTVILLE, CONN. 
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The Dash (—) Indieates that the Advertisement Does Net Appear in This Issue 


A 
Acme Shear Co. ‘ 181 
Acme Steel Company 165 
Aladdin Industries, Inc. _ 
Allite Mfg. Co., Inc. 144 
Aluminum Goods Mfg. Co. _ 
American Chain & Cable Leas 
Inc. 
American Chain Div. 60 
American Fork & Hoe Co., The.. II 
American Mfg. Co. 49 
American Pad ‘& Textile Co. 133 
American Shearer Mfg. Co. 207 
American Steel & Wire C. 21 
American Thermometer Co. _ 
American Thermos Bottle Co. -- 
American Turpentine Farmers 
Assoc., Cooperative a 
American Window Glass Co. 26 
Ames Baldwin, Wyoming Co. 55 
Animal Trap Co. of America 8 
Arcade Mfg. Co. 199 
Archer-Daniels-Midland Co. - 
Armstrong-Bray & Co. .. _ 
Armstrong Bros. Tool Co. — 
Arvey Corp . — 
Asbestos Textile Co., Inc. 199 
Atkins & Co., E. Ree 
Automatic Products Co. - 
Autoyre Co. 124-125 
B 

Babcock Co., W. W. 137 
Boker McMillen Co. ads — 
Ballcnoff Metal Products Co. 143 
Barr Rubber Products Co.... 175 
Bartlett Mfg. Co. _ 
Bassick Co., The 160 
Behr Manning Corp. 44 
Berea Abrasives 22 
Bernz Co., Inc., Otto 185 
Bethlehem Steel Co. 100 
Bissell Carpet Sweeper Co. — 
Blaisdell Pencil Co. 157 
Bommer Spring Hinge Co. - 
Bond Electric Corp. — 
Boston Varnish Co. 39 


Boston Woven Hose & Rubber 
28 


°. 9 
Brigqs & Stratton Corp. a 
Brooks & Sons, M. S. 211 
Brown Corp., W. R. a 
Brown Fence & Mfg Co., H. L... 146 
Brush-Nu Co. : 206 
Builders’ Hdwe. Textbooks ...... 212 
Burke Mfg. Co. Piena 207 
Burton Mat Co. 206 

Cc 
Calbar Paint & Varnish Co. 181 
Capewell Mfg. Co. . 182 
Carborundum Co., The . _ 
Carnegie-lilinois Steel Corp. 21 
Carrollton Metal Products Co... 205 
Champion Hardware Co., The 175 
Cheney Hammer Corp., Henry 
Chicago Lock Co. 203 
Chicago Roller Skate Co. ...... _ 
Chicago Spring Hinge Co. .. 205 
Chicago Wheel & Mfg. Co. a 
Clayton & Lambert Mfg. Co. _- 
Clemson Bros., Inc 123 


Bicaiea 42, 
Cleveland Chain & Mfg. Co., 
The : 104 





Genuin° NOMES & SILENCE 


tere SILENT 


- SOFTLY - SMOOTHLY 
ET SAVE FURNITURE 
j. & FLOORS-CREATE QUIET 


Rubber Cushion 


Ask your Jobber. If he is not 


DOMES of SILENCE, Inc., 35 Pearl St., 


lied write to 


N.Y. C. 


supp 
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Cleveland Wire Spring Co., The — 
Coburn Trolley Track Co. — 
Col Co., William H. 189 
Coleman Lamp & Stove Co. a 
Collins Co., The .. 190 
Columbia Steel Co. . 21 
Columbian Rope Co. 40 
Columbian Vise & Mfg. Co. . 47 
Congoleum-Nairn Co. ; 25 
Connecticut Valley Mfg. Co. 179 
Continental Screen Co. . 35 
Continental Steel Corp. _— 
Cook Co., H. C., The _ 
Crescent Tool Co. 20 
Cross, W. W. oni 
Cyclone Fence Co. 4| 

D 

Daniel Co., Edw. W. 190 
Dazey Churn & Mfg. Co. - 
Deico Appl. Div. . 29 
Deniston Co., The .. “a 206 
DeWitt Operated Hotels | ; —_- 
Diamond —, Horeshoe Co. _ 
Dietz Co., R. 55 
Dixon Crucible ss “Joseph 115 
Domes of Silence, "inc. 210 
Draper-Maynard Co. - 
du Pont de Nemours & Co., Inc., 

E. I. ‘ 43 
Durable Mat Co. 207 





E 
Eagle Mfg. Co... 175 
Eagle Rule Mfg. Co. 179 
Edlund Co. : 167 
Elastic Tip Co., The — 
Embury Mfg. Co. 154 
Empire Level & Mfg. Co. — 
Enterprise Mfg. Co. _ 
Estwing Mfg. Co. 148 
Everedy Co., The - 

F 
Farrell-Cheek Steel Co. 205 
Faultless Caster Co. 24 
Fitler Co., The Edwin H. 157 
Fletcher- Terry a 210 
Flexible Steel Lacing Co. 197 
Flex-O-Glass Mfg. Co. 193 
Florence Stove Co. 211 
Fox Shotguns _ 
Frankelite Co. 167 
Franiz Mfg. Co. .. = 
French & Hecht, Inc. ae 
Frick-Gallagher Mfg. Co. 210 

G 
Gardiner Metal Co. 185 
General Electric Co. — 

Clocks : we 

Full Line 3 — 

Heating Devices — 

Lamp Div. . 12-13 

Wiring Devices 155 
Geyer Mfg. Co. ........ 157 
Gibson Good Tools, Inc. 18! 
Gilbert & Bennett Mfg. Co. 200 
Gillespie Varnish Co. ae 181 
Glass Coffee Brewer Corp. 195 
Goodyear Tire & Rubber Co., Inc. 4 
Graham Mfg. Co. 206 
Greenfield Tap & Die Corp. 147 
Greenlee Tool Co. 135 
Griffin Mfg. Co. - 

H 
Hamilton Beach Co. - 
Hamlin Metal Prods. Co. = 
Hanover Wire Cloth Co. 38 
Hanson Scale Co. 187 
Harris Hardware & Mig. “Co., 

D. P. . a 
Hawkins ‘Ci, "The 34 
Hazard Insulated Wire Works 53 
Heckethorn “ & eeieted Co. a 
Heller & Co., W. C. _ 
Heller Bros. Co. .. 113 
Hilger Co., The 193 
Hoffman Co., H. 206 
Hoppe, Inc., Frank A. oon _ 
Hotei Benjamin Franklin _— 
Hotstream Heater Co. .. 203 
Hoyt & Worthen Tanning Corp. _ 
Huenefeld Co. - 

l 
Imperial Bit & Snap Co. ... _ 
Imperial Molded Prods. Corp... — 
Independent Lock Co. ......... 3 
Indiana Steel & Wire Co. . 140 
Ingersoll Steel & Disc. Div. 

Borg-Warner Corp. . tas oe 
International Harvester Co., ‘Inc. 97 
International Nickel Co., Inc.. 45 
Irwin Auger Bit Co., The .. ' 

J 
Jackson Mfg. Co. ; 36 
Jennings Mfg. Co., The Russell 55 
Justrite Mfg. Co. = 

K 
Keene Mch. Co., O. S. — 
Keiser Mfg. Co. =~ 
Kester Solder Co. — 
Keuffel & Esser Co. ; 48 
Keystone Stee! & Wire Co. — 
Klein & Sons, M. 153 
Knapp-Monarch Co. - 
K-R-O Company _ 

L 
Lamson & Sessions Co. 9 
Landers, Frary & Clark . _ 
Lead Industries Assoc. . = 
Libbey-Owens-Ford Glass Co. 16-17 
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Lincoln Engineering Co. ...... . 135 | Russell, Burdsall & Ward Bolt 
Lincoln-Schiueter Floor Machinery Nut Co. ae 


Coe. ... Jaa eak , ' _ 
Lindsey Light & Chemical Co. 185 
Lockwood Hdwe Mfg. Co. — 


Lufkin Rule Co., The Jaina ee 
Luther Grinder & Tool Co. ...... 119 
M 

McCormick Sales Co., Inc. (Iron 
Glue Div.) PR AES — 

McGill Metal Prods. Co. = 

McGuire Co., George W. sae 


=) 


McKinney Mfg. Co. ......... 

Macklanburg-Duncan Co. 

Manning, Bowman & Co. 

Marble Arms & Mfg. Co. 

Master Lock Co. . 

Masters Planter Co. 

Mayes Bros. Tool Mfg. Ch. 

Merchandise Mart, The ... 

Met-L-Top Tables, Inc. ... 

Metal Industries, Inc. ...... 

Metal Textile Corp. ............... 

Miami Cabinet Div. of The 
Philip Carey Co. és 

Milcor Steel Co. 

Miller, Inc., Robert -_ 

Millers Falis Co. PEE 

Milwaukee Stamping Co. 

Minnesota Mining & Mfg. Co. 

Moore Push Pin Co. ........ 

Morse Twist Drill & Machine Co. 

Murphy's Sons Co., Robert ...... 

Murray Ohio Mfg. Co., The 

Myers & Bro., The F. E. 


band yy — 
ell Iidl=tsiit 
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National Brass Co. 
National Carbon Co., Inc. a 
National Enameling & Stamping 
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Co. 

National Mfg. Co. 
National Screw & Mfg. Co. ...... 31 
New Haven Clock Co., The ...... 163 
New York Herald Tribune .... a 
New York Solder Co. ees _ 
New York Wire Cloth Co. 51 
Ney Mfg. Co., The ......... — 
Nicholson File Co. 58 
Noblitt-Sparks Industries, Inc. 27 
Noma Electric Co. .............- _ 
Norcross & Sons, C. S. 186 
Norlund Co., Inc., O. A. .. » ae 
North American Press, The ...... 182 
Northwestern Steel & Wire Co. 23 
Nu-Tone Chimes, Inc. aol — 


.e) 


Okonite Co., The . 53 
Oxferd Tool Co. ~- 


P 


Page Seed Co. . 
Paine Company, The 
Patent Novelty Co. 


Peck, Stow & Wilcox Co. 195, 199 
Pecora Paint Co. baa = 
Peerless Novelty Co.............-- —- 
Perfection Stove Co. - 
Peters Cartridge Div. - 
Petersen Mfg. Co. - 
Pioneer Rubber Co., The 199 
Pittsburgh Plate Glass Co. 30 
Pittsburgh Steel Co. _- 
Plantabbs Co. ... - 
Plumb, Inc., Fayette R. 
Plymouth Cordage Co. i 
Pootatuck Corp. 207 
Premax Products ........ = 
Progressive Mfg. Co., Inc. -- 
Puritan Cordage Mills 200 
i) 

Quinn Wire & Iron Works 207 
R 
Raybestos-Manhattan, Inc. — 
Ray-O-Vac Co. 14 
Reeves Steel & Mfg. Co. 127 
Regina Corp., The . 183 
Remington Arms Co., Inc. 93 
Reynolds Wire Co. 15 
Richards-Wilcox Mfg. Co. _ 
Rixson Co., Oscar C. _ 
Rochester Sash Balance Co., Inc. — 
Rogers Isinglass & Giue Co. 163 
Rome Mfg. Co. 103 
Royal Electric Co., Inc. _— 
Ruby Chemical Co. 167 
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Ryerson & Son, inc., Jos. 4 


s 


Samson Cordage Works 
Sand's Level & Tool Co. : 
Sandvik Saw & Tool Corp.... 
Savage Arms Corp. 

Schalk Chemical Co. 

Schatz Mfg. Co...... 

Schlueter Mfg. Co. deecs 

Schollhorn Co., The Wm. ........ 
Sentinel Radio Corp......... 

Sentry Stop-A-Draft Co. 

Shapleigh Hardware Co......... 
Sheffield Bronze Powder & Sten- 
Ge GE cdcoes . 

Shelby Cycle Co. 

Shelby Spring Hinge Co... 
Sherman Mfg. Co., H. 8.... 

Silver Lake Co. 

Simonds Saw & Steel Co. 

Simplex Mfg. Co. 

Skilsaw, Inc. 

Skuttle Sales Co. 


Smith, Inc., Landon P. 

Smith & Son, Inc., Seymour..... 

Smith & Corona Typewriters, 
Inc., L. C. 


Speedway Mfg. “Co. 
Stampit Corp. . 

Standard Fence Co... 
Stanley Tools . 

Stanley Works, The 
Starline, Inc. 

Stearns & Co., E. C. 
Stevens Arms Co., J. 
Stewart Mfg. Co., F. W. 
Superior Fastener Corp.... 
Swing-O-Way Steel Prods. Co. 
Syncro Devices, Inc. 


T 


Tamms Silica Co. 

Tate Co., E. 

Taylor Instrument Companies 

ae Coal, Iron & Railroad 
— ; 

Testor Cement Co. 

Thompson & Son Co., The Henry 
G. 

Townsend, B. W. 

Trico Fuse Mfg. Co. 

Tripleware 

Triplex Screw Co., The 

Tubular Rivet & Stud Co. 

Turner, Day & Woolworth Han- 

die Co. 


U 


Union Fork & Hoe Co., The 
Union Hardware Co. 

U. S. Steel Corp. 2\, 
\Inited Stove Co. 

Utica Drop Forge & Tool Corp. 
Utility Hdwe Co. 


v 


Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co., Inc. 
Vichek Tool Co., The 


Ww 


Wagner Mfg. Co. 
Wall Rope Works 
Wappat, Fred W. 
Warner Mfg. Co. 
Warren Telechron Co. 
Warren Tool Corp. 
Warwood Tool Co. 
Washburn Co., The 
Westclox 
Western Cartridge Co. 
Western Cataphote Corp. 
Western Retail Implement & 
Hdwe Ass. ; 
Western Wire Prods. Co. 
Westfield Mfg. Co. 
— Electric & Mfg. 
Wickwire ’ Brothers, Inc. 
Winchester Repeating Arms Co.. 
Wood Shovel & Tool Co., The 
Woodruff & Sons, Inc., F. H. 
Wooster Brush Co. 
Wright Steel & Wire Co., G. F. 
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Yale & Towne Mfg. Co., The 
| Youngstown Pressed Steel Div. 
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D. P. HARRIS HOW. & MFG. COMPANY, INC. 
ROLLFAST BUILDING +» NEW YORK N Y 


















































RANGE 
RANGES HEATERS BURNERS 
is OR A =e og oF 


KANKAKEE, ILL. 





RANGES 
FLORENCE Bie 


7LORE NE 


GARDNER, MASS. 
NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS AND SAN FRANCISCO 





WE HAVE 
—what you want 
—when you want it 
—so remember .. . 











World's Largest Level Plant of its kind 


Best by Test Since 1896 


MAYES BROS. TOOL MFG. CO Port Austin, Mich. U.S.A 
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Everything You Need to know 
HARDWARE 


About BUILDERS’ 


NOW?! 
For the First Time 
in Permanent 
BOOK FORM 


awa 


This is your only source of 
complete. authentic, easy-to- 
read information on all phases 
of BUILDERS’ HARDW ARE 
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(— If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because o. the lack of 
information on this subject—*TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average home to schools, hotels, 
office buildings, churches. apartments, ete. 


You’ll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about this 
profitable, basic hardware line. 


The experienced Builders’ Hardware Engineer will want this book 
for its use as a handy reference work. The beginner will want it 
as a text book to use as the only complete home study course in this 
subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by reading 
and studying it. 





TL ee ee a 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 





Please send me 


NAME FIRM 


ADDRESS CITY 


DLL emeerseesweeeneeeeeeseeeeeeeesSsesesensereeesecnneessnsesencoseseencoececesauensee 
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Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8!/2x I1'/2 inches—cloth 
bound to withstand hard usage. 

How to bring prospects into your stare. 

Suggestions on making bids that will mean more 
sales and profits to you. 

How to cash in on the sale of replacements and 
"follow-up" items. 

A wealth of specific information on equipping 
public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25x I 1'/2 inches, Glos- 
sary of more than 300 Technical Builders’ 
Hardware Terms, Cross Reference Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 








CcouPoOon 


ORDER YOUR COPY NOW 


Prepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS' HARDWARE MEN ARE SCARCE. 


TODAY 





copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 


Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


STATE 


[_] Check here if you enclose payment, in which case we pay postage. 


HARDWARE AGE 











or 





THE 444 RED DEVIL “LEADER” 
FLOOR SANDER works on a feather- 
touch. Quietly operates in both di- 
rections without vibration. No stop or 
chatter marks, no dust. 2,000 new 
or 1,000 ft. old flooring a day. Re- 
moves 6 coats of paint. It’s light—it’s 
easy to handle. Foolproof. Standard 
parts defy wear. A streamline beauty 
—fully guaranteed, 


OFFERS COMPLETE 


FLOOR 
CONDITIONING 
SERVICE 


FOR RENTALS 
& RESALE 


Start a Complete Ser- 
viee! Faultless Operation 
Brings Steady, Ready 
Profits . 


F you want to make from $4 to $7 a day up in rentals 

alone to contractors, homeowners, building opevatens. 

; boat owners, hobbyists, send the coupon. Think of the sand- 

No. 440 RED DEVIL VACUUM SANDER, an paper, hand tools, and floor finishing and paint products 


all-purpose little slave that gets into corners, 

closets, sills; perfect for stair treads, furniture th t ill , h h 

tops, trim, etc. Light, fast and powerful. Vacuum wil tinkl i wi An 
operation means clean, dustless jobs. Electric as e t e cas register th every rental. d 
headlight brightens all dark corners. Faultless 


parts defy wear because RED DEVIL Machines and Tools will do a really 
better job quickly and easily, you build up good will—and 





your commissions on the sale of, these products to large 


contractors, institutions, etc., are nice and fat—your “rental” 





units make perfect floor samples. Write us for complete 


details and dealer helps, or see your jobber. 


Only Red Devil gives com- 
plete service from a single 
source—sanding paper in all 
erits for sander and edger 
and hand use—convenient lit- 
tle sandpaper holder No. 9A 
30¢; JAK-NIFE Razor Biade 
seraper No. 13 10¢; Steel 
Wool Holder No. 17 25¢; and 
a complete line of RED 
DEVIL WOOD SCRAPERS 
from 10¢ to 99¢. 


Red Devi % 7. ver made. es 
. ry tet 
Re A et ee LANDON P. SMITH, INC. 


us know and ¥° 
IRVINGTON, N. J., U.S. A. 
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1843-SuporeiGu’s MVETY-SEVEN YEARS OF HONORABLE SERVICE-1940 
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~ SHAPLEIGH 


ESTABLISHED 1843 


QUALITY 
STEEL GOODS _. _ inl ode 


HEADER FORK 


Packed with Unusual Care Open up Bright 
Clean and Attractive - Are Easy to Sell 


é Pg y Y /f 
| \ <n 2 | gw g 7 
No. DEO 44/, RADEO IED ‘& No. DE2 PF 
MANURE N HAY FORK , ol 0] @anYs-aae) -) 
FORK aes: 2, y AND 
: NN » 4 
MI 


WEEDING 
Handles are 


HOE 
Choice Straight 


f 
In Driv: ng t he 
Handles. Extr 


Care is Taken to 


“song White 
Ash, Waxed, y See thatthe Strain 


Polished and Pro 7 ; in Use will Bear 
tected by Indivi- F A FOGE IS 3A QUALITY PLEDGE Properly Against 
dual = t Bags. HAR Ym Clelis 


“ 

No.K$SBI4 vA 
GARDEN 
RAKE 


<i “The Recollection of QUALITY, KUTTER 


remains long 


A\\\nn’ after the PRICE is forgotten”’ 


High Grade Tool Steel is Used Throughout . 
The Tools ‘are Forged, Tempered and Finished to 
Give the Greatest Service in their Intended Use. 
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No DEOLO 


SPADING FORK ——— 


OUR STEEL GOODS STOCK 
No. DESMO8 iS COMPLETE 
HANDLED COTTON ' 
HOE 


+ GARDEN OR FIELD 
ASK OUR SALESMAN ‘| HOE 
TO SHOW YOU 


OUR 
FULL LINE Aci 











“Quauity Counts” Ask THE User-Try 4 SAMPLE 





Shapleigh National Series No. 2338. 
HARDWARE AGE 











